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Extra values- 
but you can’t see them 


There’s the steadfast insistence upon 


Our dealers find lots of values in 
Webster's Carbon Papers and type- 
writer ribbons that can’t be seen—even 
with the strongest magnifying glass. 

For example, there’s the time-tested 
integrity of the manufacturer, which 
works steadily in your interests to give 
you a fair deal at all times, including 
a fair and equal price policy. 

There’s the sales and merchandising 
assistance and continuous national ad- 
vertising behind the product to insure 


a consistent profit for you. 


quality which brings uniformly good 
results for all your customers and re- 
peat business to you. 

There’s our factory warehouse system 
which means faster deliveries to make 
good your depleted stocks. 

It’s because you can’t see these things 
that the word, WEBSTER, and a well- 
known brand name appears on every 
package. They stand as a guarantee of 
extra value to your customers and of 


extra profits to you. 


F.S. WEBSTER COMPANY 


13 Amherst Street, 


Cambridge 42, Mass. 








{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 


Office Appliances 


(To the Whrld’s Principal Market Places) 


Founded by George H. Cutter and Developed Through Thirty-Four Years 
by Evan Johnson. 








Published on the first of every month by The Office Appliance 
Co., 600 West Jackson Boulevard, Chicago 6, Illinois. Cable 
address: Applico, Chicago. Telephone: DEArborn 3206-7. 
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ESTABLISHED 1904: Succeeding and embodying American 
Stationer, New York, established 1873, the original trade 
journal serving the stationery field; Typewriter Trade 
Journal & Office Systems, New York, 1904; The Office, Frank- 
linville, N. Y., 1904; The Office Appliance Journal, Chicago, 
1905; Business Equipment Journal, Chicago, 1908; Office Out- 
fitter, Chicago, 1908; the original National Stationer, New 
York, 1909. 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50; 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, post 
office or express money or- 
ders, or in American postage 
stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 

{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 


{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested, 
{ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment 
or directly related products 
eligible. 

Entered as second-class 
matter, July 8, 1905, at the 
post office at Chicago, IIL, 
under Act of March 3, 1879. 
‘Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D. C. 
(COPYRIGHT. : Contents 
covered by copyright, 1946, 
by the Office Appliance 
Company. 
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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. 


A 

Acco Products, Inc. 165 
Ace Fastener Corp.. 175 
Acme Bulletin & Dircty. Corp. 222 
Acme Visible Records, Inc.....167 
Adirondack Chair Co. 198 
Advance Salesbook Co. 226 
Agency Paper Co. 221 
Aigner, G. J., Co. 137 
Alexander Mfg. Co.. 199 
All-Steel-Equip. Co. .... 116 
Allen Calculators, Inc. . 96 
Allen & Co. 201 
Allied Carb. & Rib Mfg. ane 152 
Alma Desk Co. 222 
Amberg File & Index Co....... 63 
Amer. Carbon Paper Mfg. Co...179 
Amer. Dictating Mach. Co., 

I ie 2 
Amer. Hair & Felt Co. "158 
American Map Co., Inc. ..206 
Ames Supply Co. .. 85 
Anderson-Hickey Co., Inc. 170 
Art Metal Construction Co. . 59 
Art Steel Sales Corp. 80, 81 
Associated Stationers Supply 

i ate Se --n- 108 
Atlas Stencil Files Co. ..162 
Autmtc. Pencil seeicoanes Co. oH 
Autocopy, Inc. ; 11 


Bainbridge, Kimpton & susan 
Inc. 
Bankers Box Co., ; 
Barkley, C. L., & Co. 
Bassick Company, The 
Beach Publishing Co. 


Beck Duplicator Corp., The..... 
Berger Mfg. Div. Republic 

Steel ; 
Bickett, L. M., Co. 


Blaisdell. Pencil Co. 
Bolens Products Co. 
Boorum & Pease Co. 
Bright Chair Co.......... 
British Staty. Exporter 
Brown, Arthur, & Bro. 
Browne-Morse Co. 


Buckeye Ribbon & Carbon Co... 


Business Efficiency Aids. 


Business Mach. Products Inc... 


Cc 


Calculator Equip. Co. 
Cardinell Corp. 
Cardmaster Co. 

Carter’s Ink Company, The 
Century Associated tease 


Clarin Mfg. ‘Company 
Clarotype Co., The 

Codo Mfg. Corp... 

Cole Steel Equipment Co., 
Collier-Keyworth Co. 
Columbia Industries 
Columbia Pencil Co. 
Columbia Rib. & Car. Mfg. Co. 
Columbia Steel Equipment Co... 


Commonwealth Publishing Co...222 


Consolidated Stamp 
Inc. 
Continental Ink Co. 
Cook, The H. C., Co. 
Copy Papers, Inc. 
Copy Right Mfg. Corp. 
Corona Typewriter 
Corry-Jamestown Mfg. Corp... 
Cotterman, I. D. 
Cram, The George F., Co. 
Cramer Posture Chair Co. 
C-Thru Ruler Co. 
Cummins Business 
Div. A.S.C. 
Cushman & Denison Mfg. Co. 


D 


Darnell Corp., Ltd. 
Dawn Mfg. Corp. 

Dayton Stencil Works 
Dennison Mfg. Company 
Dependable Mfg. Company 
Domore Chair Co. 
Dovolis-Rice Company 
Downey, C. L., Co. 


Mfg. Co., 


Machines, 


through 
E 
Eaton Paper Corp. ...211 
Elray Company owl 
Eureka Specialty Prtg. Co.......214 
Eversharp, Incorporated ~ ow 
F 
‘aber, A. W., Inc. 129 
Fair Furniture Co. . 61 
Farber, Louis H -207 
Faries Manufacturing Co. 186 
Federal Fibre Corp. 214 
Feldco Loose Leaf Corp. 93 
Fox, George E., & Company.. "208 


Friden Calculating Mach. Co., 
Inc. 140 


G 
Galef, J. L., & Son 223 
General Fireproofing Co. 51 
Gibbons, omas H., & Co. 65 


Gibson, C. R., & Company ez 
Gits Molding Corp. = 


| oe i Co., The 72, 73 
Graff, Geo. B., Co. ...213 

Gregory Fount-O-Ink Co. 138 
Guide System & Supply Co. 166 
Gunlocke, W. H., Chair Co. 117 

H 
Hall-Welter Co. 224 
Hanson, J. L., Co. 217 
Hanson Scale Co. .202 
Harriman-Welts, Inc. 213 
Harter Corporation im oe 
Herring-Hall-Marvin Safe Co...122 
Heyer Corporation, The 231 
High Point Bndg. & Chair Co...176 
I 
Imperial Desk Co. 135 
Imperial Mfg. Co. 79 
Imperial Methods Co. 126 
Indiana Cash Drawer Co. 123 
Indiana Desk Co. . 88 
Ink Specialties Co., Inc. 219 
Int’! Bronze Tablet Co., Inc. 221 
Int’] Office Appliances, Inc. 194 
? 


Invincible Metal Furniture Co...125 


Jasper Chair Co. 164 


the journal. 


Jasper Desk Co., The... " 
Jasper Office Furniture Co. 
Jasper Seating Co. 


L 


Leisure Furniture Corp... 

Leopold Co. .. 

Lightning Adding Mach. “Co., 
at Re NEES, CRIT ree 


Macey Co. . 

Manifold Supplies Co. 
Markilo Co. 

Markwell Mfg. Co. ; 
Mashek, Frank, Company 


Master-Craft Corp. Div. S-W 
josisvaiidintbintiaeans 130, 

Meilicke Systems, Inc. ; 

Meilink Steel Safe Co. 


Metal Office Furniture Co. 
Meyer & Wenthe, Inc. 
Michigan Desk Co. 
Midwest Naturlite Co. 
Mittag & Volger, Inc. 
Mohawk Tablet Company 
Monroe Calc. Machine Co. 
Moore Push Pin Co. 
Myrtle Desk Co. 


N 


National Blank Book Co.......... 
National Brief Case Mfg. Co... 
National Desk Co., Inc 
National Vulcanized Fibre Co.. 
“eo England Woodworking 
oS OST. Se 

New Indiana Chair Co. 
Norta Distributing Co. . 
Norwood Equipment Co.....133, 
Northern States Envelope Co... 


oO 


Office Furniture Wholesale Dis- 

tributors Vee 
Old Town Rib. & Car. Co. 
Oxford Filing Supply Co. 


Pacific Carb. & Rib. Mfg. Co. 
Parker Pen Company 
Peerless Imperial Co., Inc.... 
Peerless Steel Equip. Co. cS 
Pemberton, L. N. Prtg. Co. 
Pengad Mfg. Co... ae 
Phillips Process Co., Inc. 
Photo Materials Co. 

























of its various commissi 


any article wanted, puts 
pares advertising copy, 


eign dealers in securing 


good use of this bureau; 


practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 


agents and dealers in nearly every country, aids for- 


other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 


tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 
turers, 


THE SERVICE BUREAU| 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. 


In the execution 
ons this bureau calls upon 


man and job together, pre- 
furnishes list of desirable 
U. S. A. lines, and in many 


manufacturers in every sec- 
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They do, however, offer their services in resolving any disagreements which result from relations established 


Pierce Co., 


The ; 222 
Plastext Co. 222 


Pronto File Corp. 160 
Quality Park Envelope Co... 148 
R 
Red Feather Products Ltd......... 71 
Regal Typewriter Co... .-..229 
Republic Seating Co..... 204 
Reyam Plastic Products Co.....206 
Reyburn Mfg. Co., Inc., The....154 
Rite-Line Sales Co., Ine. 212 
Rite-Rite Mfg. Co.... 220 
Rivet-O Mfg. Co..... 221 
Roberts Number Mach. Co. 208 
Roberts, Weldon, Rubber Co.... 227 

Rochester Wire-O Binding, 
ES SS 220 
Rockwell-Barnes Co. 67 
Ross-Gould Company 223 
Royal Metal Mfg. Co., The......230 
Royal Typewriter Co. 49 
Ss 
Sanford Ink Company. 161 
Schollhorn, William, Co. 132 
Seng Company, The... 196 
Sengbusch Self Cl. Inkst’d Co...225 
Service Products, Inc. 214 
Shalleross Co., The....... 173 
Shank Leather Goods Co. 201 
Shaw-Walker Co. .... 139 
Sheaffer, W. A. Pen Co. 45 
Sheboygan Chair Co. 184 
Sheppard, C. E., Co. 192 


Sikes Co., Inc., The... 55 
Sinclair & Valentine Co. 219 
Smead Mfg. Co., Inc., 
The ‘ ce 119, 
Smith, L. C., & Corona Type- 
writers, Ine. . 
Speed-Key Mfg. Corp. 
Speed-O-Print Corp. 
Speed Products Co., Inc. 
Spencer Rubber Products Co. 
Staedtler, J. S., Inc. 
Standard Business Machs. Co...2 
Starkey Paper & Supply Co. 
Stewart, R. A., Co. 78 
Storms, H. M., 
Sturgis Posture Chair Co. 
Sun Rubber Company 


120 


T 


Co., 
Products, 


Technygraph The 221 
Toledo Guild Inc. 198 


Underwood Corporation ; 
Back Cover 


Union Pencil Company 188 
U. S. Savings Bonds 228 
U. S. Typewr. Rib. Mfg. Co.....215 
Vv 
Vail Mfg. Co. 153 
Van Dyke Industries 82 
Veet Mfg. Company 216 
Victor Adding Machine Co. 209 
Victor Safe & Equip. Co. 180 
Vogel-Peterson Company 205 
wryzZ 
Wabash Filing Supplies, Ine. .114 
Wansco Paper Products Co., 
Inc. anes 215 
Warshaw Mfg. Co. 218 
Waterman, L. E., Company....195 
Webster, F. S., Co. ys 
Weis Mfg. Co....... 99, “100, ‘101, 102 
Wells Office Furn. Co................. 156 


Western Wholesale Stationers..217 
Wilson Jones Co. — 
Wood Office Furn. Institute......200 
Woodstock Typewriter Co.103, 212 
Write, Inc. .. 19 
Yawman and Erbe Mfg. Co.....187 
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dern business office 
fit of the subscribers the lines advertised are here classified. Many of the requirements of the mo 

papers eed subscribers be interested in any article of office equipment not listed here, they are cordially — to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 








obligation. 
‘ox, Ge 3. & Comp 208 
ment Friden Calculating Mach. Co., Inc.140 Fox, George E., & Company : 
Aesecttion, yan’ nets ‘£ 214 Lightning Adding Mach. Co., The. 118 Republic Seating Co. : rr. 
Pemberton g. Co. 222 Monroe Cale. Machine Co ~ ouins tees ompany 2 
; Victor Adding Machine Co 2 t : - ie p 
— Machine Parts 85 Calculating Machines, Used ae Conneltanies, Step Co., Inc B. 
Adding Machine Relis & Paper . Caleulator Equip. Corp 213 aoe wate ae ~$31 
Rockwell-Barnes Co. 67 ew. Bao and ge oh oe a - x =< 4 
7 - « © 
fee lcainte I 96 Carbon Papers (See Ribbons and Carbons) Desk Bumpers 5 i - 
Allen Calculators, Inc. Fie, Gases B. & Compen 208 
Friden Calculating Mach. Co., Inc.140 Card Index Boxes and Trays ‘ Desk’ 
Lighting Adding Mach. Co., The 118 All-Steel-Equip. Co. .... 116 i, a 224 
Monroe Cale. Machine Co. 151 Amberg File & Index Co ae 63 Soci Titedetan Oa 186 
Smith, L. C. & Corona Type- Art Metal Ne cage men Co . 59 Mid as "Setertite Ce 198 
writer, Inc... ie 43 Art Steel Sales Corp. 80, 81 Van Dyke oe omni 82 
Underwood Corporation Back Cover Cole Steel Equipment Co., Ine. - Wells Office Furniture Co 156 
Victor Adding Machine Co. 209 Columbia Steel Equip. Co. 89 Dek Pade & Tene 
Adding Machines, Rebuilt & Used Corry-Jamestown Mfg. Co. 183 tag SE hay me 
Calculating Equipment Corp. 213 Farber, Louis H. . 207 Fair Furniture Co. Bl 
Int'l Office Appliances, Inc. 194 General Fireproofing Co. = 51 Fox, George E.. & Company 208 
Adhesives Globe-Wernicke Co., The 72, 7 Office Furn. Whole. Distr 220 
(See Inks, Adhesives, etc.) Guide System and Supply Co......... 166 Sun Rubber Company ; 
Albums Imperial Methods Co. 126 Wilson. Jones. Co. 9] 
Amberg File & Soden Co. 63 Invincible Metal Furn. Co. 125 Desk Pen & Ink Sets 
Hanson, J. L., 217 Metal Office Furniture Co. 159 Gregory Fount-O-Ink Co 138 
Arch and Clip Weare Files New England Woodworking Co 69 Sengbusch Self Cl. Inkst’d Co 225 
Cushman & Denison Mfg. Co 174 Peerless Steel Equip. Co 225 Sheaffer, W. A.. Pen Co 45 
Globe-Wernicke Co., The 72, 73 Pronto File Corp.. ..160 Union Pencil Co 188 
Pengad Mfg. Co. 220 Rockwell-Barnes Co. 67 Desk Trays 
Rockwell-Barnes Co. 67 Shaw-Walker Co. 139 Art Metal Construction Co 59 
Service Products, Ince..................-- 214 Weis Mfg. Co 99, 100, 101, 102 Art Steel Sales Corp. 80, 81 
Shaw-Walker_ Co. ES, Wells Office Furniture Co. 156 Corry-Jamestown Mfg. Co 183 
Yawman & Erbe Mfg. Co...............187 Yawman and Erbe Mfg. Co. 187 Fox, George E., & Company 208 
Ash Trays and Stands Cash Boxes General Fireproofing Co. nat BI 
Century Associated Prod. Co...146, 147 Art Steel Sales Corp 80, 81 Globe-Wernicke Co., The 72, 73 
Elray Company 221 Cole Steel Equipment Co., Inc..... 84 Imperial Methods Co 126 
Fair Furniture Co. 61 General Fireproofing Co.. - 51 Peerless Steel Equip. Co 225 
Wells Office Furniture Co. 156 Western Wholesale Stationers 217 Service Products, Inc 314 
Associations 7 seo Cash Tills 4 : s 199 oes ar 2 0 —-— ge 
Wood Office Furniture Institute...2 Indiana Cash Drawer Co... 23 yeis Mfg. 99, ee 
Atlases, Geographical Casters, Caster Bearings, Slides oF Wells Office Furniture Co. 56 
Cram, George F., Co 210 Bassick ew 7 és Youman, snd Fave, Mts. Co 187 
1 Darnell 8s es or! 
a oe yi |e. ee 229 Celluloid Pn ne Art Steel Sales Corp. 80, 81 
Gibson, C. R. & Company 182 (See Envelopes, Celluloid) Fox, Gearge E., & Company ee 
Bankers Note Cases Chair trons a Globe-Wernicke Co., The 12, 73 
Art Steel Sales Corp. ; 80, 81 Bassick Company, The 177 Victor Safe & Equip 0 ot 
General Fireproofing Co. , 51 Bolens Products Co 196 Wilson-Jones Co. j 
Globe-Wernicke Co., The 72, 73 Collier-Keyworth Co 157 Desks ase 
Victor Safe & Equip. Co. ....180 Seng. Company, The 196 one, See — Tae = 
Binders, Catalog if "Periodical ses ag he ic) cam a 2” pers Bg sm so 
ts, ne it) cke - S " 77 
Amberg File & Index Co. 63 Office Furniture ‘Wholesale Dist..... = aereng ly ES a a 
orp. Div. S-W Service Products Co. : os 
Cynrcdncicen cee 130, 131 Chairs, Folding Sorry ~~ Mfg. Co 133 
National Blank | Book a Adirondack Chair Co 198 — me — a. < 7 
Sheppard, The E., Co. 192 Clarin Mfg. Company 216 to a rs & The 79. 73 
Wilson Jones Co. 91 Farber, Louis H 207 Glebe lvornieye o., ns 
Binders, Permanent Storage Royal Metal Mfg. Co 230 en Desk Co. "88 
Boorum & | Pease Co. Chairs, OMies Invincible Metal Furn. Co 125 
Master-Craft Corp. Div. S-W. Bright Chair Co. 214 j Ey. 128 
sssesreteneeeeeeeseeeess 130, 131 Cramer Posture Chair Co. 178 Semper Office Furniture Co 121 
Sheppard, The C. 'E. Co ; 192 Dependable Mfg. Company 197 Leopetd Company, The 188 
Smead Mfg. Co. ; 119, 120 Domore Chair Co : Ay Macey Company 111 
Wilson Jones Co. 91 General Fireproofing Co.............. 51 Metal Gaee a Go 159 
Blackboards Gunlocke, The W. H., Chair Co....117 Michigan Desk Co:.... 144 
Service Products, Inc. ake Harter Corporation . sersccencnenennnns BB Myrtle Desk Co. 104 
Blank Books 8 High Point Mending & Chair Co...176 National Desk Co.. Inc. 106 
Boorum & Pease Co. 9 Jasper Chair Co. 164 Peerless Steel Equip. Co 225 
Eureka Specialty Prtg. Co.. 214 Jasper Seating Co 218 Royal Metal Mfg. Co. 230 
National Blank Book Co...... 223 Macey Company j 111 Shaw-Walker Co 139 
Rockwell- Berner Co. ; 67 Metal Office Furniture Co. 159 Victor Safe & Equip. Co 180 
Wilson Jones C ” Michigan Desk Co. 144 Wells Office Furniture: Co 156 
Blue Print and Plan File Cabinets New Indiana Chair Co. 110 Yawman and Erbe Mfg. Co 187 
All-Steel-Equip. Co. ..... 116 Royal Metal Mfg. Co 230° Diaries (See Memo Books) 
Anderson-Hickey Co. .. 170 Shaw-Walker Co 139 Dictating Machines 
Art Metal Construction Co. 59 Sheboygan Chair Co. 184 Standard Business Machines Co.....210 
Art Steel Sales, Corp... ...80, SI Sikes Co., The 55 Dietating Machines, Used 
Browne-Morse Co. . : 77 Sturgis Posture Chair Co 105 Amer. Dictating Mach. Co., Inc....142 
Cole Steel Equipment Co., Inc..... 84 Wells Office Furniture Co 156 Display Racks 
Columbia Steel Equipment Co. 89 Chairs (Posture) Pierce, The, Co.. 222 
Corry-Jamestown Mfg. Corp.. 183 Bright Chair Co. 214 Drafting Instruments & Equipment 
General Fireproofing Co.......... 51 Cramer Posture Chair Co. 178 Brown, Arthur & Bro 109 
Globe-Wernicke Co., The..... 72, 73 Domore Chair Co 75 Cardinell Corp. 218 
Invincible Metal Furn. Co. 125 General ¥yereins Co 51 Duplicating Machines and Supplies 
Peerless Steel — Co. 225 Gunlocke, The W. H., Chair Co.....117 Autocopy, Inc. 211 
Pronto File Corp.. ....160 Harter Receeretian 83 Bainbridge, Kimpton & Haupt 94 
Shaw-Walker Co. .... eee High Point Bending & Chair Co...176 Beck Duplicator Corp., The 212 
Yawman and Erbe Mfg. Co. 187 Jasper Chair Co. 164 Cardmaster Co. ........ ‘ annem DBE 
Bond Boxes Jasper Seating Co 218 Columbia Rib. & Carb. Mfg. Co... 4 
Art Steel Sales Corp. 80, 81 Shaw-Walker Co. 139 Copy Papers, Ine. 169 
General Fireproofing Co...... 51 Sikes Co., The 55 Dovolis-Rice Company 193 
Globe-Wernicke Co., The 72, 73 Sturgis Posture Chair Co 105 Heyer Corp., The. = 231 
Book Cases Wells Office Furniture Co. 156 Ink Specialties 0... Inc 219 
All-Steel-Equip. Co. 116 Chairs, Tablet Arm : Manifold Supplies Co = 
Art Metal Construction Co. 59 Jasper Chair Co 164 Mittag & Volger, Inc. . 
Browne-Morse Co. ........... REY | Jasper Seating Co. 218 Old Town Ribbon & Carbon Co a 
Corry-Jamestown Mfg. Corp. 183 New Indiana Chair Co. 110 Pengad Mfg. Co. ty 
General Fireproofing Co. 51 Check Protectors & Writers Red Feather Products, Ltd in 
Globe-Wernicke Co., The 72, 73 Hall-Welter Co 224 Shallcross Company, The.. iS 
Macey Company ...... 111 Checks, Banks, Payroll, etc. Sinclair & Valentine Co. — 218 
Michigan Desk i 144 Gibson, C. R., & Company 182 Smith, L. C., & Corona Type 
New England Woodworking. Co..... 6% Checks, Stamped Metal writer A 
Peerl Steel Equi Cc 225 Dayton Stencil Works 220 Speed-O- Print Corp ‘ 07 
Shaw Walken — = 139 Meyer & Wenthe, Inc. 205 Starkey Paper & Supply Co as 
Wabash Filing Supplies, Inc. 114 Clip Boards : 7 ree ‘ = ate 36 
Weis Mfg. Co. 99, 100, 101, 102 (See Arch and Clip Board Files) i a Se cil F hes . 
Yawman and Erbe Mfg. Co. 187 Coat & Hat Racks : Dup seating cg I Ld 168 
Bookkeeping Machines Vogel-Peterson Company .. 205 ... Stenci iles 2 
Underwood Corporation Back Cover Coin Bags, Trays, Wrappers nvelopes = ’ ? 99.99 
B L Art Steel Sales Corp 80, 81 Globe-Wernicke Co., The 12, 73 
ox Letter Files P F ‘ nce ae pagan Sgr "999 Northern States Envelope Co ... 90 
Amberg File & Index Co 63 Downey, C. L., & Co. 228 Quality Park Envelope Co 148 
Art Steel Sales Corp. 80, 81 Coin Changers ret a Sued Mfe Co. Ine. The 119.120 
Cole Steel Equipment Co., Inc... 84 Galef, J. L., & Son 22% wilsan toni: th 91 
Globe-Wernicke Co., The 72, 73 Copyholders t Envelopes, Celluloid 
Rockwell-Hernes. Co. 67 Acco Products, Ine... 165 . ay ZS 137 
Weis Mfg. Co.. 99, 100, 101, 102 Copy Right Mfg. Corp. 127 omen. oS ee oi7 
Brief & Zipper Cases Dawn Mfg. Corp., The 224 Mamtin Ce 923 
Xo. 65 Rite-Line Sales Co., The 212 a 218 
Gibbons, Thos. H., & ¢ , : 7 ; . =e Veet Mfg. Company 21 
Mashek, Frank, Com eagens... Sees Wells Office Furniture Co. 156 Eratleaiage,. tuk 
Master-Craft Corp. Div. 8-W Costamers . Carter’s "Ink Company, The 11k 
Reve 30, 131 Fair Furniture Co 61 - : —* 161 
ke Soe ied, ae : 1 Tomas r — Ink Company 
National Brief Case Mfg. Co. 222 Globe- Wernicke Co., The : Era 
Business Forms Peerless Steel Equip. Co Bla edel Pencil Co. 218 
, 7 » aisdell 
Associated Stationers Supply Co.....108 Shaw-Walker Co. eee Schee, Ah: 129 
Gibson, C. ; Varney... -” Vogel-Peterson Company Roberts, ‘weidon, ——— Co 227 
Calculating Devices Wells Office Furniture Co A 
Meilicke Syst Inc... ee | Cushions & Pads, Chair Expense Books ; ss 
Vic ‘ s dy & Ei ip. Co.. 180 pe Se Sgt eae een ee 24 Beach Publishing Co. 220 
PBL. Machines ri Century Associated Prod. Co. 146, ia Eyelets & Eyelet Fasteners “n 
Allen Calculators, Inc. — 96 Fair Furniture Co.... iecouclieacs Wk Rivet-O Mfg. Co... 


OFFICE APPLIANCES, April, 


1946 


File Boxes, 


Filing 


Filing Supplies 
A 


Fibre 
Bankers Boz CO. .....-..c.serceriece-cssaheose 2 
Barkley, C. L. Co.. mee ti) 
Globe-Wernicke Co., The... 72, 73 
Guide System & Supply Co.. 
Oxford Filing Supply bat 
Pronto File Corp. 









Weis Mfg. Co. “99, 7 101, 102 
File Boxes, Metal 

Art Metal Construction Co............. 59 

Art Steel Sales Corp... 80, 81 


Cole Steel Equipment Go., Ine....... 84 
Corry-Jamestown Mfg. Corp. dee 
Globe-Wernicke Co,, The.......... 
Peerless Steel Equip. Co. 
Pronto File Corp.............. 
Rockwell-Barnes Co. . 
Shaw-Walker Co. ...... 
Victor Safe & Equip. Co... A 80 
Co... 99, 100, 101, 102 
Insulated 
Meilink Steel Safe Co. 
Shaw-Walker Co. ...... aie 
Victor Safe & Equip. Co. 








Filing Cabinets, Metal 


All-Steel-Equip. Co. . vicuithain 116 
Anderson-Hickey Co. |................ 170 
Art Metal Construction Co. . 59 
Art Steel Sales Corp. » 


Berger Mfg. oa. Republic Steel... 
Browne-Morse Co. 

Business Emeleney “Aids 
Cole Steel Equipment c.. 
Columbia Steel ip. 
Corry-Jamestown Mfg. Corp. 
General Fireproofing Co.......... 












Globe-Wernicke Co., The... 73 
Invincible Metal Furn, Co.............125 
Macey Company 1 





Metal Office Furniture Co...... 
Peerless Steel Equip. Co... 

Rockwell-Barnes Co. .... 

Shaw-Walker Co. ...... 
Victor Safe & Equ ip. ...180 
Weis Mfg. Co...... "9° 160: ii, 1’ 
Yawman and Erbe Mfg. Co.. 187 








Filing Cabinets, Wood 


Art Metal Construction Co. 
Art Steel Sales Corp.. 
Bainbridge, Kimpton & Hau 
Browne-Morse Co, 
Business Efficiency Aids 
yeneral Firepreofing Co.. 
Globe-Wernicke Co., The... 
Imperial Methods Co......... . 
Indiana Desk Co...... 
Michigan Desk Ce.. 
New England Woodworking Co 
Peerless Steel Equip. Co... 
Rockwell- Barnes soot 
Shaw-Walker Co. 
Victor Safe & Equip Co. 180 
Weis Mfg. Co........ Mos 160, “101, 102 
Wells Office Furniture Co. «300 
Yawman and Erbe Mfg. = 





cco Products, Ine........... 
Advance Salesbook Co... 
Aigner, G. J., Co. 
Amberg File & Index Co. 
Art Metal a Co. 
Barkley, C. L., & 
Browne-Morse Co. 
Corry-Jamestown Mfg. Corp... 
General Fireproofing Co. 
Globe-Wernicke Co., The 
Guide System & Supply Co.. 
Imperial Methods Co........... 
Metal Office Furniture Co... 
Northern States Envelope Co. 
Oxford Filing Supply Co.. 
Pronto File Corp 

Quality Park Envelope Co. 
Rockwell-Barnes Co. , 
Shaw-Walker Co. . 

Smead Mfg. Co., The 
Veet Mfg. Company. 








Victor Safe & Equip. Co... 180 
Wabash Filing Supplies, Ine...........114 
Warshaw Mfg. Co....... ——— 
Weis Mfg. Co.. 99, 100, 101, 102 
Yawman and Erbe Mfg. Co. 187 
Finger Pads 
Speed Products Co... : tee 115 
Sun Rubber Company ES sy 


Folders (See Filing Supplies) 
Fountain Pens, Mfrs. 
Eversharp, Incorporated 
Parker Pen Company....... 
Sheaffer, W. A., Pen Co.. 
Waterman, L. E., Company 
Globes, Geographical 





Cram, The George F., Co. acca 
Gummed Cloth Rings 

Dennison Mfg. Company nae 

Graff, Geo. B., Co. 213 


Reyburn Mfg. Co., Inc., 
Warshaw Mfg. Co........ 
Gummed Tape 

Dennison Mfg. 


The 154 
218 


Company ‘ 149 








Reyburn Mfg. Co., Inc., The...... 154 
Honor Rolls 

Acme Bulietin & Directory Corp... 222 

Int’l Bronze Tablet Co., Ine. 221 
—— Card Covet 

Cook, H. Cis ices pascal 

Graff, - he 'B., Co. ...213 

Victor Safe & Eauip. Co. ca-eeeel BO 
index Tabs 

Aigner, G. J., Co. cosvecenitlintn 

panes 7 ae ‘& Index Co.............. 68 

Ln, CO. eo eeereeccor essere BO 

Globe yernicke Co., The... 72, 73 

Guide System & Supp ly Co. ...166 

Markilo Co. ..223 

Master. Craft Corp., “Div. 8-W.130, . 

Reyburn Mfg. Co., Inc., The.. 

Shaw- Waiker Co. i “139 

Sheppard, The C. E., 192 


(Continued on page » 6) 








THE CLASSIFICATIONS National Blank Book Co 223 


(Continued from page 5) Rockwell-Barnes Co 67 

peed Products Co. 115 Shank Leather Goods Co 201 
Peet Mfg. Com any. 216 Union Pencil Company 188 
Victor Safe & Equip. Co. 180 Wilson Jones Co 91 

tks (Writing), Adhesives, Ete. Memorandum Devices ef 
Carter's Ink Company, The 113 Acme Visible Records, Ine 167 
Continental Ink Co.. 917 Norwood Equipment Co 133, 134 
Dennison Mfg. Company 149 Mending pe 
Harriman Welts, Inc. 213 Dennison Mfg. Company 149 
Ink Specialties Co., The 219 Reyburn Mfg. Co., Inc., The 154 
Parker Pen Company 163 Warshaw Mfg. Co 218 
Rivet-O Mfg. Co. 22) Metal Badges, Checks, Tokens, Ete. 
Sanford Ink Company 161 Dayton Stencil Works 220 
Stewart, R. & Co 7 Meyer & Wenthe, Inc 205 
Waterman, ie E., Company 195 Moisteners , 

inkstands Rivet-O Mfg. Co 221 
Cushman & Denison Mfg. Co 174 Sengbusch Self Cl. Inkst'd Co 225 


225 Numbering Machines 


Bengbusch Self Cl. Inkst’d Co 


oy Cases Roberts Numbering Mach. Co 208 
Columbia Industries 112 Office Partitions and Railings 
Knives, e Globe-Wernicke Co., The 72, 73 
Gits Molding Corp 217 Pads, Figuring : 
Is —- 3 neg! Co 148 
Dennison Mfg. Comp: 149 Mohaw ablet Company 55 
Eureka Specialty Pus. Go 214 National Blank Book Co 223 
Imperial Methods Co. 126 Rockwell-Barnes Co 83 
Oxford Filing Supply Co. 221 Wilson Jones Co 9] 
Reyburn Mfg. Co., Inc., The 154 Paper : ; a 
Smead Mfg. Co. lly, 120 Agency Paper Co 221 
Warshaw Mfg. Co. 218 Eaton Paper Corp. 211 
Wels Mfg. Co 99, 100, 101, 102 Rockwell-Barnes Co 67 
Ladders, Ulbrary, pure & Vault Wansco Paper Products Co., Inc.....215 
Cotterman. I. D. 223 Paper Ciamps 3 
Leads for Mechanical Pencil: Acco Products, Inc , 165 
Alexander Mfg. Company 199 Autmte. mee * crenata Co 227 
Columbia Pencil Co. 181 Cook, H. . 210 
Eversharp, Incorporated 87 Cushman & Denison Mfg. Co. 174 
Faber, A. W., Inc 129 Graff, Geo. B., Co...... 213 
Rite-Rite Mfg. Co “5 Vail pantostaning Co. 153 


Fr, Paper Clips 





Sheaffer, W. A., Pen Co 5 
- ane L. E., Company ‘ 195 Cushman & Denison Mfg. Co 174 
Leather Goods Vail Manufacturing Co 153 
Gibbons, Thos. H., Co 65 Paper Fastening Machines ms 
Mashek, Frank, Company 171 Ace Fastener Corp 175 
National Brief Case Mfg. Co 922 Autmtec. Pencil Sharpener Co. 227 
Shank Leather Goods Co 201 Markwell Mfz Co 141 
Leather Upholstered Furnituie Speed Products Co... : 115 
Bright Chair Co. 214 Victor Safe & Equip. Co 180 
Gunlocke, The W. H., Chair Co..117 Paste (See Inks, Adhesives, Ete. ) 
Jasper Chair Co ; 164 Pencils, Mechanical 
Leisure Furniture Corp 136 Alexander Mfg. Company 199 
New Indiana Chair Co 110 — on Co asi 
-arker Pen Company $ 
Letter Trays (See Desk Trays) Rite-Rite Mfg. Co 290 
Library Equipment : Sheaffer, W. A., Pen Co 45 
All-Steel Equip. Co. 116 Waterman, L. E., Company 195 
Art Metal _Construction Co. ; 59 Pencil Sharpeners f 
fe Ming oe a i Gane wat Autmte. Pencil Sharpener Co 227 
orry-Ja § a ° orp. Re 
General Fireproofing Co 51 ery Paper Wound ° 
Globe-Wernicke Co., The 72, 73 Meisdell Pencil Co 218 
Macey Company 1ll Pencils, Wood Cased Lead 
Peerless Steel Equip. Co 225 Blaisdell Pencil Co 218 
Shaw-Walker Co 139 Faber, A. W., Inc 129 
Yawman and Erbe Mfg. Co 187 Staedtler, J. S., Inc 145 
Lockers and Storage Cabinets Pens, Steel ‘ ; f 
All-Steel-Equip. Co 116 Sengbusch Self Cl. Inkst’d Co 225 
Anderson-Hickey Co. 170 Pins and Pin Containers 
Art Metal Construction Co 59 Vail Manufacturing Co 153 
Art Steel Sales Corp 80, 81 Platens, Typewriter, Etc. 
Berger Mfg. Div. Republic Steel. 95 Ames Supply Co 85 
Browne-Morse Co coos 17 Postal Scales 
pedi etd orp. = Hanson Scale Company 202 
} ‘ . 
Globe-Wernicke Co., The 72, 73 gy om mmgy ge opal ax 1% 63 
Invincible ar Furniture Co. 125 Ont oT Filin S cs = Co. “991 
Macey Compar 111 re ile) ~ ig ig ellica 5120 
New England Woodworking Go... 69 Smead. Mfg. Co. 119, 
Shaw-Walker Co 139 Price & Sign Markers a 
Yawman and Erbe Mfg. Co 187 Eureka Specialty Ptg. Co 214 
Loose Leaf Books & Systems Stewart, R. A., & Co 18 
Amberg File & Index Co 63 Publishers — ; _ 
Boorum & Pease Co 143 British Staty. Exporter 229 
Feldco Loose Leaf Co. 9: Punches S 
Master-Craft Corp. Div. S-W_130, 131 Acco Products, Inc 165 
National Blank Book Co. 223 Boorum & Pease Co 143 
Sheppard, The C. E., Co. 192 Globe-Wernicke Co., The 72, 73 
Wilson Jones Co 91 National Blank Book Co 223 
Loose Leaf Metals and Devices Wilson Jones Co 91 
Sheppard, The C. E., Co 192 Push Pins 
Wilson Jones Co.. 91 Moore Push Pin Co 22: 
Loose Leaf Sheet a Celluloid Ribbons and Carbons 
Aigner, G. 137 Allen & Co. : 201 
Markilo Co. 223 Allied Carb. & Rib. Mfg. Corp....152 
Wilson Jones Co 91 Amer. Carbon Paper Mfg. Co 179 
Mall Distributors Ames Supply Co . 85 
Globe-Wernicke Co., The 72, 73 Beck Duplicator Corp.. The 212 
Victor Safe & Equip. Co 180 Buckeye aio, & Carbon Co 197 
Map Tacks Carter's Ink _Company, rhe 113 
Graff, Geo. B.. Co 212 Codo Mfg. Corp. 185 
Moore Push Pin Co 992 Columbia R. & C. Mfg. Co . 47 
Maps tated Copy Papers, Inc. : rt 
Acme Visible Records, Inc 167 + ene —— — -- 
American Map Co., Inc 206 : ; ae : 7 
7 - ° ‘ Old Town Rib. & Carb. Co 53 
Cram., The George F., Co 210 Pacific Carb. & Rib, Mfg. Co 191 
Matched Office Suites Peerless Imperial Co 79 
Art Metal Construction (Co 59 Pengad Mfg. Co. 220 
General Fireproofing Co 51 Phillips Process Co. 213 
Globe-Wernicke Co., The 73 Regal Typewriter Co 999 
Leopold Co. 168 Royal Typewriter Co Inc 49 
Royal Metal Mfg. Co 230 Shallcross Co., The 173 
Shaw-Walker Co. 139 Storms, H. M., Co 226 
Memorandum Books 7 a ee Corporation Back Cover 
Boorum & Pease Co 143 S. Typewriter Ribbon Mfg. Co...215 
Gibbons, Thomas H., & Co. 65 Webster, 8. 2 
Master-Craft Corp., Div. S-W_130, 131 Write, Inc. .. 219 


WANTS AND FOR SALE, Continued from page 7 
MECHANICS AND REPAIRMEN WANTED 

WANTED IN EASTERN STATE, combination typewriter and adding ma- 
chine mechanic, with some sales ability. Must have experience on all 
makes and be capable of taking full charge of shop and training me- 
chanics. Above average salary to start. Excellent chance for advancement. 
Permanent position with well established company. Must come well 
recommended. Write stating age and experience R-215 care Office Appli- 
ances, Chicago 6. 
WANTED AN EXECUTIVE 
department of a large dealer organization in a large city. 
knowledge and experience of all office machines. State age, 
and salary desired. All replies confidential. Address R-214 care 
Appliances, Chicago 6. 
TYPEWRITER AND ADDING MACHINE REPAIRMAN. 
salary plus commission. Ideal for health-seeker. Give 
references, and starting salary expected. Address R-221 care Office 
ances, Chicago 6. 
TYPEWRITER AND ADDING 
machines; established 45 years. 


6 


FOREMAN to run an established rebuilding 
i Must have 
experience, 
Office 


Guaranteed 
qualifications, 
A ppli- 


makes of 


MACHINE MECHANIC, all 
Michigan, 


About sixty miles from Detroit, 


Rubber Bands Strong Boxes, Fire Protected 


Faber, A. W., ine 129 Herring-Hall-Marvin Safe Co......122 
Spencer ged Products Co 202 Meilink Steel Safe Co... —— 
Rubber Stam Western Wholesale Stationers....217 
Meyer & Wenthe, Inc 205 Tables 

Stewart, R. A., & Co 78 Art Metal Construction Co.. 59 

Rubber Type Browne-Morse Co._.............-- " i 
Stewart, R. A & Co 78 Corry-Jamestown Mfg. Corp.. ..183 

Rulers, Transparent General Fireproofing Co...... 51 
C-Thru Ruler Co 88 Globe-Wernicke Co., The. 72,7 

Safes Peerless Steel Equip. Co. 225 
Art Metal Construction Co 59 Shaw-Walker Co. ............... 139 
General Fireproofing Co 51 Victor Safe & Equip. Co. 180 
Globe-Wernicke Co., The. 72, 73 Wells Office Furniture (Co. 156 
Herring-Hall-Marvin Safe Co 122 Tablets & Pads 
Invincible Metal Furniture Co 125 Mohawk Tablet Company e 155 
Macey Company . 111 ags 
Meilink Steel Safe Co. 220 Dennison Mfg. Company 149 
Shaw-Walker Co. 139 Reyburn Mfg. Co., Inc., The 154 
Victor Safe & Equip. Co 180 Tax Record Books & Systems 
come and Erbe Mfg. Co 187 Commonwealth Publishing Co. 222 

Scrapboo Telephone Accessories 
Globe- Wernicke Co., The 72, 73 Reyam Plastic Products Co. 206 
Hanson, J. L., Co 217 Victor Safe & Equip. Co. 180 
Weis Mfg. Co. 99, 100, 101, 102 Telephone Stands 
Wilson Jones Co 91 Art Metal Construction Co. . 59 

Seals, Gummed Art Steel Sales Corp. 80, 81 
Eureka Speclity. Prtg. Co 214 General Fireproofing Co.... 

Secretary Desks Globe-Wernicke Co., The. 72, 73 
Art Metal Construction Co 59 Peerless Steel Equip. Co. 225 
General Fireproofing Co 51 Shaw-Walker Co. 139 
Globe-Wernicke Co., The 72, 73 Yawman and Erbe Mfg. Co. 187 
Peerless Steel Equip. Co 225 Thumb Tacks 
Shaw-Walker Co 139 Graff, Geo. B., Co. 213 
Wabash Filing Supplies, Ine.......114 Ticket Holders 

Shelving Aigner, G. J., Co. 137 
All-Steel-Equip. Co 116 Vail Manufacturing Co 153 
Art Metal Construction Co 59 Trimming Boards 
Berger Mfe. Div. Republic Steel... 95 Photo Materials Co. 219 
Browne-Morse Co 77 Tying Bands & Devices 
Corry-Jamestown Mfg. Corp 183 Rochester Wire-O Binding, Inc. 220 
General Fireproofing Co 51 Type, ee 
Globe-Wernicke Co., The 72, 73 Ames pply Co. 85 
Macey Company 111 ‘eee ‘Cleaning Material 
Shaw-Walker Co 139 Bainbridge, Kimpton & Haupt, 

Signs, Changeable Letter Inc. 94 
Acme Bulletin & Dir. Corp 222 Cardinell Corp. 218 

Sleeve Protectors Clarotype Co. a 194 
Plastext Co. 222 Harriman-Welts, Inc. 213 

Slide Rules Mittag & Volger, Inc. 57 
C-Thru Ruler (Co 86 Norta Distributing Co. 210 

» ste 

Smoking Stands, Office es —— eager. ag Ltd. on 
Century Associated Prod. Co..146, 147 a ae 33 

Stamp Pads vet-O Mis. CO. 221 
: , . — P Sanford Ink Company 161 
Carter's Ink Company, The 113 Webster, F. S. Co 2 
Meyer & Wenthe, Ine 205 Typewriter ae Keys 
Phillips Process Co 213 Peerless Imperial Co. 1 
Rivet-O Mfg. Co 221 Speed Key Mfg. Co. "293 
Rockwell-Barnes Co 67 Speed Products Co. 1 
Stewart, R. A., & Co 78 

Typewriter Cushion Knobs and Bases 

Stands for Office Machines Amer. Hair & Felt Co 158 
All-Steel-Equip. Co 116 Ames Supply Co.... . 85 
Anderson-Hickey Co 170 Bickett, L. M., Co. 224 
Art Steel Sales Corp. 80, 81 Business Mach. Products. Inc. 97 
Fair Furniture Co. 61 Fox, George E., Company 208 
General Fireproofing Co. 51 Peerless Imperial Co. 79 
Globe-Wernicke Co., The 72, 73 Sun Rubber Company 172 
Harter Corporation 83 Typewriter Parts and Tools 
Peerless Steel Equip. Co 225 Ames Supply Co. 85 
Sturgis Posture Chair Co. 105 Typewriter Tables 
Toledo Guild Products, Inc 198 (See Stands for Office Machines) 


156 Typewriters, Mfrs. o 


Wells Office Furniture Co 
Royal Typewriter Co. a 


Staple Extractors 


Ace Fastener Corp. 175 Smith, L. C., & Corona Type- 
Schollhorn, William, Co. 132 writers f 
Staples and Stapling Machines Underwood Corporation Back Cover 
Ace Fastener Corp 175 Woodstock Typewriter Co. 108, 212 
Markwell Mfg. Co 141 Typewriters, Rebuilt and Used 
Speed Products Corp 115 Regal Typewriter Co. 229 
Vail Manufacturing Co 153 Visible Systems Equipment 
Wells Office Furniture Co 156 — ne ay Records, Inc is 
j gner i ~~ oe 7 
“om Stencil Works 220 = ee Construction Co. m4 
Stenographers’ Note Books 
me pe Blank Book Co 923 Cummins Business Machines Div. jon 
Rockwell-Barnes Co dy G care W ernicke Co., The. 72, 73 
Stools ! Master-Craft Corp., Div. S-W 
Dependable Mfg. Company 197 130. 131 
Harter Corporation 83 National Blank Book Co "323 
Wells Office Furniture Co 156 Ross-Gould Co. : 223 
Storage and Transfer Cases Shaw-Walker Co. 139 
All-Steel-Equip. Co 116 Sheppard, The C. E., Co. 192 
Amberg File & Index Co 63 Victor Safe & Equip. Co. 180 
Art Metal Construction Co 59 Wilson Jones Co. 91 
Art Steel Sales Corp 80, 81 Yawman and Erbe Mfg. Co. 187 
Bankers Box Co 92 Wardrobe Racks 
Barkley, C, L., & Co..... 150 New England Woodworking Co. 69 
Berger Mfg. Div. Republic Steel... 95 Vogel-Peterson Company 205 
Browne-Morse Co 717 Waste Baskets 
Cole Steel Equipment Co., Inc 84 Art Steel Sales Corp 80, 81 
Columbia Steel Equip. Co 89 Bainbridge, Kimpton '& Haupt, 
Corry-Jamestown Mfg. Corp 183 ne. 94 
General Fireproofing Co ... 51 Cole Steel Equipment Co., Inc. 84 
Globe-Wernicke Co., The 72, 78 Corry-Jamestown Mfg. Corp. 183 
Guide System & Supply Co 166 Federal Fibre Corp : 214 
Imperial Methods Co................--.-se00- 126 Fox, George E., & Company 208 
Invincible Metal Furniture Co. 125 General Fireproofing Co. 51 
Metal Office Furniture Co. 159 Globe-Wernicke Co., The. 72, 73 
Peerless Steel Equip. Co. 225 National Vulcanized Fibre Co.......212 
Pronto File Corp 160 Peerless Steel Equip. Co. 225 
Rockwell-Barnes Co 67 Shaw-Walker Co 139 
Shaw-Walker Co 139 Wells Office Furniture Co....... 156 
Wels Mfg. Co. 99, 100, 101, 102 Wholesale Stationery 
Yawman and Erbe «ig. Co 187 Associated Stationers Supply Co....108 


Store Fixtures and Equipment Bainbridge, Kimton & Haupt, 
I 


All-Steel-Equip. Co 116 PR SIE a ENO, | 


Address R-207 care Office Appliances, Chicago 6. : 
BOOKKEEPING MACHINE SERVICE MAN: Must be experienced on Bur- 
roughs Bookkeeping Machines and Moon Hopkins. Permanent position, 
good pay. All applications strictly confidential. Write R-209 care Office 
Appliances, Chicago 6. 

A REAL OPPORTUNITY for an honest typewriter man for combination 
sales and service in Chicago. Old, established reliable dealer. Must have 
car. $60 a week and bonus. Typewriter Specialists, 208 N. Crawford 
Ave., Chicago 24 (phone KEDzie 7900). 


TYPEWRITER AND ADDING MACHINE MECHANIC. Top salary. Per- 


manent position. Opportunity for advancement. Catlett Bros. Service, 
Goodland, Kansas. 

WANTED—Typewriter and Adding Machine Mechanic. No drinkers need 
apply. Must be industrious. Good proposition. Life time job. Chance 
to take over shop. Pontiac Typewriter Exchange, 52 Wayne St., Pontiac 
15, Michigan. 

WANTED EXPERIENCED DICTAPHONE and EDIPHONE repairman. 
Young Office Equipment Co., 170 North LaSalle St., Chicago 1. 
TYPEWRITER AND ADDING MACHINE Mechanic wanted. Permanent. 


Address R-210 care Office Appliances, Chicago 6. 


OFFICE APPLIANCES, April, 1946 





_WANTS AND tOR SALE 


The rate for classified advertisements is ten cents a word, minimum charge $2.00. 


SITUATIONS WANTED 


MAINTENANCE MANAGER OR SHOP FOREMAN, twelve years one 
Three years total factory school training, five years inspector, 


company. 

four years shop foreman, five years salesman, one and half years 

department manager sales and service, two and half years installed 
unincum- 


and managed department for corporation. Competent, reliable, ut 
bered. Available June. Address D-62, care Office Appliances, Chicago 6. 


OFFICE FURNITURE SALESMAN—over 23 years experience as depart- 
ment manager with one of the country’s leading office supply firms, is 
available to a well established dealer, as department manager, or is 
open for a connection as a factory representative. Experienced in 
office layout, planning, interior decorating and engineering. Can conduct 
sales classes, also assist salesmen on difficult installations. Experienced 
in the complete stationery lines. Can furnish excellent references from 
manufacturers and past employer. Address D-69, care Office Appliances, 
Chicago 6. 


STATIONERY BUYER, MANAGER, SALESMAN, is available for new 
connection. Has managed outstanding store in Middle West. Familiar 
with all products—commercial stationery, loose leaf, files and supplies, 
leather goods, gifts, furniture--as well as all phases of management. 
Interested in store management or will travel for manufacturer. Chicago 
area preferred but will consider any location. Top references. Address 
D-73, care Office Appliances, Chicago 6. 


SALESMAN WITH 15 YEARS’ EXPERIENCE in office equipment is 
open for a new connection in any part of United States. Past connec- 
tions include two principal filing equipment houses to dealers and direct 
sales to industrial accounts for Remington Rand Systems Division. Age 
40. Capable of representation on almost any type of article for office use. 
Address D-75, care Office Appliances, Chicago 6, ‘ 


YOUNG MAN with 35 years’ experience both in retail and wholesale 
stationery and office supplies, inside position. Can give excellent references. 
Address D-78, care Office Appliances, Chicago 6. 


WANTED—SALES AND SERVICE for Friden Calculators by a graduate 
from the factory school. Experienced, Midwest preferred. Address D-76 
care Office Appliances, Chicago 6. 


OFFICE MACHINE MECHANIC, married, twenty-five years experience all 
makes. Desires connection. Address D-67 care Office Appliances, Chicago 6. 


SALESMEN WANTED 


OFFICE SUPPLY SALESMEN--FULL OR PART-TIME, to handle line 
of Loose Leaf Equipment to consumers. Visible Record Books, Payroll 
Systems, Post Binders, Advertising and Catalog Covers. Liberal commis- 
sion. Old established eastern manufacturer. Box R-213, care Office Appli- 
ances, Chicago 6. 


AAA-1 MANUFACTURER of most complete, fine quality line of hekto- 
graph and spirit duplicating materials, printed forms and_ supplies, 
inked ribbons, carbon papers, -etc., has territory openings for steady, 
reliable type of salesmen who are workers. New exclusive products 
have created an unusual opportunity for able representatives. Per- 
manent employment. Excellent earnings on commission basis with guaran- 
teed drawing account and expenses paid. Full credit on all business in 
assigned territory. Old Town Ribbon & Carbon Co., Ine., 750 Pacific 
Street, Brooklyn 17, N. Y 
WANTED FACTORY REPRESENTATIVE 

By nationally known mid-western manufacturer of office equipment and 
supplies. Excellent. opportunity. Must have experience selling dealers; 
be able to conduct sales meetings; evaluate markets; open up new dealer- 
ships. The position is full time and permanent. Give complete back- 
ground and details of experience. Middlewest territoy open. All letters 
shall be kept confidential. Write R-204, care Office Appliances, Chicago 6. 


SALESMEN—EXPERIENCED in selling adding machines, calculators, 
and bookkeeping machines, West coast dealer, excellent set up. Address 
R-205 care Office Appliances, Chicago 6. 


WANTED— Office supply salesman to cover Oakland and Macomb counties 
of Michigan. Selling general lines of office supplies and equipment. 
Pontiac Typewriter Exchange, 52 Wayne St., Pontiac 15, Michigan. 


WE HAVE SEVERAL VERY DESIRABLE territories open for top- 
flight salesmen who can produce in the stationery trade. Chicago market 
and Western Penna. and New York open. Liberal commission with 
drawing account. Address full details to C. D. R., 609 Washington 
Street, New York 14, N. Y¥ 


WANTED: Experienced commercial stationery salesmen. Must be able 
to furnish best of references. Permanent and excellent opportunity. 
Santa Fe Book and Stationery Company, Santa Fe, New Mexico. 


ATTRACTIVE COMMISSION PROPOSITION for salesmen selling retail 
stationers. Advise territory, items handled. Miller Co., 7240-C St. Paul 
Ave., Detroit 14, Mich. 


EXECUTIVES AVAILABLE 


EXECUTIVE AVAILABLE, Office furniture and supplies store manager; 
operated store ten years grossing $250,000 to $350,000; active in personal 
selling, store development and training salesmen. Very best references. 
Address D-63, care Office Appliances, Chicago 6. 


OFFICE FURNITURE EXECUTIVE available. Eighteen years ex- 
perience in industry. Thoroughly versed in accounting, business manage- 
ment, production, personnel, sales management, personal selling and 
sales promotion. Has vision, energy and sound judgment. Tops in 
references. Salary’ or commission and bonus. Earnings potential should 
be between $8,000 and $12,000 dependent upon locality. South preferred. 
Will consider any location. Address D-64, care Office Appliances, Chicago 6. 
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SALES EXECUTIVE AVAILABLE. 25 years’ active experience direct 
and dealers’ sales involving national program, in methods and systems 
field, supplemented by experience in general office equipment field. Desires 
home office connection, executive, with organization planning aggressive 
postwar program. Available immediate consideration. Now employed 
management position national organization. Confidential. Address D-77, 
care Office Appliances, Chicago 6 

SALES MANAGER WITH EXCELLENT RECORD in systems and 
equipment seeks management connection with responsible manufacturer 
of goods sold through commercial stationers. Equipped for technical line. 
Qualified to handle almost anything in stationery, system or equipment 
lines. Top references. Address D-81, care Office Appliances,, Chicago 6. 


OFFICE MACHINE SALES MANAGER, fine record, open for connection 
covering New England. Was District manager for Royal Typewriter, 
Sundstrand. Experienced in handling large accounts, dealers, salesmen, 
also sold high grade equipment. Box D-85, Office Appliances, 100 East 
42nd Street, New York 17, N. Y. 


EXECUTIVE, STORE MANAGER—Twenty-five years’ experience in Offce 
Furniture, Typewriters, Adding Machines, Office Equipment, and Supplies. 
Proven ability. Prefer the East or Southeast. Reply D-72, care Office 
Appliances, Chicago 6. 


EXECUTIVES WANTED 


WANTED: MAN FULLY CAPABLE of Managing Stationery and Office 
Equipment Store. A Midwest store with 46 years Leadership in its 
field. Excellent opportunity for a cooperative and aggressive man with 
capacity to assume growing responsibilities. State fully your experience 
and qualifications. Write R-218 care Office Appliances, Chicago 6. 


WANTED EXECUTIVE, for a large established commercial office supply 
concern located in southern New England. Must be thoroughly ex- 
perienced in handling help, progressive in ideas creating sales, organiza- 
tion of salesmen, office and purchasing experience. This position is one 
of responsibility and trust. Excellent remuneration for right man. State 
qualifications. Reply confidential. Box R-224, care Office Appliances, 
Chicago 6. 


FILING SUPPLIES EXPERT wanted by nationally known manufacturer 
in the field. Must be sales specialist in systems and supplies—also 
understand the mechanics of production. Splendid opportunity. All 
replies will be treated in confidence. Address R-203, care Office Appliances, 
Chicago 6. 

WANTED EXPERIENCED STATIONERY AND OFFICE EQUIPMENT 
executive to promote, create and manage in a large, old established 
organization. Salary $10,000 plus bonus. Complete information in first 
letter. Reply held in strictest confidence. Address R-206, care Office 
Appliances, Chicago 6. 


WANTED—EXPERIENCED STATIONERY BUYER and Manager, Execu- 
tive—able to develop sales, buy merchandise and manage complete office 
supply department. Salary and bonus arrangement. Address R-217, care 
Office Appliances, Chicago 6. 


REPRESENTATIVES AVAILABLE 


SALESMAN—With thorough knowledge of the stationery business, will 
represent you on the west coast. Twenty years in the retail stationery 
business in Los Angeles, would prefer Southern California territory but 
will cover entire state if necessary. Excellent references. Address D-71, 
care Office Appliances, Chicago 6. 

MANUFACTURERS’ REPRESENTATIVE located in Texas and covering 
several Southwestern states seeks an additional line of commercial 
stationery. Two present lines individual in type; not likely to be com- 
petitive with any other that might be available. Interested in office 
supplies, filing equipment, engineering supplies, or other dealer mer- 
chandise. Twenty years in industry. Address D-65, care Office Appliances, 
Chicago 6. 


SUCCESSFUL, OUTSTANDING COMPANY in middle west seeks meritor- 
ious office equipment and accessories to distribute nation wide. Adequate 
financial, shipping and warehouse facilities to handle any product in the 
field. Aggressive sales promotion and alert representation guaranteed. 
Inquiries invited. Address D-68, care Office Appliances, Chicago 6. 
MANUFACTURERS ATTENTION—12 years’ experience selling to U. §S. 
Government Departments. Write J. F. Hardy, Barr Building, Washing- 
ton 6, D. C. 


EXPERIENCED SALES REPRESENTATIVE in a position to sell jobbers 
or contact dealers direct is open to connections with producers of office 
furniture and equipment lines in the territory covering the. following 
states: Colorado, Wyoming, Utah, New Mexico, and Western Kansas. 
Well acquainted with dealers in the area. Also desires specialty items 
for office use. Address D-79, care Office Appliances, Chicago 6, II. 





SALESMAN 25 YEARS’ EXPERIENCE office equipment field wants two 
or three top lines office furniture, equipment or supplies as manufactur- 
ers’ representative. Maintains an office and travels Indiana, Michigan 
and Illinois intensively. Honest, hard-working representation guaranteed 
Address D-80, care Office Appliances, Chicago 6. 
NEW MANUFACTURERS’ AGENCY is looking for additional lines to 
represent in the eleven Western States. Three highly experienced sales- 
men give full coverage for stationery, gift, variety store and affiliated 
lines. Address D-82, care Office Appliances, Chicago 6. 


A LINE OR A COMPANY WANTED 
SALES PRODUCER interested in good line or product for road sales or 
sales managership from your own plant. Volume Producer with national 
buyer following. Idea man and designer aptitudes. Willing to make 
Investment. Can you use additional volume? Box D-84, care Office 
Appliances, 100 East 42nd Street, New York 17, N. Y. 


WANTS AND FOR SALE, Continued pages 6 and 8 
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WANTS AND FOR SALE, Continued from page 7 


SALES AGENCY doing substantial stationery business with all important 
drug and department store chains seeks an additional line for chain 
distribution. Covers Pittsburgh to Kansas City. 


Interested in any 


and — eeigge store 


also offices of large chains located outside that area 

stationery article which offers volume business. Address D-86, care 
Office Appliances, Chicago 6, Ill. 

MANUFACTURERS’ REPRESENTATIVE, covering commercial stationers, 


Metropolitan New York, de 


dealers, department stores, 
D-83, Office Appliances, 100 


commission basis. Box 
York 17, N. Y 


office furniture 
sires reputable line, 
East 42nd Street, New 


OFFICE SPECIALTY SALESMAN seeks New York agency of some items 
to be sold directly to corporations and large buyers. Box D-70, Office 
Appliances, 100 East 42nd Street, New York 17, N. Y 

SALESMAN WITH MORE THAN TEN years experience selling to dealers 
in New York metropolitan area plans to change operation to that of 
manufacturers’ representative. Acquainted with all types of commercial 


stationery. Well acquainted with both wholesale and retail distributors. 


Top references. Address D-66, care Office Appliances, Chicago 6. 

FIELD REPRESENTATIVE—Office equipment, stationery, similar allied 

lines. Experienced. Mid-Atlantic Seaboard territorv and residence Details 

on request. Box D-74, care Office Appliances, Chicago 6 
REPRESENTATIVES AVAILABLE ABROAD 

M. JAMEEL JAMJOOM & BROS., POST BOX 59, JEDDAH (Saudi 


American Manufacturers of the 
Full lines of STATIONERY, 
Staplers, Bank & 


representing 
paper all sorts, 
Pads; Typewriters, 


Arabia), are interested in 
following: Writing & Printing 
Metal file-boxes, Files, Stamp 
Office-requisites. 


REPRESENTATIVES WANTED 


ONE OF THE WORLD'S OLDEST and best known calculating machines, 
manufactured in Sweden, is again being imported to this country. Sales- 
men of office equipment will find it an interesting and profitable side- 
line. Write Room 802, 210 Fifth Avenue, New York 10, N. ¥ 


RETAIL BUSINESS FOR SALE 


Store. Depart- 


FOR SALE—MODERN OFFICE Supply and_ Stationery 

ments of Gifts, Stationery, Greeting Cards, Office Supplies. All fixtures 
are new natural wood, with mirror background, of the latest modern 
design. An established business in a College city of 50,000. Will sell 


$16,000.00. 


at inventory and fixture cost. Will require approximately | ) 
Several exclusive lines of merchandise. Address R-223, care Office Appli 
ances, Chicago 6. 
AGENCY AND GENERAL OFFICE APPLIANCE sales company for 
sale. Excellent post-war set-up for right man. $5000 cash. Phoenix, Ari 
zona. Address R-216, care Office Appliances, Chicago 6 
MFG. BUSINESS FOR SALE 

FOR SALE CHEAP small stencil manufacturing business, equipment, 
formulas, accounts, showing nice profit. Address R-202, care Office 
Appliances, Chicago 6. 

WANTED TO BUY RETAIL BUSINESS 
WANTED TO BUY Typewriter, Adding Machine, Duplicator Exchange, 
preferably west of Mississippi and having franchise. Experienced and 


substantial payment for 


successfully. Can _ offer : 
Office Appliances, 


qualified to operate 
Address R-220, care 


right proposition. Top references. 
Chicago 6. 
immediately commercial stationery and office equip- 


York City or suburban area doing approximately 
R-222, Office Appliances, 100 East 42nd 


WANTED TO BUY 
ment store in New 
$100,000 yearly. Address Box 
Street, New York 17, N. Y. 


or preferably college book 


stationery or book store, 
Partial to 


WANTED TO BUY, 


store. Will consider any section of the United States. 

Colorado or California. More interested in future prospects than 
immediate past performance. Prefers to make deal effective in near 
future. Send particulars to R-211, care Office Appliances, Chicago 6. 

FOUNTAIN PEN REPAIRING 

WELTY’S REPAIR ALL MAKES FOUNTAIN PENS, Desk Pens, Pencils, 
etc. Repaired at standard prices but now require 90 to 150 days time. 
We especially feature “CONKLIN,” SWAN, WATERMAN, WAHL, 


but can repair all other 
Mail all. makes to 
PENS, $1.50 
State St., 


SHEAFFER, MOORE, etce., 
feature Gold Pen Points and Repairing. 
better service. ASK ABOUT NEW WELTY 
Welty Pen and Repair Co., (Est. 1904), 38 So. 


PARKER, WELTY, 
makes. We 
ONE place for 
to $10.00 LIST. 
Chicago 3. 
REPAIRING 
TWO-DAY 
Authorized and 


Largest and best equipped pen shop in 
SERVICE on Fountain Pens and Me- 
recommended by Sheaffer 

manufacturers. Factory 
postage, furnish dealer 
Collins Pen Shop, 


FOUNTAIN PEN 
Middle West gives 
chanical Pencils. 
Eversharp, Waterman and other leading 
All work guaranteed. We pay return 
envelopes. Price list and envelopes on request. 
EK. Fourth Street, Cincinnati 2, Ohio. 


Parker, 
prices. 
repair 
150-52 


FOUNTAIN PEN REPAIRING 

SENDING ALL YOUR PEN AND 
PEN COMPANY. OVER. 1,000,000 

OUR FACTORY TRAINED EXPERTS 

E COUNTRY. FULLY AUTHORIZED 

rate INCLUDING PARKER, SHEAF- 

\ 


GUARANTEED 
D MONEY BY 
S TO KENTUCKY 
SEN REPAIRED BY 
{ROUGHOUT TI 
} MANUFACTUI 
P AND WATEI 
*RICE-LIST, DEALEI 


I 
; 1A PROMPT SERVICE. WRITE 
DISCOUNTS AND FREE REPAIR 


"PEN CO., INC., 316-A West Chestnut St. Louisville 2, Ky 


TRADE SCHOOLS 


Original, simplified Home Study Course. 
Weber Typewriter Mechanics School, 


TYPEWRITER REPAIRING 
Students operating own repair shop. 
Box 269, Osborn, Ohio. 


MFG. AND SELLING RIGHTS FOR SALE 


FOR SALE 


( Manufacturing and sales rights on filing system that offers 
big sales 


possibilities. Can be used as sole product of some concern 


organized to handle specialty line or can be complementary to other 
types of filing equipment. Uses cabinets but does not compete with 
correspondence files or similar products. Has been sold in a limited 
way with good results. An unusual opportunity for someone equipped 
to cultivate a waiting market. Address R-212, care Office Appliances, 
Chicago 6. 
ADDING MACHINE PARTS, TYPE, ETC. 

LARGE STOCK of new and used Adding and Calculating Machine 
Parts available. Quotations furnished on specific parts upon request. 
I. A. Dehn, Jr., 1643 101st Ave., Oakland, Calif. 


REPAIRING AND OVERHAULING» 


REPAIRED, 
Adding Machine 


COMPTOMETERS 
Write, Chicago 
Ill. 


overhauled. Comptometer parts repaired. 
Service, 537 S. Dearborn St., Chicago 5, 


FOR SALE AND WANTED TO BUY, USED EQUIPMENT 


ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding and Calculating 
machines, Comptometers, Electromatic Typewriters, and Fanfold ma- 
chines, bought and sold. Chicago Office Appliance Co., 537 South Dear- 


born St., Room 306, Chicago 5. 


ELLIOTT-FISHER Machines, 


Adding Machines, Comptometers, Burroughs 
and Monroe Calculators, 


Typewriters and all office machines bought and 
sold. Teeter-Warsh Co., 849 N. 3d St., Milwaukee 3, Wis. 


BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting 
Machines, and everything in the office machinery line. State model, 


serial number and we will quote highest cash prices. International 
Office Appliances, Inc., 326 Broadway, New York 7, N. Y. 

BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping Machines, 
Comptometers, all makes calculators bought and sold. Dorrell-Markel, 


93 S. 11th, Minneapolis, tien, 
QUANTITY of 
rough, complete. 


hand and 
types of other 
New York 13, N. 


Foremost specialists in 
equipment. Write for 
New York 3, 


Monroe and Marchant Calculators, 
Inquiries solicited on all 
American Business Machines, 135 Grand St. 


DICTAPHONES—-EDIPHONES 
and purchases of dictating 
Dictating Machine Co., 235 Fifth Ave., 
DICTAPHONES, EDIPHONES—for 20 years, 
supplies, Supertone cylinders, wholesale. 
28 South Wells St., Chicago 6. 

BURROUGHS, MOON HOPKINS 
Comptometers, Calculators, etc. 

Company, 605 S. Dearborn, 


KARDEX, ACME, all makes used visible filing equipment. Thousands 

of reconditioned cabinets, panels, books, always on hand. Special 

service and prices to dealers for purchase or sale. Get our quotations. 
ne. 


electric, 
machines. 
if 


rebuilding, sales 
catalog. American 
3 


headquarters for machines, 
Chicago Dictating Machine Co., 


Machines, 
Equipment 


Billing and Bookkeeping 
Bought & Sold. Dearborn 
Chicago 5, Ill. 


Chas. S. Nathan, Inc., 548 Broadway, New York 12, N. 
ACME (Insite) 8x5—14 and 23 drawer units, also 6x4 and 5x3 size. 
Quantity of McCasky Production Panels. Commercial Card System Co., 


1385 Grand St., New York 13, N. Y 


KARDEX, ACME, POSTINDEX, etce., visible ‘filing equipment of all 
types bought and sold. We spec ialize in this field and offer full coopera- 
tion to dealers. Commercial Card System, 135 Grand St., New York 
3, B.. Bs 


GUARANTEED 


REBUILTS, KARDEX, other visible systems, attrac- 
tively refinished, thoroughly rebuilt for years of additional service, 
moderately priced. Used equipment also bought and exchanged. Uni- 
versal Office Equipment Co., 7-9 Waverly Place, New York 3, N. Y. 
WANTED 

INTERNATIONAL Visible Factograph cabinets, in 6 and 12 
8x5 size, complete with card holders. We 
8-inch International card holders in 
available. E. H. Heineman, Box 552, St. Louis 1, Mo. 


VISIBLE EQUIPMENT 


drawer 
are also interested in extra 
any quantity. Advise what you have 


bought, sold and exchanged. We specialize in 
rebuilt Kardex, Acme and International Visible Factograph cabinets, 
as well as other makes. Write and tell us what Visible Equipment 
you need or have for sale. Special prices to Dealers. E. H. Heineman, 4 
North Eighth St., St. Louis 1, Mo. 


WANTED TO BUY Surplus equipment of all types. Ready buyer. 
Columbia Trading Corp. 7 Waverly Place, New York 3, N. Y 
ELLIOTT-FISHER machines, calculating machines, adding machines 


all office equipment, bought and sold. W. J. 


N. Water St., Milwaukee 38, Wis. 


ELLIOTT-FISHER BILLING MACHINES, 2, 
AC motors, 1942 models in good condition. 
907 Leonard Dr., Webster Groves 19, Mo. 


FOR SALE: National Cash Register Bookkeeping Machine 3029 (16-8 BT) 
No. 3480488. Burroughs Bookkeeping Machine No. 6-1012785 Universal 
Motors. Elliott Cardvertiser Model 150 No. 80172 PX. Hanover Office 
Equip. Co., Ine., 44 Trinity Place, New York 6, N. Y 


BURROUGHS, MOON HOPKINS, ELLIOTT-FISHER. We buy, 
rebuild. Comprehensive service for dealers. Adding and 
Machine Service Co., 1307 Grand, Kansas City 6, Missouri. 


Crowley Company, 906-908 


crossfooters, electric 
& Supply Co., 


double 
Baco Ribbon 


sell, repair, 
Bookkeeping 


FOR SALE, SINGLY or as group: complete stencil manufacturing equip- 
ment, all in excellent condition. Address R-208, care Office Appliances, 
Chicago 6. 

DICTAPHONE FOOT PEDALS, Wired for use on Electric Machines. 
Dictating Machine Service Co., 1211 Arch Street, Philadelphia 7, Pa. 


VISIBLE PRONG FLEXSITE BINDERS, A-1 Condition. 
Black Fibre Backs with Metal Rims. 24 for sheet size 1814x934. 10 
for sheet size 154ox9%4. All are 38-inch capacity. f.o.b. Los Angeles. Subject 
to Prior Sale THE LOOSE LEAF HOUSE, 1240 So. Main St., Los 
Angeles, 15, California. 
WANTED—TYPEWRITERS, Adding Machines, 
or jobbers. Typewriter Parts Company, 407 
Antonio 5, Texas 


Pre-War Models. 


from dealers 
Street, San 


Calculators, 
East Travis 
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PATENTS 


lopies O tents shown here can be obtained 
pe LS Seetakes of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 





95,808. Manifolding Assembly. Joseph A. Gilbert, 
parle, Calif., assignor to Moore Business Forms, 
Inc.; a corporation of Delaware. Application July 21, 
1944, Serial No. 545,974. Granted March 5, 1946. 

2 924. Card Selector Machine. Willard H. Wade, 
Washington, D. C. Application December 27, 1943, 
Serial No .515,876. Granted March 5, 1946. 

2,395,929. Typewriting Machine. Harry C. Yaeger, 
West Hartford, Conn., assignor to Underwood Cor- 
poration, a corporation of Delaware. Application June 
28, 1944, Serial No. 542.534. Granted March 5, 1946. 

2,395,983. Folding Machine. Clayton E. Wyrick, 
Miami, Fla., assignor to The Egry Register Com 
Dayton, Ohio, a corporation of Ohio. Applica- 
tion July 20, 1942, Serial No. 451,649. Granted 

6 


, 1946. : : 
6.058. Marking Pen. Karl Rath, New York, 
N, b & assignor to Radio Patents Corporation, New 
York, N. Y., a corporation of New York. Application 
June 23, 1944, Serial No. 541,783. Granted March 


46. . 
5» 91396075. Ash Tray. Aloysius W. Becker, Chicago, 
Il. Application September 22, 1943, Serial No. 503,- 
387. Granted March 5, 1946. — 

2,396,188. Calculating Machine. Thomas O. Mehan, 
Park Ridge, and Hunter E. Hooe, Chicago, Iil., 
assignors to Victor Adding Machine Co., Chicago, IIL, 
a corporation of Illinois. Application March 6 
1942, Serial No. 433,608. Granted March 5, 1946. 

2,396,221. Business Form. Charles R. Yancey, Dallas, 
Texas. Application November 13, 1943, Serial No. 
510,213. ranted March 5, 1946. 

2,396,229. Accounting Machine. Robert T. Blakely, 
Amityville, N. Y., assignor to International Busi- 
ness Machines Cororation, New York, N. Y., a_cor- 
portion of New York. Application March 4, 1942. 
Serial No. 433,284. Granted March 12, 1946. 

2,396,230. Teletypewriting Machine. Edwin 0. 
Boldgett, Rochester, N. Y., assignor to International 
Business Machines Corporation, New York, N. Y. a 
corporation of New York. Application October 28, 
1944. Serial No. 560,806. Granted March 12, 1946. 

2,396,249. Caleulating Machine. George S. Christie, 
Paterson, N. J. Application April 14, 1942, Serial 
No. 438,888. Granted March 12, 1946. : 

2,396,344. Shift Mechanism for Typewriters. Edna 
G. Robeson, Miami, Fla., assignor of one-half to 
Bert Alan Crawford, Miami, Fla. Application Novem- 
ber 17, 1944, Serial No. 563,893. Granted March 
12, 1946. 

2,396,381. Desk Pad Holder. Rene P. Magnenat, 
Waterbury, Conn., assignor to Waterbury Companies, 
Incorporated, Waterbury, Conn., a corporation of Con- 
necticut. Application September 13, 1944, Serial No. 
553,898. Granted March 12, 1946. 

2,396,401. Typewriting Machine. Richard von Rep- 
pert, Rochester, N. Y., assignor to International 
Business Machines Corporation, New York, N. Y., 
a corporation of New York. Original application 
December 11, 1943, Serial No. 513,939. Divided and 
this application September 1, 1944, Serial No. 
552,245. Granted March 12, 1946. 

,396,543. Envelope and Opener Combined. Manuel 
Velazquez, Mobile ln Application December 11, 
1943, Serial No. 513,938. Granted March 12, 1946. 

2,396,605. Coin Counting Device. Eugen Reis, 
Bruchsal, Baden, Germany vested in the Alien Prop- 
erty Custodian. Application May 31, 1940, Serial No. 
338,135. Granted March 12, 1946. 

2,396,644. Form File. John S. Denton, Jackson, 
Mich, Application July 22, 1944, Serial No. 546,090 
Granted March 19, 1946. 

2,396,771. Fountain Pen. Dara H. Brinson, Sr., 
Annapolis, Md. Application August 3, 1944, Serial 
‘ Granted March 19, 1946. 

2,396,866. Cap Fastening Means for Fountain Pens. 
Kenneth G. Lytton, Gastonia, N. C., assignor to 
Margaret Carpenter Lytton, Mount Holly, N. C. 
Application December 9, 1944, Serial No. 567,363. 
Granted March 19, 1946. 

2,396,919. Fountain Pen. David Juelss, Brooklyn, 
N. Y., assignor to American Lead Pencil Company, 
Hoboken, N. J., a corporation of New York. Applica- 
tion November 9, 1944, Serial No. 562,603. Granted 
March 19, 1946. 

2,397,080. Applicator for Adhesives. Franklin B. 
Baker, Chicago, Ill. Application March 19, 1943, 
Serial No. 479,707. Granted March 26, 1946. 

2,397,166. Computing Machine. Blanchard D. Smith, 
Atlanta, Ga., assignor to Scripto Manufacturing Com- 
pany, Atlanta, Ga., a corporation of Georgia. Applica- 
tion March 23, 1943, Serial No. 480,221. Granted 
March 26, 1946. 

2,397,229. Writing Instrument. Laszlo Jozsef Biro, 
Buenos, Aires, Argentina, assignor by mesne assign- 
ments to ‘‘Eterpen’’ Sociedad Anonima Financiera, 
also known as Eterpen 8. A., Buenos Aires, Argen- 
tina, a company of Argentina. Application June 17, 
1943, Serial No. 491,208. Granted March 26, 1946. 


REISSUES 
22,735. IMluminated Display Case. Parker H. James, 
Indianapolis, Ind. Original No. 2,355,731, dated 
August 15, 1944. Serial No. 520,174, January 29, 
1944. Application for reissue July 18, 1945, Serial 
No. 605,648. Granted March 26, 1946. 


DESIGN PATENTS 

144,034. Design for an Electric Fan. Robert David 
Budlong, Chicago, Ill. Assignor to Clifford Strom, 
Chicago, Ill. Application June 9, 1945, Serial No 
119,998. Granted March 5, 1946. 

144,045. Design for a Desk. Frank P. Fletcher, 
Pasadena, Calif., assignor to Fletcher Aviation Corp- 
oration, Pasadena, Calif., a corporation of California. 
Application September 15, 1945, Serial No. 122,101 
Granted March 5, 1946. 

144,046. Design for a Glass Ash Try or Article 
of Similar Nature. Charles L. Fordyce, New York. 
N. assignor to Pitman-Dreitzer & (Co., Inc., 
New York, N. Y., a corporation of New York. 
Application December 1, 1944, Serial No. 116,656 
Granted March 5, 1946. 
matt 198. ee ys 4 nom Bes Livon, Minneapolis, 

. Application Apr , 1945, Serial No. 51. 
Granted March 12, 1946. nn pee 

144,121. Design for a Calendar. John Donald Mac 
lean, Inverness, Scotland. Application May 5, 1945, 
Serial No. 119,416. Granted March 12, 1946. 
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144,161. Design for a Pencil. William 8S. Deree 
and Albert L. Coulter, Chicago, Ill. Application 
December 18, 1945, Serial No. 124,819. Granted 
March 19, 1946. 

144,164. Design for a Typewriting Machine. Henry 
Dreyfuss, New York, N. Y., assignor to Royal Type 
writer Company, Inc., New York, N. Y., a corpora 
tion of New York. Application August 2, 1945, 
Serial No. 121,176. Granted March 19, 1946. 

144,165. Design for a Typewriting Machine. Henry 
Dreyfuss, New York, N. Y., assignor to Royal Type 
writer Company, Inc., New York, N. Y., a corpora 
tion of New York. Application August 2, 1945, Serial 
No. 121,177. Granted March 19, 1946. 

144,203. Design for a Fountain Brush. or the Like. 
Walton C. Marsh, Belleville, Ill., assignor to Marsh 
Stencil Machine Company, Belleville, Ill., a corpora- 
tion of Illinois. Application March 3, 1945, Serial 
No. 118,254. Granted March 19, 46. 

144,213. Design for a Tape Dispenser. Harry Preble, 
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Jr., New York, N. Y., assignor to International 
Plastic Corporation, Morristown, N. J., 8 tion 
of Illinois. Application October 6, 1945, No. 
122,606. Granted March 19, 1946. 

144,215. Design for a Tape Dispenser. Harry 
Preble, Jr., New York, N. Y., assignor to Interma- 
tional Plastic Corporation, Morristown q or 
corporation of Illinois, Application November 13, 
1945, Serial No. 123,430. Granted March 19, 1946. 

144,216. Design for an_ itnkwell. Nathaniel A. 
Reinhart, San_ Franeiseo, Calif. Application June 23. 
1945, Serial No. 120,295. Granted March 19, 1946. 

144,238. Design for a Pencil. Le R. Christen- 
sen, Craig, Nebr. Application July 28, 1945, Serta! 
No. 121,044. Granted March 26, 1946. 

144,273. Design for a Seale. Carl W. Sundberg. 
Detroit, Mich., assignor to Landers, Frary & Clark, 
New Britain, Conn., a corporation of Connecticut 
Application October 19, 17945, Sertal No. 122,998. 
Granted March 26, 1946, 














BUSINESS OPPORTUNITIES 


Wanted Abroad 





Firm in Mexico Seeks Trade Catalogs, Merchandise—The firm of Imprenta 
de Cananea, S. A., P. O. Box 17, Cananca Sonora, Mexico, with Ruben 
Moreno as manager, seeks connections with manufacturers and desires 
trade literature and prices with the view of becoming agent for office 
equipment and supplies. Merchandise sought includes adding machines, 
calculating machines, typewriters, bankers’ supplies, box letter files, card 
index boxes and trays, cash boxes, check protectors, clip boards, crayons, 
dating stamps in Spanish, desk pads and tops, desk pens and ink sets, 
desk trays, desk work distributors, display racks, fibre and metal file 
boxes, filing cabinets of steel and wood, filing supplies, index card signals, 
index tabs, inks, key cases, leads for mechanical pencils, storage cabinets, 
mending tapes, metal badges, numbering machines, paper clips and 
clamps, paper fastening machines, pencils, pencil sharpeners, wood pencils, 
penholders, pins and pin containers, price and sign markers, punches, rib- 
bons and carbons, rubber bands, rubber stamps and rubber type, safes, 
rulers, stamp pads, stapling machines and staples, storage and transfer 
cases, ticket holders, and so forth 


Mexican Firm Seeks Additional Lines for Market 
ger of Bond Maquinas Para Oficinas, Apartado 810, Mexico, D. Mexico, 
a firm covering all of Mexico with an extensive sales organiza- 
tion, desires confacts with American manufacturers. The firm is interested 
in office machines, steel office furniture and sales, and a complete line of 
office chairs. The lines now carried include calculating, adding and dupli- 
eating machines, checkwriters, copyholders, gelatin rolls for making copies, 
dictating equipment, typewriter ribbons and carbon papers, addressing 
machines, and intercommunication systems. The market absorbs prac- 
tically the same types of items as used in the United States. 

Exclusive Agencies Sought by Company in Brazil—Carlos Schmied & Cia 
Ltda., Alameda Santos No. 1362, Sao Paulo, Brazil, desires to secure ex- 
clusive representation for manufacturers of fountain pens, artists’ ma- 
terials, drawing paper and instruments, crepe paper, printing inks, blotting 
papers, and kindred lines. Carlos Schmied and son, Karl, have recently 
been in the United States seeking to obtain exclusive lines for Brazil and 
in countries such as Argentine, Chile, Paraguay and Uraguay, where they 
expect to extend operations. They are exclusive representatives for San- 
ford Ink Company in all of Brazil. Their bank reference in New York is 
the Guaranty Trust Company. 

Copenhagen Firm Seeke American Connections— With the 
commercial relations between Denmark and the United States, the firm 
of Georg Andersen, Amagertorv 16, Copenhagen K, Denmark, is inter- 
ested in establishing connections with American manufacturers of quality 
fountain pens and pencils, and other articles for the stationery trade. 
Georg Anderson is prepared to buy for own account and pay cash. This is 
one of the largest houses for the fountain pen and pencil trade in the 
Scandinavian counties and claims as customers more than 2,000 pen shops, 
stationers and goldsmiths in Denmark. 

Swedish Firm Seeks American Connections—L. B. Liden of B. A. Liden 
& Soners A B, Vattugatan 7, Stockholm, Sweden, desires connections with 
manufacturers of school and office supplies. Communications are wanted 
with those who are interested in placing their linés in the hands of a 
representative agent who contacts and sells to wholesalers, office equip- 
ment firms and large retailers throughout all of Scandinavia, including 
Denmark, Norway, Finland and Sweden. Particulars about the company 
may be secured from the Swedish Chamber of Commerce, New York, N. Y. 

Firm in Stockholm Desires to Represent American Manufacturers—<A. B. 
Robert Matton & Company, Pontonjargatan 1, Stockholm, Sweden, wants 
to represent American manufacturers or exporters of stationery, drawing 
and office material in Sweden and other Scandinavian countries. This 
firm, possessing sales offices in both Norway and Denmark, is particularly 
interested in mechanical and fountain pens, architect’s drawing board 
pins, erasers, tracing cloth, drawing paper and rulers. References can 
be furnished. 

Director of Switzerland Firm Seeks 
Dreyfus of Carfa A. G., Neugasse 136, Zurich, Switzerland, is interested 
in obtaining American office equipment and machinery, supplies and 
‘gadgets.’’ He wants sole distributorships or sales agencies for important 
firms. The Dreyfus firm is a leading manufacturer of carbons and 
ribbons in Switzerland and has a large and elaborate sales organization. 
All purchases will be made by means of letters of credit 


Office Machine Imports Desired by Manila Company—The 


John Halpern, mana- 


reopening of 


U. §. Contacts—Director P. A. 


Insular Office 
Manila, 


Equipment Company, Inc., 724-726 Rizal Ave., Cor. Azcarraga, 
Philippines, seeks connections with large dealers in office equipment and 
supplies in the United States. It is desired to import new or rebuilt 
typewriters, adding machines, calculators, safes, checkwriters, files, chairs, 
desks and varied office supplies. 

Barcelona, Spain, Firm Seeks Business Relationships—Compania Indus- 


trial 
Spain, 
business relations, 
field. 

Pen Agencies Sought By Copenhagen Firm—B. 
Service, Nansensgage 23, Copenhagen K., Denmark, 
representation for a leading manufacturer of fountain 
spondence would be welcomed. 

Copenhagen Firm Seeks Office Appliances—Klinge & Lindtner, Grundt- 
vigagej 23, Copenhagen F, Denmark, a dealer selling office appliances, with 
agents in all of the Scandinavian countries, desires to receive offers in all 
types of office appliances. 


Metalurgica, S. A., Oficinas: AVDA., Meridiana 105, Barcelona 13, 
seeks contacts with American manufacturers in order to establish 
especially in the office appliance and writing machine 


Jensen, proprietor of Pen 
wishes to undertake 
pens Corre- 


Wanted at Home 


Manufacturers’ Agent Seeks Line—Arthur M. Gilbert, who has been call- 
ing on the New York stationery wholesale and retail dealer trade for the 
past 12 years, has severed his connection with a national wholesaler, for 
whom he handled over 200 accounts regularly. He is now prepared to act 
as a sales representative, or a manufacturers’ agent, for companies seeking 
intensive cultivation of the New York metropolitan stationery trade. For 
the present he will operate from his home, 7609 85th Dr., Woodhaven 21, 
N. Y., at which address he can be reached by any interested manufacturer. 
Mr. Gilbert is of excellent repute and has a large personal following in the 
New York area which he has serviced for many years. 

Office Supplies Sought for Hobbs, N. Mex., Firm—-A returning veteran, 
George J. Laubhan, developing the office supply and stationery business 
formerly operated by the Boynton Printing Company, Hobbs, N. M., de- 
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sires communications with manufacturers and suppliers in order to build 
up a stock of goods for a new store adjacent to the printing concern. 
ee wanted include bookkeeping systems, filing cabinets, office furni- 
ure, fountain pens, numbering and stapling machines, and stationery. 
Mr Laubhan can be addressed at Box 8&7, Hobbs, N. Mex. 

Expanding Firm Wants Office Furniture Stock—Moving to larger quar- 
ters and planning expansion of business, the Local Typewriter Company, 
16 W. Sunrise Hwy., Freeport, N. Y., seeks connections with suppliers of 
filing cabinets, desks and chairs. A ‘New York City connection would be 
preferred by the Freeport firm which has been specializing in repairing 
and selling typewriters and office machines. The new location will make 
possible the handling of the office furniture line, states Clifford J. Schorer, 
proprietor. 

Trade Catalogs, Merchandise Offers Wanted in Oregon—Munkres, a 
camera supply firm at Prineville, Ore., is exanding to include office equip- 
ment and supplies, as well as office furniture, just as soon as contacts can 
be made with suppliers and enough merchandise can be secured. Trade 
catalogs and merchandising opportunities are wanted by H. L. Munkres of 
the Prineville firm. 


Trade Catalogs, Price Lists Wanted by Los Angeles Firm—Samuel Stebb 
Stationery Company, 509 W. Pico Blvd., Los Angeles 15, Calif., desires 
to receive catalogues, price lists and other information from manufac- 
turers of office supplies, equipment, furniture, and machines. This ma- 
terial, wanted as soon as possible, is to be directed to the attention of 
G. Price, manager. 

Furniture, Equipment and Supply Lines Wanted.—The Mutual Furniture 
Company, 1928 Arapahoe St., Denver, Colo., is interested in hearing from 
manufacturers of all kinds of office furniture, equipment and supply lines. 
Address correspondence to Sidney Buka, who has recently returned from 
four years of service in the Army and is taking up active work with the 
company again. 

New Firm in New Mexico Wants Manufacturing Contacts—Carl K. 
Bledsoe has recently established the Bledsoe Office Equipment Company, 
26 W. 4th St., P. O. Box 1205, Roswell, N. Mex., and desires contacts 
with manufacturers, jobbers and wholesalers of office furniture, office 
supplies and equipment who are not now represented in his area. 


Strange & Company Seeking Agencies—Opening a modern appliance 
store at 1635 E. Market St., New Albany, Ind., David W. Strange of 
Strange & Company, formerly Strange & Kirkpatrick, would be pleased 
to hear from manufacturers wanting representation in southern Indiana. 
Office machines, appliances and supplies are to be handled. 


Trade Catalogs Wanted by Akron, Ohio, Firm—William and L. C. 
Mayrose, brothers associated in the Mayrose Business Machine Company, 
861, N. Main St., Akron 10, Ohio, desire to receive trade literature 
and prices on products suitable for their new firm handling business 
machines and supplies. 

New Mexico Firm Wants Merchandising Contacts—The Central Type- 
writer Company, 214 W. Copper Ave., Albuquerque, N. Mex., is planning 
to expand into the office stationery and equipment business and seeks 
eontacts with manufacturers of this type of merchandise. 


Trade Literature Wanted by New Michigan Firm—Engle Enterprise of 
23144 Woodward Ave., Ferndale 20, Mich., a new firm selling office equip- 
ment and buying, selling and repairing typewriters, desires to receive 
trade catalogs, prices and samples for its office supply and equipment 
business. 

California Company Wants Trade Literature—L. S. 
Santa Maria, Calif., is 


Griggs of Griggs 
interested 


Office Equipment, 209 N. Broadway, 
in receiving literature from suppliers of commercial stationery and 
office equipment. 








CORPORATION REPORTS AND 
FINANCIAL NOTES 





UARCO Incorporated, Chicago, IIl.—The first public annual report of 
UARCO Incorporated has been mailed to stockholders following last 
January’s issuance of 56,000 shares of common stock. During the 51-year 
history of the company the stock had been privately owned. According 
to the report the company showed a net income, after taxes, of $402,- 
137.24, with cash dividends on capital shares equivalent to $3.28 per share. 
In a letter to stockholders included in the report, Walter Barker, 


president of UARCO, said the fiscal year of 1945 set a new high in 
company sales. During the year, the report said, an amendment to the 
corporate charter changed the corporation name from United Auto- 
graphic Register company, to UARCO Incorporated, giving as the reason 
the belief the old name did not adequately describe company products. 
It was also believed the new name would more accurately unite the cor- 
porate name with its established trade name: UARCO. An employees’ 
trust fund was established during 1945. Mr. Barker concluded, to which 
both the employees and the company make deposits—the company de- 
posits being dependent upon profits. During 1946, its first year of 
operation, the company contributed 100 per cent of employees’ deposits. 


Yawman and Erbe Manufacturing Company, Rochester, N. Y.—Yawman 
and Erbe Manufacturing Company stockholders hurdled a Supreme Court 
injunction order to vote approval of reorganization and recapitalization 
plans for the concern. A stockholder, Thomas F, Rooney, obtained from 
Supreme Court Justice William C. Hecht, Jr., in New York County 
an order permitting inspection of company books and records, and re- 
straining officers of the company from transacting any business pending 
argument on the injunction. The order was served on Edward Weter, Jr., 
vice-president of the company. 

Weter immediately appealed successfully to Supreme Court Justice 
Fred D. Cribb for relief from the New York County Supreme Court order, 
and stockholders met and ratified plans for reorganization and recapitali- 
zation. Stockholders voted approval of a plan which would reduce capi- 
talization to $1,993,825, consisting of 55,557 shares of 444 per cent pre- 
ferred and 48,392 shares of common stock. As presented to stockholders 
by Gustav Erbe, Jr., company secretary, 2,654 shares of preferred stock 
and 2,902 shares of common, which were held in the treasury, would be 
eliminated from the authorized capital stock.—GET 


The McBee Company, Athens, Ohio—Offering of 98,000 shares of the 
McBee Company common stock ($5 par value) was made February 21 
by a banking group headed by Burr and Company, Inc. The stock was 
priced at $7.50 per share. Of the total number of shares offered, 70,000 
are being sold by the company. Proceeds will finance the acquisition 
of additional plant facilities to addition manufacturing equipment. The 
balance of 28,000 shares is being sold for the account of certain stock- 
holders. Upon completion of this financing, the outstanding capitaliza- 
tion of the firm will consist of 5,000 shares of first preferred stock 6 
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per cent (par value $100 per share) and 224,224% shares of common 
stock, par value $5. The company was incorporated in Ohio in 1906 
as the McBee Binder Company, Athens, Ohio, and the present name was 
adopted in 1932. The firm manufactures and markets by sale or lease 
special office equipment and machines, filing and housing equipment for 
accounting forms and records, and specialized printing records—AK. 

UARCO incorporated, Chicago, !I!.The board of directors of UARCO 
Incorporated on March 13 declared a dividend for the first quarter of 1946 
of 30 cents per share on its common capital shares, payable March 28, 
1946, to stockholders of record March 18, according to a recent announce- 
ment by Walter R. Barker, president. In releasing the dividend state- 
ment, Mr. Barker also announced the election of Andrew Dallstream, 
senior partner of the firm of Pam Hurd and Reichmann, as a new member 
of the board of directors. 

Dennison Manufacturing Company, Framingham, Mass.—Financial report 
of the Dennison Manufacturing Company and wholly-owned subsidiaries 
for 1945 shows net profit of $832,907, or $1.44 a share on combined com- 
mon shares, against 1944 net of $760,743, or $1.29 a share, and net sales 
of $19,446,846 against $19,392,434 for the previous year. (New York Times, 
March 18) 

Royal Typewriter Company, Inc., New York, N. Y.—The financial report 
for six months to January 31 shows net loss of $56,651, after charges and 
taxes, in contrast with net income of $437,074, or 28 cents a common 
share, in six months to January 31, 1945. (New York Times, March 11.) 

Dictaphone Corporation, New York, N. Y.—The 1945 financial report 
shows net income of $401,977, equal to $2.74 a common share, compared 
with $487,425 or $3.25 a share in 1944, 





NEW TRADE LITERATURE. 





Harter Corporation, Sturgis, Mich., has recently prepared a posture 
chair booklet which has a novel sales appeal. Entitled ‘‘Beauty Begins 
With Posture’, the booklet appeals directly to the business girl by 
stressing the importance of good posture to her appearance. The folder 
and envelope are printed in pink and black. Copy and drawings are 
slanted to feminine readership. The sales message stresses: (1) good 
posture is essential to beauty; (2) good posture in the office encourages 
good posture at all times; (3) Harter posture chairs make good posture 
“natural as breathing.’’ Evan S. Harter, president of the steel chair firm, 
stated that ‘‘to our knowledge this booklet is the first which seeks to sell 
posture chairs via the charm appeal exclusively.’ 

William A. Force Company, 216 Nichols Ave., Brooklyn 8, N. Y., has 
just issued a new catalog of hand numbering machines. This catalog 
shows a complete line of daters, numbering machines and combination 
numbering and dating machines used in offices and shipping rooms as 
well as for production code marking of labels and boxes by hand. Copies 
will be sent to all interested parties upon request. 

R. C. Allen Business Machines, 678 Front Ave., N.W., Grand Rapids 4, 
Mich., has just issued a domestic peacetime price list, giving the prices 
which became effective on March 5, 1946. The trade folder presents data 
on standard and portable adding machines, bookkeeping, statement and 
payroll machines, and calculators. 

Pan American Bronze Company, Cincinnati, Ohio, has just issued a new 
illustrated folder describing various types of bronze honor roll tablets, 
signs, memorial tablets, individual memorial plaques, and name plates. 
Inquiries may be directed to the company at 628-648 Sycamore St., Cin- 
cinnati 2, Ohio. 

Ohmer Corporation, P. 0. Box 998, Dayton, 1, Ohio, has just issued 
a new pamphlet describing the Ohmer Class 300 cash registers. Ten 
features are enumerated, each one illustrated. 
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STATE UNEMPLOYMENT COMPENSATION 
LAWS BECOMING MORE INCLUSIVE 


A trend toward liberalization of state unemployment compensation 
laws, which reports from state capitals indicate is extending into current 
state legislative sessions throughout the country, threatens to remove 
the exemption from unemployment compensation taxes now enjoyed by 
many office equipment dealers and stationers in many states by virtue 
of the small number of workers they employ. 

Despite opposition from small merchants, there has been a_ steady 
trend in recent years toward the inclusion of all employers under the 
unemployment compensation system. As contrasted with the Federal 
minimum requirement that coverage be extended to persons working for 
employers of eight or more workers, firms employing one or more are 
already included in the laws of 13 states—Arkansas, California, Delaware, 
Idaho, Maryland, Massachusetts, Minnesota, Montana, Nevada, Pennsyl- 
vania, Utah, Washington and Wyoming—and the District of Columbia. 
In New Mexico, employers of two or more persons are affected, while 


’ Arizona, Ohio and Wisconsin include employers of three or more. Em- 


ployers of four or more come under the system in eight states—Con- 
necticut, Kentucky, Louisiana, New Hampshire, New Jersey, New York, 
Oregon and Rhode Island. Employers of six or more are affected in 
Illinois, with the remaining 22 states including employers of eight or more. 

Besides extending coverage to smaller businesses, the states have 
been increasingly liberalizing unemployment compensation laws as_ to 
maximum benefits, duration of benefit payments, waiting periods before 
payments begin, and in other respects. This trend has been in progress 
ever since the inception of these laws, but was especially accelerated last 
year. Although comparatively few legislatures convene in regular session 
this year, early indications were that a number of them, as well as some 
meeting in special sessions, would further liberalize these statutes. This 
action, which probably will be taken on a more widespread basis next 
year, when some 45 state legislatures will meet again in regular session, 
is stimulated by belief of state officials and some employer groups that 
liberalization of the state laws will lessen pressure for Federal control 
of the entire unemployment compensation system. 

With state unemployment reserve funds now approximating a total of 
$7,000,000,000, compared with less than $2,000,000,000 in early 1941, it is 
widely agreed that liberalization as to maximum payments, duration of 
payments, and waiting periods is safe. If carried too far, however, and 
if combined with other proposals, such as making benefits readily avail- 
able to strikers and broadening the system to include payment of sick 
benefits, the trend toward liberalization of these laws might weaken the 
reserve funds to the point where they could not carry through a period 
of sustained unemployment without adding to the tax burden of em- 
ployers. 

While Congress has showed continued coolness toward proposals for 
increased or complete federalization of unemployment compensation, 
the record reveals that the states themselves have been moving rapidly 
toward the standards sought by federalization advocates, such as ex- 
tension of the system to all employees in covered industries, instead of 
those with eight or more employees; and maximum benefits of at least 
$25 a week up to 26 weeks.—BJ 
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IN APRIL OF 1876, WHEN: 


George W. Wight of New York City invented a mucilage bottle 
“so constructed that the mucilage may be applied without a 
brush or any detached instrument.” Imports at the Port 
of New York of stationery, books, and office supplies for the first 
two weeks in April were worth $104,047 and exports of similar 
goods were valued at $63,281. . . . Dean & Son of London of- 
fered a line of comic pen wipers. . McGill's patent paper 
fasteners were on the market, . . . (From files of the American 
Stationer). 


IN APRIL OF 1886, WHEN: 


Prevalence of strikes made it necessary to call many traveling 
men off the road—no goods to sell. . . . Editorial complaint was 
registered against stationers “who give $10 to the Society for 
the Prevention of Vice and then turn around and sell the Police 
Gazette and “Memories of Cora Pearl.” A new style of 
paper weight had a whetstone fitted in the top. ... Keen & 
DeLang of Chicago were selling Paul E. Wirt's fountain pen. 
. . . Clough’s metal bands were offered as a substitute for rub- 
ber bands. . . . (From files of the American Stationer). 


IN APRIL OF 1896, WHEN: 


H. H. Wenthe, 177 Madison St., Chicago, introduced an alum- 
inum pocket seal. . . . Charles E. Adams of Lowell, Mass., ad- 
dressed the Boston Stationers Association. . Sanford Manu- 
facturing Company (inks, mucilage and sealing wax) of Chicago 
moved their New York City office to 131 William St., near Fulton. 
‘ A. A. Waterman, in charge of the Boston office of L. E. 
Waterman Company, New York, N. Y., made a swing through 
the West. W. L. Mason & Company, Keene, N. H., intro- 
duced a new line of steel pens . 1,200 tons of paper were 
used in providing confetti for the Paris Mardi Gras. . . . (From 
files of the American Stationer). 


IN APRIL OF 1906, WHEN: 


Office Appliances presented a list of the following front-stroke 
visible writing typewriters as being on the market—Monarch, 
Underwood, L. C. Smith & Brothers, Fox, Yetman-Telegraph, Sun, 
Pittsburgh, Hammond, and Crandell. Not of the “front-stroke”’ 
class were the Oliver, Williams, Columbia, Barlock, and Frank- 
lin. . . . Stevens, Maloney & Company of Chicago observed their 
fifth anniversary. The International Time Recording Com- 
pany added five men to its sales force. . . . The Blofil self-filler 
fountain pen was patented both in Europe and America. 


IN APRIL OF 1916, WHEN: 


Serious shortages in standard supplies were reported as bring- 
ing an acute situation in the stationery industry, caused by World 
War I... . Scarcity of pencils brought a plea to save the stubs, 
and inks advanced from $1.00 to $3.00 per pound. ... A dinner 
was given by the sales staff in honor of Augustus C. Barlow, 
manager of the Chicago branch office of the Remington Type- 
writer Company. . . . The Globe-Wernicke Co. introduced a new 
swinging desk shelf for typewriters. . The late Charles P. 
Garvin was F. S. Webster Company manager at New York City. 
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RICHARD N. KOCH 


PAUL E. BURBANK 


New Association Secretaries 


Two of the leading associations in the office equipment and 
supply industry—National Office Machine Dealers Association 
and National Stationers Association—have elected new execu- 
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tive secretaries. 


Richard N. Koch follows Victor Mosel for 


NOMDA and Paul E. Burbank succeeds the late Charles P. 
Garvin as pilot of NSA activities. 





Richard H. Koch comes to NOMDA 
as the new executive secretary after 
34% years of service at the headquar- 
ters of A. T. S. C., Wright Field, Day- 
ton, Ohio, in capacity of specialist in 
management control, office training 
and efficiency, and administrative anal- 
ysis. He was on the staffs of Generals 
Cook, Swatland, and Rawlings. 

Prior to his Government service, Mr. 
Koch headed up the merchandising 
service bureau of the National Cash 
Register Company, Dayton, Ohio. 

For more than 25 years, he has been 
engaged in promotion, advertising, 
salesmanship, marketing and _ office 
efficiency activities. He brings to 
NOMDA a fund of valuable experi- 
ence through his long period of han- 
dling a multitude of problems. He 
has written much on merchandising, 
selling and business methods. 





Paul E. Burbank, new secretary-gen- 
eral manager of NSA, has had an ex- 
tensive background in the stationery 
industry and aviation. More recently 
he has been manager of cargo sales 
for the United Air Lines, Chicago, and 
previously was development manager 
for the aviation concern. This inter- 
est is not strange, considering that the 
new NSA chief was an ensign in the 
United States Naval Flying Corps fol- 
lowing his graduation from college. 

Mr. Burbank started his stationery 
career as a salesman in New England 
for Eaton, Crane and Pike Company, 
fine stationery. manufacturers of Pitts- 
field, Mass. He was later merchandis- 
ing manager for the company and 
subsequently sales manager and vice- 
president of the Eaton Paper Cor- 
poration. In 1940, he left Eaton to 
join United Air Lines. 
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Are These Mistakes Robbing You? 





HAT A STATIONER-FRIEND of mine has called 

“honest errors” on the part of sales personnel can 
put a business in the red as much as stealing. It has 
been said that more retailers than we realize regularly 
lose money through such errors, probably owing to the 
fact that many retailers seem to pay so little attention 
to the carefulness and accuracy of their clerks, so 
long as they believe their assistants in the store to be 
honest. This is a serious dereliction. 

A special investigation of 20 retail stores of a small 
regional chain system in the Middle Atlantic states 
proved conclusively that the worst hazard with regard 
to profit leakage was not dishonesty among employees, 
but rather carelessness in the handling of money, as 
well as errors in prices, weights and unit-counts. 

While this investigation was not concerned with sta- 
tionery stores, such errors can, of course, occur in any 
type of outlet. There is no reason for the optimistic 
presumption that any stationer’s business is exempt 
from the evil. An overcharge is likely to be quickly 
directed to the clerk’s attention, but in the case of 
undercharging—well, that’s a horse of a different color 
in most cases. 

The modern cash register provides a dependable 
check-up on the cash receipts taken in each day, and 
certain models make it practicable even to tabulate a 
daily summary of the sales made by each clerk, but 
the modern accounting register—mechanical marvel 
that it is—has not yet been perfected to the point 
where it can shout back corrections in prices to the 
careless, inexperienced or uninformed salesperson. 

Like most of the profit-shrinking errors of careless- 
ness (that same irresponsibility that results in damag- 
ing stock or misplacing it), price mistakes derive from 
forgetfulness, lack of concentration on the job at hand, 
inability to remember new prices until they have been 
in force a few days or, perhaps, the confusion of rush- 
hour business. They may result also from a helter- 
skelter way of changing prices, particularly under the 
stress of special-sale conditions. 

The stationer or store manager may say: “Bill, re- 
price this shipment of goods. It has advanced five 
cents a unit. Better make some new price-markers for 
it.” Bill shouts back: “All right, I’ll do that in just a 
minute.” The sudden appearance of three or four hur- 
ried customers in Bill’s department of the store causes 
him to postpone remarking the stock. In the mean- 
time, Salesman Joe, who did not hear the instructions 
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given to Bill, sells several units of the item at the 
old price with resultant loss to the stationer. 


How the Situation Can Be Remedied 


What’s the remedy? One stationer recommends that 
all revisions of price-markers should be taken care of 
the first thing in the morning so that the likelihood 
of himself and the crew forgetting is reduced to the 
minimum. Another stationer recommends that any 
clerk who shows difficulty in remembering prices can 
train his memory for prices and figures by assisting 
with the unloading or the unpacking of goods and 
stocking the shelves, as well as by taking part in the 
monthly inventory. Probably more than 80 per cent 
of the shipments received will not involve price 
changes oftener than once in 30 to 60 days, at least 
not under normal conditions. 

The price-careless clerk is a real liability—honest, 
perhaps, in most cases—yet the kind of errors that he 
makes are the very kind that cannot, ordinarily, be 
checked on cash registers. Careful supervision by the 
stationer or the store manager, together with occa- 
sional secret shopping checks by some relative or 
friend of the proprietor, are the only remedies for 
this situation. 

The honest customer of established good will and 
trading allegiance will check the clerk on undercharges 
almost every time, it has been proved by experience. 
But the responsibility for each clerk charging the cor- 
rect price rests with the proprietor or store manager, 
not with the customer, who should not be presumed 
to know prices except, perhaps, those of nationally- 
advertised and branded products. 

As an example, I know that the prevailing current 
price for a high-grade, standard typewriter ribbon is 
one dollar. But some time ago I purchased a ribbon, 
packed in an unfamiliar box, for 75 cents at my 
accustomed stationery supply outlet. Weeks later, I 
remarked to the proprietor that his clerk had told me 
that he believed I would find it to be just as satisfac- 
tory as my usual selection. I did indeed find it entirely 
satisfactory, and I asked for another. The stationer 
expressed surprise when I told him that I had paid 
75 cents for the ribbon, stating that the price should 
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have been one dollar. There was no price on the article 
itself. How many had been sold by the erring sales- 
person with little, or perhaps, no profit? 

All this has to do with errors in prices which, though 
an important problem in some stores, is not compar- 
able to the errors in handling cash in some other 
establishments. 

The clerk who habitually makes mistakes in han- 
dling his employer’s cash is certainly as much of a 
liability as the fellow who fumbles prices or who 
packs an extra, a higher-priced, or a larger-sized item 
in filling the customer’s order, without charging ac- 
cordingly. If such a clerk offers one customer too little 
change, he may as likely return too much change to 
another customer. 

The tendency of “honest errors” is to work both 
ways, but there is usually less assurance that excess 
change will be returned to the salesperson than that 
a shortage will be called to his attention. 


Survey Shows Prevalence of Problem 


Speaking of retail specialty stores in general, how 
prevalent would you imagine that wrong change-mak- 
ing can be at the retail counters of this country? This 
interesting matter was made the basis of a special 
study of the money-handling problem in retail shops 
of medium size by the Bureau of Business Research of 
the University of Illinois several years ago when there 
were no wartime difficulites in selecting capable em- 
ployees. 

The conclusions were practical facts—not merely 
academic opinions—and the figures tabulated revealed 
an immense annual loss from constant repetition of 
small errors. Here’s what the investigation adduced: 
Forty salespersons who had previously been considered 
competent clerks made 167 mistakes in 16 weeks—only 
four months, mind you—in their additions on charge 
checks alone! How many mistakes these same “light- 
ning-calculator” clerks undoubtedly made during that 
time in cash transactions that could not be checked 
by any written records of the sales is anybody’s guess. 

These errors in the charge-account sales slips varied 
from a few cents to as high as 18 dollars. Naturally 
—and fortunately—most of these errors were discov- 
ered immediately in the accounting office where the 
sales slips were checked every day. They were errors, 
nevertheless—ample proof of the widespread existence 
of this problem in all types of retail stores. 

During this 16-week investigation, the oldest sales- 
man in one of these stores made mistakes, all against 
the house, totaling $8.34. Meanwhile his seeming in- 
ability to figure correctly had also resulted in taking 
$1.88 from four customers who were, presumably, either 
indifferent to prices or equally slow in figuring—a most 
unsatisfactory situation from the standpoint of good 
will, reputation and store prestige. 

An interesting fact is that the average change-mak- 
ing error in over-the-counter cash sales was two cents 
a sale. This, it would appear, is a practical gauge of 
the rate of change-making inaccuracy where the prob- 
lem prevails undetected or unremedied. 

While it is inconceivable that any rational sales- 
person would continually make an error of two cents 
in every transaction, let’s assume, for the purpose of 
dramatizing the effect of the seriousness of such 
mathematical incompetence, that a salesperson makes 
an average of 80 sales a day and does make errors 
averaging two cents a sale. In one year he would make 
errors amounting to $587.20, whether for or against 
the firm employing him! 
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In the days of the automatic cash-carrier systems, 
when sales slip and accompanying cash were “shot” 
skyward to a central cashiering office, the handling 
of store cash by the sales personnel was practically 
eliminated. There was a double-check on the correct- 
ness of all monetary transactions (and incidentally, on 
prices as well)—that is, the cashier in the accounting 
office, the salesman behind the counter and, in addi- 
tion, the purchaser who was certainly interested in 
getting the full amount of change owing him. 

This old-time multiple protection for the proprietor 
is lacking where only the clerk and the customer 
handle the money, and the lack is one that cannot 
be compensated by cash registers. Cash registers un- 
questionably insure the stationer a dependable means 
for knowing that all cash receipts actually reach the 
till, but they can record only what is punched on the 
keyboard. “Slippery” clerks have been known to punch 
the other fellow’s identification tabulator, thereby 
making it difficult to know definitely who handled 
which transaction, should there be a dishonest person 
in the sales personnel. Pyramided errors of any con- 
siderable amount will soon be discovered. But the 
next step, when several persons have access to the 
cash registers, is to ascertain who made those errors. 

As a general proposition, the clerk who is constantly 
making mistakes should be “given the gate,” even 
when he is an otherwise good fellow. The losses and 
headaches that he causes are the same, whether his 
deficiency is the result of mental sluggishness or plain 
dishonesty. 


Large Bills Should Be Handled by Manager 


This brings to mind the matter of changing bills of 
large denomination. In some establishments, for rea- 
sons that will readily suggest themselves to any experi- 
enced merchant, any bill larger than ten dollars will 
be changed only by the proprietor or store manager. 

The change for these large bills is taken from the 
same register throughout the day—the register used 
by the proprietor or store-manager—if there are sev- 
eral active registers as there usually are in all the 
larger stationery and appliance salesrooms. This sys- 
tem has proved a safeguard against change-making 
errors, particularly in rush periods. 

Incidentally, this policy has also proved an excellent 
safeguard against acceptance of counterfeit bills, when 
the stationer and his right-hand man have qualified 
themselves to detect illegal paper “money” and apply 
the knowledge with unremitting scrutiny. 

Every stationer should know exactly how much 
money has been distributed to each register before 
Starting business each morning. If cash is withdrawn 
from any register for any sundry item, in a store 
having no central cashier or bookkeeper, the salesman 
removing the cash to make such a petty disbursement 
should be required to place a signed memorandum of 
the transaction in the drawer of the register together 
with the receipted bill covering the expenditure. 

The general policy in the trade seems to be against 
allowing clerks to handle any money other than the 
cash handled in the course of the day’s selling, but 
in a small store it is sometimes necessary to observe 
a little flexibility with regard to this rule so that a 
trusted clerk can, in the absence of the stationer or 
manager, pay for some C.O.D. shipment or things of 
that kind. In fact, where there is no cashier or book- 
keeper, it would seem quite all right to invest one’s 
head salesman with this extra bit of store responsi- 
bility. 
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C Brief Statements by Manufacturers 
ot | Concerning the Future 

> BARRETT ADDING MACHINE DIVISION, 
. LANSTON MONOTYPE MACHINE COMPANY 
4 JOSEPH F. COSTELLO 

“ President 

FTER ALMOST FOUR YEARS of 100 per cent serv- 

y ice to Uncle Sam’s armed forces, Lanston Mono- 


n type Machine Company, manufacturer of Barrett add- 
d ing and listing machines, is gradually reconverting its 
s manufacturing facilities to the production of Barrett 
n machines, and the company hopes, within a few 

months to be able to be back on a normal production 


basis. 
The heavy demand for electrically-operated Barrett 
f models has made it necessary temporarily to confine 


production to Barrett “Graytone” Model B19-E, a 
ten-key electric, printing adding and calculating ma- 
chine. While very good progress has been made in the = 
production of this model, some delays have been en- 
countered because of the difficulty of securing ade- MR. COSTELLO 
quate supplies of accessory equipment, and a Shortage 
of the skilled labor required in the production of Barrett adding machines. 
However, it is confidently expected that both the labor and the supply situation 
will soon improve to such an extent as to permit greatly increased production of 
the Barrett Model B19-E, and that other popular Barrett models will soon be avail- 
able for shipment to dealers. A heavy backlog of orders for Barrett machines in- 
dicates the necessity of maintaining maximum production for several years to 
come. 
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AMERICAN NUMBERING MACHINE COMPANY 


B. ELLIS CONRAD 
President 





INCE V-J DAY the American Numbering Machine 
Company has given the “full steam ahead” signal 
to all departments, and as a result production gener- 
ally on American numbering machines and supplies 
has more than tripled. Modernized machinery and 
equipment are being rapidly installed in various de- 
partments so that even faster production on hand 
numbering machines can be expected during the next 
few months. Time studies have shown that our num- 
bering machines are now being manufactured at a 
faster rate and in. larger quantities than ever before 
in our plant. 

However, despite our efforts to increase production, 
orders generally are running behind, and, even with 
our increased quantity of machines, orders are coming 
in at a faster rate than can be manufactured. Dealers 
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and stationers, apparently sensing the tremendous demand for numbering 
machines, are naturally anticipating their future requirements. As a conse- 
quence, orders for numbering machines, both stock and special, have been 
coming in since V-J Day in most unprecedented quantities. 

New employees and skilled machinists are rapidly being trained and placed in 
key positions to increase production, and it is hoped that by the fall of 1946 our 
manufacturing schedule will keep apace with orders. While we are manufacturing 
our numbering machines at a faster pace than ever before, we are ever on the 
alert to inspect each and every part, and at no time during our manufacturing 
operations will we sacrifice quality and accuracy to obtain speed. 

The war years have found very many new uses for hand numbering machines. 
Dealers will find increased demands for special numbering machines of all types 
for numbering multiple forms (carbon copy work), hectograph machines, ink rib- 
bon numbering machines, and lot and piece numbering machines with various 
special platforms and adaptations. Stationers and dealers will also receive in- 
quiries for numbering machines with various styles of characters, both small and 
large, sometimes in various combinations. While special hand numbering ma- 
chines of different types can now be furnished, it is drawn to the attention of the 
trade that production generally on special machines requires considerably more 
time than regular standard models. Dealers are requested to obtain just as much 
time as possible when estimating delivery on special requirements. 

The general over-all outlook for the remainder of this year is most optimistic 
and the year 1946 should be most advantageous to all stationers and dealers in 
the sale of stock and special hand numbering machines. Inasmuch as there is 
such a tremendous demand for numbering machines of all types, concentration 
now on special orders will pay dividends in future business. 


HALL-WELTER COMPANY, INC. 


FRED E. BROWN 


General Sales Manager 


RODUCTION POTENTIALS on Speedrite check- 

writers, Chexsigno check-signing machines, and 
Error-No and Turn-A-Page Copyholders continue to 
show weekly improvement. 

While the ending of the war did not exactly find us 
unprepared for post-war, nevertheless the demands of 
the armed forces required almost 100 per cent flame- 
thrower production right up to the day the Japs quit. 

Once given the green light, our engineers and pur- 
chasing personnel went into high gear. With total dis- 
regard of cost factors we maintained our war overtime 
schedules. Management often worked the clock 
around. Our loyal factory workers, some of whom have 
been with us the full 31 years of our corporate exist- 
ence, put their hearts into the task. A modern stream- 
lined plant was readied to put war-learned techniques 
to work building more and better Hall-Welter business devices than ever before. 

Week by week more and more finished machines are reaching the shipping 
department. In the fairest manner possible we are spreading our shipments over 
the greatest backlog of orders in the history of the company. However, we must 
compliment those who had the foresight to place their orders prior to the “big 
rush”! 

Specifically, we anticipate that in the near future, unless prevented by the 
“unforeseen,” we will at least make partial shipment on all orders for copyholders, 
check-signing machines and checkwriters within 30 days of receipt. 

We are impressed by marked increase in the interest of general office equip- 
ment dealers in the sale of products such as ours. Prior to the war this class of 
sales outlet, as well as ourselves, failed to realize what a great mutual oppor- 
tunity we had! It is anticipated by us that we will soon be able to place sample 
machines, at least, in the hands of such dealers as are qualified to sell our line 
in whole or in part. 

A public that is “hungry” for our products is manifested by direct consumer 
inquiries. One valuable lesson of the war was that it is a great mistake not to 
equip office workers with the best office “tools” available. Frankly, in pre-war 
times we never experienced such incidents as office managers and public officials 
telegraphing and telephoning us for delivery information on copyholders, as they 
do today. 
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MARCHANT CALCULATING MACHINE CO. 


EDGAR B. JESSUP 


President and General Manager 


: ARCHANT CALCULATING Machine Company 

currently is producing and delivering automatic 
electric calculators at the highest rate in the com- 
pany’s history. The return to peace found us, like other 
companies, with a substantial backlog of unfilled or- 
ders. This represents a big responsibility to the busi- 
ness public which we do not consider lightly, and every 
effort of our company is being directed toward dis- 
charging that responsibility with the least possible 
delay. 

The fact that such a demand for our products occurs 
at a time of serious shortages both in materials and 
production equipment presents what is perhaps the 
greatest challenge in our history. 

7 We are meeting this challenge on a broad front. Dili- 
MR. JESSUP gent search in depleted markets has produced both 
materials and additional equipment in considerable amounts. And, under diffi- 
cult conditions of employment and training, substantial increases have been made 
in both the number and quality of factory personnel. As a result, current pro- 
duction is at the highest level in the company’s records, and we are satisfied 
that the maximum output has not yet been reached. 

As to distribution, we believe the business public will benefit from the fact that 
our corps of experienced agency managers was maintained practically intact 
throughout the war. This is assurance that our marketing plan not only will be 
carried out effectively, but also that users will always be advised on how to get 
the most productive use from their equipment. 

Already most of the experienced service men who were in uniform have re- 
turned to their jobs. Most of them were factory-trained, and they make up the 
nucleus of a nation-wide organization which assures customers of maintenance 
service that permits of maximum use of the equipment. 

Our position in the export field also has been well considered and sound policies 
of distribution are being carried out by our distributors, who represent leading 
office equipment dealers in the world capitals and important commercial centers. 





PITNEY-BOWES, INC. 


WILBUR R. GREENWOOD 


Vice-President, Sales & Service 





THREE-FOLD INCREASE in the business public’s 
acceptance of metered mail, as evidenced by 
postage meter sales running nearly 300 per cent of pre- 
war volume ...a production pace currently running 
at 160 per cent of pre-war output and mounting stead- 
ily .. . a $1,300,000 plant expansion .. . and the coming 
of a wide new line of allied mailing machines and pos- 
tal products—these are the high spots of reconversion 
and first post-war operations at Pitney-Bowes, Inc. 

It didn’t quite take a war to teach the average busi- 
nessman the importance of the postage meter’s faster 
mail dispatch in his own office as well as in his post 
office—but it helped. Wartime demands on swift pos- 
tal service did a great deal to dramatize the basic idea 
- that “it is quicker to print a stamp than it is to stick 

MR. GREENWOOD one.” 

If current sales are any measure—and they are running almost 200 per cent 
over our best pre-war year of 1941—then it would appear that metered mail has 
“arrived,” not just for the large offices, such as banks, manufacturers, insurance 
companies and department stores, but also for the tens of thousands of retail and 
service establishments, branch offices of larger firms and other small business. 

To meet this unprecedented demand, Pitney-Bowes has already launched a 
$1,300,000 plant expansion program which may increase materially in the months 
ahead. Already $500,000 has been invested in new machine tools which will be 
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housed in more than 75 per cent additional floor space of new buildings now 
being erected. 

By late summer, production should be keeping pace with sales, and within a few 
months thereafter our unprecedented backlog should have been whittled down 
to the point where deliveries can be made currently from sizeable inventories in 
branch offices. 

The company’s field sales and service organization is well ahead on its own 
reconversion program, which includes the establishment of the largest and 
farthest-flung network of sales-service offices in our history. There are presently 
60 such outlets across the country; and the goal is approximately 100 of these 
company-owned, company-operated branches within the next two years. 

Intensive new training courses for both salesmen and servicemen, begun even 
before V-J Day, are now paying dividends. Salesmen are not only more produc- 
tive and better earners for the firm and themselves, but they are better trained 
as postal and mailing consultants to business. Servicemen, many of whom are war 
veterans who have returned from overseas duty with the Army and Navy postal 
services, are also better trained, abler and anxious to get back to “the mail that 
means business.” 

Following a policy of diversification begun long before the war, we will add at 
least four new mailing devices to our present line of products which include pos- 
tage meters, post office canceling machines, the “Mailomat” coin-operated public 
mailing machine, postal scales and mailing tables, desks and equipment, and a 
specialized line of tax-stamping meters and other revenue-control devices. 

Production is the demand of the day, as it is in all industry. Pitney-Bowes, 
which originated the postage meter and metered mail over a quarter-century ago, 
is already looking forward to the day when this modern postal system will be so 
widespread in business that the ratio of meter-stamped mail to ordinary 
stamped mail will increase from its present one-fifth to a 50-50 proportion, and 
the annual U. S. “metered” postal revenue will be double the present $200,000,000. 


L. C. SMITH & CORONA TYPEWRITERS, INC. 


HURLBUT W. SMITH 


President 





HILE 1941 WAS our last pre-war year, it was in 

no sense of the word a normal year. Hence, in 
surveying our accomplishments to date, and in com- 
paring projected production for this and next year 
with that of the pre-war period, we have preferred to 
disregard 1940-1941 and use the years 1936 to 1939, 
inclusive, as a base period. 

Our current production of office typewriters, while 
not yet as high as the peak reached in ’41, is already 
ahead of the average for the base period. With the 
additional facilities which will become available later 
this year, it is anticipated that we will finish 1946 with 
an office machine production only eight to ten per cent 
below the peak year of 1941. Next year, with the full 
use of increased facilities, there should be no difficulty 
in exceeding all previous production figures by a fair MR. SMITH 
margin. 

Portable typewriter production is currently running in the neighborhood of 65 
per cent of the average for the base period, but an addition to our Groton plant 
is well along and a steadily mounting production is anticipated. We should there- 
fore finish the current year within 10 per cent of 1941 accomplishments, and 
1947 should, naturally, set a new high record. 

We have been slow in getting back into adding machine production, so our 
current output is very low. However, we expect to achieve a substantial increase 
during the second half of the year, and by 1947 should be averaging well above 
1941. 

Vivid machines production is currently higher than the average for the base 
period and will continue to increase throughout 1946 and 1947. Vivid roll pro- 
duction was stepped up to such an extent during the war, in order to meet Army 
demands, that we are now able to fill all orders promptly. 

Since ribbons and carbon papers were made throughout the war, this branch of 
our business is not confronted with any such pent-up demand as faces our other 
divisions. With the completion of additional facilities at the Miller-Bryant-Pierce 
plant it is anticipated that: before the end of the current year we will be able to 
handle the increasing volume of orders without difficulty. 
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REMINGTON RAND, INC. 


JAMES H. RAND, JR. 
President 


URING THE WAR YEARS Remington Rand busi- 

ness products were delivered to the armed forces, 
the Government and war contractors, with only a drib- 
ble available for civilian use. The huge backlog of 
normal demand which accumulated during this period 
is the greatest in the company’s history. 

Not only are regular users eagerly seeking replace- 
ments for equipment which has delivered extra years 
of service, but there are many new influences which 
raise demand considerably above mere replacement re- 
quirements. For instance, over 40,000 new businesses 
are being started every month—many by veterans 
striking out for themselves. The needs of these new 
enterprises are particularly urgent since most possess 
no office equipment at all. 

MB. RAND In addition, there are some 20 million children who 
have entered elementary schools since war began who have never had an oppor- 
tunity to own a portable typewriter. Consequently there is an enormous backlog 
of demand for this valuable educational tool. This figure does not even include 
the potential among high school and university students. 

Remington Rand clearly foresaw the unprecedented requirements that peace 
would bring, and its reconversion and production plans were made accordingly. 
Pre-war manufacturing space was stepped up 30 per cent and options secured to 
cover another 15 per cent. As a part of this plan, an additional complete manu- 
facturing plant has been acquired at Ilion, N. Y., providing 150,000 square feet of 
space to increase the production of Remington Rand tabulating machines. 

And finally, because so many years of progress were compressed into so few 
years during the war, we recognize that business will demand ever-improved 
methods and equipment. To meet that demand, the new five-story Remington 
Rand technical center will shortly be in operation at Norwalk, Conn., dedicated 
to research and experimentation in new methods and new materials. 

In spite of this positive and energetic program to speed production and delivery 
of urgently needed business machines and supplies, the company, in common with 
the rest of the industry, is currently prevented from reaching maximum produc- 
tion by various causes that interfere with the return of manpower and materials 
to normal supply. Consequently, over-all demand continues to build up in many 
lines and will do so until these many existing economic bottlenecks are broken. 

Remington Rand standard typewriters and Remington electric shavers, from 
which Government restrictions were removed comparatively early, are being de- 
livered in larger volume than adding, calculating and tabulating machines. Kar- 
dex, filing equipment and supplies are only four months behind schedule. 

As soon as materials and parts again flow freely, Remington Rand production 
and employment will nearly double its pre-war output. 





ROYAL TYPEWRITER COMPANY, INC. 


M. V. MILLER 


Vice-President 


ECONVERSION, which began with the cancellation 

of all war contracts on August 15, is now complete 
at Royal’s Hartford factory. One-half normal pre-war 
production was reached before the first day of the year. 
With both office and portable typewriters being pro- 
duced in steadily increasing quantities again, it is esti- 
mated that pre-war levels of production will be met 
by summer. 

Despite such very satisfactory progress, there is no 
possibility that sufficient machines can be produced to 
meet demand for a long time to come. In the first 
place, there is a general backlog of typewriter demand 
for more than a million office typewriters and more 
than a million portable typewriters. 

Much of this demand appears to be brand-conscious. 
MR. MILLER Current Royal advertisements carry copy discussing 
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the relative popularity of office typewriters, based upon a nation-wide survey. 
Survey statistics are more than borne out by reports from retailers. The result 
is that accumulated typewriter demand and public acceptance of our products 
combine to make for an extremely difficult supply situation. 

Today dealers are primarily interested in portables. Uncertainty of supply 
has led to widely varying methods of enterprise in the trade. Some dealers have 
taken orders and deposits for more machines than can be supplied in the reason- 
able future. Others have not even placed orders with the manufacturers. First 
shipments by Royal of sample machines went to established pre-war dealers. 
Subsequent shipments are being sent on an allocation plan. Though equitable, 
these deliveries appear to be inadequate. This is unavoidable, considering the 
fact that three years of non-production has accumulated an unprecedented 
backlog of demand. 

At this time dealers significantly report that a majority of buyers request the 
higher-priced Quiet De Luxe over the less expensive Arrow. 

Neither reconversion, nor price control, nor material supply, nor labor nego- 
tiations have stood in the way of Royal’s pushing portable production to the 
utmost. Still, in both the Quiet De Luxe model and the Arrow model, pre-war 
top quality is being rigidly maintained. 

Despite the size of the demand today, Royal is laying the groundwork for in- 
creasing the market of the future. The portable sales organization is being de- 
veloped and is covering all territories in the country. Under the capable leader- 
ship of Wesley H. Backwith, these representatives are better qualified than ever 
to train new personnel, to make display suggestions, and to give general mer- 


chandising aid. 
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UNDERWOOD CORPORATION 


W. F. ARNOLD 


Vice-President and General Sales Manager 





T HAS BEEN but a few short months since Under- 
wood Corporation produced its final implement of 
war and returned full time to the manufacture of office 
machines. The progress made during this difficult 
period of nation-wide mental readjustment has ex- 
ceeded our early expectations by a generous margin, 
but there is much more hard work to be done before a 
sufficient number of our machines can be produced to 
satisfy all demands. 

During the war, while our hands were busy, our 
minds were also occupied. Improvements were con- 
ceived and filed away until such time as we could con- 
sider their development and use. Theoretically, the 
four years of war production would indicate radically 
new products to be available almost immediately upon 
reconversion. This we know to be wishful thinking. It 
was more important that we quickly return to the manufacture of typewriters 
and increased production of adding and accounting machines. We, too, in a 
sense, are returning veterans. Our problems are mutual. 

Very few organizations have been able to procure business machines for several 
years, and many of those who were planning new installations or replacements 
have not yet been able to realize this desire. A careful analysis of the situation 
reveals that the demand for standard products is tremendous. It reveals that 
there is a considerable demand for replacements for overworked machines. 

The extreme pressure occasioned by wartime measures resulted in expedit- 
ing many office routine and accounting procedures. Improved machinery is essen- 
tial to make these advancements workable. The new Sundstrand cycle-billing 
machine for department store accounting is an example of an adaptation for 
more efficient operation. Time saving and simpler operation of Underwood type- 
writers and adding machines will smooth out many of the rough spots in con- 
ducting a business. 

We recommend continued conservation of machines until the certain delivery 
of a replacement is confirmed. Meanwhile, we shall keep our machines function- 
ing with our veteran-reinforced service department. 

We shall not be able to deliver our machines to all of those who desire them 
during the next few months. We have arranged for an equitable distribution of 
new machines throughout the country, with consideration for those whose need 
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is the greatest. An adequate allotment, independent of domestic supply, has been 
made for overseas operations. 

The general outlook is now good. It will be some months before our supply of 
business machines will be within healthy distance of the demand. Our machines 
will be even better than they were four years ago, and our long-established policy 
of research, progress and improvement will continue. There will be no sacrifice 
of our half-century record of quality products—a quality proved by the long serv- 
ice records of our typewriters, adding and accounting machines. 


THE TODD COMPANY 


A. RICHARD TODD 


Vice-President, Manufacture 





HE TODD COMPANY, one of the first office appli- 

ance firms in the country to make its facilities 
available for war production, was in a fortunate posi- 
tion after V-J Day. Producing aerial cameras for the 
Navy, fire-control instruments for B-29’s, gun and fuze 
parts, and miscellaneous precision parts during the 
war, the company found that few changes in equip- 
ment and plant arrangement were necessary before its 
post-war civilian manufacturing program could be put 
into effect. The production of Protectograph check- 
writers and check-signers was started almost imme- 
diately. 

One difference between pre-war and post-war pro- 
duction was noticed at once. Todd employees, their 
MR. TODD skills increased by high-precision experience, were able 

: to advance their rate of production, with the help of a 
few added employees, to about double what it had been in pre-war days. Better 
products resulted because with parts inventories practically exhausted, production 
had to be started from scratch. 

Since V-J Day the Todd Company has built a sizeable number of check-writers 
and check-signers. These machines have been and are being delivered to custo- 
mers who placed orders during the war. The backlog is substantial. Still eating - 
away at this backlog, the company expects production to become current with 
orders by early fall. Every effort is being made to take care of orders at an even 
higher rate of speed to satisfy the pent-up demand for disbursement equipment. 

Our material situation is reasonably good. Despite current strikes, we never- 
theless feel we have been fortunate in most cases, having secured enough raw 
materials to meet the demands of our program to date. The delay in the supply 
of motors and electrical attachments has, of course, seriously interrupted us in 
the manufacture of portable and large electrical equipment. This condition will 
improve only as our suppliers are able to furnish us with the supplies needed. 








VICTOR ADDING MACHINE COMPANY 


A. F. BAKEWELL 


General Sales Manager 





ENERALLY SPEAKING, reconversion from war 

production to civilian goods has proved to be a 
much more formidable undertaking than was originally 
foreseen. Our experience has not been any exception 
to this general rule throughout the durable goods in- 
dustry. 

Two factors have tended to make the problem most 
difficult. First, production has been hampered by ma- 
terial scarcities and by the lowered efficiency of work- 
ers during a period when considerable training and 
retraining had to be accomplished. Second, the pent- 
up demand for equipment has far outstripped any- 
thing we have ever known in the past. 

During the fall months we at Victor concentrated 
our entire production on two or three basic models in 

MR. BAKEWELL order to get the largest possible unit production with 
the materials and facilities available. During the winter months we have been 
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able to expand to some extent the variety of models produced and at the same 
time to maintain a small, but steady, monthly increase in unit production. 

These steps were taken to get our house in order for a sharp expansion in pro- 
duction starting in April, and reaching its peak in June and July with the largest 
unit volume in our history. The steel strike, with vital production lost or sharply 
retarded for a period of over two months, is a factor which may again force us 
to revise our production schedules. However, this factor cannot be fully deter- 
mined at this time. Another disturbing element is the fractional horsepower 
motor situation, a tremendous backlog of demand being further complicated by 
widespread strikes. 

Despite all of these obstacles, which are of a temporary nature, the general 
outlook both for large-scale production and record-breaking sales in the office 
machine industry are the brightest in our experience. 


WOLBER DUPLICATOR & SUPPLY CO. 


M. J. DACY 
Sales Manager 


N ANTICIPATING future deliveries on the Copy-Rite 

liquid duplicator which we manufacture, it is some- 
what difficult to make any specific predictions as to 
future deliveries of this model. This is because of the 
present critical situation on materials and labor. Prob- 
lems will continue to arise in the future as they did in 
the past. But we, like other manufacturers, believe 
that these can be overcome, although the time ele- 
ment always enters into such matters. 

So far we have been able to keep Copy-Rite dealers 
Satisfied to a certain extent with the number of Copy- 
Rite duplicators we have been able to ship to them 
each month. In connection with this record we must 
thank our many dealers throughout the United States 
because they have co-operated with us splendidly. cy ee nes et 
During the war the Army and Navy took the major MR. DACY 
part of our production and we could only furnish a limited number of machines 
to each dealer under the quota plan of the War Production Board. However, all 
of our dealers were smart enough to place their orders several months in advance, 
which permitted us to ship them a limited number of Copy-Rites each month. 
Naturally, they always wanted more machines than we were able to furnish, but 
all of them understood our position during the war. Since last May practically all 
of our dealers are following this same procedure and placing their orders several 
months ahead of the required delivery date. This insures delivery, and at the 
same time we can anticipate our production and shipping schedule for several 
months in advance. 

During the war we and our fellow manufacturers of office equipment were han- 
dicapped in that we had to use a number of substitute materials, and even these 
were exceptionally difficult to secure. The delivery problem on raw materials is 
still as bad, possibly worse, than during war times, but we believe that the prob- 
lems of labor are being satisfactorily settled so that everyone will be producing 
under fairly normal conditions in the near future. Our production facilities have 
been greatly expanded and will be increased even more in the future. Copy-Rite 
dealers will be pleased to know that, barring unforeseen events, we will be in a 
position to keep them well supplied with the fast-selling Copy-Rite if they con- 
tinue to co-operate with us and place their orders well in advance of required 


delivery dates. 
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How a Dealer Can Have Topnotch 


Employees 


(Second of a series of three articles ) 





EMPLOYEE SELECTION 


VERYONE HAS SEEN those top-notch individuals 

who somehow manage to get two or three times 
as much work done as their’ fellow workers. These 
are the individuals who are realiy good—the kind 
every Office appliance dealer dreams of. Important 
factors in obtaining employment of this sort are cor- 
rect methods of selection and placement. 

When choosing an employee, the essential thing is 
to do so on the basis of sound, scientific personnel 
methods. All too often, office appliance dealers go 
about the matter in a haphazard, come-what-may 
manner. Sometimes the employee isn’t sure in his 
own mind what he is seeking for; sometimes supersti- 
tion enters the pictures—one office appliance dealer we 
know won’t employ a man with red hair, others want 
round faces, faces similar to someone they know, and 
similar characteristics. As a basis for personnel selec- 
tion, such favors offer no more surety than chance. 


Scientific Selection 


Employees can only be chosen scientifically if the 
employer knows thoroughly the job he expects them to 
fill. Further, he must know exactly the qualities a 
top-notch person in that job must have. These qual- 
ities are covered under the following headings: 

TRAINING: What training would a top-notch in- 
dividual require? How much training would he have to 
have? What specific knowledge would he need? What 
general background would he need? In what degree 
does the applicant under consideration appear to have 
the training requirement? Is there any way to tell 
how much of the training he appears to have he has 
actually absorbed? 

EXPERIENCE: Experience is often an _ excellent 
measuring stick of employee experience. When select- 
ing an employee, know first how much and what 
sort of experience a genuine, blue-ribbon man would 
need. Chieck the experience each prospect appears to 
have, bearing in mind that individuals not only learn 
by experience, but usually don’t last long enough on a 
job to gain much experience unless they have some- 
thing on the ball. On the other hand, be wary of 
giving too much importance to experience. Office boys 
sometimes hold down jobs with high-sounding titles, 
but still gain only office-boy experience. 

APTITUDE: Too few employers give sufficient im- 
portance to employee aptitude when hiring. Thus a 
prospect with high aptitude for a given job may, with 
a short period of training, far outstrip “experienced” 
workers with only mediocre aptitudes. Men limited 
by their degree of aptitude can rise only so high, 
in spite of experience! 

Aptitude is often difficult to determine in the pros- 
pective employee. Scientifically standardized aptitude 
tests offer perhaps the best measuring stick. Personal 
history and interests of the individual often provide 
valuable indications, however. A history of interests 
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in clerical activities or hobbies may indicate clerical 
aptitude. A history of interests of a persuasive sort 
such as political campaigning, charity driving, and 
so on, may indicate aptitude for selling, management 
or advertising. 

PHYSICAL TRAITS: There are certain jobs which 
can best be performed only by persons possessing 
certain physical traits. For instance, certain forms of 
stock work require tremendous physical strength. 
Other jobs necessitate excellent hearing, perfect sight, 
fast reflexes, top-notch finger dexterity, a pleasing 
appearance, a maximum weight, or brunette complex- 
ion. The trick is to know exactly what physical charac- 
teristics an excellent employee needs in a given job 
—and find the man having those traits. 

PERSONALITY: Perhaps more than any other fac- 
tor, personality is MOST important in superfine job 
placement and selection. A careful analysis of per- 
sonality factors required of the individual job (degree 
of honesty, persuasiveness, ability to manage, ability 
to meet the public and neatness) and cognizance of 
these factors during the selection and placement pro- 
cesses will work wonders in providing an office appli- 
ance dealer with first-class employees. 


How to Recognize Desired Characteristics 


The next problem for the office appliance dealer is 
how to recognize these all-important factors when he 
sees them. The most important means of doing this 
is through the interview, which should always be 
planned in advance. Too many employers face the 
interview unprepared, ask a few meaningless ques- 
tions, and as a result select employees who are unfit. 
It is important to know beforehand the questions 
which will bring out information about the prospect 
and will indicate how well he is qualified for the job— 
physically, mentally, educationally, and by experience. 

Some final tips on scientific selection: 

1. Select from as large a number of employee pros- 
pects as are available. Your percentage of top-notchers 
will be higher if you do! 

2. Make yourself the sort of employer a first-class 
employee would like to work for. This is one way 
to keep your staff at high standard. 

3. When you find you have selected a dud, don’t 
be afraid to get rid of him in a hurry. Remember one 
good employee can often do the work of three poor 
ones. Poor employees cost you money! 

4. Be willing to pay for quality. Show your appre- 
ciation for quality work by keeping salary levels com- 
paratively high. The quality employee is the one who 
makes extra money for a firm! 

5. The cardinal rule in top-notch employee selec- 
tions is: Determine the qualities a first-class employee 
needs to fill the job. Then find the man with those 
qualities! 
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Office Appliance Store Managers 


I Have Known 


By H. R. SIMPSON 





MANAGEMENT PHILOSOPHY IS IMPORTANT 





FRITTERING AWAY TIME—No office equipment store man- 
ager perhaps has ever done this—cut paper dolls—but some 
of the things they do or do not do may have the same result. 


OME OF THE BEST office appliance store managers 

I know are employees—some of the worst are 
owners who manage (that is the right word) their own 
Stores. The final test of a manager is, of course, the 
profit showing he makes. That result is determined, 
in the long run, by basic management philosophy and 
the manner of its application. 

Case No. 219 is an owner who has operated a fairly 
successful office appliance business for many years. 
Any suggestion that he is sadly at fault in his policy 
would shock him. But he makes the blunder which a 
great many owners of small businesses do—he assumes 
personal responsibility for a great many things which 
could be delegated to employees. The consequence is 
that he is chronically overworked, behind in his work, 
and largely blind to opportunities which, recognized 
and cashed in on, would have doubled his volume and 
quadrupled his net years ago. He is the fussy type of 
owner-manager, irritated and disturbed by little 
things, while big matters of management get no 
attention at all. 

He is a mighty poor merchant to work for because 
he has no comprehension of the opportunities which 
exist to develop the potential talents cf employees. He 
hasn’t taken a vacation in years. 

Certainly the job of a manager is to develop and 
maintain a smooth-running store. But the obtaining 
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of this result by personal inspection of 1001 details, 
and the personal assumption of a great many duties 
which others should handle, is costly and wasteful. 

Case No. 582 has for years played around with 
an idea that has had wide currency. It can be stated 
thus: 

“A smart owner-manager never does things himself 
which he can employ others to do.” The owner I 
have in mind has attempted to follow this principle 
in a store too small to warrant it. Sales possibilities 
of his territory simply have a limit which is quickly 
reached. As a manager this man needs to accept re- 
sponsibility for various duties which in a larger store 
would normally be delegated. A smart manager does 
not carry the principle of delegating responsibility 
to the point where it hurts the business. 

Between these two contrasting cases the trade in- 
vestigator finds fascinating examples of good and bad 
in management ideas. 


Necessary Managerial Functions 


Basic management functions which a good manager 
handles with maximum skill are: 

1. Check-up or Inspection. How well is each em- 
ployee carrying out his work? The task of the man- 
ager, finding inefficiency, is to correct it. His job is to 
insure that customers receive good service and are kept 
satisfied, that salesmanship is at a reasonable level. 
In this capacity, a manager is looking for wrong things. 
He should know of every situation which calls for 
an adjustment. He should know of “incidents” which 
may occur between employees and customers. 

It is possible for a manager to become so loaded 
with routine duties that he has little time for supervi- 
sion. In retailing, the importance of time spent out 
where the buying and selling is done has high recogni- 
tion by those giants—the chains and supermarket 
stores. If a manager’s time is expertly used, normally 
he should spend many hours on the “firing line.” 

2. Direction. This is the task of issuing orders for 
this and that, steering the ship of retailing on an 
even keel. 

3. Long-Term Planning. For this task, the manager 
interests himself in survey and study, in shopping 
competition, in analysis of territory and lines. To per- 
form well here the manager must get away from his 
store. He must visit other territories and stores, talk 
with suppliers, carefully develop data. Thorough re- 
search and expert study may, of course, fail to uncover 
any particular incentives to make changes. More often, 
with analysis and consideration will come the occa- 
sional innovation which will contribute mightly to 
permanent success and maximum profit. 


Delegation of Authority 


It is this writer’s observation that the old-man-of- 
the-sea who gets many a good manager is burdensome 
detail. Owners continue to carry the responsibility for 
1946 
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a great many store operations which could readily 
be handled by trained employees. Managers, I find, are 
far more prone to underestimate the possibilities of 
an employee than to overestimate them. I know of 
many cases in which, when the owner or manager 
is absent, there is no one who, by explicit direction, 
is in charge of the store. Yet, how simple it is to 
inform the best-qualified employee that he is the 
“No. 1” man who is in charge when the owner is away. 

Case No. 38 in my records is a manager who is 
positively frightened at the idea of leaving his store 
in the hands of employees. He is constantly suspect- 
ing them of raising old Ned, as a bunch of school 
children will when teacher leaves the room. He is so 
unhappy when away from the store that he has never 
done the job of outside promotion that he ought to do. 

Necessarily, there must be a great deal of routine in 


the day’s work of many office appliance store man- 
agers. But a manager can have the basic sound idea— 
that, as a manager, his most important time is put in 
correcting wrong conditions, or exploiting opportu- 
nities. 

Case No. 136 is an office appliance dealer who now 
owns his own business. For years, however, he managed 
stores for others. He was always a success because he 
was a leader. In leadership, he conceived his job to 
consist, in part, of developing the very maximum of 
salesmanship and general efficiency among the em- 
ployees. As a leader he was out to make his office 
appliance store a model in the services rendered in 
the community. 

Good managers, whether they own their own stores 
or are employed by others, always have a strong feel- 
ing for leadership. 


This Condition Can’t Continue 





E THOUGHT the end of the war would mean the 

end of shortages of office appliances, office sup- 
plies and all the merchandise carried by the retail 
dealers in such products. It was foolish to think there 
would be a quick production increase in all these and 
other things. It just couldn’t be that way. It hasn’t 
been, and we’ve grown used to the fact. All the way 
from adding machines to zipper cases we ask for what 
we want in hesitant and embarrassed syllables. 

All that can be done about it is probably being done, 
but there is something else we thought would end 
when the war ended. That was, and is, the attitude of 
a lot of salespeople who for a couple of years had been 
glaring at us when we asked for nylons and other un- 
procurables—letter files, adding machines, rubber 
bands, rubber mats, rubber pads, and all the rest. 

But time marches on and the end of a lot of selling 
practices is still further off than it ought to be. The 
situation may be as a magazine cartoon put it recently: 
A snooty-looking dame faced hosiery counter sales- 
woman who leaned over toward her with a glare in her 
eyes and said, “Go easy, madam—the days when I used 
to insult customers are still fresh in my mind.” 

The last holiday shopping season afforded plenty of 
examples of how overbearing salespeople felt about 
customers who persisted in asking for things not 
to be had. 

What if they did get tired of telling shoppers that 
they had no fountain pens, no portable typewriters, no 
posture chairs, no this and no that? Salesmen seemed 
to forget they were being paid high wages, with a 
Christmas bonus in the offing, not merely to tell people, 
“We haven’t got it and we can’t get it,’ with an air 
that said almost as plainly as words, “Do you want 
to make something of it?” 


There’s still too much talk about what we can’t get 
and not enough about what we do have. I talked toa 
group of fellow businessmen in December about plans 
for stimulating Christmas selling and, to a man, they 
declared they didn’t have anything to sell. To a man, 
too, they had stocks of items they wanted to move off 
and should move off to save having to inventory “dead 
ducks.” They may have been keeping a lot of that 
plunder in the back room to help out in case they had 
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to show loss when and if they had a fire. They may 
have been keeping it because they expected to sell out 
soon and figured their buyer would pay more for the 
“dead ducks” than they would bring on a bargain 
counter. They might better do as one dealer I know 
did with about $800 worth of such stuff he had just 
taken over in buying a store. He tried to move at 
ridiculous bargain-counter figures. No dice! So he 
lumped it all together and turned it over to the 
A.W.VS. to sell in their salesroom for whatever it 
would bring. He got more satisfaction out of getting 
rid of it pronto than he could have got at lingering it 
along to bring in a few dimes and quarters while 
making his store look like Sam’s Second-hand Shop. 

But what I started to say was that the practice of 
making customers feel like 30 cents when they’d spend 
30 dollars if they could find anything to buy is the 
best method so far discovered for building up business 
for the other fellow. 

Probably most customers know as well as most sales- 
people that a lot of things are still hard to get, and will 
be for some time to come. It butters no parsnips to 
insult them by slapping them down with irritable ex- 
clamations about strikes and Government regulations 
and price ceilings and fixed price floorings and by the 
kind of response that may not in so many words say, 
“Don’t make me laugh,” but might as well say it. 

It’s better to sympathize with ’em, sell ’em some- 
thing else or get an order for future delivery than to 
send ’em away with irritated ears and mystified minds. 
With $135 billions of savings tucked away in their 
socks, the American people are going to buy something 
from somebody; why not from you? 

The wartime over-the-counter talk about nothing to 
sell has become such a habit with some dealers and 
their salespeople that they can’t stop it. It’s worse 
than a dope habit and only a dope keeps it up. 


25 








Post-War Expansion and Choice of a 


New Store Location 


By ERNEST A. DENCH 





OMETIMES an independent retailer rushes in 

where a chain store executive hesitates to tread. 
In such cases the former allows hunches and guesses 
to influence his choice, while the chain’s judgment is 
always based on solid facts—and lots of them. 

There you have the underlying difference in store 
location technique. It is one of the major reasons why 
casualties among independents are so high in normal 
years. 

During the first few post-war years many a retailing 
independent will carry out his expansion plans— 
a bigger store in a better location. There will also be 
the lads discharged from the armed forces who, with 
their savings, bonuses and perhaps some state aid, will 
aspire to engage in retailing on their own. 

To help all independent businessmen in selecting the 
RIGHT locations for their new stores, the following 
facts, culled from the chain store field experience 
reservoir, are given. 


Guideposts for Selecting a Site 


The first thing to be considered is the town itself— 
its economic status, the kind of people who live in it, 
their buying preferences, and the extent of prevailing 
and pending competition. 

The next thing is to break down that town section 
by section until the retailer has determined the ideal 
location for his business. It may be downtown in what 
is regarded as the feminine shopping belt along Main 
Street, or it may be down a Side street off Main. A 
third possibility is the industrial zone. A fourth is a 
neighborhood or suburban area. Also promising be- 
cause of its superior parking facilities is that outlying 
shopping center just off or on the trunk highway. It 
is not only the character of the business which the 
independent desires to establish in a specific location, 
but also his own personal characteristics. He has a 
personality which seems to register favorably with a 
certain class of customer. For instance, a “matey” 
manner goes down well with truck drivers and the 
like. The retailer who loves to chit-chat on trivial 
happenings is well liked in a neighborhood section. 
The retailer who can, in a natural manner, act as if 
born to the purple, gets along admirably in a high- 
class store with social climbers. Chances are the re- 
tailer would not be happy and contented serving an 
altogether different group of customers, and it would 
be reflected in the sales. Then, too, he would virtually 
have to start over again, learning by expensive trial 
and error that what registers with one clientele does 
not necessarily appeal to people in another station 
of life. 

Let us suppose that the retailer has taken the im- 
portant foregoing factor into consideration, together 
with the other facts thus far stated. His course of 
action now is to ascertain from MORE facts whether 
the chosen town, or a section of it, can support AN- 
OTHER store of the type he plans to establish. 

How, then, can the retailer figure the approximate 
amount of business the location will produce for him? 
The projected store should be budgeted, the most 
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important item of which is the maximum practicable 
rent. He will have to do some “horse-trading” with the 
landlord to get a lease on terms under his budgeted 
rent ceiling. But we are getting a little ahead of our 
story. Since estimated business volume is part of the 
budget, this volume will give the maximum rent 
the retailer can afford to pay. 


Checking for Sales Potentialities 


The trade that can be reasonably expected by the 
new store is determined by an analysis of pedestrian 
traffic, both as to quantity and quality. It also helps 
to calculate the gross of competing stores. The usual 
way to get such facts is to count the number of people 
entering a competing store at intervals during the day, 
and also on certain days of the week. How many of 
these people will buy? How much will each of them 
spend? How many of these people will go in to look 
around and walk out without making a purchase? 

There are three dependable ways to garner these 
precious figures. One is a mental x-ray of this com- 
peting store—its obvious merchandising policy, such 
as prices, lines stocked, and the size and location of the 
store. Another way is to go inside the store at a normal 
time and count the number of salespeople. This is 
sure-fire stuff if the existing competitor is a chain, 
which, as a rule, assigns selling quotas to its sales- 
people. The amount of help in a local chain unit 
hinges on these quotas, based on the total annual 
gross of that unit. Another reliable index is the coun- 
ter footage in the store, since each salesperson has his 
or her own station. 

There’s more to a street traffic count than appears 
on the surface. One large chain not only gets the 
numeral count by “clocking” of pedestrians as they 
pass the projected store location, but they also trail 
some of the pedestrians to their respective destina- 
tions. A related Sherlock Holmes stunt is to station 
some checkers in the suburbs so that they can shadow 
representative residents who take trolleys or buses 
for downtown locations. Why does the chain go to 
such extremes? It helps them to forecast or trace 
traffic stream currents. 

This job of traffic analysis yields the most productive 
returns in estimating the probable impulse sales from 
the available customer potential. For demand mer- 
chandise or selective servicing, traffic counts do not 
mean so much. 


Various Types of “Counts” Necessary 


What the retailer expects to sell in his new store will 
determine the nature of the count. If women account 
for most of his sales, he need not bother about counting 
men. If he has no delivery service, he should tabulate 
only the women carrying bundles or shopping bags. 
If this trade is equally divided between the sexes, then 
he will have every adult clocked. 

Clocking hours and days will be determined by the 
nature of his business and what he desires to ac- 
complish in the new store. Specific hours of the day 
are the selling peaks for certain trades or classes of 
merchandise. The retailer will know these from ex- 
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perience and will govern himself accordingly. He 
should not, however, place all his reliance on a 
single count. Several of them of short duration dur- 
ing the shopping day wiil be more dependable in that 
they will reflect the peaks and valleys. This is true, 
too, on quiet and busy days. : 

What will emerge from such painstaking details are 
the best hours and days. If they compare favorably 
with averages experienced in the independent re- 
tailer’s present location, he will be justified in signing 
a lease. if the figures are lower, the retailer should 
not go through with the deal. 

While mindful of the present, the retailer must have 
more than half an eye open for the future. Does the 
street or district seem to be degenerating into a busi- 
ness, residential or industrial slum? If a war-boom 
town, even though the trend is not exactly evident, 
future industrial plans should be ascertained. Is it an 
underdeveloped section, one likely to expand when 
automobile production has reached the delivery stage? 
If so, it’s a promising site to the retailer who has suf- 
ficient capital to carry him over until it is fully pro- 
ductive. 

Chains will not, under any circumstances, pay above 
the maximum rent any site is worth from the stand- 
point of potential sales volume. Sometimes a site 
seems so desirable that an independent hates to let 
it go. But it is risky—very risky—and he may, for the 
next few years, be working for the landlord rather 
than himself. His alternative is to consider a location 


of second choice, for he will be better off financially 
with lesser sales volume when the rent is low enough 
to insure a greater net return. 


Avoid Undesirable Neighbors 


Chains will not have funeral directors as neighbors. 
Neither will they locate where there are obnoxious 
smells from chemicals or waste disposal plants. Noise- 
making industrial activities are also on the taboo list. 
And they are choosy about the terrain—give them a 
level street rather than one at the top of a hill. Nor 
do they like exceptionally short blocks, or those on 
which are banks, churches, and institutions. Their 
only objection to them as neighbors is that they inter- 
fere with the shopping mood of people. Give a chain 
choice of two sides of the street on different levels, 
and it will favor the upper. A string of empty stores 
as companions will find the chain doing business else- 
where. Some chains are afraid of the dark—they 
prefer enlightened neighbors! And if the traffic con- 
gestion is so bad that it plays havoc with shopping, 
chains will pick a slightly inferior site. 

In conclusion, chains do not pick sites with their 
eyes shut. They are out to develop profitable units, 
and they know from experience and fact-finding 
vigilance that they can only be established when all 
or most of the conditions are in their favor. Even 
though the independent retailer has no genuine liking 
for the chains, he will financially benefit by emulating 
their site-sifting methods in the early post-war period. 


Salesmanship, Self-taught 





IG SALES OPPORTUNITIES for the office appli- 
ance dealer are found in the new and improved 
products constantly coming on the market. At the 
same time this situation brings a most important 
problem: “Where can he get the necessary hours for 


_training his employees in sales work to cover so many 


items?” 

Training in basic salesmanship will help consider- 
ably. Instead of trying to teach workers step by step 
how to sell this product, and then doing the same thing 
all over again with the next one, get down to the 
fundamental facts covering the sale of most office 
supplies and equipment. The few additional helps on 
each specific item then round out matters. Employees 
learn more quickly through this logical method; re- 
sults show in sales volume and in worker-satisfaction. 

Basic salesmanship training should include how to 
study and assemble facts from manufacturers’ adver- 
tising and sales literature, how to put this information 
“in their own words” for enthusiastic and sincere pres- 
entation, best methods to use in handling various types 
of customers, adapting products to the buyer’s require- 
ments, meeting such common sales problems as putting 
over quality ideas to the price-conscious person, and 
creating genuine interest in the mind of the customer 
who is just looking around. 

No one would claim such training covers the whole 
subject. There are countless details the salesman must 
learn before he is fully qualified to offer office supplies 
and equipment to the trade. But with a solid founda- 
tion of training, the details come easily and naturally. 
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Most important in these busy times, relatively little 
effort is required on the part of the office appliance 
dealer himself. Once his help has been taught to dig 
down to the fundamentals on three or four new prod- 
ucts, they can take further additions to the line almost 
entirely on their own initiative. 

To the new worker this field seems hopelessly com- 
plicated. Without basic sales training it remains that 
way for a long time, thus delaying advancement for 
the employee and progress for the dealer. Yet with 
the underlying fundamentals well learned, present and 
future opportunities are soon mastered through self- 
taught salesmanship. Thus the dealer is assured of 
his share of the potential volume in new or improved 
products. 

The office appliance industry will continue to set a 
fast pace for the next five years. Streamlined sales 
training offers the only hope in keeping up with the 
swift progress. However, when salesmen and sales 
clerks know the principles underlying this field, they 
can quickly teach themselves the remaining details 
which vary from product to product. Then the dealer 
may add new items as fast as he finds suitable products 
in the advertising columns, knowing that his sales 
force will be prepared to create satisfactory volume 
on them. 
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Export Requirements Affect the 


Typewriter Dealer Situation 





OR SEVERAL YEARS our so-called typewriter deal- 

ers have been waiting patiently, hopeful for a more 
normal supply of both standard and portable type- 
writers, figuring that perhaps Government surplus of 
typewriters would tide over the situation until the full 
or regular production of the manufacturers helps turn 
back many trade-ins to the dealer market. 

But it is now found that the dealers’ expectations 
have been in vain. There has been no Government 
surplus available and the great hope for a stepped-up 
supply of portables has been dashed. 

Naturally, questions from all sides arise as to the 
reasons for this further delay in normal conditions. 
So-called inside information from head sources which 
might give the correct answer is not generally handed 
out loosely. The dealers and the public must presume 
as to the reasons. 

As the question is analyzed, it might be said that 
many reasons could be given as causes of the present 
situation. One generally overlooked is that export 
business or trade must be given some special consid- 
eration by the manufacturers planning for the present 
and future. In order to preserve our vital export trade 
and prevent further inroads, our manufacturers must 
set aside a considerable segment of the present pro- 
duction to satisfy the cry that comes from foreign 
fields. This, of course, diminishes the supply for home 
trade. The home market must wait for that vital 
consideration to be taken care of, to quite an extent. 
before a more normal condition can return here. 

For many years our manufacturers held the leading 
position in export trade in typewriters because of the 
excellency of their products as compared with foreign 
makes. But that condition changed a comparatively 
short time ago when foreign manufacturers improved 
their products and ways of selling. The improvements 
were not generally realized or known by our dealers 
because a very few foreign machines were imported 


by our country. 


Foreign Typewriters Show Quality 


World wars awaken people to many facts. Through 
the return home of our boys from their duties over- 
seas, the average typewriter dealer is experiencing a 
big surprise, brought about through the boys bringing 
in foreign makes of typewriters to be repaired or ren- 
ovated. The surprise comes as the machines are ex- 
amined for the first time by the dealers. Even at first 
glance it is apparent that the foreign manufacturers 
have made great strides in perfecting their designs, 
so much so that the dealer’s pride in our United States 
superiority is somewhat humbled. But as further ex- 
amination is made, the bitter pill is made less distaste- 
ful when it is discovered that the designs are copies, 
to a very great extent, of old U. S. patents or con- 
structions. 

If the dealer is truthful, he has to admit that some 
of the foreign makes show a little superiority in the 
sturdiness of certain features. But again our pride, 
hard to be licked, is somewhat bolstered through the 
fact that if consumers will pay for the cost of over- 
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Proprietor, 
Greenwood’s Typewriter Exchange, 
W orcester, Mass. 





coming the temporary su- 
periority, the results will 
restore our humbled pride 
altogether. When consid- 
eration of cost is disre- 
garded, our superiority 
over all foreign competi- 
tion in all lines of produc- 
tion is sustained. Perhaps 
the recent improvements 
in foreign typewriter prod- 
ucts is most evident in the 
portable lines, but it awak- 
ens us to the great pre- 
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MR. GREENWOOD 


war competition that faced 
our manufacturers and will 
face them in the export 
trade with other nations of the world. 

A very fine summary, “Export Market,” by H. B. 
McCoy, in the January, 1946, issue of The Office gives 
a clear picture of the aforesaid danger to our type- 
writer exports. It shows that Germany, more than any 
other nation, endangered our typewriter export trade, 
but her recent reverses will set aside that danger for a 


few years. 


Names Sources of Post-war Competition 


In the meantime, the Swiss and Swedish engineers, 
helped somewhat through German talent, may develop 
foreign competition to another alarming point. The 
British manufacturers also are going after the export 
business, which is very vital to their future. National 
pride, together with the aggressiveness and competi- 
tive makeup in the typewriter field of our country, 
will no doubt preserve our leadership in the typewriter 
field for some time, but we must be on our toes at all 
times to keep that position. 

Wars have always affected competition greatly. As 
the last world-wide war was nearing a close we began 
to hear rumors that competition would have a rapid 
growth after the war stopped. Ambition and necessity 
also affect competition. New ambitions and necessities 
were born in the swollen ranks of those in the service 
of our country. When the hardships of war service 
did not fill the minds of our men and women, dreams 
of a better future held sway, and many resolved to 
change or better their future civilan life by entering 
business for themselves. Their dreams were somewhat 
bolstered because of promises that our Government 
would furnish some, if not all, of the necessary support. 
But a sad awakening is now evident. 


Stiff Domestic Competition Seen 


Success in business, with all of its competition, re- 
quires certain qualifications besides cash, ambition and 
1946 
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necessity. So the Government, to some extent, will 
require certain qualifications in connection with loans. 
Some of the dreamers visioned the loans as virtual 
gifts, thus making competition that much easier. 
Nevertheless there is bound to be more competition in 
the future—in fact, to some extent it is already here. 
Some of the old school realize this, through experience 
or observation, and some will hang on for awhile be- 
cause of the shortages that must be taken care of. But 
eventually they will grow tire and fall. 

Competition is cruel, but the world must have it if 
we are to have progress or better ways of life. It can 
be made harder by unfair tactics, and standards of 
living can be lowered by such tactics. Certain organ- 
izations, realizing that fact, are gradually taking steps 
to check that tendency, thus preventing monopoly, 


Here Comes Competition 


which makes a few masters of many. Competition 
prevents stagnation. Let us have more of it, but let it 
be fair. 

The early settlers of our country faced competition 
of many sorts bravely, generating the aggressive power 
which has made us the most progressive of all people. 
And it has been well for our continued progress that a 
few of our early true statesmen realized the dangers 
of monopoly and provided laws to govern those who 
would monopolize. 

Competition varies in its intensity. At times it re- 
cedes in a small way, remains stationary for quite 
a period of time, then increases rapidly because of 
changing conditions. Let us hope that our country will 
always be equal to the changing conditions and thus 
preserve our high standard of living. 


By ERNEST W. FAIR 





S THE COUNTRY gets settled down to business 

following the end of the war and the period of 
unrest in the readjustment process draws to a close, 
every office supply dealer is beginning to look for 
that “new business” in his neighborhood. 

The office supply business will be no different than 
scores of others; new institutions have already begun 
to make their appearances everywhere and in the year 
ahead more and more will appear. 

What to do when that competitor comes in against 
us... this is on the future slate of every dealer. Since 
we may all be faced with this problem at one time or 
another, the suggestions to follow should be of interest. 

“Don’t let it get you down” is the advice of most 
old-timers who have gone through the experience 
several times. One old-timer grins whenever he recalls 
his first experiences with worrying about a new com- 
petitor. “I lost all of my hair then,” he says, pointing 
to his bald pate. “But I did keep right on doing busi- 
ness as usual ... lost some of my customers but they 
soon came back. After that, someone coming in as a 
competitor never bothered me very much. Main thing, 
as I see it, is to keep calm about the whole thing and 
just stay right in there doing business as usual. If 
your store has been built and operated along the right 
principles you’ll never have to worry about any com- 
petitor, new or old!” 

Taking the new competitor for either a “fool” or a 
“smart operator” is a mistake either way. The best 
attitude is to give him credit for knowing something 
about the office supply business and treat him with 
full respect for his ability to be a good competitor. 
At the same time we should figure that we are going 
to have to be just a little better businessman than he 
is, without underestimating him. 


Don’t Start a Price-Cutting Race 


That’s a very sound piece of advice, but it needs 
a little explaining. The basic idea is that we should 
gear our competition from our own initiative and not 
from his. For example, if this dealer immediately 
launches a price-cutting selling campaign we should 
be most foolish to attempt to lash back with a price- 
cutting campaign of our own, unless that is the type 
of store we are operating. 

“Get to know your competitor” is excellent advice, 
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for dealers can always understand each other better 
when they are personally acquainted with one an- 
other. Often, if he has the makings of a good business- 
man, he’ll be around to say “hello” to us first. If he 
doesn’t, then it’s our move. Besides, it’s a lot easier 
to compete with any dealer when we know that in- 
dividual personally and not just because he has a 
business close to our own. 

“Never get bitter about competition” is old, old 
advice that is still very good. Sometimes when we 
have been the only dealer in a community or in a 
neighborhood of a big city we begin to feel we have 
a monopoly on that area. Such isn’t the case and 
if we have this thought when a competitor comes in, 
then and there is the time to get rid of that idea in a 
hurry. It can readily warp all of our relationships 
with this new dealer. 


Give Yourself a Thorough Once-Over 


Here’s something we can do immediately, after get- 
ting acquainted with the fact that we are going to 
have close-at-hand competition. No better time exists 
to check up on ourselves and our store in the minutest 
detail, ferreting out every fault, everything we have 
been doing wrong, every improvement we can make 
in our way of doing business. Then set about making 
those changes and improvements immediately. Some- 
times it works out for our own good to have a com- 
petitor come in, and actually helps our business. For 
when we are alone, without competition, we are often 
inclined to grow careless. 

“Don’t ridicule the new competitor to customers or 
other business men,” for this is a sure method of ap- 
pearing foolish in the eyes of everyone concerned. It 
makes those customers and fellow businessmen certain 
that we are plenty worried. No matter what mistake 
or mistakes this new dealer may commit in getting 
started, don’t criticize his way of doing things. 

“Let the competitor set the type of competition” is 
one of the best pieces of advice old-timers offer. They 
have learned how many a good competitor was ruined 
by their stepping out with a throat-cutting selling 
campaign when the new dealer had no such inten- 
tion in his own competitive campaign. It has always 
been proved wisest to let the new competitor determine 
how our business rivalry is to be conducted. 
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Business Doubled in Six Months With 


Mail Order Sales 


By W. H. MORRISON 





F A FIRM DOUBLES its business in a year it is con- 
sidered very much of a stunt, but to do that in 

six months with every evidence that the next six 
months will hang up — : even better record—vwell, that 
IS something. Yet tiut is what L. A. Cox, owner of 
the Cox Business & Equipment Company of Dubuque, 
Iowa, did. He did it with a mail-order department 
based on a new idea. 

Mr. Cox is more than just a good businesman—he is 
an observing businessman who is always looking on the 
inside of something to study it. From his talks with 
salesmen, from his observations at business conven- 
tions and from his study of business in places he has 
visited when taking a vacation, he was impressed with 
a new idea in business—namely, that somewhere 
everything will sell. For instance, there might be 
merchandise in any line of business that simply would 
not sell in Dubuque, Iowa, but which might sell well in 
Atlanta, Ga., or Boston, Mass., or in some other place. 
As Mr. Cox pondered over this idea he realized that in 
his own store in Dubuque he had items in the office 
supply line that didn’t sell at all, or that moved so 
slowly that carrying them returned little profit and 
slowed up turnover tremendously. The realization of 
this made his idea jell. Why not start a mail-order 
department, aimed at getting business from all over 
the country and based on the idea that somewhere 
everything will sell well? 

The idea was put into motion over six months ago. 
A one-page 84% x 11-inch Mimeographed circular was 
prepared as a starter. A single leader was featured 
with the rest of the circular devoted to various items 
in the office supply line. A firm specializing in direct 
mail advertising furnished the names, addressed the 
circulars and mailed them by folding and sealing with 
a 1% cent postage stamp. All the Cox firm had to 
do was furnish the copy. 

There were no minimum order requirements and no 
cash in advance demands. All orders were shipped 
with the charges prepaid and on open account. More 
than that no references were asked, nor was the firm 
ordering investigated. Business was done on a blanket 
rule of shipping to everybody on open account on the 
regular terms of 2 per cent discount for payment 
within ten days and net, 30 days. 

This first circular, sent to 500 names, brought busi- 
ness. There was no letter sent with the circular and 
no sales talk in the circular. It was simply a circular 
making offerings of merchandise in the office supply 
line. And it came like a bolt out of the blue to busi- 
ness houses that had likely never heard of the Cox 
firm. But it brought business. 


Original Circular Proves a Success 


The first month’s mailing proved that Mr. Cox had 
a new idea. Items that did not move too fast in 
Dubuque were ordered from other parts of the country. 
Also items that were good sellers in Dubuque were 
sought after by those to whom the circular had been 


sent. 
It having been decided to send out a new circular 
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every month, new offerings were listed and a second 
circular was sent out. The same names that had 
received the first circular received this second one. 
The result was an increase in business, some from 
purchasers in the previous month and some from 
firms that had not responded the first month. 

The names that were selected for these mailings 
were from both small and large cities and towns. They 
included industries, banks, schools, institutions and 


lawyers. 


Circular Enlarged 


The whole idea has been so successful that the 
monthly circular has now been increased to four pages, 
and is printed instead of being Mimeographed. In- 
stead of featuring only one leader, as was done in the 
first circular, from one to as many as Six leaders are 
featured. Every effort is made to feature as leaders 
things that are none too easy to obtain, for it is be- 
lieved that this is the surest way to build up the mail- 
order business. And this idea has proved well founded. 
Not only are the more difficult leaders ordered, but 
along with requests for these items there are included 
orders for other items that are available everywhere, 
proving that if you get one kind of business you will 
also get the other. Along with the change to a four- 
page printed circular the Cox firm is increasing the 
mailing to 2,000 copies a month. On some of the 
leaders a quantity discount is offered to encourage a 
large-volume business. In no case are any combina- 
tion offers made whereby a customer must buy one 
thing in order to be able to buy something else. Mr. 
Cox doesn’t believe this is good business. The leaders 
have included desk lamps, rubber bands, filing cab- 
inets and such items. 

It is the intention of Mr. Cox to cover the entire 
United States eventually, but this will be done grad- 
ually. No one section is being covered at present, the 
idea being to cover the entire country with the mail- 
ings being made. During the first few months of the 
operation of this mail-order department, business was 
received from Madison, Wis., Chicago, Ill., Davenport, 
Iowa, Cleveland and Cincinnati, Ohio, as well as other 
smaller places scattered over the country. 


First Six Months Doubles Business 


As has been mentioned, everything is shipped on 
open account and without asking for credit refer- 
ences. To date, which covers a period of more than six 
months, there have been absolutely no credit loses. 
More than that, every customer has taken his ten per 
cent discount by remitting within the ten-day period. 
Orders have ranged from $50 to as much as $500. In 
the first six months the mail-order department pro- 
duced a volume of business equal to that done by the 
store, which means that the new venture doubled the 
firm’s business. The rate of turnover of the firm has 
been increased over 200 per cent in the first six months 
of the mail-order department. The Cox firm discounts 
all of its purchases. Here the mail-order business has 
helped, for discounts have increased over ten per 
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cent. Since there is very little increase in cost of doing 
business this increase in discounts adds materially 
to the Cox firm’s net profit. 


Special Discounts for Schools and Churches 


On the home front in the Dubuque area the Cox firm 
has been seeking all kinds of business in its line, but 
it has long made a specialty of going after the business 
from institutions, churches, schools, ministers, hospi- 
tais and colleges. The firm gives these institutions and 
ministers a ten per cent discount from list prices on 
all supplies purchased. The result has been that the 
Cox firm gets the lion’s share of business from such 
entities in Dubuque and vicinity. Mr. Cox figures 
that when a church or school or some other institution 
makes a $5,000 purchase, and thereby gets a discount 
of $500, he gets much more than $500 worth of good 
will out of the transaction. 

The ten per cent proposition works especially well 
in the case of schools and colleges. Not only is this 
discount given to the schools and colleges on pur- 
chases, but the same offer is extended to the students 
of these institutions. As a result, the Cox firm has 
what amounts to salesmen in every school and college. 
The teachers themselves often advise the students to 
go to the Cox store and make purchases because they 
will get a ten per cent discount from regular price. 
As a result of this discount offer, the Cox firm gets 
fully 95 per cent of the business of schools and colleges 
and their students in the Dubuque area. This is steady 
business and easy to handle. 

One by-product of this school and college business 
is the boost it gives to the typewriter and typewriter 
repair business. The supply business begets typewriter 
business. 

Customers Remembered at Christmas 

While the Cox firm has been especially active in in- 

stitutional business, it has not neglected others. Every 


customer, however small, is highly 
valued by Mr. Cox. It is an estab- 


birthdays of its larger buyers and also the birth- 
days of their wives. Little by little this information 
has been collected, so that when an anniversary or 
birthday rolls around a present and a birthday greet- 
ing card goes to the lucky customer or his wife, Need- 
less to say, this makes a big hit. 


Employees Get Every Consideration 


The same human spirit that motivates Mr. Cox 
and his organization in their dealings with customers, 
also motivates Mr. Cox in his relationship with clerks 
and employees. 

“In this business there are no bosses,” says Mr. Cox. 
in discussing his relationship with his employees. “We 
are just like one big family, all trying to get ahead by 
doing the best we can, which is all any man can do. 
There isn’t a thing I wouldn’t do for an employee. 
If an employee gets up against a situation where he 
needs some extra money to meet some emergency he 
never has to go to a bank or a loan shark to get the 
money. He gets it right here where he works and 
without any interest charges, either. At Christmas 
time there are presents for everybody and in between 
Christmases the employee here is treated just like a 
customer. I know of nothing so wonderful and satisfy- 
ing as good old human nature. There is a lot of it 
packed in every human being, if you will only take the 
time to look for it. I honestly believe that if you 
will put a lot of human kindness into business you 
will get a lot of the same thing back. And if you 
want to get material about it, I have found that the 
more human kindness you put into business the more 
business you will get.” 

That’s the kind of competition nobody can beat. It’s 
the stuff that real success is made of but which is 
rarely found. 
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lished policy of this firm that at 
Christmas every customer of the 
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house gets a Christmas present 
and a Christmas greeting card. 
The kind of present, naturally, 
depends on the customer and 
ranges from a box of stationery to 
a leather traveling bag. Each 
present is neatly gift-wrapped 
and is personally given to the cus- 
tomer. In the case of big firms 
and others that make their pur- 
chases from the Cox house, the 
gift is given to the man who does 
the buying and is not sent to the 
firm for which he buys. It is a 
personal gift for him, addressed 
to him personally. The same ap- 
plies to the Christmas greeting 
card. Mr. Cox personally distrib- 
utes these casually dropping in on 
the person during the few days 
before Christmas, chats a few 
minutes and very casually hands 
him the gift wrapped present and 
card. It’s a procedure that pays 
tremendous dividends. 


Other Greetings Sent 

Throughout the Year 
Remembering the customer at 
Christmas time with a present and 
card isn’t the only remembering 
that this firm does. It also re- 
members the anniversaries and 
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GEORGIA’S OWN—“In looking back at 
the progress of Georgia and the city of 
Atlanta in the last third of a century it is 
hard to find any one man who has contrib- 
uted as much to this advancement as an 
individual than Ivan E. Allen, Sr.,” says a 
recent issue of the Georgia State Reporter. 
This statement well sums up the “Georgia 
First” life of service which has been led by 
the chairman of the Ivan Allen-Marshall 
Company of Atlanta. A native-born Geor- 
gian whose parents had kinship with pio- 
neering and service with the American 
armies during the Revolutionary War, Ivan 
Allen as a boy had to go to work early. He 


once desired to study law but the idea of selling typewriters 
intrigued him more and at 18 he received an offer as a typewriter 
salsman in Atlanta at $40.00 per month. That was the beginning of 
a business career which was culminated in his role in the growth 
of the Ivan Allen-Marshall Company, one of the largest of its kind 
in the country. As a public servant, he has been president of the 
Southeastern Fair, the Atlanta Chamber of Commerce, the Atlanta 
Retail Merchants’ Association and the National Stationers Asso- 
ciation. He was state senator from Atlanta and chairman of the 
Forward Atlanta Commission. He has been a leading figure in the 
growth of Oglethorpe University. Small wonder that Georgia 
regards Ivan E. Allen, Sr., as a sterling leader. 
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A History of Preservation of 
Records and Valuables 





UE TO THE GENIUS of our forefathers in adopting 

a medium resistant to the elements, we have a 
record of their accomplishments and the progress of 
civilization. Early races, such as the Assyrians and 
Babylonians, recorded their history, religion and cus- 
toms in stone, a chronicle legible to this day. Chal- 
dean-Babylonian empire records beginning 2600 B.c. 
deal with sales, leasing, hiring, lending, partnerships, 
births and deaths. Their existence proves that re- 
corded information was as vital to the merchants in 
Babylon as it is today in New York. Businessmen in 
Babylon wrote their contracts, checks and accounts on 
moist clay tablets which were made permanent by sun- 
drying or baking. 

But more compact portable records were needed to 
replace these clay tablets. Even small ebony and ivory 
slabs with finely engraved hieroglyphics were too bulky. 
The need was met by the invention of papyrus, which 
served the needs of the business man until the eighth 
century A.D. It was used in scroll form, frequently be- 
ing sealed in metal or earthenware cylinders for pres- 
ervation against fire, dirt and water. Thus we see 
that the Egyptian merchants and Phoenician traders, 
with their far-flung commerce, realized the value of 
protecting records of their sales and purchases. State 
and business records were extensively used by the 
Medes and the Persians. 

Historical Grecian events and laws were chiseled in 
marble. The Romans used bronze tablets, many of 
which were destroyed in a great conflagration in 64 
A.D. and in later fires. One can readily picture the 
hardship these losses caused the Romans, just as we 
suffer losses when our records burn. 

Documents, gold, jewels and the like in the Middle 
Ages were kept in round or oval boxes decorated in 
plaster or with paintings by the most noted artists. 
Some of these cases were carved in walnut; others were 
made of bronze, silver or marble. Indeed, in Italy there 
existed a guild of craftsmen which specialized in mak- 
ing these containers. Books and bulky records in those 
days were frequently housed in archives. 

Oaken chests, sometimes reinforced by iron bands 
and equipped with locks of rude construction, were 
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Victor Safe & Equipment Company 


(Reprinted from the OED Bulletin, 
published by the Office Equipment 
Dealers’ Dinner Club, New York, N. Y.) 


used in the seventeenth and eighteenth centuries. The 
modern safe cracker would look back with envy on 
his predecessor who had nothing more than. a 
wooden box with which to cope. Prior to the nine- 
teenth century, the all-metal safe was unknown. 

In the early 1800’s safes were built of solid oak planks 
soaked in alkali and covered with sheets of thin iron, 
crisscrossed by bands of iron and studded with large- 
headed spikes. The great fire in New York in 1835 
proved the worthlessness of these safes, several hun- 
dred of them being destroyed, together with the rec- 
ords and valuables they contained. 


Forerunners of Modern Safes 


About 1820, metal double-wall safes with composi- 
tions of non-conducting substances such as chalk, 
plaster of paris or clay were first introduced. While 
these safes were not satisfactory, they were the pat- 
tern for our modern record-protecting devices. At 
times, the manufacturers of these old safes employed 
poetry to describe the virtues of their products. Cap- 
tions for testimonials read like the titles of dime novel 
thrillers. We note catalog headings entitled, “Rogues 
Foiled in Daring Attempt at Burglary,” or “Safe Con- 
quers the Fiend of Fire.” 

This type of safe was followed by the still familiar 
cast-iron concrete-filled container. While the fire re- 
sistance of these models was questionable, there was 
no doubt as to their weight and bulk. Nor were they 
lacking in decorative design. The sale of a safe in 
grandfather’s time might depend upon the beauty of 
the landscape painted on the doors of the unit. Even 
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the smallest models were profusely decorated with 
scrolls and floral designs. Many a businessman can 
also recall the day when valuable books were carried 
in and out of moldy vaults. But, however interesting 
or amusing these various devices may have been, they 
are tangible proof that there has been a continuous 
demand and effort to protect records and valuables 
since the earliest times. 

In the twentieth century science has come to our 
aid, and the businessman can rely on the modern pro- 
tective equipment. Laboratories have been created to 
promote the methods of fire protection and to set up 
standards for testing devices and materials with re- 
spect to fire and theft. Safes and similar containers 
are now certified to withstand heat tests of various 
degrees for a predetermined number of hours and to 
resist successfully attacks with modern burglary tools. 

Different kinds of businesses and locations have 
varying fire and theft hazards for which the safe in- 
dustry has-designed proper means of protection. It will 
pay you to study the types of containers available, so 
that you can guide your prospect in the selection of 
equipment most suitable for his needs. In order to 
clarify our discussion, we list below the predetermined 
tests to which safes are subjected. 


Fire and Impact Tests 


All reliable safes and similar containers are now 
certified to protect their paper contents for the follow- 
ing periods: 

Class A safes for four hours against heat of 2000°F. 
Class B safes for two hours against heat of 1850°F. 
Class C safes for one hour against heat of 1700°F. 

Class A, B and C safes are also subjected to an ex- 
test, which is as follows: 

“An impact due to falling 30 feet in the clear after 
being subjected to heat of 1700°F. for one hour, and 
reheating as before impact in the inverted position.” 


It must be pointed out that some, but by no means 
all, makes of Class C safes are also given the impact 
test, which in this case is 30 feet after being heated 
for one-half hour at 1500°F. and reheating as before 
impact in the inverted position. This is a very strong 
point to bring to your prospect’s attention when you 
know that your competitor’s Class “C” safe is not 
certified to withstand this important test. 

Class A, B and C safes are also subjected to an ex- 
plosion test to determine whether a sudden heating 
will cause an explosion in the walls or interior. In 
addition to these tests, Class A and B safes carry the 
Underwriters’ T20 burglary classification, which se- 
cures a 20 per cent reduction in burglary insurance 
rates on the insurable contents of the safe. 

Insulated files are usually certified to be effective 
in withstanding exposure on all sides to severe heat of 
1700°F. for at least one hour without damage to paper 
contents. Insulated files combine the advantage of a 
filing cabinet and fire protection. Their use for hous- 
ing important papers has grown tremendously. Many 
a dealer finds the sales of these units an important 
and profitable part of his business. 


Proper Safe Based on Quarters 


How are we now to determine which of the above 
types of protection your prospect needs? A set rule 
that one-hour safes or containers are adequate pro- 
tection in modern fire-resistant buildings is by no 
means infallible. The writer knows of concerns quar- 
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tered in new steel and concrete structures who still 
have to pay very high fire insurance premiums. They 
have the misfortune of being located by or near a 
business whose products are highly inflammable. The 
insurance companies recognize the danger of fire 
spreading to adjoining building and burning out their 
contents. It is also not unusual for business firms in 
the same building to pay rates that vary as much as 
50 per cent. It is obvious, therefore, that the ledgers 
of a store whose fire hazards measured by insurance 
rates is 75 cents per $100 need better protection than 
the records of a business on the fifth floor of the 
same building where the rate is only 30 cents. 

We should take advantage of the exhaustive surveys 
fire insurance companies make before issuing indi- 
vidual policies. Our best guide for recommending the 
proper protection is based on the rate of insurance 
your prospect has to pay for the contents of his build- 
ing or office as compared with that of other firms in 
the same business or neighboring offices. 


Recommend Best Protection Available 


An experienced safe salesman makes it his business 
to check on these rates in advance and makes his rec- 
ommendations accordingly. The purchase of a safe 
should be considered as a one-payment premium for 
fire protection of vital and important records. There 
is nothing that takes the place of a safe for this pur- 
pose. After a fire the insurance companies may pay 
off on your inventory and fixtures, but they cannot 
give you back your accounts receivable, minutes of 
meetings, contracts, charters, and so on. In fact, you 
are required to furnish a complete inventory of de- 
stroyed and damaged property, stating the cost and 
quantity of each article. If your records have also been 
destroyed, you will have a difficult time in furnishing 
proof of your loss. Accounts receivable cannot be col- 
lected in full—in many cases not even 50 per cent of 
their value. If you point out these facts to your 
prospect, your chances of making the sale are much 
greater than those of a competitor who merely offers 
any safe at a price. When in doubt recommend the 
best protection available, for there is no compromise 
with fire. 

About 80 per cent of the safes purchased are used 
to protect records, and few concerns keep large 
amounts of cash on hand. But occasionally there is a 
real need for protecting large amounts of money or 
valuables against burglary. Milk companies, bakeries, 
hotels and amusement parks are classic examples. On 
such occasions, you should recommend burglar-proof 
chests to be used inside of a safe or anchored in a 
concrete base. Insurance rates for burglary vary ac- 
cording to risk, and the use of a chest usually reduces 
the premium to such an extent that the chest pays 
for itself in a very short period. 

In closing, I might suggest that it is also good prac- 
tice to make sure whether the safe you sell can or 
cannot be delivered by freight elevator to the cus- 
tomer. When a hoist job is necessary, contact an 
experienced safe rigger to ascertain the cost of such 
a delivery before quoting your prospect. Also check 
to see if the safe selected will pass through standard- 
sized doors, or whether it is necessary to remove 
partitions. While the foregoing may require a bit of 
extra effort, it must be remembered that the sale 
of safes properly handled can form a very profitable 
part of your business. 
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“AT HOME” IN OFFICE OF KRAFT FOODS CoO., SAN FRANCISCO, CALIF. 


Home Atmosphere Offices 


By ALICE FUNKEN 





HERE IS a definite trend that has been taking 

shape for several years in the furnishing of private 
offices, and that is the one toward a “home” atmo- 
sphere. Some decorators have even gone so far as to 
call a man’s office his second home. Certainly he 
spends a great portion of his day in his office and has 
a right to all the comfort there that he can get. He’s 
almost sure to want that comfort, too, after he sees 
a few offices furnished with such an atmosphere in 
mind. And that is where the office supply dealer 
fits in. 

The world moves forward in spite of wars and atom 
bombs—especially the world of business. Every office 
supply dealer knows this—that despite bad times, 
skimpy sales or scarcity of materials there is always 
the undercurrent of supply and demand that thrusts 
business forward into new fields, whether a man wants 
to go there or not. 

Evident trends are useful to’any dealer. If he ig- 
nores them he soon tags himself as outmoded. If he 
heeds them he is ready for the sales when they break. 
A trend is almost like an unexpressed desire. It indi- 
cates a preference in certain directions, sometimes an 
unconscious preference. If a man can heed that and 
get the merchandise ready that is going to supply 
the demand when the trend has become a definite 
buying habit, he has solved a lot of his sales problems 
before they become full-sized. 


The Evolution of the Office 


Offices have undergone a definite cycle of advance- 
ment through the years. First they were gloomy or 
dingy—sometimes merely a place for a desk in any 
corner of a factory or store. Then, during the period 
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of personal efficiency of some 20 years ago, they came 
into a different category. They became self-conscious 
—full of mottos of “Do It Now” and “Keep Fit.” 
Crowded pigeonholes gave way to the gospel of the 
cleared desk. Cluttered areas gave place to spacing, 
and had the added attraction of light and comfort. 
In fact, they went so far in the efficiency field that 
they became in some instances almost like antiseptic 
laboratories, devoid of atmosphere. 

This was all very well for an outer office area, but 
it was not quite enough for private offices. Here a 
worker wants to express at least a little individuality, 
just as in his home he wants the atmosphere to be a 
little different from his neighbor’s. And so we see the 
gradual evolution of a private office area in which 
favorite pictures are displayed, or perhaps a treasured 
trophy. Even a few samples of a hobby sometimes crop 
out in a restrained sort of way. It is as though the 
male population were feeling its way along in this 
particular quest for expression. However, a man’s 
taste is very often as good or better than a woman’s, 
especially in fields where he knows instinctively what 
has a place and what is out of place. He has been in 
business for many years, in some cases, and he knows 
what he wants. He is beginning to take tentative steps 
in that direction. But watch out for some radical 
changes when he really gets into his stride. 


The office pictured is that of the general manager 
of the western division of the Kraft Foods Company in 
San Francisco, and is an excellent example of how 
the home trend is coming into the field. A study of 
the details will show how the atmosphere of a home is 
achieved without destroying a workable office area. 


Wall to wall carpeting helps tremendously. This, 
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with the muffletone ceiling, insures quiet, and gives 
color to the room. The draperies and Venetian blind 
treatment of the windows is the next step that gives 
a softening and colorful effect. The use of lamps in- 
stead of overhead lights is also important. Homes 
went forward from the sole use of overlighting to 
lamps years ago, but it seems to have taken the office 
field longer to realize that an impersonal glare is not 
the best lighting in some areas. 

The furniture is important, too, because it combines 
the simple lines of office furniture with leather, blend- 
ing the colorful with the practical. 





Collecting a few representative pictures of this sort 
for sales manuals or display purposes will help many 
dealers suggest new treatments for private offices when 
called upon for advice. He can’t stop the trend. No one 
can stop a trend, once it is well under way. He can go 
along with it, however, lending it aid and encourage- 
ment. And incidentally, he is in a key position to reap 
more benefits from it than from any sales plan of 
selling piece by piece in the old manner. The field is 
wide and varied in the second home field, and the 
dealer who is alert to it and ready for it will reap the 
reward. 








SEEN FROM ABOVE—The comfortable and con- 
vention-smashing lines of ultra-modern furniture 
placed in the Reynal & Hitchcock, Inc., reception 
room (accompanying picture) are well visualized 
through this overhead shot. The chairs, low slung 
with wide runners, are expansive in roominess 
and literally invite the visitor to be seated. Win- 
dow drapes, wall-to-wall carpeting and sus- 
pended globe lights all add to the unconven- 
tional appearance enhanced by this furniture. 

(Kosti Ruohomaa-Black Star Photo) 
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MODERNISTIC—Treatment of a business office in 
a modernistic way through the installation of 
latest design of furniture and use of daring con- 
struction ideas is revealed in this picture of the 
reception room for Reynal & Hitchcock, Inc., pub- 
lishers, 8 W. 40th St.. New York, N. Y. The 
architect was Jed Reisner, 660 Madison Ave., and 
the designers were Artek-Pascoe, 730 Fifth Ave., 
New York, N. Y. The terraced descending-type 
ceiling emphasizes the modernistic theme. 
(Kosti Ruohomaa-Black Star Photo) 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 


CONFIDENCE .. . COUR- 
AGE .. . CO-OPERATION 


HREE of our regular and two 

of our new correspondents this 
past week sent in pencil-checked 
clip sheets from the current issue 
of “Bates Brevities,’” published 
and edited by Stanley M. Babson, 
vice-president and sales manager 
of The Bates Manufacturing Com- 
pany. 

This five-power appreciation of 
our readers also bore comments 
that were of quotable interest, to- 
wit: “Here’s a lead-off item for 
‘Business Builders’,” “Put this No. 
1 on your Hit Parade of stimulat- 
ing ideas for us Office Outfitters,” 
“T’ll say ‘This Makes Sense’,” “This 
pert-poem should be reprinted by 
every stationer in the land on a 
blotter for the edification of all 
types of stores RIGHT NOW!”, 
and “Second this motion of ‘Bates 
Brevities’ by giving it top-billing 
in your page in the very next 
OFFICE APPLIANCES.” 

So we approach the mike and 
rebroadcast this timely 24-line 
pepper-upper. We know you, too, 
will like it: 


THIS MAKES SENSE 


If I possessed a shop or store 

I’d drive the grouches off my floor; 

I’d never let some gloomy guy 

Offend the folks who come to buy. 

I’d never keep a boy or clerk 

With mental toothache at his 
work; 

Nor let a man who draws my pay 

Drive customers of mine away. 

I’d treat the man who takes my 
time 

And spends a nickel or a dime, 

With courtesy, and make him feel 

That I was pleased to close the 
deal; 

Because tomorrow, who can tell? 

He may want goods I have to sell. 

And in that case then glad he’ll be 

To spend his dollars all with me. 

The reason people pass our door 

To patronize another store 

Is not because the busier shop 

Has better goods to make him 
stop, 

Or cheaper prices, but it lies 

In pleasant words and smiling 
eyes. 

The only difference, I believe, 

Is in the treatment folks receive! 
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A short pause for station identifi- 
cation: “This is Station S-A-L-E-S 
broadcasting BUSINESS BUILD- 
ERS over the OFFICE APPLIANCES 
Network and inviting you Office 
Outfitters listening in to regularly 
send in to the co-ordinator of this 
feature, Care of: Shaw & Borden 
Company, Box 2153, Spokane 2, 
Wash., your nominations for 
BUSINESS BUILDERS. THANK 
You!” 


* * * 


To illustrate another top-notch 
BUSINESS BUILDER, permit us 
to present in complete detail the 
following from “Inklings.” It is a 
forceful idea we can all use and 
reuse . . . Listen in to it, for it 
really “clicks”: 


HELPFUL COMPLAINTS 


“Thank your lucky stars for 
people who complain. Their com- 
plaints may seem trivial, their 
attitude exasperating, and all that 
—yet there is every reason why 
you should feel grateful to them. 

“The only way you will ever 
know the weaknesses of your own 
organization is to have them re- 
vealed to you by the people whose 
patronage you seek to hold. 

“One of the most costly tragedies 
of business is the customer whose 
dissatisfaction remains unex- 
pressed—the person who simply 
walks out and doesn’t come back. 

“On the other hand, the person 
who kicks about your service and 
products is doing you a real favor. 

“As commonplace and trite as 
this reasoning may seem, it is sur- 
prising how many men look upon 
complaints simply as a source of 
annoyance. 


“The right towards 
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SIMPLE ARITHMETIC.... || 

THE ANCIENT PERUVIANS ‘ { 

CALCULATED BY STRINGS AND 

KNOTTED CORDS. THEY WERE 

ABLE “TO MULTIPLY AND 

DIVIDE LARGE NUMBERS 
WITH THESE 
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“MAKE A COPY’%.. | 
BEFORE THE INVEN- | 
TION OF CARBON 
PAPER, COPIES OF 
LETTERS WERE 





Sives oF cRAwERS 

OF ALL GOOD DESKS ARE 
JOINED WITH DOVE-TAILS, SO 
NAMED BECAUSE THEY RE- 
SEMBLE THE OUTSPREAD 
TAIL OF A DOVE. DOVE-TAIL 
JOINTS MAKE DESK l~ 
ERS RIGID AND STURDY. 


JAMES WATT, WHO 
ALSO MADE THE 
FIRST STEAM ENGINE. 











complaints — tolerance, sincerity 
and energy in running them down 
to their sources, and a disposition 
to change the conditions that 
cause complaints will do more to 
help a business function properly 
than anything else. 

“Fortunate indeed is the man 
who succeeds in cultivating in the 
mind of everyone in his organiza- 
tion the right mental attitude to- 
ward complaints.” 

“HAVE YOU A_ BUSINESS 
BUILDER TO SHARE?” ... “YOU 
HAVE?” ... “THANKS!” 


* eek Kk KK KE Ke KE KK KK OK OK OR 


*Fix your interest on WHAT IS 
SELLING—not on what you have 
to sell. Such a fixation of interest 
will gradually bring you around 
to the profitable point of HAVING 
to sell what is SELLING. 

*Lots of things that “couldn’t be 
done” ARE being done. 


*e ee KKK KK KEK KE KK KK 


... And now, listening in to these 
concluding worth - while items 
from our Office-Outfitters nation- 
wide, obey that impulse and send 
in your stimulators for better- 
business too: 
—“‘Every stationer adds some- 
thing to the merchandise he sells. 
In times when merchandise qual- 
ity is unstable, that ‘something’ 
and the manner in which it is ex- 
ploited in merchandising achieve 
maximum importance and value.” 
—‘‘Keep uppermost in mind that 
your real job is to make a custo- 
mer, rather than a one-time sale.” 
—‘The human element’ within 
your store is quite as important as 
the merchandise. People, as well 
as things, must be studied.” 
—‘A manufacturer who doesn’t 
consider the retailer’s point of 
view, and who doesn’t do his best 
to please him, is almost as bad as 
the retailer who refuses to believe 
that his customers are his bosses— 
whether he likes that idea or not.” 
—“The mainspring of business life 
is Desire, and the power that 
winds the spring is your intelli- 
gent and constant advertising of 
your business - building office 
tools.”’ 
. . AND FOR THIS MONTH’S 

TERSE TRAILER WE PRESENT: 

“Being on the right track is fine, 
but if you just stop there you’ll 
get run over.” 

Office-efficiently yours, 
RALPH B. ORTEL 


3, 38, 38, 32. 
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Robert E. Beekman, Medina, Ohio, and two sales- 
men recently added to his organization, George L. 
Young, Arlington, Va., and William L. Thomas, Wads- 
worth, Ohio, signed the Guest Book on March 5. 
They were making contacts with the Chicago manu- 
facturers Mr. Beekman represents in the east central 
states. Despite shortages they find that there is 
enough merchandise in fact or in prospect to keep 
them busy. 


Al Eisemann of Maverick-Clarke,- ‘San Antonio, Tex., 
telephoned us on March 6 from a Chicago hotel with 
only a few minutes left in which to surrender his room. 
He had come north on a special mission finished in 
three days and was about to fly back to Texas. He 
took occasion to put in a good word for the Galveston 
meeting, a story of which appears elsewhere in this 
issue. 


L. W. Evans of Evans Speciality Company, Rich- 
mond, Va., signed the Guest Book on March 8. He is 
manufacturer of an ingenious product which is used 
either as gathering rack or file sorter. During the 
period of development it was necessary to make the 
unit of wood, which now has been replaced by alumi- 
num. Mr. Evans is offering his product for sale 
through established trade channels. 


Major Jack Baney of Business Equipment Company, 
Pratt, Kans., dropped in at O. A. headquarters for a 
few words on March 8. Still in the Army, he expected 
to be released within a month and to resume his 
activities as a commercial stationer. Mr. Baney had 
some of his early training in the field under the late 
George Hausam of the Hutchinson Office Supply & 
Printing Company, Hutchinson, Kans., now known 
as Hutch-Line, Inc. He had the habit of meeting with 
other stationers as opportunity offered, and expected 
to find time to participate in the Eighth District meet- 
ing in Kansas City. 


B. A. Liden of B. A. Liden & Soners A.B., Stockholm, 
Sweden, favored OFFICE APPLIANCES with a visit on 
March 9. He had entered the United States two weeks 
previously at San Francisco and expected within a 
few days to move farther east, all his availiable time 
being spent calling upon manufacturers of office equip- 
ment and stationery specialties. He expected to obtain 
some merchandise as a result of his trip and to com- 
plete arrangements with manufacturers for repre- 
sentation when more goods were available for export. 
Mr. Liden’s business is that of wholesale representa- 
tion, the company selling to dealers for resale through- 
out the Scandinavian countries. 


F. M. Torreblanca, manufacturers’ agent with head- 
quarters in Mexico City, Mexico, and Fernando 
Arellano, E] Centro Escolar, a retailer of office equip- 
ment and supplies in Mexico City, inscribed their 
names in the Guest Book on March 12. Like most,other 
visitors from abroad, they were seeking connections 
with manufacturers interested in export distributions. 
Their contacts revealed little hope for immediate 
shipments, but negotiations for future business are 
developing nicely. 


Goran Bratt of the firm Leif G. Bratt, Gothenburg 3, 
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Sweden, was a welcome visitor on March 13. A young 
man with a sound understanding of the commercial 
stationery field, Mr. Bratt will be in the United States 
for two or three months contacting producers of office 
equipment and supply lines. In addition to handling 
domestic lines, his firm is in the business of importing 
office utilities to sell to stationers in Sweden for resale. 
While in this country Mr. Bratt can be reached at 
321 Citizens Bldg., Cleveland 14, Ohio. 


M. B. Cook of Woodruff, Wis., and D. F. Pashke of 
Beloit dropped in at our office on March 13 as the 
completion of their busy Chicago visit. For 15 years 
Mr. Cook has been in office equipment service, mostly 
in the north central counties of Wisconsin and Gogebic 
County, Mich. More recently he has found some time 
to operate in Beloit and vicinity as well. He handles 
U. S. cash registers, Remington and Corona portables, 
and Allen calculators. Woodruff is a community of 
500 souls, hardly enough to support an office equipment 
business. By close application in the summer. resort 
area of which Woodruff is the center, Mr. Cook is main- 
taining a substantial volume. Mr. Pashke, a recently 
discharged veteran, had just become associated in 
Mr. Cook’s business. 


R. H. Sprague, philosophical secretary of Weis 
Manufacturing Company, Monroe, Mich., favored us 
with one of his rare visits on March 14, having first 
stopped at Horder’s across the street. The trip was a 
combination of business and relaxation from a stren- 
uous program. Mr. Sprague long has been an active 
member of the Weis organization. For 20 years he has 
also been secretary of the Monroe school board. He 
has a keen sense of humor, and a regard for true 
values in life’s experiences. Not overly interested in 
entertainment in the usual interpretation, he finds 
enjoyment in his job and in commonplace experiences. 


Frank R. Curtiss, Neva-Clog Products, Inc., New 
Haven, Conn., dropped in for a brief visit on March 
15. After leaving New Haven earlier in the month 
he had made calls in Washingion, D. C., Rochester, 
N. Y., and Cleveland, Ohio, before stopping in Chicago. 
Cincinnati, Ohio, remained on his schedule before 
going back home. There is no pleasure in traveling 
under present conditions, he agrees, but occasionally 
business demands that contacts be made. Although 
merchandise demands are high above production 
levels, Mr. Curtiss looks for improvement before long. 


Charles W. and Robert E. West, of West Brothers, 
Davenport, Ia., signed the Guest Book on March 19. 
After five years in Uncle Sam’s Army they decided to 
unite in the stationery business. Entering the Army 
together through the Iowa National Guard, they were 
separated after 11 months and next met almost three 
years later in Luxembourg. Their next meeting was in 
Leipzig after V-E Day. Charles West was a salesman 
for National Cash Register Company and for a station- 
ery house, all his experience of four and a half years 
before the war being in Davenport. Robert is new to 
the stationery business but is enthusiastic as to the 
possibilities. The two had been in Chicago for several 
days arranging for sources of merchandise. 


Herbert Kabat, representative of Inkograph Com- 
pany, Inc., in Ohio, Indiana and Illinois, dropped in at 
O.A. headquarters for a brief visit on March 20. The 
company’s problem is not returning to pre-war capa- 
city, for that goal is passed, he said, but to increase 
production enough to meet a greatly enlarged demand. 
After several years in the Army he is delighted with 
the opportunity to sell merchandise to stationers again. 


Wesley H. Beckwith, manager of portable sales, 
Royal Typewriter Company, favored us with a visit on 
March 21. He was accompanied by J. L. McDonough, 
field division manager of portable sales in the Chicago 


(Turn to page 110, please) 
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EDITORIAL 








The State of 
the Industry 


e Good—and bad. 

e Good because nobody — manufacturer, 
distributor, dealer—is going out of busi- 
ness. 

e Bad because merchandise demands are 
far in excess of merchandise supplies. 

e Good because everyone is on the alert 
and trying to do something to meet the 
current situation. 

e Bad because the short supply of mer- 
chandise has resulted in unbalanced distrib- 
ution despite the sincere efforts of manu- 
facturers to follow a pattern of equitable 
allocation of goods. 

e Yet, good or bad, the industry is forging 
ahead, with business volume as high or 
higher than before the war and profitable 
operation the rule rather than the excep- 
tion. 

e The paper products picture is a bit 
gloomy, largely because of a mesg A 
accelerated demand for paper to publis 
catalogs, printed promotion material, new 
magazines with large circulations, and so 
forth. Production facilities have not been 
increased and cannot be increased until 
early in 1947, according to manufacturers 
of paper making equipment. In the mean- 
time, substantial quantities of paper items 
and other products requiring paper in their 
construction will be made and sold, al- 
though not at demand levels. 

e Wood and metal furniture manufactur- 


ers are hampered by acute shortages of ' 


materials. The steel and coal strikes will 
retard high volume production of metal 
cabinets and desks for several months, 
probably until late this year. Wood furni- 
ture deliveries are 10 to 12 months behind 
orders. 

e Manufacturers of fountain pens, mech- 
anical pencils and a number of accessory 
stationery lines are beginning to catch up 
with demand. 

e Many office machine lines are being 
produced at pre-war levels. Demand pent 
up during the war calls for much higher 
levels, which may be reached by the end 
of the year. 

e A state of unbalance exists in this in- 
dustry as in all others, but one by one 
problems are being solved. A price ceiling 
is suspended here, a material supply uncov- 
ered there, a labor difficulty overcome at 
another point. Gradually the industrial 
movement will speed up and tend to re- 
store the state of balance between supply 
and demand for which all industry is yearn- 
ing. W.S.L. 
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Sauce for the Goose—Why Not 


for the Gander? 


@¢@ RECENT BENDING of the price line through 
Governmental blessing, has somewhat met the needs 
of the manufacturer, who can plead for a new selling 
figure of his product based upon increased oper- 
ational costs. 

But in this planned economy the retailer is again 
the victim of discrimination. It should be fairly 
obvious to any who are willing to see that the little 
fellow is left out in the cold. His profit denominators 
are distinctly involved, yet he is forced to conduct 
his business under conditions that permit his costs 
to increase without a corresponding advance in his 
income. 

Such a situation directly accrues from the premise 
that the Government can set prices without taking 
into consideration the fact that retailing is most 
closely concerned with rapid adaptations to change. 
The ponderous system of price setting now used too 
often moves so slowly that yesterday’s price used 
today would result in a loss. By the time a price has 
been established, factors of fluctuation such as supply 
and demand, scarcity or abundance, material 
changes, labor costs, and others may have rendered 
the price decision obsolete. 

Dr. Friedrich A. Hayek, author of ‘The Road to 
Serfdom,” writing in the American Economic Review, 
declares, ‘““‘The continuous flow of goods and services 
is maintained by constant, deliberate adjustments, by 
new dispositions made every day in the light of cir- 
cumstances not known the day before, by B stepping 
in when A fails to deliver. 

“It would seem to follow,’ continues Dr. Hayek, 
“that the ultimate decisions must be left to people 
who are familiar with these circumstances, who know 
directly of the relevant changes and of the resources 
immediately available to meet them.” 

Who is most aware of circumstances? The man 
who must sell the goods to the consumer or user at 
a profit in order to stay in business, it would seem. 
Yet, he is the very one pushed aside through a Gov- 
ernmental system which has begun to recognize the 
plight of the manufacturer without giving similar 
consideration to the dealer. 


a 2 — + 


Regional NSA Meetings Rich in 


Information and Fellowship 


#@ FIVE REGIONAL meetings of the National 
Stationers Association 1946 series have been held. 
Five more are on the schedule for the next few weeks. 
The assemblies held thus far reveal an enthusiastic 
interest, partly engendered by the two-year interval 
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since similar gatherings were regular spring 
events. Greeting old friends and taking new- 
comers into the brotherhood of stationers were 
significant activities. Speakers well versed in 


HERE AND THERE 


subjects of current importance justified the 
heavy attendance recorded. Indications of a re- 
turn to the joys of a genuine peacetime economy 
were many. May the trend continue. 





ANOTHER JOB FOR FRIDEN'S 
PRESIDENT; NEW DIRECTOR OF 
BANK AT SAN FRANCISCO 

That busy executive, Walter S. 
Johnson, president of the Friden 
Calculating Machine Company, 
Inc., San Leandro, Calif., and well- 
known Pacific Coast lumber man, 
was elected to the board of direc- 
tors of the Federal Reserve Bank of 
San Francisco recently. 

A man of unbounded energy, Mr. 
Johnson's connections are many. 
He holds the presidency of many 
lumber and affiliated products com- 
panies, is a member of the execu- 
tive committee of the National 
Wooden Box Association, Washing- 
ton, D. C., and serves on the ad- 
visory committee of the California 
Natural Resources, Reconstruction, 
and Re-employment Commission. 


DOG OWNED BY CAL CAMERON 

OF OXFORD FILING SUPPLY 
WINS CITATION OVER RADIO 

Sue, a two-year-old dog owned 
by Cal Cameron of Oxford Filing 
Supply Company, has won a cita- 
tion over radio station WKNE, 
Keene, N. H., without having done 
anything outside of her daily friend- 
ly activities to get it. 

Announcer Paul J. Perrault be- 
stowed the honors on his ‘Good 
Neighbor" program, held five morn- 
ings each week and normally merit- 
ing a bouquet of flowers for the 
winning party, after reading the fol- 
lowing letter from Mr. Cameron: 
"Dear Paul: 

“My nomination for ‘Friendly 
Neighbor of the Week’ is perhaps 
unusual, yet in all sincerity | feel 
that many people would be glad to 
hear about her. 

"She is black as the ace of 
spades, and, although spirited and 
capable of great emotion, she is 
lovable, even-tempered and full of 
fun. | have yet to hear either child 
or adult call her by any other than 
her first name, Sue. 

"Every morning, as early as she 
possibly can, she gets out and visits 
all her friends and neighbors who 
are within walking distance. Neither 
rain, nor cold, nor storm interferes 
with these friendly activities. 

"In spite of this constant inter 
change of news and views, | have 
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yet to hear her utter a bit of gos- 
sip or an unkind word about any- 
one. She takes a great personal in- 
terest in our comings and goings 
and keeps an ever-watchful eye on 
the place in our absence. 
"Although she would be entirely 
unmoved by publicity or Mr. And- 
ersons most gorgeous bouquet, 





CAL CAMERON'S DOG, SUE 


may | suggest a verbal orchid to 
Sue and the hundreds of other 
loyal, lovable dogs of this region 
who are truly ‘Friendly Neighbors.’ "’ 

This was read over the air and 
the announcer went on to say, ".. . 
and we certainly do send Sue a 
verbal orchid." 





FORMER SALESMAN.IN ARMY 
NOW, BUT KEEPS CONTACTS 
BY WRITING NEWS LETTERS 


It pays to keep in touch with the 
customers, as most dealers, jobbers 
and salesmen can testify. No doubt, 
many an individual who was called 
to serve in the armed forces and 
who has not been able to keep in 
touch with his former clients will 
have that fact brought forcibly 
home to him when he again gets 
back in the harness. 

Countless methods are employed 
to keep the good will of customers, 
but Melvin Carner, formerly a sales- 
man for Denning Brothers, Inc., 
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Chattanooga, Tenn., hit upon a 
novel way to let his old patrons 
know that they could logically ex- 
pect him to be knocking on their 
doors again. Pvt. Carner took ad- 
vantage of a furlough to cook up a 
one-man news letter, bringing his 
customers up to date on what had 
happened in the nine months fol- 
lowing a first letter telling of his de- 
parture to the Army. 

The soldier's purpose was two- 
fold: first, to let the potential buy- 
ers of Mimeograph and other office 
machines know that he did expect 
to enjoy his part of their business 
one day in the future; and, second, 
to give a brief, chronological ac- 
count of his goings and comings at 
the call of Uncle Sam. 

In May of this year, Pvt. Carner 
expects to again be bidding for his 
portion of business and expects that 
the hours he spent turning out a 
stencil and running off copies of a 
letter will be more than compen- 
sated for in the form of additional 
good will—CHA. 





RICHARD VAIL TOSSES HAT 
IN CONGRESSIONAL RING 


A candidate for the Republican 
nomination for Congress in the Sec- 
ond District, Chicago, is Richard 
Vail of the Vail Manufacturing 
Company, makers of staples, pins 
and paper clips for the industry. 
Mr. Vail is in a three-way race with 
Thomas Van Hyning and Frank 
O'Leath. (Press time note—he won.) 

The candidate is a World War | 
veteran and has a long career in 
public service. During World War 
Il, he was general chairman of the 
Service Men's Center at the train- 
ing schools at 83rd St., and South 
Chicago Ave., Chicago. He was 
chairman of the Selective Service 
Appeals Board and a member of a 
dispute panel for the War Labor 
Board. 


VERNON R. EVANS NAMED 
DIRECTOR RETAIL GROUP 


Vernon R. Evans, head of the 
Utica, N. Y., office supply firm of 
that name, has been elected a di- 
rector of the Utica Chamber of 
Commerce, representing the office 
supply business —RCS. 
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REPUBLIC OFFERS ZAPON CUSHIONS 
Republic Seating Company, manufacturers at 45 
W. 45th St., New York, 19, N. Y., are offering Zapon 
chair cushions covered with Kerazon, a plastic fabric 





REPUBLIC’S NEW “ZAPON” CHAIR CUSHION 


guaranteed not to crack or peel. The product is de- 
clared to be flameproof and waterproof. 

The 16x18-inch cushion has a 16-coil innerspring 
and retails at $6.00. The same cushion is offered 
with a chopped foam rubber stuffing, instead of 
springs and cotton, at $8.00. 

——_ 


NEW LAMP IS OFFERED FOR TYPISTS 
Following a lapse in production of several years 
owing to war conditions, Copy-Right Manufactur- 
ing Corporation, 53 Park Place, Dept. L-2, New York 7, 
N. Y., is again manufacturing a special fluorescent 





NEW COPY-RIGHT LAMP FOR TYPISTS 





copyholder lamp designed exclusively for typists. The 
lamp has several improvements over the pre-war model 
and the manufacturers state that it can easily be 
attached by anyone to all front-vision, line-by-line 
copyholders. Copyholder and lamp thus become a 
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sturdy, compact unit, leaving all desk surfaces free 
and clear. 

This fixture takes a 15-watt fluorescent tube and, 
according to its makers, diffuses soft, heatless, glare- 
less and showless illumination where it is most needed 
by typists. 

Those interested may secure illustrated trade litera- 
ture and prices by writing the Copy-Right Manufac- 
turing Corporation. 

— 2 


C-THRU OFFERS NEW DRAWING DEVICES 
The C-Thru Ruler Company, Hartford, Conn., is 
offering three new school devices made of transparent 


plastic. 
The first is a co-ed ruler with one-sixteenth inch 


markings on one edge and the metric scale on the op- 





C-THRU RULER NEW PRODUCTS 


posite edge, available in both the six and the 12-inch 
size, and both one inch wide. A second useful device 
is a three and one-half inch student protractor with 
a cutout center clearly marked in graduated degrees. 
It is fabricated of non-inflammable material. The third 
all-purpose instrument is a protractor ruler, one and 
one-half by six inches, for classroom and study needs. 
This not only has the protractor feature, but also 45- 
and 60-degree triangle cutouts and a French curve 


symbol. 
—— 9 te 


CLARIN OFFERS NEW FOLDING CHAIR 

A portable folding chair, which is said to operate 
noiselessly and be of correct posture design, is offered 
by Clarin Manufacturing Company, 4632 W. Harrison 
St., Chicago 44, Ill. The chairs, guaranteed for ten 
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PANAMA-BEAVER 
EVR-FLAT 


cls is a perfect sheet that lies flat without benefit of 
© steam-roller. Scientifically prepared by experts to 
eliminate the nuisance of curling. Makes clear, beautiful 
copies (up to 10,000 per box). Our special basic stock; 
exclusive ink and processing make this at once the finest 
and the most ECONOMICAL carbon paper for all hands! 


cls 3 Weights ene ce 


PANAMA - BEAVER , 

SUPER-ULTIMO Wf 
are nationally known and preferred because of their quality 
and stamina. Produced by masters of the art who follow the 
bench craftsman's ideals, they give you more for your money. 


A ribbon for every office purpose, unbeatable for sharp clean 
write and ability to take heaps of punishment! 








PANAMA-BEAVER 


CARBON PAPERS, HECTOGRAPH, INKED RIBBONS 


Manufactured by 


MANIFOLD SUPPLIES COMPANY 


Coast-to-Coast Distribution 
188 THIRD AVENUE _@ Bee Pe a 
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years against breakage, weigh 15 pounds and have 
a tubular steel frame and wood or upholstered seats. 

Storage economy is gained, claims the manufacturer. 
by the fact that three chairs stack in a space 6x18 





CLARIN PORTABLE FOLDING CHAIR 


inches wide and 39 inches high. It is possible to fold 
the chair flat because of the open back. 

The seat cannot drop of its own weight, but is 
hinged at a tension and stays in any position. The 
wing-back design is said to give ease to the user, 
allowing freedom in varying positions. 

Oe oe 


NEW MICROFILM MACHINE IS OFFERED 


A new machine has been introduced for modern 
microfilming which simultaneously photographs the 
front and back of a business document, reducing its 
area by 1,000 times. The images appear side by side 
on narrow 16-millimeter film. 

Known as the Duplex Recordak, the new machine 
was demonstrated before bankers and business offi- 


Fee crcmanmconanemar ec 





cials at the Palmer House, Chicago, on March 28 
by Recordak Corporation, a subsidiary of Eastman 
Kodak Company, Rochester, N. Y. 

The trick of photographing both sides of a document 
at the same time is done with mirrors. The front and 
back of a piece of paper are reflected simultaneously 
to the camera and recorded side by side on the film, 
the manufacturers point out. 

Both sides of 100 bank checks or reference cards 
can be reproduced on one foot of 16 mm. micro- 
film, or more than eight to the inch. The new ma- 
chines will also endorse bank checks and face-stamp 
documents. 

———_ oe 
MILES OFFERS FILMGRAPH TAPE RECORDER 


Miles Reproducer Company, Inc,, 812 Broadway, New 
York 3, N. Y., is offering Filmgraph Model HM for 
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office dictation as the latest development in the com- 
pany’s line of sound-on-film recorders and reproducers. 

The machine is housed in a cabinet with removable 
front and back doors, the complete outfit weighing 
25 pounds. Filmgraph Model HM is equipped with an 
electromagnetic head having the dual purpose of 
recording and reproducing by means of a diamond- 
pointed stylus. 

Recording is made longitudinally on the film and 
the manufacturers state that the period of recording 
on a single sound track, using the M-2 film, is approxi- 
mately 20 minutes. It is claimed that the sound tracks 





FILMGRAPH MODEL HM RECORDER 


are indented into the film without removing any of 
the surface, and that the recording is permanent and 
may be played back hundreds of times. 
Recordings may be heard through a two-inch loud 
speaker or a midget earphone. 
et 


MYLAN-WRIGHT OFFERS NEW DUPLICATOR 


A spirit duplicator, with the paper moistener en- 
closed within the fluid receptacle, is now being made 
by the Mylan-Wright Company of 2550 Nicollet Ave., 
Minneapolis 1, Minn. 

It is claimed by the manufacturers that with this 
new device seepage and leakage are completely elimi- 
nated. To prevent evaporation, the moistener is cov- 
ered when the machine is idle. 

The new duplicator also has a patented mechanism 
which applies the fluid evenly across the sheet as 





DUPLICATOR WITH ENCLOSED MOISTENER 


it is needed. It is a full-sized machine and will handle 

paper up to 9x15 inches. The frame is made of heavy 

welded metal. The impression roller is mounted on 

ball bearings. Finish is nickel and baked enamel. 
ee 


AMBERG OFFERS GAY 90’s TYPE ALBUMS 


A modern version of grandma’s red plush album is 
offered by Amberg File & Index Company, Kankakee, 
Ill., in the Gay 90’s line, catering to a brand-new fad 
that is capturing the fancy of girls and women of 
all ages. 

This Gay 90’s line comes in a wide range of colors 
and gay materials to suit any interior, mood or age. 
Rich plushes, striped silky covers, mohairs, brocatelles, 
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Copyright 1946, L C SMITH & CORONA TYPEWRITERS INC SYRACUSE 1 N Y 


.. Which typewriter? 








PEED, reliability. Qualities of a great 


oa . “ T daily ... and these typewriters. In 

Tl newspaper offices all over the land Smith- 

- #& «Coronas take a pounding from reporters, 
ER@a:, Tar f “ : , 

thei tndeebmlih. f re-write men, feature by-liners. They stand 


up well, with the same freedom from 
breakdowns that has served industry 
through heavy-pressure years. 





For the needs of manufacturing, trans- 


portation and business, more and more Smith-Corona 


new Smith-Coronas are becoming avail- 
Makers also of 


able ... machines that give promise of GaniiCecoce Peal 


surpassing even the “old-timers’” rugged 





performance. 
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denims, damasks and tapestries in lovely floral, colo- 
nial and empire patterns are offered. 
The albums have plastic ring binding, with strong 








AMBERG’S GAY 90's ALBUM 


black mounting sheets. The 5x7-inch and 7x5- 
inch sizes are nationally advertised at $2.50; the 8x10- 
inch and 10x8-inch sizes sell at $3.50 each. 


——_——_o— 
WELLS OFFERS OAK UTILITY TABLES 


The Wells Office Furniture Company, Chicago, is 
now presenting an oak utility table for the trade. 
Dimensions of the top are 24% x 1734 inches overall, 














NEW OAK UTILITY TABLE 


with a thickness of 11/16 of an inch in five-ply rift 
oak. Rails are three inches all around and the plain 
oak 26-inch legs are 15g inches square. 

Packed four to a carton, shipping weight 36 pounds, 
the tables list at $12 each. Additional facts may be 
secured by writing Wells Office Furniture Company, 
725 S. LaSalle St., Chicago 5, Il. 


=e —_____ 
NEW SCRATCH PAPER-PENCIL HOLDER 


The Pierce Company, 911-913 Marquette Ave., 
Minneapolis 2, Minn., is offering a new combination 
scratch paper-pencil holder for the office, home, 
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school or store. The device is made in two sizes and 
two styles, holding approximately 500 sheets of paper 
with two long pencils on one side or two short ones 
on the other. 


The desk model comes in 3x5-inch or 4x6-inch 





FOR SCRATCH PAPER AND PENCIL 


sizes. The wall model is offered in the same sizes and 
is equipped with a hole for hanging. 

All styles and sizes can be had with or without 
paper. Refills are available. 


ee i ees 


LEISUREST HAS ADJUSTABLE HEAD REST 
A couch with head rest adjustable to five positions, 
the Leisurest, is now offered by the Leisure Furniture 
Corporation, 12 E. 18th St., New York 3, N. Y. This 
|< 





THE NEW “LEISUREST” PLASTIC-COVERED COUCH 


couch is termed especially suitable for offices and 
waiting rooms. 

The couch is 76% inches long by 281% inches wide, 
and is 16% inches high. It is covered with new-type 
plastic materials and is declared to be tearproof and 
waterproof, available in a variety of colors. 

The adjustable headrest makes possible complete 
relaxation of the user from stretching out to sitting 
upright, say the makers. 





ee 
ELRAY ANNOUNCES NEW 
DELUXE SMOKING STAND 





E. H. Johnson, president of the Elray 
Company, 176 W. Adams St., Chicago, 
for many years identified with the 
office equipment trade, announces 
that a new line of smoking stands is 
ready for delivery. These attractive 
stands are made of spun and polished’ 
drawn steel, finished with a newly- 
developed baked-on clear lacquer fin- 
ish. The receptacle is of heavy glass 
topped with white metal polished 
handle. Weight of the stand is eight 
pounds. 








e> 
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AMES SUPPLY ANNOUNCES VIBRATION MOUNT 

The Ames Supply Company, 564 W. Randolph St., 
Chicago, is offering the new Rexon vibration mount 
1946 
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The nation’s TOP- 
RATING Sunday afternoon radio program, 
Sheaffer Parade—starring Carmen Cavallaro 
—is now YOURS! Display Sheaffer's SKRIP 
and Fineline Leads—tie your counters to the 
scintillating Sunday show everyone is listening 
to—talking about. Here’s advertising that's 
alive—that pin-points the whole family’s 
attention on SKRIP and Finelines—that assures 
immediate recognition —sales— when they 
see these items on your counters. Take a few 
minutes to build a window or counter display 
of SKRIP and Finelines—you'll find them the 


biggest little items in the store! 


W. A. Sheaffer Pen Co., Ft. Madison, lowa. 


Products . 


STIEAFFERS PARADE 







1 


TOP-WELL BOTTLE 


Only SKRIP has the Top- Well that 
keeps fingers clean! All other writ- 
ing fluid containers are bottom- 
well bottles. SKRIP, regular size, 
25c—school size, 15c. 


Ponrelre Lada 


Get a complete Sheaffer lead 
department with all sizes, colors 
and grades—grit-free—the orig- 
inal Fineline leads developed for 
Sheaffer by the Jos. Dixon Crucible 
Co. Regular size package, 25c; 
school size package, 15c. 


SHEAFFER'S 
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as a device which combines high vibration dampen- 
ng properties of rubber-in-shear with the safety, dur- 
ability, and ease of installation of a simple compres- 
sion mount. The Rexon, its manufacturers claim 
absorbs approximately 75 per cent of the typewriter 
vibrations and deadens much of the typwriter noise. 

These mounts are permanently fastened on the 
typewriter stand in the proper position. The machine 





REXON MOUNT REDUCES VIBRATION 


set screws are removed and then the typewriter placed 
squarely on the studs that are furnished with the 


mount. 
9 


DEPENDABLE OFFERS ADJUSTABLE STOOL 

A Rite-Hite stool which raises, lowers and locks auto- 
matically is offered by the Dependable Manufacturing 
Company, 1908 California St., Omaha, 2, Nebr. The 
manufacturers point out that no screws, bolts, or tools 
are needed for quick and easy adjustment. Instead, 
all that is necessary is to raise the seat to the stool’s 
full height or lower the seat to the lowest position, 





THE NEW DEPENDABLE RITE-HITE STOOL 


then raise it to the height desired. The foot-rest ring 
lowers and raises with the seat, which is available in 
comfortable hardwood or with upholstered cushions 
and ~backrests. The three-legged construction keeps 
the stool firm and rigid, it is claimed. 
ee ' 
COLUMBIA INDUSTRIES OFFERS FIRST AID KITS 
The Columbia Industries, Inc., of 330 S. Wells St., 
Chicago, is introducing an attractive line of first aid 
kits to office supply dealers. These kits range in 
price from 69 cents to $10.00, some designed to be kept 
in a desk and others to be placed on a shelf or hung 
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from the wall. A washable cloth-covered heavy card- 
board box is packed with the supplies. 











WHITE CROSS 
SORBENT ( WH) COTTON 











COLUMBIA FIRST AID KIT FOR WALL MOUNTING 


able for every office, no matter how small or large. 
The emergency often presents itself for the use of 
these supplies, it is claimed. 





UNIPECO WRITING SET—This new Double Decker writing 

set introduced by the Union Pencil Co., Inc., 385 Broadway, 

New York, N. Y., was described in the March issue of Office 
Appliances, page 38. 


= -_— 


NEW MAGNIFIER IS MADE OF LUCITE 
Claimed to be the first product of its kind made of 
lucite, Myer Rosenberg, 323 S. Franklin St., Chicago 
6, Ill., is offering a new magnifying glass with a 








NEW ROSENBERG MAGNIFIER WITH LUCITE LENS 


square Lucite lens. The magnifier is a non-breakable 

featherweight type, states the Chicago firm. 
Tissue-wrapped and individually-boxed, especially 
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You'll ENJOY 
Being a “YES” Maa! 


You’re sitting pretty if you are... just saying “yes ... thank you” as 





you fill the orders of an ever-increasing number of customers who KNOW 
you have a ribbon and carbon department where they can get dependable 


merchandise and specialized service to meet their requirements. 


But if you’re not doing this now, or if you WANT a well organized ribbon 


and carbon department that will GROW .. . 




















ASK YOURSELF THESE QUESTIONS Yes No 
. | !s my present line of carbons and inked ribbons broad enough to embrace ALL of the co Pa 
ing CURRENT office, accounting and duplicating equipment needs? Lisa Ls 
“eal 2} Does my present line enable me to SUBSTANTIALLY INCREASE SALES ON A REDUCED cm 
INVENTORY? a aaa 
3 Does the manufacturer of the line I’m now carrying provide me with REGULAR @ ] 
FREQUENT and PRODUCTIVE SALES-ASSISTANCE? ae ge 
ao 
of 4 Do I buy my line of ribbons and carbons on a PROTECTED FRANCHISE PLAN? Lj a 
1ZO0 
a If you can’t honestly answer “‘yes”’ to all these questions, you’re 
not getting the proper return from your ribbon and carbon sales, 
Better write for our no-obligation brochure: “Take A Look At 
The Record” and have a look at how Columbia’s Dealer- 
Franchise Plan answers ALL the above questions in your favor. 
Just fill in the lines below, tear out this ad, and mail it to us. 
Your copy of “Take A Look At The Record” will be in the 
mail at once. 
é COLUMBIA RIBBON & CARBON MANUFACTURING CO., INC. 
e . . 
Main Office & Factory: Glen Cove, L. I., N. Y. 
lly New York Sales & Export: 58-64 West 40th St. . Midwest Sales: Kansas City, Mo., Dwight Bldg. 
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suitable for gifts, the magnifier has two different 

styles of handles. One is the short-handle model and 

the other has a twisted handle, a feminine touch 

making it a suitable accessory for a woman’s purse. 

These magnifiers are now ready for delivery and full 

details may be secured by writing Myer Rosenberg. 
—co<§38--—_—__—. 
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PLASTIC RULE—A plastic ten-inch Universal slide rule has 

been placed in production by The Frederick Post Company, 

3650 N. Avondale, Chicago, Ill., as described in an article in 
the March issue of Office Appliances, page 38. 


ee 


HOUSEHOLD FILE IS NEW SMEAD ITEM 
The Smead Manufacturing Company, Inc., Hastings, 
Minn., has introduced Smead’s household file as a new 
product. This file is 10x12 inches in size with an 





SMEAD’S NEW HOUSEHOLD FILE 


expansion capacity of 235g inches. It contains 12 al- 
phabetical partitions and 15 special printed partitions 
for dividing receipts and disbursements for income tax 
purposes. Constructed of genuine tan Smeadfibre, the 
file is embossed in leather finish. 





AGAIN AVAILABLE 


MACO STATIONERS ITEMS AGAIN AVAILABLE 
The J. L. May Company, New York, N. Y., reports to 
the trade that many items unavailable during the war 
are now back in the MACO line. A number of new 
items have also been added, including the Press-To- 
Stik self-adhesive labels, which are supplied in sev- 
eral stock sizes or printed to order. 

The new Hercules printed baggage tag, retailing at 
ten cents, provides a refined-appearing tag for per- 
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sonal baggage and general utility purposes. The reg- 
ular five-cent Granite baggage tag is also back in the 
line. 

Embossed metallic stars in sizes 2 and 4 are available 
in gold, silver, red and blue, packed 12 boxes to the 
carton. Passe Parout gummed binding tape is now 
stocked in a full range of colors, including silver and 
gold. The Maco No. 111 folder roll label is being sup- 
plied in salmon, in addition to the other eight stock 
colors. For many jewelers’ items, the Maco Dumb-bell 
jewelry tag is available in gummed Resistall and also 
cloth. 

The J. L. May Company reports complete stocks for 
immediate shipment on all popular items in their line. 


a 


IBM ANNOUNCES SEVERAL PROMOTIONS 

A number of promotions have just been announced 
by International Business Machines Corporation, New 
York, N. Y. 

Gordon P. Lovell, former manager of electric ac- 
counting machine sales in Dayton, Ohio, has been 
appointed to a similar position in the New York office. 

T. Kevin Mallen, recently released from service in 
the Army as a major, becomes IBM general manager 
for the Far East. He was IBM manager in the Philip- 
pine Islands prior to the outbreak of the war with 
Japan. 

Maurits C. Boas has been made special representa- 
tive and assistant to C. A. Kirk, executive vice-presi- 
dent, on matters dealing with foreign operations. He 
was for many years head of the IBM organization in 
Holland and was formerly president of the Inter- 
national Union of Office Appliance Trade Associations. 
He was manager of the IBM special methods research 
department in New York, N. Y., from 1940 until the 
present time. 

Allen W. Lishawa, Jr., formerly a special repre- 
sentative, is now manager of the IBM special appli- 
cations department, following his release from mili- 
tary service with the rank of colonel. 

George H. Bemis, formerly a special representative 
in Washington, D. C., has been made a special repre- 
sentative to the dairy industry following his release 
from the Army as a major, and Harold E. Pim, special 
representative to the meat packing industry, has been 
assigned to cover the processed foods industry also. 


-vv''._ 4—=_ >-___-_—_ 


L. OGDEN NAMED COMMERCIAL CONTROLS AGENT 


Commercial Controls Corporation, Rochester, N. Y., 
has announced the appointment of Leadlay Ogden, 
1007 Florida Bank Bldg., Jacksonville 2, Fla., as repre- 
sentative in charge of territorial sales and customer 
service for its complete line of products. The territory 
includes most of the state of Florida and the south- 
eastern part of Georgia, extending northward to 
include Savannah. Mr. Ogden has had many years ex- 
perience in the office equipment business in that vi- 
cinity. 

—— o— 


BATES APPOINTS PERU REPRESENTATIVE 
A recent appointment by the Bates Manufacturing 
Company, Orange, N. J., is that of Richard Santos, 
Jr., aS representative of Lima, Peru. A native of Ma- 
deira Island, Mr. Santos came to America as a young 
boy and after developing his talents in salesmanship 
he hoped to set up his own agency organization in 
South America. Some 15 years ago he established his 
own business at Lima and is now a representative for 

several of the quality lines in the stationery field. 
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CHARTER GRANTED FOR PRINTING BUSINESS 

The Herald Book and Printing Company, Inc., of 
Newton, Kans., was recently granted a Kansas charter 
to operate a $10,000 general printing business. G. H. 
Willms was named resident agent.—GMH. 
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Now that they’re back again, here are 


Ragan’ 
we 





for PUSHING ROYAL PORTABLES! 





No. 1 on the “Portable Sales Parade.” Public de- 
mand made Royal the “No. 1 Portable’’ before the 
war—and public demand is keeping it there. So build 
your promotions around Royal Portables this year— 
and make your profits the easy way—selling the 
portable that’s easiest to sell! 


The Standard Typewriter in Portable Size! That’s 
why Royal has always been so popular! It’s the most 
logical portable to use—therefore the most logical 
portable to sell. Its exclusive extra features, like, 
“Magic” Margin and “Touch Control,” are great 
demonstration features, sales-makers for you! 


ee 


«> 


Better-Built for Better Performance! When you sell a 
typewriter, you’re selling performance! That’s why 
it always pays to recommend a Royal Portable. It’s 
the finest piece of scientific engineering in its field. 
Precision-built, like the famous Royal Standard, for 
years and years of satisfactory service! 


Backed By Powerful Advertising! As always, Royal’s 
Portable policy calls for dramatic, dealer-supporting, 
sales-building advertising. So watch for Royal 
Portable’s outstanding new campaign in Life. Be sure 
to display your Royal Portable too—and cash in on 
the tremendous demand this advertising will build! 


Here again! Two popular models 
—The Quiet DeLuxe, The Arrow 


ROYAL PORTABLE 


The Standard Typewriter in Portable Size 


Prewar favorites now available. The two most pop- 
ular models before the war are back again with all the 
features, all the quality, all the care in construction, 
that made them so popular in the past 

Featured in both machines are these important 








ROE sii 5 <i 


Roval exclusives: ‘‘Magic”’ Margin, ‘““Touch Control,” 
Shift Freedom, and Finger Flow Keyboard. In addi- 
tion, the Quiet De Luxe Model has Tabulator, 
Automatic Paper Lock, and Quieting Features. 


The Arrow 


MODEL PRICES HAVEN'T CHANGED! 


Quiet DeLuxe. ..... . Retail List Price—$64.50 plus tax 
. Retail List Price—$54.50 plus tax 


Prices subject to change without notice. 


ROYAL TYPEWRITER COMPANY, INC., 2 PARK AVE., NEW YORK 16,N. Y. 


aot HUNT. 





= 





“Magic” and “Touch Control” are registered trade-marks 
of the Royal Typewriter Company, Inc. 
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Milestones in the 50-Year 
Story of Underwood 














FIRST FACTORY—The Fisher Company, an Underwood pre- 
dessor, was first housed in this plant at Athens, Tenn., in 1895. 














UNDERWOOD’S FIRST PLANT—The first Underwood plant 


was located in Bayonne, N. J., in 1898. 


PIONEER—Grant B. Schley of 
the banking and brokerage 
firm of Moore & Schley built 
up the Elliott Fisher Company 
and brought his financial and 
business ability to strengthen 
the young company. From 
1895, when he promoted the 
founding of the Elliott & Hatch 
Book Typewriter Co., until his 
death in 1917, Mr. Schley main- 
tained a constant interest. 





* CONTRACT EVER. 
WRITERS 







The U Hent Buys 250 Machines. 


wy Department, Washington, 

: Rego special Board appointed 
to investigate. Ts n a and Awarded and 
Signed te pof ‘ Underwood" Type- 


; Ghisloque mailed on request. 
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WAGNER TYPEWR TER CO., 218-220 Broadway, New York 
FIRST AD—The fiftieth year of Underwood Corporation and 


its predecessors, recalling historical antecedents for an 
article appearing on page 34 of the March issue of OFFICE 
APPLIANCES, is further illuminated by the accompanying 
pictures. Above appears the first Underwood typewriter ad 
inspired by the U. S. Navy contract for 250 of the early 
Wagner and Underwood front stroke visible writing ma- 
chines. It appeared in Scribner's Magazine in June, 1900. 


LEADER—Sharing honors with 
the inventor of the basic prin- 
ciple that made the Under- 
wood typewriter a revolution- 
ary improvement, John T. Un- 
derwood is remembered as a 
leading genius in making se- 
cure the position that the Un- 
derwood Typewriter Co. 
achieved. A leading pioneer 
in the business machine in- 
dustry, Mr. Underwood headed 
the company for 32 years. 








OFFICE EQUIPMENT LOST IN KANSAS CITY FIRE 


Office equipment which was stored on the second 
floor of the Feldmeyer & Company, motor car body 
concern at Kansas City, Mo., was destroyed by fire 
recently that unofficially was said to have started in a 
paint room on the south side of the building. The 
office equipment was owned by the Cramer Safe and 
Office Equipment Company, whose place of business 
is situated in the immediate neighborhood. 

Don Luker, office manager for the Cramer firm, said 
that the office equipment lost included 100° metal 
tables, 600 metal and wood chairs, 75 metal filing cab- 
inets and an undetermined number of wooden desks. 
This new shipment had been placed in the building 
for storage only the day before, Mr. Luker said. The 
desks will be virtually impossible to replace now, he 
added. 

Flames were shooting through the roof of the build- 
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ing when the firemen arrived at 1:30 am., and the 
blaze was not brought under control until 4 o’clock.— 
GMH 


9 9 
SHEAFFER REMODELS BUILDING FOR NEW PLANT 


The three-story plant, formerly occupied by Soy 
Beans, Inc. at Mount Pleasant, Iowa, is now being 
remodeled by the W. A. Sheaffer Pen Company of Fort 
Madison, Iowa, at a cost of $200,000.00. When com- 
pleted, the factory here will be known as the Fineline 
Division, and will have Fornham Boyle as superin- 
tendent. Several hundred women and men will be 
employed. 

The company has also purchased an 36-acre adjoin- 
ing tract for housing and recreation grounds. One 
large residence on this tract will be remodeled im- 
mediately into apartments.—AL. 
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i THE GENERAL FIREPROOFING COMPANY 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office. 600 W. Jackson Blud., Chicago, and the staff at 

the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St.and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mrs. S. S. Elliott 
4 St. Bride Street, London, E.C. 4. 


The introduction of P. A. Y. E. has produced many 
methods of handling this form of payment for 
income tax. Many of the plans never emerged from 
the embryonic stage, but a successful appliance for 
this purpose is now being marketed in London, built 
up out of the experience gained in handling P. A. Y. E. 
problems at a time when the cessation of lend-lease 
has further reduced the supplies of office machinery, 
and shortage of clerical helpers is crippling produc- 
tion. Yet, the payroll must be finished on time and 
the money placed in the information-carrying pay 
envelopes or boxes. 

The new machine designed to speed up payroll 
procedure is used in conjunction with a small adding 
or calculating machine. 

The primary records, to which it applies in most 
pay offices are: 1. Staff personal tax records and 
history. 2. Payroll summary giving accumulated totals 
of all cards. 3. Wage and tax information slip for pay- 
roll, usually a perforated strip. 

One advantage of the appliance is that it eliminates 
the use of specially-written cards or slips for the 
pay envelope. It holds payroll and personal card by a 
snap mechanism and these, with the pay envelope or 
statement in the magazine under the writing surface, 
are ejected upon the depression of a lever. The tele- 
scopic magazine will hold up to 120 pay statements 
or 30 to 40 envelopes, thus saving the labor of 
individual feeding and subsequent tearing off of 
perforated slips. The entries on the envelope or 
statement are identical to those appearing on the 
tax card. This is made possible by the use of a double- 
sided carbon, fixed above the magazine and synchron- 
ized with payroll and tax card. Horizontal alignment 
from line to line is preset and automatic, and one 
line provides the required space for making every 
entry representing an individual’s wages and deduc- 
tion information. This information is recorded on 
the three documents at the same time. 

Only the tax card is changed after an entry is 
made on the payroll sheet, and by depressing a lever 
the next entry is automatically aligned at the time 
when the envelope of the just-completed record is 
ejected. At the same time, the next envelope is 
placed in position. Each tax card inserted falls auto- 
matically upon the free line of writing. The fixing 
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and clamping device insures the accuracy of posi- 
tion and eliminates the necessity of hole punching 
the tax card. 

The impression on the payroll summary sheet and 
the envelope are recorded from below. This means 
that the payroll can be changed without touching 
the carbon, which remains in position until removed 
for renewal.—sS. S. E. 

Oo 9 


SERVICEMEN LEARN BRITISH BUSINESS 


It is a traditional joke, and complaint, that the Army 
can do anything it likes to an enlisted man. This time, 
however, the Army has given to, as well as demanded 
from, enlisted men. Particularly since the end of hos- 
tilities, facilities have been extended to servicemen 
from the U. S. A., the British Dominions, and Allied 
countries to participate in business and cultural ac- 
tivities which normally would have not been available. 

In the case of the U. S. and Dominion men and 
women, a highly-organised system of placement in 
legal, professional, administrative, commercial, agricul- 
tural and business posts for a limited period has been 
adopted and has proved of considerable value. 

The appreciation that no great knowledge of the 
profession or industry could be acquired in the short 
period does not matter so much. The system allowed 
overseas service men and girls to see how their opposite 
number in Britain functioned. 

Policemen from Chicago studied the methods of the 
London, Manchester, and Glasgow police. Lawyers 
attended the famed courts and studied under leading 
theorists. Farmers and farm workers toured the agri- 
cultural colleges and farms. 

And stationers and office equipment men went for 
periods into retail establishments scattered throughout 
Britain to work or observe. 


Booksellers Participate In Plan 


This last-mentioned scheme was typical of many 
similar schemes for retail assistants, business and com- 
mercial workers. It was organised, as were the others, 
by the Training Within Civilian Agencies of the U. S. 
Army in co-operation with the Associated Booksellers 
of Great Britain and Ireland. Members of this organ- 
isation were invited by their president to make their 
premises available for a period of one month or more. 
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AN OLD TOWN 
EXCLUSIVE* FRANCHISE 
PUTS YOU IN THE 

CENTER OF THE STAGE! 


Widespread consumer demand . . . rich, stable business . . . 
complete control of your sales territory! All these are 
the rewards of AN OLD TOWN EXCLUSIVE FRANCHISE. 
For OLD TOWN backs you with: 


1. An all-inclusive line of fine ribbons, carbons, duplicating 
supplies. 
2. A field service to help you present and promote fast- 
selling OLD TOWN products. 
3. Acounselling service to advise on merchandising questions. 


4. A well-staffed laboratory to handle complex technical 
problems. 


Secure an OLD TOWN EXCLUSIVE FRANCHISE! This modern 
master plan spells secure, successful enterprise — at all times! 
OLD TOWN is a world leader in ribbons and carbons for 

every use PLUS Spirit Duplicating Carbons, Gelatin Rolls, 
Master Units, Copy Paper, Dupliforms, Duplicating Fluids, 
Stencil Duplicator Inks. 
Write for full information about the OLD TOWN EXCLUSIVE 
FRANCHISE. 


*An Old Town Exclusive Franchise Means: 


PROTECTION: You are the only Old Town dealer in your 
area. All orders go through YOU. 
PRODUCTS: A more complete line, 
simplified, grade-marked and 
trade-marked. 

PROMOTION: Hard-hitting dealer 
helps. Local selling aids. Consistent 
magazine advertising. 

PROFITS: Priced right to give you 
liberal margin of profit. Quicker 
turnover of compact stock. 














RIBBON & CARBON CO. Inc. 


Foremost makers of Ribbons and Carbons for Every Use 
750 PACIFIC STREET, BROOKLYN 17, NEW YORK, N. Y. 
Sales and Service Everywhere 








We do not own or operate any branch offices. Old Town products are distributed 
only through the best stationers and office supply dealers in every locality. 











Naturally, men selected for this purpose had trade 
training in the U. S. or were particularly associated 
with the industry in one war or another. 

In their invitation to member firms, the Council of 
the A.B.G.B.I. stated: 

“Recent negotiations between the Training Within 
Civilian Agencies section of the U. S. Army and the 
Associated Booksellers of Great Britain and Ireland 
will result in the appearance of American soldiers in 
uniform as ‘guest’ booksellers in many parts of Britain 
this autumn. 

“This bookshop scheme is part of an American policy 
for maintaining morale among men who must remain 
in Europe for some time, and for improving Anglo- 
American understanding by contact in daily occupa- 
tions. Some U. S. servicemen will be attached to in- 
dustry, others to the medical and legal professions, 
and some, whose studies have been interrupted, will 
go to a special university at Shrivenham, Berks. 

“Servicemen who are to spend a month in bookshops 
will be selected from those who in civil life were con- 
nected with bookselling and publishing. Many will 
come back from duties in Europe for the ‘refresher’ 
course. G. I.’s or officers, they will be in uniform and, 
though technically ‘observers,’ will share in normal 
bookshop activity. The Council of the Associated Book- 
sellers has recommended the scheme highly, and al- 
ready more than 150 places have been offered by book- 
sellers. The fact that Britain and America share a 
common language and literary tradition makes the ex- 
periment particularly interesting. These U. S. ‘guest’ 
booksellers will learn more about British books and 
will, in exchange, bring fresh ideas into British book- 
selling.” 


220 Participate In Plan 


Actually, the number of guests was increased by the 
start of the scheme to 220, all of whom found a wel- 
come in the most exclusive and representative shops 
from Aberdeen to Brighton, and from King’s Lynn to 
Belfast. 

Selected men often came back from the occupied 
countries to take these courses. Upon arrival, they 
reported to an Army unit which directed them to the 
selected town. There they were passed on to the “em- 
ployer.” During this period of training, the men drew 
Army pay and wore uniforms. They were, in effect, 
servicemen assigned to special work, their own profes- 
sion, but still servicemen under service operation. 

Each man, upon presenting himself at the Army cen- 
ter in the area to which he was signed, was given 
the credentials and instructions appropriate to his 
course. 

The employer received two certificates from the 
A.B.G.B.I. for each serviceman. These were to be com- 
pleted with the name and home address of the guest 
worker and were to be signed by the employer. One 
was for window or shop display to show that the firm 
was participating in fostering good relationship be- 
tween nations, and the second was to be retained by 
the soldier as a permanent memento of his period of 
duty with a British firm. 

A personal letter from the president of the Asso- 
ciated Booksellers accompanied each certificate and 
was given to the man taking up duty. This expressed 
the pleasure which the Associated Booksellers felt in 
being able to participate in the scheme. 

The plan allowed men who might have suffered the 
ennui of occupation, or yearning for civilian activities, 
to enjoy a brief respite from military service and a 
taste of life as it was lived in Britain, before returning 
to their own duties again in America. 

It is obviously impossible to give any general re- 
action, as experienced by the booksellers or their 
guests, to the scheme since, in every instance, the co- 
operation was influenced by the personalities of the 
men concerned. There can be little doubt but that 
it was, on the whole, a satisfactory experiment to both 
parties and well worth attempting. In the great ma- 
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jority of instances the service guests were valued and 
appreciated guests. Many enduring contacts and im- 
pressions have been established. There must also have 
been some difficulties since practice differs in the two 
countries. But even such difficulties must lead to an 
appreciation that the underlying friendship and rela- 
tionship between Great Britain and the U. S. A. exists 
in spite of such differences as much as because of very 
real affinities. 
2 


ALBERT NAVARRE CARRIES ON IN FRANCE 


With the resumption of communication between 
France and the United States, OrricE APPLIANCES staff 
is pleased to renew a friendship of long standing and 
to hear more regularly from Albert Navarre, president 
of the Stenographic Institute of France. 

Mr. Navarre is industriously carrying on the work 
of his predecessor, Emile Duploye, founder of the 





EMILE DUPLOYE AND ALBERT NAVARRE 


stenographic system Duploye used not only through- 
out France, but also in many foreign countries, in- 
cluding Canada. On the occasion of Mr. Duploy’s 
centenary—at which time the above souvenier card 
bearing pictures of Mr. Duploye and himself was 
printed, Mr. Navarre arranged to have Mr. Duploye’s 
name given to 32 streets in France and French-speak- 


ing countries. 
no 


DISPLAY OFFICE GOODS AT BRITISH SHOW 


British businss firms are preparing now for the big- 
gest exhibition of new products ever staged in the 
country—the “Britain Can Make It” exhibition of 
September 24, 1946. Preliminary plans just issued show 
that the office appliance and equipment industry will 
feature a section and that new equipment in the busi- 
ness field will be shown. , 

The intention is not so much to publicise this or 
that firm as to offer, under one roof, a comprehensive 
picture of the output of the British industries con- 
cerned. That output will be selected fcr its efficiency, 
design and attractiveness to overseas markets, since 
the essence of the display is to demonstrate that 
“Britain Can Make It” and also sell it. 

Trade organizations in Britain, as well as individual 
firms in the office equipment industry, have already 
been urged to co-operate and have already given gen- 
erous support in promising preparation of prototype 
models. 

To overseas buyers, the importance of the plan lies 
in the fact that this exhibition will demonstrate both 
the trend of design for some 20 years ahead, as well 
as the immediate production planned for the next 
five years. It will therefore involve not only the display 
of models suitable for early delivery and use, but sug- 
gestions, and possibly models, of the more ambitious 
production which can be anticipated when this initial 
stage has been passed. 

In the meantime there has been a very definite im- 
provement in the British supply position. Typewriters 
and other office appliances can be sold without license 
(Turn to page 181, please) 
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GALVESTON SCENE OF SUCCESSFUL 
NSA NINTH DISTRICT MEETING 


Registration Totals 260—Six-Man NSA Troupe 
Headlines Outstanding Program—Breard and 
Roddy New Governor and Lieutenant Governor 


(Pictures of registrants and activities at the Houston 
meeting will appear in this section next month.) 


TATIONERS and travelers of the NSA District No. 9 
x~J held their long-deferred meeting in Galveston. 
Tex., on March 25 and 26 in the famed Buccaneer 
Hotel facing the Gulf of Mexico. A program had been 
planned a year ago, but was postponed because of 
wartime travel conditions. Two hundred and sixty 
persons were registered. 

The program was furnished in part by talent in 
the district, in part by members of the NSA trouve 
which was present in force. The latter included Bob 
Latsch, Latsch Brothers, Lincoln, Nebr., president; 
Horace Van Dorn, Joseph Dixon Crucible Company 
and George Holt, W. A. Sheaffer Pen Company, vice- 
president and vice-chairman respectively, manufac- 
turers division; Ed Conlon, Rockwell-Barnes Company; 
Ed Manning, Stein Bros. Manufacturing Company, and 
John Gilbert, OrrIcE APPLIANCES. 

Probably the most startling presentation was that 
of Charles W. Carroll, Universal Book Bindery, San 
Antonio, who spoke on “A Yankee’s Viewpoint of the 
Future Possibilities of the Deep South and Southwest.” 
His job, he said, was to find suitable locations for 
bindery establishments. He considered the South our 
greatest business frontier. On the Gulf Coast he saw 
possibilities for creation of the greatest chemical 
center in the world—chemical capital was his term 
for it. Among other assets he mentioned pine trees for 
cellulose, mesquite from which various utensils can be 
made, ceramics in abundance, kaolin galore, tre- 
mendous deposits of sulphur, graphite, asphalt rock, 
salt, sands good for fine glass, rice straw for fine 
paper, vegetable oils, cotton, petroleum and others. 
The South, he said, should develop its assets instead 
of shipping them out as raw materials and buying 
them back from processors elsewhere who have made 
the principal profit on them. 

Mr. Carroll’s final observations were on education. 
Education, he said, is coming up; all recognize its 
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need. It will be the salvation of the South and the 
entire nation. 


Sessions Chairmanned by Gov. Eisemann 


Governor Al Eisemann of Maverick-Clarke, San 
Antonio, presided at all sessions. He called the con- 
vention to order and opened with a sincere tribute to 
Charlie Garvin. He told of Mr. Garvin’s great work for 
the Association and of his qualities as a true American. 
He then introduced George W. Frazer, mayor of Gal- 
veston, who bid the stationers welcome. Response was 
made by Armand Breard, Monroe Office Equipment 
Company, Monroe, La., lieutenant governor of the 
district. Mr. Eisemann appointed a nominating com- 
mittee consisting of R. P. Grieve, Maverick-Clarke; 
Johnny Wright, Story-Wright, Tyler, Tex., and Willis 
Lowe, E. L. White & Company, Fort Worth. He also 
appointed a committee on location, comprised of Mr. 
Breard, Tom L. Ketchings, Tom L. Ketchings Com- 
pany, Natchez, Miss., and C. Guy Lowe, The Office 
Supply Company, Jackson, Miss. 

The first address was the president’s report by Mr. 
Latsch. He paid a glowing tribute to the late Charlie 
Garvin, stating that the Association was fortunate to 
have the services of Miss Rose Cushman and paid 
compliment to a wonderful executive committee. (The 
executive committee, besides Mr. Latsch, includes E. B. 
Healy, Santa Fe Book & Stationery Company; Harold 
Hampton, Indianapolis Office Supply Company, and 
William Clegg, The Clegg Company, San Antonio, Tex. 
past presidents; L. S. Crowl, The Blade Printing & 
Paper Company, Toledo; A. R. Maish, Dennison Manu- 
facturing Company, and Horace Van Dorn.) The Asso- 
ciation, he said, was also fortunate in securing the 
services of Paul Burbank, who will take over as secre- 
tary and general manager on May 1. Other remarks 
were published in the report of an earlier meeting. 

Next on the program was Mr. Holt, who was as- 
signed the topic, “Dangers of Buying New Merchan- 
dise.” There is a shortage of materials, he said, but 
no shortage of brains, adding that during the war 
more new things were designed than ever before in a 
similar period. He expects that trend to continue. 
Thousands of service men are opening new stores, he 
said. Some will succeed; many will fail. Stationery 
stores should be made more attractive to women; they 
should be modern and reflect the personality of the 
owner. He reported from a survey that 90 per cent 
of customers who leave a retailer for another do sc 
because of lack of attention by sales persons, adding 





ANNIVERSARY—Andrew Cerruti, assist- 
ant manager of the advertising and pub- 
lic relations division, 1 Park Ave., New 
York, N. Y., celebrated his twenty-fifth 
anniversary with Underwood Corp. on 
February 1. A luncheon was given him 
by divisional managers at the Vander- 
bilt Hotel by divisional managers. Andy 
is shown (second from right) admiring 
the desk set gift which was presented 
to him on the memorable occasion. 
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FINE CARBON PAPERS & 


ONT GUESS/ 
DONT GAMBLE/ 





TRY THIS TESTED AND PROVED SALES PROMOTION PLAN THAT HAS 
BEEN USED SUCCESSFULLY BY DEALERS IN ALL PARTS OF THE COUNTRY. 


There's no need to guess whether the plan can help you 
make more sales and more profits, since it already has 
been used successfully by dealers like yourself and it 
will work equally well for you in your own community. 
It works successfully because it’s fundamentally 
right—and it’s right, because it’s been thoroughly 
“field tested” in actual operation—to make sales. 


* Specialized plans will be prec 


Write today for free details about this effective, 
easy to use plan that PRE-SELLS your prospects 
before your salesmen call on them. Remember too, 
that sending for this plan* will not obligate you in 
any way, but it will bring you detailed facts showing 
how this practical plan can be put to work for you 
to build new business for your company. 


ared to meet local conditions, 
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that if stationers get everyone in their organizations 
to help their customers spend their money wisely they 
surely will make friends. He told of a valuable con- 
tribution to the welfare of the industry by Mr. Garvin, 
who initiated action to prevent dumping a large quan- 
tity of surplus pens on the market. 

Mr. Conlon spoke on “Stationer’s Paper Problems 
for 1946.” He told of various factors, including OPA 
ceilings, which tended to reduce production and others 
that increased the demand. The situation, he said, is 
not encouraging, folder stock being especially critical. 
His address was reported in connection with the Third 
District meeting at Atlantic City. 

Joe Roddy, of Mayton & Roddy Company, Fort 
Worth, spoke on “Have We Forgotten to Sell?” He 
feels that we have and that unless we do sell we are 
not in a position to train ex-service men coming into 
our organizations. 


Stock Merchandise Situation 


In a general discussion Willis Lowe said that by an- 
ticipating requirements he kept a fair supply of stock. 
He told of receiving a substantial shipment of furni- 
ture, with nearly every piece going direct to the cus- 
tomers. Only two reached the display floor. Don’t 
worry too much about not enough merchandise, he 
remarked in his colorful style, and do not worry to- 
morrow about things we should have done today. Let 
it not be said of us that our good deeds are slow in 
catching up with our good intentions. He added that 
he was thinning out lines put on to maintain volume 
during the war in order to concentrate more on com- 
mercial stationery and office furniture. 

In preliminary remarks Mr. Van Dorn told some of 
the early history of Texas and the part played by 
General Santa Ana in introducing chewing gum into 
the United States, thereby getting sweet revenge for 
his defeat. Speaking of Mr. Garvin, he told how well 
he had been received in Texas in his early days with 
the F. S. Webster Company, found his wife there, be- 
came the leader of an industry, brought most of the 
leading stationers and most of the leading manufac- 
turers into the Association and found men in every 
district glad to work for the entire industry. He told 
of the meetings of the manufacturers’ division in New 
York and Chicago. The manufacturers, he said, want 
a good, prosperous association, with no schemes of 
their own. as to method of operation but rather a 
representative membership of dealers. 

The subject of salesmen’s training was brought up 
by Mr. Eisemann. Tom Hanson of Tulsa, Pete Mc- 
Laughlin of Allied Carbon & Ribbon Manufacturing 
Company, R. C. Moore, Columbia Ribbon & Carbon 
Manufacturing Company, Mr. Holt and others partici- 
pated. 

One of the best papers was reserved for the last. It 
was “Future Prospects for Furniture and Equipment,” 
by Arthur Hopkins of Clarke & Courts, Dallas, who 
performed earlier in a different role as song leader. 
His address will appear in the office furniture sec- 
tion next month. 

Al Eisemann said in retrospect that we did a good 
job of producing during the war, we must do it now 
to pay ex-service men, to carry the national debt and 
to maintain prosperity. 

Armand Breard was selected for the office of gov- 
ernor, and his home, Monroe, La., the convention city 
for 1947. Joe Roddy was chosen lieutenant governor 


———__—=—___ 


TEXAS TRAVELERS ELECT DEUTSCH PRESIDENT 


While the NSA District No. 9 was in session at 
Galveston, Tex., on March 25 and 26, the Texas Trav- 
elers Club met and elected officers to serve one year. 
The new president succeeding Tom Riley, of Eberhard 
Faber Pencil Company, is Fred Deutsch, who on an 
earlier occasion had to cut short a term when he 


58 








enteréd Uncle Sam’s Army. Other officers chosen were 
Dick Gage, Art Metal Construction Company, first 
vice-president; J. B. Peatling, F. S. Webster Company, 
second vice-president; Art Carrow, Speed Products 
Company, third vice-president; Philo Leonard, The 
Globe-Wernicke Co., secretary; Charles Wallace, 
Parker Pen Company, treasurer. H. C. Fulton, of 
Parker Pen Company, was given the office of news 
correspondent. The travelers assisted in various ways 
in the Galveston meeting, including sponsorship of 
the dinner dance on the second evening. 





VICTOR VISIBLE SCHOOL—Shown in attendance at the 
Victor Visible sales school held recently at the Baker Hotel, 
Dallas, Tex., are (left to right); Front Row—William Mullinax, 
Branham’s, Inc., Oklahoma City, Okla.; J. W. Boswell, E. R. 
Connor Co., Fort Worth, Tex.; Taft Welch, Scott Rice Co., 
Tulsa, Okla.; W. W. Ray, Maverick-Clarke Co., San Antonio, 
Tex.; Ray Womack, Clarke & Courts, Beaumont, Tex., and 
Otto B. Wilkinson, Delta Office Supply Co., Harlingen, Tex. 
Back Row—A. L. Shira, Clarke & Courts, Houston, Tex.; 
Arthur Beseler, Standard Printing & Litho Co., Houston, Tex.; 
R. C. Strafford III, Victor representative; and H. W. Barnes, 
Victor advertising manager. 


ee 


TORONTO STATIONERS HEAR PERCE STEVENSON 


Perce Stevenson of Ralph Clark Stone, Ltd., was 
guest speaker at the Stationers’ Guild Club of Toronto, 
Canada, at the group’s March 12 dinner meeting. 
Mr. Stevenson reviewed calendar history from the time 
when pegs in stone niches marked the days (4241 
B.C.) until the present, when calendar-making is a 
$25,000,000 yearly industry. Statistics, he pointed out, 
indicate that 93 per cent of the homes in America 
have calendars and 78 per cent of the residents can 
tell the name and products of the company issuing 
the calendar. A pre-view of 1947 calendars and a 
comparison of the “best sellers” in the Canadian and 
United States markets proved interesting. 

The chairman, George Chisholm of Dennison Manu- 
facturing Company, introduced J. J. Evans, who re- 
cently came to Canada after being interned by the 
Japs. Mr. Evans told about the stationery business in 
China before it was overrun by the invaders. An out- 
line of a visit to a stationery shop in China afforded 
an insight into business practices in the Orient. 


eo —— 9 
COURTNEY BIRD ADDRESSES TRAVELERS’ CLUB 


An address by Courtney Bird, president of the 
Boston Stationers, was a feature of the March 8 
meeting of the New England Travelers’ Club at the 
Hotel Gardner, Boston, Mass. Mr. Bird thanked the 
travelers for their co-operation in the past and asked 
for continued help in promoting the best interests 
of associates in the industry. 

President C. J. Worth presided over the meeting, his 
first quarterly session. Three resolutions of condolences 
were read expressing the club’s grief over the passing 
of Charles P. Garvin, James Hobart, and William 
Donnelly. 

Nine travelers were elected as new members of the 
organization. 
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NSA EIGHTH DISTRICT MEETING IN 
KANSAS CITY ESTABLISHES RECORD 


Attendance of Nearly 250 Sets New High— 
NSA Troupers Deliver Timely Talks—Roy 
Moreland Named New Governor for District 


(Pictures of registrants and activities at the Kansas 
City meeting will appear in this section next month.) 


ITH AN attendance of nearlv 250 (200 business 

registration and 50 ladies) NSA District No. 8 
established a record at the meeting held in the 
Muehlebach Hotel. Kansas City, Mo.. March 29 and 
30. Under the guidance of Regional Governor Ted 
Warkentin, Southwest Stationery & Bank Supply 
Company, Lawton, Okla., and members of the Kansas 
City convention committee, the program clicked like 
a well-oiled machine. There was never a dull moment 
from the opening session until the final gavel blow, 
which immediately preceded the election of Roy More- 
land, Schooley Printing & Stationery Company, Kansas 
City, as regional governor for 1946-1947. At the same 
time Ed Sheldon, Elkins-Swyers Office Equipment 
Company, Springfield, Mo., was chosen lieutenant 
governor. 

NSA Troupers present were Lob Latsch, Latsch 
Brothers, Lincoln, Nebr., national president; Horace 
Van Dorn, Joseph Dixon Crucible Company, NSA 
vice-president, manufacturers division; George Holt, 
W. A. Shaeffer Pen Company, vice-chairman, manu- 
facturers division; Ed Conlon, Rockwell-Barnes Com- 
pany; and Ed Manning, Stein Brothers Manufacturing 
Company. All these men contributed to the program 
by giving the addresses they prepared for presenta- 
tion at district meetings throughout the country. 
Their comments have been reported previously. 

Mr. Latsch gave his report as NSA president; Mr. 
Holt spoke on “Merchandising and Selling Problems 
in the Post-war Era;” Mr. Conlon outlined “The 
Stationers’ Paper Problems of 1946;” Mr. Manning 
told about “Leather Goods and the Stationers;” Mr. 
Van Dorn gave reasons for taking “Hats Off to the 
Past, and Coats Off to the Future.” 

The initial session on Friday morning was called to 
order on schedule by Gov. Warkentin. Following the 
invocation by Rev. Edward W. Potts, Paseo M. E. 
Church, Kansas City, and the address of welcome 
by Dan Fennell, Kansas City Convention Bureau, 


convention committees were appointed and President 
Latsch made his report. The rest of the morning 
was devoted to a group discussion of the subject, 
“Experience in Training Veterans Under the GI 
Bill of Rights.” R.C. Moore, Columbia Ribbon & Car- 
bon Manufacturing Company, outlined the plan, in- 
dicating that it makes possible the training of men 
and women for various jobs in the stationery busi- 
ness. Fred Downs, Downs-Randolph Company, Tulsa, 
Okla., told of experiences with trainees on his staff 
and then a representative of the Veterans’ Adminis- 
tration in Kansas City gave a more detailed account 
of the applicable laws. He advocated making the train- 
ing periods as short as possible so that the veteran 
could use the remainder of his eligible period for 
other training or schooling. 


Friday Afternoon 


Ed Little, Wabash Filing Supplies, Inc., was first 
on the program in the afternoon. With a voice as 
quiet as his personality, Mr. Little spoke on “What 
Not to Do in 1946 and How to File It for Future 
Reference.” He introduced a note of optimism, urging 
that conditions be considered as a challenge rather 
than a reason to give up without trying. The potential 
market for filing supplies is great, he averred, and 
as evidence pointed to the great amount sold with 
little or no display. It is not a mysterious nor a 
difficult selling job to move filing supplies, he stated, 
but it is a profitable one if done with concentration 
and enthusiasm. 

The next speaker was Bradford Smith, Taylor- 
Smith Sales Agency, Chicago, who talked on aluminum 
as a material for making luggage. 

The remaining addresses of the afternoon, made by 
Mr. Holt and Mr. Conlon, were reviewed in reports 
of the previous meetings where they were given. 


Banquet and Entertainment 


Contrary to the custom of being late, long estab- 
lished by the human proclivity for frittering time 
away, the banquet Friday evening started on time. 
By seven o’clock over 300 men and women were 
seated at the tables in the ballroom. Austin Water- 
bury, The Carter’s Ink Company, president of the Mid- 
west Travelers Club, served as toastmaster. He intro- 
duced the notables at the head table, paid a tribute 
to returning veterans and called upon Governor Ted 
Warkentin, who spoke briefly. NSA President Bob 
Latsch followed with complimentary comments on 








General sessions were held recently in the auditorium of 
the company’s new recreation building. One of the humor- 
ous high lights of the meeting was a skit portraying the 
changing relationships between a manager and one of his 
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BRANCH MANAGERS OF L. C. SMITH & CORONA TYPEWRITERS, INC., GATHER AT SYRACUSE 


customers throughout the period from 1942 to 1948. The gen- 
eral sessions closed with a bufiet supper, after which the 
managerial group was entertained by the Smith-Corona 
Variety Club’s latest musical show, “A Year With a Yank.” 
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the work done by Governor Warkentin and his 
associates. 

Tom Gary, a professional master of ceremonies took 
over and presented a variety revue that was excellent 
entertainment. A high light of the evening was a 
whip-snapping act by Mr. Gary. After practicing on a 
young lady assistant, Mr. Gary went to work on Gov- 
ernor Warkentin. He placed a small piece of paper on 
Ted’s head and then snapped it off with a ten-foot 
bull whip. The pay off was the same act with Ted and 
Mr. Gary both blindfolded, and Ted not aware 
of the covers on the whip-snapper’s eyes. His heart 
fluttered a bit when he removed his blindfold and dis- 
covered Mr. Gary with shielded eyes. 

The balance of the evening was devoted to dancing 
and visits to the House of Friendship, sponsored by 
the Midwest Travelers Club. 


Saturday Session 


Social activities of Friday night had an effect 
upon the starting time of the Saturday morning 
business session, but absence of one of the scheduled 
speakers compensated for the time lost. 

First on the program was an address by Paul J. 
Ocken, vice-president and general manager of Graphic 
Arts Industry, Inc., Minneapolis, Minn. His comments 
were titled, “The Economic Status of Business and 
Dealers’ Relations with Manufacturers.” He spoke of 
our great national debt and how it can be paid only 
by taxes, which come largely from business. It is a 
tremendous task, he stated, but within our capacity. 
We cannot repudiate the debt, but we can put a 
curb on Government extravagances. 

In the second part of his address Mr. Ocken said 
that the cause of dealer-manufacturer relations could 
be best served by an effective industry association. 
He outlined some of the things a good association 
does, such as raising standards, establishing sound 
business practices, recommending progressive man- 
agement methods, efficiency ideas, and so forth. 

E. R. Manning was the next speaker. His illumin- 
ating address, “L’ather Goods and the Stationer,” has 
been reviewed in a report of a preceding regional 
meeting. 

Speaking on the subject, “When Do We Get New 
Merchandise?,” Walter Lennartson, editor of OFFICE 
APPLIANCES, said, “All manufacturers have been de- 
layed in post-war production by labor troubles and 
shortages of materials. In some instances advances 
are being made to the point of pre-war production 
levels. Wood and paper lines are hard hit, apparently 
losing rather than gaining ground. Despite this rather 
gloomy picture, dealers have been getting enough 
merchandise to keep sales volumes at fairly high 
and profitable levels.” 

After Horace Van Dorn gave his previously reported 
address, “Hats Off to the Past and Coats Off to the 
Future,’ Roy Moreland was chosen governor and Ed 


Sheldon lieutenant governor. The committee on the 


1947 convention city suggested either Kansas City or 
Excelsior Springs, placing final decision in the hands 
of the new governor and his staff. 


The meeting adjourned shortly after noon and mem- t 


NE PRN TERS: 


bers went to the ballroom for luncheon, the final i 


event of the convention. 
_—— =o 


MIDWEST TRAVELERS ANNUAL MEETING 


About 50 were present at the annual meeting of 
the Midwest Travelers Club, held in the Muehlebach 
Hotel, Kansas City, Mo., on the morning of March 
29, just before the start of the two-day convention 
of NSA District No. 8. Austin Waterbury, The Carter’s 
Ink Company, presided. 

Pete McLaughlin, Allied Carbon & Ribbon Manu- 


facturing Corporation, presented a resolution to ap- — 


point a hotel committee, to work in co-operation with 


similar committees in other districts, whose job would 


be to contact hotels and evolve a plan that will enable | 
travelers to get hotel accommodations. The resolu- 


tion was approved and the following committee ap- © 


pointed: Ralph Maneval, A. W. Faber, Inc., chairman; 


Izzy Voda, Wallace Pencil Company; Lou Brown, Eber- © 


hard Faber Pencil Company; 


George Holt, W. A. | 


Sheaffer Pen Company; and Jack Kern, Jack C. Kern © 


Company. 

Following a brief discussion, it was decided to 
continue holding monthly luncheon meetings in Kan- 
sas City. Chet Smith of Codo Manufacturing Cor- 
poration, Roy Wood of Esterbrook Pen Company, and 
Dan MacDougall, Stationers Loose Leaf Company, 
were appointed to arrange the schedule and places 
of assembly. 

Izzy Voda was chosen St. Louis correspondent and 
was asked to work with Gene Mitchell in gathering 
news to send to trade journals. 

Just before adjournment the following officers were 
elected for 1946-1947: 

Austin Waterbury, The Carter’s Ink Company, presi- 
dent; Bill Bohart, Eberhard Faber Pencil Company, 
first vice-president; Pete Masterson, Acco Products, 
Inc., second vice-president; Roy Wood, Esterbrook Pen 
Company, auditor; and R. C. Moore, Columbia Ribbon 
& Carbon Manufacturing Company, secretary. 

—— Oo 
STANDARD DUPLICATOR AGENTS HEAR OF PLANS 


Standard Duplicating Machines Corporation of Ever- 
ett, Mass., recently completed its first national sales 
conference since before the war. Leading Standard 
agents and a few top salesmen attended the business — 
conference and banquet at the Edgewater Beach Hotel. 
This hotel has been the scene of many successful 


Standard meetings in the past, but the February con- , 


ference was unanimously acclaimed the most satis- P 
factory the company has ever held. 
At the first of the daily business meetings, A. W.5 


2 


ae 


te 





STANDARD DUPLICATING MACHINES CORP. BANQUET AT EDGEWATER BEACH HOTEL, CHICAGO 
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Vanderhoof, vice-president and general manager, re- 
viewed the company’s progress and achievements dur- 
ing the war years. At another day’s session, Mr. Van- 
derhoof discussed his book, “Your Company” which 
accounts for the agreeable relationship existing be- 
tween management and labor in the Standard or- 
ganization. As explained in Mr. Vanderhoof’s trea- 
tise, “There is no distinction between management 
and labor, for all are employees, all working together 
in their respective jobs for a common objective — 
namely, the success and security of the company for 
the mutual benefit, happiness, and financial security 
of all employees.” 

A. E. Bruce, sales manager, who planned, managed 
and conducted all proceedings, outlined Standard’s 
aims, plans, and policies for the post-war era. One 
section of Mr. Bruce’s talk, particularly well received 
by the organization, was that describing a complete 
and extensive training course for new salesmen, to be 
given at the Standard factory in Evereit. This train- 
ing course, which was conceived and will be directed 
by Mr. Bruce, is one indication of the company’s plans 
for bringing post-war selling and servicing up to a 
new level of efficiency. 

Advertising and sales promotional plans were re- 
viewed by D. L. Bassett, advertising manager. The 
most outstanding sales help developed for 1946 was a 
unique sales portfolio which enables the field force to 
show duplicator prospects three-dimentional views of 
Standard duplicators. This method of previewing the 
product is said to give practically true-to-life propor- 
tions to Standard machines. Thus it is possible to show 
the entire line of duplicators, yet all that a saleman 
carries is a small portfolio weighing no more than a 
box of candy. 

A direct-mail program was also explained, involving 
home office releases spaced to tie in with local mail- 
ings by Standard agents everywhere. These mailings, it 
is expected, will also be supplemented by a similar 
theme in trade paper advertisements. 

In plans for duplicating supplies, quality was con- 
tinually emphasized at the meeting. In this connec- 
tion, talks were given by C. E. Frey, head of the 
paper division, and D. C. Stiles, head of the carbon 
division. These men covered the current situation on 
paper and carbon and outlined the company’s aims 
for the future. Actual sales demonstrations for post- 
war selling were presented both by Mr. Stiles and Mr. 
Frey. 

One of the highlights of the meeting was an exhibit 
of a new duplicator and new machine improvements, 
accompanied by an explanatory talk by D. P. Hoover, 
production manager. Agents were called on for their 
comments and suggestions in regard to this new 
equipment. Mr. Hoover also acquainted the agents 
with a new factory expansion and improvement pro- 
gram which included the installation of new machin- 
ery for speeding and improving production. 


Talks were illustrated by lantern slides, a feature 
used for the first time this year. Many of the slides 
were in three dimensions, which aroused considerable 
interest, dramatically illustrating new duplicator fea- 
tures and at the same time serving as an introduction 
for the three-dimensional sales portfolio. 


ne eee a ee 
PRE-CONVENTION MEETING HELD AT ST. PAUL 


The Seventh District NSA pre-convention meeting} 


was held on March 14 at the Club Criterion in St. 
Paul, Minn. 

Present at this session were the following dealers 
and Northwest travelers: Floyd Kongsvik, Curtis 1000, 
Inc.; Arthur Grayston, Thomas & Grayston Company; 
Charles Regan, Globe Publishing Company; 
Boemer, Wedelstaedt Company; Robert Davis and Ed 
Hansen, Miller-Davis Company; Russ Wheeler, Curtis 
1000, Inc.; Phil Ackerman, Farnham Stationery & 
School Supply Company; Fred Foster, Poucher Print- 
ing Company; Herb Fall, Japs-Olson Company; Ster- 
ley Jerue, McClain & Hedman Company; Parle Cooley, 
Bates Manufacturing Company; Ken Hendrickson, 
The Carter’s Ink Company; Jack Berry, Browne-Morse 
Company; R. C. Clarke, F. S. Webster Company; Fred 
Schaefer, Sanford Ink Company; and Al Nordstom, 
The Smead Manufacturing Company. 

The chairmen appointed for the dealers’ commit- 
tee were Floyd Kongsvik, general chairmen; Sterley 
Jerue, hotel arrangements; Charles Regan, publicity; 
and Ed Mortimer Hansen. 

Chairmen for the travelers’ committee are George 
F. Hanson, general arrangements; K. E. Chase, reg- 
istration; A. J. Nordstrom, entertainment; Fred C. 
Schaefer, House of Friendship; J. A. O’Brien, greeters; 
and Mr. and Mrs. R. B. Valleau, ladies’ entertainment. 

A meeting was held on Sunday, March 17, with the 
district governor, Lyle Espe, at which a tentative pro- 


gram, subject to changes, was worked out. It was & 


planned to provide a full report at the next combined 
meeting of the stationers and travelers at the Club 
Criterion on March 28. 

It was suggested that those planning to attend the 
Seventh District meeting on May 10 and 11 make their 
reservations at the St. Paul Hotel, convention site, at 
the earliest possible date. 


——_o— 
NEW YORK OFFICE MACHINE DEALERS MEET 


The regular monthly meeting of the Office Machine 
Dealers Association of New York, Inc., was held on 
March 12 at the Hotel New Yorker, New York, N. Y, 
with an attendance of 75. 

President Irving R. Ritchie, Addressing Machine & 
Equipment Company, 
pressed his pleasure at seeing such a large attendance. 
He then introduced guests George Kelly, Royal Type- 

(Turn to page 123, please) 


John} 


in opening the meeting ex-% 





BILL KELLY’S BUSY GANG—This is 
a recent picture of the staff of the 
Office Equipment Co., Louisville, Ky.. 
prepared to handle the increasing 
post-war volume of business. At the 
left center (pocket handkerchief show- 
ing) is Bill Kelly, president of the firm. 
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REPORTS OF 
ACTIVITIES OF THE MONTH 


IMPORTANT EVENTS AND ACCOUNTS OF NOTEWORTHY 
IN EVERY DIVISION OF THE 


INDUSTRY 





DIEBOLD TAKES ANOTHER STEP IN EXPANSION 


As its sixth major move in the last ten years to ex- 
pand its civilian market, Diebold, Incorporated has 
purchased the safe and vault business of the York 
Safe and Lock Company of York, Pa., one of the 
world’s largest manufacturers of safes, vaults and 
related equipment. The purchase did not include 
York’s plant and machinery. 

In announcing the transaction, Eliot Ness, Diebold 
board chairman, said his firm has acquired York’s 
corporate name, good will, patents, service contracts, 
unfilled orders, dies, tools, jigs, fixtures, drawings and 
manufacturing processes and methods for building 
safes and bank vault equipment. 

Mr. Ness said that manufacturing of the York line 
of safes, vaults and related equipment will continue 
under the York Safe & Lock Division of Diebold, In- 
corporated. Diebold will also continue to produce its 
long-established lines of safes and vaults and its many 
other lines of equipment under its own name. 

It was simultaneously announced that York Safe 
and Lock Company had :changed its name to York In- 
dustries, Inc., and plans in the future to manufacture 
plastic and die casting machinery, and produce other 
new contracts. 

Mr. Ness said that the manufacturing of bank 
vaults, safes and related equipment will be done by 
Diebold both in Canton and at York, and that the 
former York branch offices and franchise dealers will 
operate under Diebold’s York Safe & Lock Division. 


Diebold’s absorption of the York Safe & Lock Com- 
pany is a combination of ten-year expansion program 
launched in 1936 when Diebold purchased the United 
Metal Products Company of Canton, Ohio, and began 
to engage in the hollow metal business. The Canton 
firm had been one of the leading producers of hol- 
low metal doors and frames in the country. In this 
plant, just before World War II, Diebold made the 
largest single order for hollow metal doors and frames 
ever placed—over 400 carloads of doors and frames for 
the Parkchester, Bronx, N. Y., project, built by the 
Metropolitan Life Insurance Company of New York, 
N. Y. Post war plans for the Hollow Metal Division of 
Diebold include many new building products. 

In 1939, Diebold entered the general business equip- 
ment field with the Cardineer, a rotary card file. In 
order to broaden its line, Diebold purchased the Visible 
Records Equipment Company of Chicago in 1943 and 
two years later moved the plant and office from Chi- 
cago to Canton, Ohio. In 1944, Diebold acquired the 
patents and manufacturing and sales rights for Flo- 
film, the one-hour micofilming process. In 1945, Die- 
bold expanded again by acquiring the manufacturing 
and sales rights of the patented Safe-T-Stak steel 
storage file from the Steel Storage File Company of 
Wooster, Ohio. In the general records equipment field 
these acquisitions have made Diebold the only manu- 
facturer, it is claimed, to offer the three basic methods 
of filing records—rotary, vertical and visible. 

Heading Diebold, as it enters the post-war era with 
86 years of experience, are Eliot Ness, chairman of 
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the board of directors; George H. Bockius, president 
and general manager; A. W. Jackson, vice-president in 
charge of sales; Lyman H. Clark, vice-president in 
charge of industrial relations; John E. Raber, vice- 
president in charge of factory operations; John P. 
Paca, vice-president in charge of product engineer- 
ing; and Harry C. Weible, secretary and treasurer. 
—— > 2 


REMINGTON RAND BUYS NATIONAL DESK PLANT 


Remington Rand, Inc., has purchased the plant and 
machinery of the National Desk Company, Herkimer, 
N. Y., in order to expand the operations of its Library 
Bureau division of Ilion. 

Operations of the Ilion plant will be transferred to 
Herkimer as soon as possible to relieve a large backlog 
of orders, said D. J. McLaughlin, plant manager of the 
Library Bureau division. Sale of the Herkimer plant 
becomes effective May 21. 

National Desk Company will be reorganized and op- 
erations continued in another plant in Herkimer or 
vicinity. Irving Kramer, president of the desk com- 
pany, expressed the hope that the reorganization would 
be accomplished soon to permit work to begin on a 
large number of orders already on hand. The company 
employs about 100 workers, some of whom may be 
absorbed by Remington Rand pending resumption of 
operations by the desk company. 

The Library Bureau division employs about 210 peo- 
ple at present. The property purchased includes seven 
and one-half acres of land on Park Avenue, and a 
four-story building containing approximately 135,000 
square feet of floor space—RCS. 

———o--o 


NATE GOLDSTEIN OPENS DETROIT BUSINESS 

A modern office supplies and equipment company is 
being opened in Detroit by Nate Goldstein, under the 
name of Rite-Kind Office Supplies and Equipment 
Company, as soon as the building is completed. The 
opening date was expected to be by April 1. The pro- 
prietor invites manufcturers to send him trade litera- 
ture, samples and inquiries, addressed to Rite-Kind 
Office Supplies and Equipment Company, P.O. Box 
3547, Highland Park Branch, Detroit 3, Mich. 

= —___ 


ORGANIZE NEW FIRM AT HOUSTON, TEX. 
E. W. “Dick” Smith, his wife, and N. J. Schoettle 


have formed the Best Stationery and Office Supply 
Company to do business in Houston, Tex.—EWF. 








cScUSe ws. F4F A 4 


The February issue of OFFICE APPLIANCES, in an 
article on page 37, entitled “Kansas Blind Typist”, 
incorrectly stated that the party in question took a 
course in the “State School for the Blind, in Kansas 
City, Mo.” We regret this error, for the state institu- 
tion is located in Kansas City, Kans., and not in 
Missouri. 
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FEATURING SIDE-FILING...GREATEST IMPROVEMENT IN 50 YEARS 


Steel Rock-A-Files! The only truly modern filing Steel Rock-A-File cabinets are finished in lustrous 
cabinets. More than twenty basic advantages gray with handles of satin aluminum. 

over drawer type files. Rock-A-File’s exclusive Write or wire for complete details. 

and revolutionary sidewise opening provides 


easier, more efficient filing in less than two-thirds ROC KWELL- BA R N ES Al M PA NY 


the space occupied by old style files. Specialists to the Stationer Since 1903 
35 EAST WACKER DRIVE « CHICAGO 1, ILLINOIS 
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NATIONAL BUSINESS SHOW SET FOR FALL 





The First to be Held Since 1941 





The thirty-eighth annual National Business Show 
will be held in New York City at the Grand Central 
Palace from September 30 through October 5, 1946. 
Significant to the industry is the fact that this is 
the first of these expositions since 1941 and it promises 
to be the largest and most representative exhibition 
of the kind ever held in the United States. 

Already advanced bookings of exhibitors have ex- 
ceeded in volume those of any previous year, accord- 
ing to Frank E. Tupper, managing director, who has 
personally directed all National Business Shows held 
in the United States since 1911. 

Many new business machines developed as a result 
of experience obtained during the war years will be 
publicly exhibited and demonstrated for the first 
time at this show. Featured also will be important 
new methods and facilities for expediting every detail 
of office work and business administration. The public 
will have an opportunity to see comprehensive lines 
of machines and office equipment, including those 
that may not be available until 1947. 


GEORGIA-HANKS COMPANY EXPANDS IN SPACE 

The Georgia-Hanks Company, Inc., Binghamton, N. 
Y., stationery and office equipment dealers, has taken 
over all six floors of the building occupied at 130 State 
Street. The firm was organized a year ago by H. B. 
Georgia, Jr., and Roy Hanks to operate the stationery 
and business equipment business conducted at that 
location for a number of years by Frank A. West Com- 
pany. The latter firm then confined its activities to 
the photo-offset and photostating business and has 
recently constructed a building of its own, thus mak- 
ing possible the expansion of the Georgia-Hanks firm. 
The added space will permit them to carry larger 
stocks and to display merchandise more effectively.— 
RCS. 

i tt 

ESTERBROOK ANNOUNCES THREE PROMOTIONS 

At the annual stockholders’ and directors’ meeting 
held recently by Esterbrook Pen Company, Camden, 
N. J., two former officers of the company were elected 
to new offices and one new officer was appointed. 

William E. Haden, formerly treasurer, is now vice- 
president; Philip E. Scott, formerly assistant treasurer, 
is now treasurer; and Alyce M. Foley is the assistant 
secretary. 








SERVICE FOR BUYERS—The Pacific-Asiatic Factors, 
53 W. Jackson Blvd., Chicago 4, IIl., through George 
S. Mullins, executive vice-president, has announced 
the opening of a foreign buyers’ bureau and display 
room as a novel merchandising accommodation. 
Merchandise in a wide variety pertaining to the 
markets in Pacific-Asiatic territory is attractively 
displayed, as accompanying pictures reveal, on 
convenient racks and in baskets. This enables buy- 
ers to make a complete examination of a particular 
line as fabricated by different manufacturers. Ad- 
joining the display room is a well-equipped office 
which is at the disposal of visiting buyers. The 
office is provided with telephone and stenographic 
service, and there are no restrictions as to the 
length of time buyers may use this service. A com- 
modity index is included in the facilities, making it 
easy for the buyer to check commodities against 
the manufacturers’ catalogs. Mr. Mullins is anxious 
to have it understood that buyers from the Pacific- 
Asiatic markets will be under no obliga.ion to the 
Pacific-Asiatic Factors for the use of the facilities 
offered in the foreign buyers’ bureau. The purpose, 
he points out, is to co-ordinate the inspection and 
purchasing of a large variety of lines at one location. 
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ou can wit beautiful interiors 
Lh. thi one, too Paneling and wood design contribute 


vitally to the dignity and beauty of every office. As you look at this picture you may 
think it is too complex for you to handle. But, actually, all you have to do is send 
us the architect’s plans with some idea of the effect desired—we do the rest—design, 


make, ship and install—to the everlasting satisfaction of you and your customers. 


NO STOCK LINES. We have spent years designing and decorating private 
offices, libraries, schools and public buildings from architects drawings and 


specifications. Projects anywhere in United States accepted. 
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LAYOUT OF NEW McCLAIN AND HEDMAN HOME 
IS PLANNED FOR EFFICIENT SALES SERVICE 





By Ethel Corbitt Pitkin 





McClain and Hedman Company, stationers and office 
outfitters of St. Paul, Minn., who have been among the 
leaders in their field since they began operations in 
1890, have moved into a completely-remodeled two- 
story building, 54 E. Fourth St. 

The new home of the firm is spacious, beautifully ap- 
pointed in most modern design, with layout planned 
for the most efficient service to customers. The build- 
ing is 75 feet wide by 140 feet deep. The second floor 
is divided so that it is on two levels. One level holds 
furniture display rooms, a bindery and refinishing 
shops. The second level is used as a warehouse. The 
furniture display utilizes an area of approximately 25 
by 35 feet on this floor. 

An unusual feature of the newly-remodeled building 
is that in the shipping department there are drive-in 
facilities so that all loading and deliveries are made 
in the building. Trucks can come in directly from the 
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FURNITURE APPEAL—Customers seek- 
ing office furniture at the McClain and 
Hedman Co. new home can make their 
selections in this roomy department 25 
feet wide and 128 feet deep. Complete 
furnishings are featured for the office. 
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street. There is a long receiving room at the rear so 
that incoming loads do not interfere with outgoing de- 
liveries. 

Offices are at the rear on the street floor. The offices, 
including the shipping room, are 20 by 52. The office 
section is divided from the selling floor by low parti- 
tions which permit full view of the length of the room. 

The selling floor has furniture sales on one side and 
stationery sales on the other. The furniture sales floor 
is 25 feet wide and 128 feet deep. The stationery sec- 
tion is 20 by 86 feet. 

The floor is of asphalt tile in shades of brown and 
oyster white. The office section is done in lemon yellow 
«nd the sales section in blue and yellow. Fixtures are 
vf bleached oak, especially built for size and design to 
fit in with the rooms for best possible layout. 

The wall shelves at one side were designed to hold 
large stocks. The front section, which faces the in- 
terior of the store, is back by 4 similar number of 
shelves. Another group of shelves is beyond this, sep- 
arated by an aisle, so that three tiers of shelves are 
available for the stationery stocks. 

A specially-built serve-yourself unit runs along the 


EFFICIENT DISPLAY—Designed to pro- 
vide orderly eye-catching display is 
the stationery department of McClain 
and Hedman Co., St. Paul, Minn. 
Island-type counters attract the roving 
customer. Wall shelves at one side are 
designed to hold large stocks of goods. 
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Red Feather 


DUPLICATOR SUPPLIES 

BUILD SALES...HOLD 

CUSTOMERS...INSURE 
REPEAT BUSINESS 























Duplicated copies can be only 
as perfect as the written stencil 


With RED FEATHER QUALITY STENCILS characters appear 
in clear white outline, thus permitting quick and easy reading of 
proof. Corrections are easily made by applying Correction Fluid 
(preferably Red Feather Correction Fluid). The texture of the stencil 
greaty simplifies the correction process. 

Red Feather Blue Stencils are extremely durable and may be easily 
filed for re-runs. Moreover, they are not affected by 
climatic conditions. 

Where exacting work is desired, where clean 
sharp impressions are important, and where long 
runs are used, Red Feather Stencils will meet every 
requirement. 
¢ RED FEATHER DUPLICATOR INKS are free- 
running and give sharp impressions at high speeds. 
They are made of the finest ingredients and are guar- 
anteed not to dry on or clog the ink pad. Red Feather 
Inks dry rapidly on paper without offset or oily 
outline. Made in Black, Red, Blue, Green, 
Brown, Purple, and Yellow. All are attract- 
ively packaged. 


Write now for complete information about the 
valuable new exclusive Red Feather Franchise 
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Ne NOW! MULTIPLY 
YOUR SALES WITH 
OMAN A INOEX 
TABS ... 


PACKED IN NEW 












NEW CARTON HOLDS 20 handy-size boxes. In each box are 5 glass- 
ine envelopes containing two 6-inch lengths of strip type U-MAK-A 























Index Tabs, both same color. Total carton contents: 100 feet .. . all Easy to Handle in Your 
same color or 7 colors assorted. Deeg 
COLORS SHOW CUSTOMERS CAN 1 On Shelves 
‘4 A THROUGH WINDOW SEE... HANDLE... 2 On Counter 
(7 cUT-OUTS! SELL THEMSELVES ! 3 In Window 







4 In Stock Room 
5 In Taking Inventory 


EASEL BACK 
for Best 
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-MAK-A INDEX TABS 
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Puts Facts at Fingertips 


Fast-selling U-MAK-A Strip Type 
Index Tabs have top quality— 
beaded edge for easy grip—7 con- 
trasting colors— 
self-measuring 

scale printed on 

skirt . . . every- 

thing for steady 

growth of popu- 

larity. Full range 

of U-MAK-A Tab 

Types (strip, 

shield and index) 

meets every busi- 

ness need. 





Filing Equipment & Systems 


a 
Globe - Wernicke sf" 
U- Mee INDEX TABS Sadeners’ Supplies 
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opposite side of the stationery section dividing it from 
the furniture sales floor. On this, miscellaneous “im- 
pulse items” are placed. “We shall shift these about from 
time to time, trying out sales,” said Robert S. Jerue, 
secretary of the company. “We feature items which all 
offices use regularly and are also suggesting through 
the displays that large sizes be bought—large bottles of 
ink, mucilages, and pastes. When they are placed here 
in a good display of the large sizes, the suggestion is 
made of saving time in shopping by buying a lasting 
quantity.” 

Small items are placed on units which are-set in 
islands. “This method of placing in the wide aisles 
facilitates customer circulation,” said Mr. Jerue. “We 
also specially designed the end units in a circular form 
to direct customers down the two aisles. We place rub- 
ber matting at the entrance in a manner which also 
directs traffic down the two aisles, indicating passage 
by the position.” 


Show Cases of Special Character 


All showcases are constructed to bring merchandise 
up to the eyes of customers rather than in the lower 
part of counter cases. False bottoms are constructed to 
give the counter cases a finished appearance. A center 
unit serves loose leaf mechandise buyers. This is a 
combination display and counter unit. 

“We have tried to establish a departmentalized store 
as much as possible,” said Mr. Jerue. “We have set the 
filing supplies and business systems apart from the 
regular stationery. All related merchandise is gathered 
here so that the customer has a chance to study what 
he wishes. An unusual showcase is placed in this sec- 
tion, with a built-in slanting surface for displaying 
samples of merchandise. A customer can 100K over 
the displayed samples and order what he wishes from 
them. Often he sees something which he wishes but 
did not know what to ask for. The merchandise is kept 
on shelves at the back of this display unit. The case 
is lighted so that merchandise stands out clearly.” 

The all-metal fixtures which hold open displays 
were sprayed with a light tan color which blends with 
the bleached oak of the shelving and special units. 


Windows Permit Full View 


The furniture section is designed so that the win- 
dows give full view of the department, allowing pass- 
ers by to see the complete displays. These displays are 
in style groupings. Variety is gained by changing lo- 
cation of the groupings, bringing one type to the 
front of the section at a time. Two types of groupings 
are used, those of the executive needs, and those the 
general trends in office furniture. 

The McClain and Hedman Company gives complete 
service in outfitting offices. With the quality furniture 
which is offered, the firm also provides for pictures, 
small accessories, floor coverings and draperies. Pic- 
tures are displayed on the walls of the furniture 
section, but are decorative and not for sale. Usually 
pictures are sold along with a complete office unit. 

Windows on the stationery side of the store are used 
for display of stationery items. These are changed 
once a week to draw interest. 

To finish the shelves which run along the stationery 
side a slanting line solid board is used. This holds 
long low shelves at the bottom which lend themselves 
well to the display of small items. Lovely pictures are 
used here for the double purpose of decoration and 
sale. 

A conference room for the use of executives and 
for consultations with salesmen is just above the office 
section. 

Fluorescent lighting is used throughout. Insets are 
used over the office section to prevent glare. 

The new home is one of which the company can well 
be proud in its program of continued service to the 
community. Stanley J. Jerue is manager of the firm. 
—BART. 
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IVAN ALLEN JR. NOW HEADS ATLANTA FIRM 


Ivan Allen, Jr., for the past six months executive 
secretary to Governor Ellis Arnall of Georgia, on 
March 1 took over the new duties as president of the 
Ivan Allen-Marshall Company of Atlanta, Ga. 

The new president succeeds Charles M. Marshall, 
who joined Ivan Allen, Sr., in organizing the company 
almost a half-century ago and who is now retiring to 
take a long rest in Florida. He remains as vice-chair- 
man of the board of direetors, of which Ivan Allen, Sr., 
is chairman. 

Ivan Allen, Jr., was born in Atlanta, March 15, 1911. 
He was graduated from Georgia Tech in 1933. Enter- 





TAKES OVER—Ivan Allen, Jr., (right) succeeds Charles M. 
Marshall (left) as president of Ivan Allen-Marshall Company, 
Atlanta, Ga. Mr. Marshall remains as vice-chairman of the 
board of directors, Ivan Allen, Sr., (center), as chairman. 


ing business life in Atlanta, he was secretary-treasurer 
and general sales manager of the Ivan Allen-Marshall 
Company and also has served as secretary-treasurer of 
the Amco Investment Company from 1935 on. 

Other activities include the service with numerous 
Atlanta civic institutions and membership on the 
state board of education of Georgia, 1939 and 1940; 
lieutenant colonelship on the governor’s staff, 1936 
through 1940, and presidency of the Young Demo- 
cratic Clubs of Georgia, 1939 to 1941. During World 
War II he entered the United States Army as a second 
lieutenant in the Fourth Service Command, where he 
was assigned to selective service system as chief of the 
field division. He came out of the Army with the rank 
of major and immediately entered into his service as 
secretary to Governor Arnall. 

Ivan Allen, Jr., expressed regret at leaving Governor 
Arnall before the expiration of his term, but the re- 
tirement of Mr. Marshall made it necessary, he said. 
The governor wrote Mr. Allen a letter warmly praising 
his services and his loyalty. 


——$_ <= —___— 


GENERAL FIREPROOFING MAKES PAY RAISE 


Plant workers of The General Fireproofing Company, 
Youngstown, Ohio, will get a pay raise of 18% cents 
an hour, retroactive to February 18, the same as given 
by basic steel plants, announced Walter Bender, presi- 
dent, recently. The company also has filed a request 
with the regional wage stabilization board to raise 
salaries $32 per month for other employees, to become 
effective as soon as permission is granted. 

The board’s approval is needed because the com- 
pany has filed an application with the Office of Price 
Administration for a raise in its ceiling prices—AK. 
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DOMORE CHAIR COMPANY, INC., 501 FRANKLIN ST., ELKHART, INDIANA 
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HOBART, OKLA., FIRM EXPANDS FROM HOBBY 


The growth of a hobby into a modern plant for the 
servicing of office machines is almost the story of the 
Hodgkinson Typewriter Exchange at 120 W. Fourth 
St., Hobart, Okla. 

H. L. Hodgkinson came to Hobart in October, 1938, 
as an Underwood typewriter agent and began repairing 
used machines in the kitchen of his apartment, more 
or less of a hobby and as a service to his customers. 
That was the start of the present expanding business. 
He later’ moved into a building downtown, sharing 
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EQUIPPED FOR SERVICE—These interior views reveal the 
complete servicing equipment maintained by the Hodgkinson 
Typewriter Exchange in new quarters at Hobart, Okla. Mod- 
ern cleaning, drying, painting, baking, and welding equip- 
ment has been installed for repairing of office machines. 


the quarters with another firm. Further expansion 
created a necessity for additional space and today his 
business is housed in a building with a 50-foot front 
and 100-foot depth. 

By the time World War II started, Mr. Hodgkinson 
had shops in Hobart, Altus, Frederick and Hollis, Okla. 
However, due to labor and material shortages, he con- 
solidated all of the business in the Hobart shop. It is 
equipped with complete modern cleaning equipment, 
including an electric drier, and electrical painting and 
baking equipment. Only recently he has added welding 
equipment to weld cast frames on broken machines. 

Further expansion is anticipated soon. Mr. Hodgkin- 
son plans to install a complete line of office machine 
forms, office machine bookkeeping systems and office 
filing systems. 

The business is operating under the veterans’ train- 
ing program. It has qualified for three trainees; one, 
John C. Lackey, who spent more than three years 
in the Army and Marine Corps, already is on the job. 
When the other two return from service, the owner 
will turn the repair department over to the veterans. 

“With no new machines available during the war, 
I tried to keep repair costs down to a minimum on 
used machines,” the proprietor states. “I have found 
that this policy, and the best service I could render, 
paid dividends.” 

H. L. Hodgkinson was recently elected president of 
the Oklahoma Office Machine Dealers Association. 
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HELP ASKED IN PROBING GERMAN INDUSTRY 


John C. Green, executive secretary of Department 
of Commerce, Office of the Publication Board, Wash- 
ington 25, D. C., has enlisted the help of trade journal 
editors in the selection and the microfilming in 
Germany of data that may be valuable to American 
science and industry. 

The combing of German technical documents is one 
phase of work begun by the Technical Industrial 
Intelligence Committees, experts who made surveys of 
each industrial field in Germany immediately after 
fighting ceased. They secured tons of documents for 
review by qualified technicians. Copies of documents 
deemed to be of value will be made available to the 
public through the Department of Commerce, Office 
of the Publication Board, at the cost of reproduction. 

Help is requested in finding qualified technicians in 
the fields of chemistry, aeronautics, machine tools, 
communications, scientific instruments, shipbuilding, 
textiles, fuels and lubricants, metals and minerals. 
A knowledge of technical German is essential. Ap- 
pointments are subject to Civil Service approval and 
are made for a minimum of six months. 

It is pointed out by the Department of Commerce 
that arrangements to visit Germany will be made 
for industrial or scientific groups interested in specific 
German industrial methods. 


2 
WAREHOUSE STARTED FOR DALLAS, TEX., FIRM 


Samuel N. Cathey of the Cathey Office Furniture 
Company, 308 N. Akard St., Dallas, Tex., has started 
construction of a warehcuse for his company at Field, 
Cochran and McKinney Sts. The foundations are in 
and the building will be completed in about 90 days 
at a cost of $40,000. It will face 50 feet on Fields, 166 
on Cochran and 178 on McKinney, the latter street 
running at an angle to Cochran, giving the structure 
a width of 141 feet. Total floor space will approximate 
16,000 square feet. The building will have tiled walls 
and steel-reinforced concrete floors.—CG. 


a 
NATIONAL CASH REGISTER IMPROVES BUILDING 

Approximately $100,000 will be spent by the National 
Cash Register Company for extensive modernization 
and remodeling of the two-story building at 218-220 
Franklin Street, Buffalo, N. Y., acquired recently by the 
company, Ace W. Walker, branch manager, has an- 
nounced. 

The program also calls for paving of the vacant lots 
adjacent to the building, for customer parking facili- 
ties. National Cash Register will move its Buffalo 
office at 767 Main Street to the Franklin Street struc- 
ture. The work is scheduled to be completed by May 1. 
—GET. 





THE MODERN ELECTRONIC 
DICTATING EQUIPMENT 
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SOUND SCRIBER WINDOW—The R. H. Llewellyn Co., Man- 
chester, N. H., recently used this attractive display window to 
acquaint the public with Sound Scriber dictating equipment. 
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FACT No. 2 FOR GREATER FILING EFFICIENCY 





At Browne-Morse Research Laboratory, a test was de- 
vised to learn just exactly how much our famous File 
would “take” without “falling down on the job.” Therefore, 
one of the regular stock Files was chosen at random and 
a 66-lb. load placed in one drawer. Then the file was 
placed on the ‘‘Testing-Machine” and set into action. 


DRAWER OPENED AND CLOSED 50,000 TIMES 
During average office use, a drawer is opened and closed 
approximately 10 times per day. Therefore, test was 
equal to 5,000 work days or over 19 years of continuous 
service. Because the drawer still operated smoothly, the 
test is being continued. 


The major reasons why Browne-Morse Files operate so 
effectively (not only in tests with one file . . . but every 
file we build for you) is design and quality materials. 
Drawers slide smoothly on newly designed channels and 
extension slides equipped with eight heavy-duty, extra- 
wide rollers and two Floating Rollers, which provide 
greater bearing surface. This eliminates possibility of 
scored channels. The technically perfect combination of 
rollers insures smooth drawer action . . . free from bind- 
ing. Solid, one-piece slide is constructed from the finest 
quality material. Years of proven and tested efficiency, 
plus economy, make the Browne-Morse Files the “Best 
Buy of the Year”! 
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STEEL 
SEND FOR PILES 
Architects of Efficiency Browne-Morse 4 
for America’s Office FILE FACTS Me 


Get the quick facts on 


Browne-Morse Steel Files — 

write for Bulletin 5000. Lists features 
ro Ww n e a“ O rs e and specifications plus a complete table 

of sizes. 


MUSKEGON MICHIGAN 
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MANUFACTURERS OF STEEL OFFICE EQUIPMENT AND FILING SUPPLIES FOR OVER 38 YEARS 
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KING 


of MARKING DEVICES 
CROWN Line 





Daters & Numberers 


other Marking Devices 


Anown Throughout the World 


° DEFIANCE 
“SUPERIOR 
MODEL 
TRIUMPH 
STAR 


can be supplied 
in All Languages 


for both Domestic and Export Trade 





Send for Catalog Illustrating and Describing Complete Line 
of Marking Devices and Dealers’ Discount Sheets. 


Rh. A. STEWART & CO., Inc. 


80 Duane Street New York 7, N. Y. 





























The Chuckle Corner, 
continues on its merry, uninhibited way. 
want it to be your column and _ invite 
participation. Send us your version of the funniest 
event that ever happened in your store. We'll pore, ‘em 
along and let your fellow stationers in on the joke. 


devoted exclusively to humor, 
The editors 
our active 





A couple of chronic night-owls were discussing their noc- 
turnal exploits and the results of their overzealous imbibing. 

Said one, "You know, my main trouble is trying to get into 
the house without waking my wife." 

Retorted the other, "Why, pal, that's easy. Here's what 
you do—when you get to your front door late at night, take 
off your shoes, suit and shirt. You know, the fewer clothes you 
have on the less noise you'll make sneoking up the stairs.” 

A few days later the pals met again and the “expert” on 
getting into the house asked his friend how he made out. 

Fine,’ was the retort, "only one thing went wrong. After 
| got my clothes off and sneaked up the stairs | found myself 
on the elevated platform." 
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A couple of racehorses were discussing their track prospects. 
Boasted one, "My boss is gonna give me two bales of hay if 
| win today, and brother, that ain't money.” 

IF YOU'RE SELLING! 
My boy, if you're selling, 
You shouldn't need telling 
That sales aren't made with a frown; 
You've got to keep cheery, 


No matter how dreary 
You feel when your spirits are down! 





Just smother vexation 

And hide irritation, 

When matters go somewhat awry; 
Use methods more drastic 

To shun the sarcastic, 

And banish the sneer or the sigh! 
For if, when replying 

To one who is buying, 

You give him the best that you've got 
Of poise and politeness, 

Good humor and brightness, 

You'll make him a friend on the spot! 


—cc— 


Futile Reflections: The landlord may now be defined as the 
fellow who would welcome a few cracks in the rent ceiling. 
. We know a gal who thinks a reconversion project is 
when she goes to a beauty parlor and orders the works. . . 
And we're sorry for the ghost who hasn't walked for three 
weeks because he can't get his sheet back from the laundry; 
your Chuckle Corner editor has enough trouble with his shirts. 
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No, no, McGurk! Just because they're drop shipments 
doesn't mean you can toss ‘em around any old wayl 
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PEERLESS TUCHTYPE KEYS 


Save Nerves ¢ Save Fingertips * Save Fingernails 


Smart Dealers are cleaning up 
a young fortune selling Amer- 

ica’s best known cushion rub- 

ber keys. More than 3,000,- 
000 sets in use. 

Don't dally. Phone, wire 
or use RADAR if you 
want some of these 

juicy PROFITS. Every 
office in your town is 
wide open for PEER- 
LESS Rubber Keys. 
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PEERLESS-IMPERIAL CO., INC. 


GENERAL OFFICE AND FACTORY: 
28 PEERLESS PLACE, NEWARK 5, N. J. 
NEW YORK OFFICE, 7: 321 BROADWAY 


THE KEY MEN OF AMERICA Manufacturers with the deolers’ viewpoint 
DETROIT 18, 37 Linden St., River Rouge, Mich. © CHICAGO 2, 179 W. Washingotn St. 
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Modern! New! Plastic! 


DESK TRAY 


ASCO Moldmaster "Rotarian" plastic (phenolic) letter tray is engineered 


to provide greater working space on the busy executive's desk. 





An ingenuous rotary-swivel principle is employed making all working 
papers instantly available and accessible. The top tray is removable 


and can be used for any out—office routine. 


Modern business requires modern office equipment. The ASCO Mold- 


master "Rotarian'' desk tray is modern in every respect. 


pOrnt Steel Sales Corporation 





300 EAST 145TH STREET ° NEW YORK 51, N.Y. 
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Swivels! Swings! Removable! 
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DESK TRAY 


The ASCO Moldmaster "Rotarian" desk tray will accommodate letter and legal 
size correspondence and papers. 

The "Rotarian" is made of plastic (phenolic) and its rotary-swivel action doubles the 
work of ordinary trays. 

The "Rotarian" is furnished with two rubber bumpers and four plastic bumpers to 
prevent desk marring. It is finished in a soft, pleasing walnut color to harmonize 
with office surroundings. : 
It is packaged in sets of two trays (including bracket and post) in an individual 
carton and then is master packaged in a master carton of six sets. 

Modern business requires modern office equipment. The ASCO Moldmaster "Ro- 
tarian'"’ desk tray is modern in every respect. 





/ Carton List 
Item Width Depth Hght. Shipping Wt. Price 
"Rotarian" , i a $4.95 
| Desk Tray 8% 13/4 2 5 Ibs. per set* 


*Set is comprised of two trays, post and bracket. 


yert Steel Sales Corporation 


300 EAST 145TH STREET . NEW YORK 51, N.Y. 
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The Van Dvke treed... 


FLUORESCENT 
AT ITS BEST! 


CORRECTION PLEASE 


Last month’s Van Dyke message erroneously desig- 
nated Model No. 1277 as Model No. 1280. The cor- 
rect facts are presented below. We regret this mistake. 

















MODEL NO. 1277 
For Desk — Drafting Board 


and every location in office or factory where a com- 
pletely adaptable, clamp-on fluorescent light is de- 
sirable. Adjustable in all directions. Finished in 
Van Dyke Morocco Brown with instantaneous man- 
ual type switch and ballast. Adjustable in height 
and of most rigid construction. For |5 watt stand- 
ard tube, A.C. current. Weight !0 lbs. Maximum 
extension 20". 





Side wall mounting fluorescent bracket for bank cages, over 
pictures, bulletin boards, dressing mirrors and bathroom 
cabinets. Two screw-on flanges, adjustable shade, 7" over 
all extension, 18" length. Morocco finish. A.C. 15 watt tube. 
Model No. 124-B for 24" tube. Weight 9 Ibs 
Model No. 118-B for 18"' tube. Weight 8 Ibs. 


VAN DYKE INDUSTRIES 


21st and Rockwell Sts. Chicago, Illinois 
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Calendar of 
Industry Activities 











April 29-30. The Stationers’ Guild of Canada, Gen- 
eral Brock Hotel, Niagara Falls, Ontario, Canada. Fred 
Smart, Secretary-Manager, 210 Dundas Street West, 
Toronto, Canada. 

April 29-30. District No. 4, NSA, Whitehall Hotel, 
Palm Beach, Fla. C. P. Hanes, Regional Governor, 
The Office Equipment Company, Inc., No. 719-23 
Florida Ave., Tampa, Fla. 

April 29-30. Pacific Northwest Stationers Associa- 
tion, District No. 11, NSA, Multnomah Hotel, Port- 
land, Ore. Darrel Ireland, Regional Governor, Trick 
& Murray, 115 Seneca St., Seattle Wash. 

May 6-8. National Association of College Stores, an- 
nual spring convention and buying conference, Hotel 
LaSalle, Chicago, Ill. Russell Reynolds, Executive Sec- 
retary, 189 West Madison Street, Chicago 2, IIl. 

May 10-11. District No. 7, NSA, St. Paul Hotel, St. 
Paul, Minn. Lyle D. Espe, Regional Governor, Mid- 
west Press & Supply Company, Sioux Falls, S. Dak. 

May 17-18. District No. 5, NSA, Cleveland Hotel, 
Cleveland, Ohio, H. C. Wilking, Regional Governor, 
B-C-D Office Equipment, Inc., Detroit, Mich. 

September 30, October 1-3. National Stationers 
Association Fortieth Annual Convention and Tenth 
Merchandise Exhibit, Palmer House, Chicago. Na- 
tional NSA Headquarters, 740 Investment Building, 
Washington, D. C. 


rt 9 


DALE H. SAILOR OPERATES NEW TACOMA FIRM 

Dale H. Sailor, experienced in a number of sta- 
tionery store departments, is now owner of an estab- 
lishment of his own, the Dale H. Sailor Company, 
3508 S. 54th St., Tacoma 9, Wash. This is the newest 
store of its kind in Tacoma and handles office supplies 
and equipment, principally serving the commercial 
users. 

Breaking away from the conventional trend to the 
main downtown area, Mr. Sailor located his store in 
South Tacoma, which is showing rapid growth in 
business and industry. 

Starting in the shipping end of the industry, Mr. 
Sailor has had experience in clerking, window dis- 
play, floor management, purchasing, and sales. After 
three years of selling in the Tacoma area, he decided 
upon the venture into business for himself. 


—————*—= 2-0 


MAC LEWIS WINS GOLD MEDAL AGAIN 
Mac J. Lewis, president of Almac Plastics, Inc., New 
York, N. Y., winner of the Dartnell gold medal of 1943, 
has again been awarded this honor in a contest to 
determine the best business letters of the year. 
Twenty winning letters were selected from the thou- 
sands of entries, representing all classifications. In his 
letter, Mr. Lewis indicated to buyers that Almac 
Plastics, Inc., is a manufacturer from whom they could 
make purchases with confidence. 
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NAME DISTRIBUTORS FOR BERGER DIVISION 

Continental Office Supply Company, 166 N. Third 
St., Columbus, Ohio, has been named distributor of 
steel office furniture, lockers, and shelving for the 
Berger Manufacturing Division, Republic Steel Cor- 
poration. Leo Eiferman is manager of the Continental 
firm, which he organized five years ago. The company 
recently purchased new machinery, including a setup 
for factory and office forms, circulars, and form letters. 
—AK. 
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HARTER 
BRINGS 
YOU 


Koroseal* is the new upholstery material developed 
by B. F. Goodrich. It is available now in three col- 
ors— green, maroon, brown—on all Harter Steel 
Chairs for the office. 

Completely waterproof, Koroseal can be washed 
as easily and safely as glass! It will not stick or 
crack. Best of all, Koroseal upholstery is highly re- 
sistant to abrasion and possesses permanent flexi- 
bility. It remains perfectly smooth and wrinkle-free 
over the softest foam rubber. 

Koroseal is practically scuffproof, resists ink, per- 


* Trade Mark B. F. Goodrich Go. 
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Knol. the Modern Upholstery 


spiration, greases, and weak acids. It does not dis- 
color, has no odor, is not affected by heat or cold. 

Harter brings you Koroseal as an outstanding 
improvement in upholsteries. Ask your dealer to 
show you our Koroseal upholstered models. Write 
us today for a sample of this unusual material. 
Harter Corporation, Sturgis, Michigan. 
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PORTABLE DESK FILE 


Here at last is the answer to the busy executive and 
secretary's prayer. 


A work organizer and a pull drawer letter file combined, 
which will keep private papers really private. 


Upper compartment with lift cover for current records 
and visible data. 


Lower filing drawer for other records plus a utility 
drawer set into the base. Made of heavy gauge furni- 
ture steel. Equipped with four swivel casters. Bright 
smooth cadmium finished hardware. Guide rod operates 
in a depressed groove for eyeleted guide operation. 
Ideal for use with swinging folders. 


Finished in Cole Gray and Olive Green. 





SIZES AND PRICES 


$39% 





No. 854—LETTER SIZE No. 858—LEGAL SIZE 
Wide High Deep Wide a Deep 
Upper Compartment 13” 10%,” 24” 16” 10%” 24" LETTER SIZE 
File Drawer 124,” 1034,” 243," 154%” 1034,” 243," 
Utility Dawer 12144,” 354° 2434” 1514” 354" 243,” These prices do not include indexes. 
Overall Height 301," Overall Height 301,” 


STEEL CARD CABINETS 


These cabinets are designed for card record systems and for 
use on desks or tables. Ideal for offices and libraries. Con- 
structed of best grade extra heavy cold rolled furniture 
steel, electrically welded throughout. Rubber legs are pro- 
vided but can easily be removed when the units are stacked. 





Drawers are equipped with bail suspension, to prevent acci- 


LOCKS—Cabinets equipped with lock and 
key add $1.75 per drawer to prices below. dental withdrawal from cabinet. Also, newly improved posi- 


tive lock compressor to keep cards in place. 


Finished in Cole Gray and Olive Green. 
Public taste is changing from green \ 














to gray. Cole's new beautiful Cole 
Gray is partially responsible for ONE DRAWER UNITS 
. No. Card Size Capacity Height Width Depth Price 
the change in taste. When you } C335 3x5 1500 cards 51%" 614" 16” $3.25 
C346 4x6 1500 ” ” 7 VA ” 16” 4.00 
place your next order for steel C358 5x8 * 1500 “ 1% He 16” 5.50 
; C369 6x9 1500 ” 81,” 1014” 16” 8.00 
card cabinets or our New Portable , 8 2 
Desk File, make sure you order : Two DRAWER UNITS . 
‘ ‘ No. Card Size Capacity Height Width Depth Price 
enough finished in the Cole Gray C3352 3x5 3000 cards 51%" 12,” 16” $6.00 
l C3462 x 3000 ” 614" 1455” 16” 6.75 
\ color. C3582 5x8 3000 ” 7%" 1834” 16” 9.50 
C3692 6 x9 3000 ” Bi,” 201” 16” 12.75 


COLE STEEL EQUIPMENT CO., INC. 


349 BROADWAY . NEW YORK 13, N. Y. 
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Office Appliances 
INFORMATION SERVICE 
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UNDER THE EMERGENCY 








PENS, PENCILS PLACED UNDER M.P.R. 188 


Fountain pens, mechanical pencils and fountain 
pen-mechanical pencil sets are specifically placed un- 
der Maximum Price Regulation 188, covering consumer 
goods other than apparel, through a recent clarifica- 
tion issued by the Office of Price Administration. 

The action, effective March 7, 1946, results from an 
interpretation of the consumer goods regulation made 
by the courts and merely carries out the original in- 
tent of M.P.R. 188. It makes clear that the prices of 
fountain pens, mechanical pencils or fountain pen- 
mechanical pencil sets offered for sale before March 
7, will continue to be the prices already established 
under the consumer goods regulation or under the 
supplementary order covering reconversion pricing of 
small-volume manufacturers (S.O. 118). 

Amendment 74 and Order No. 4898 under M.P.R. 188 
do these things to clarify the order: 

1. Specifically add fountain pens, mechanical pencils 
and the sets to the list of articles priced under the 
order. 

2. Define “manufacturer”, pointing out that when 
an article is assembled from several parts made by 
different concerns, the “manufacturer” is the person 
who makes the first sale of the completed article. 

3. Emphasize that the listings in the consumer goods 
order are of broad general categories of articles and 
not of specific articles. 
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REPORTS ISSUED ON TEN MANUFACTURERS 


Ten manufacturers of office machinery and equip- 
ment are among the companies listed in the most 
recent series of statistical reports of the Survey of 
American Listed Corporations, just released by the Se- 
curities and Exchange Commission. 

The report shows the effects of renegotiation, 
“carry-backs” of taxes and termination of contracts, 
on the financial statements of each of the 1,544 com- 
panies listed in the survey. 

For 1943, the ten office machinery and equipment 
firms showed net sales of $485,210,000. Net profit sefore 
income taxes was $86,696,000 or 17.9 per cent of sales. 
Net profit after income taxes was $26,940,000 or 5.6 per 
cent of sales. Net profits after income taxes as a per- 
centage of net worth were 12.4 per cent. 

For 1944, most recent year reported, the figures are: 
Net sales, $521,677,000; net profit before income taxes, 
$82,466,000, or 15.8 per cent of sales; net profit after 
income taxes, $25,944,000 or five percent of sales; 
net profit after income taxes as a percentage of net 
worth, 11.5 per cent.—SML. 


ue 
L. C. SMITH BUYS SURPLUS PROPERTY 


A $24,554.67 purchase of surplus Government prop- 
erty by L. C. Smith & Corona Typewriters, Inc., was 
recently revealed in a report of the War Assets Cor- 
poration. L. C. Smith purchased used milling machines 
in good condition.—GET. 
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REDUCE STENOGRAPHER 
FATIGUE BY USING THE NEW 


REXON 


VIBRATION MOUNT. 





We have been searching for years for a type- 
writer mount that would actually absorb the 
shock and vibration of typewriters. AT LAST 
WE HAVE FOUND ONE. These Rexon Mounts 
will do the job. The principle of this new type- 
writer mount design is a radical departure 
from conventional practice. It combines the 
high vibration dampening properties of rubber- 
in-shear, with the safety, durability, and ease 
of installation of a simple compression mount. 
This set of four mounts will absorb approxi- 
mately 95°, of the typewriter vibrations and 
deadens approximately 50% of the typewriter 
noise. They are permanently fastened on the 
typewriter stand in the proper position. Re- 
move the machine feet screws and place the 
typewriter squarely on the studs that are fur- 
nished with the mount. It is optional whether . 
the feet be removed as the mounts are satis- 
factory either way. The feet, if left on, add 
height if it is required. 

For complete details, contact your typewriter 
dealer. 


Ames Supply Company 


EXCLUSIVE DISTRIBUTORS TO THE OFFICE MACHINE TRADE 
564 W. Randolph St., Chicago 6 











37 Murray St. 583 Market St. 
New York 7 AGENCIES San Francisco 5 
19131 Commerce St., | PRINCIPAL CITIES 11 Prior St., 
Dallas 1 Atianta 3 














ALICE DREW WINNER IN LETTER CONTEST 

Alice Honore Drew, advertising manager of TelAuto- 
graph Corporation, New York, N. Y., was awarded a 
1946 Dartnell gold medal for excellence in business 
letter craftsmanship. The presentation was made by 
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es 
WINS GOLD MEDAL—Caroline Hood (left), president of Ad- ( 
vertising Women of New York, Inc., congra:ulates Alice ] 
Honore Drew, advertising manager of TelAutograph Corpora- 
tion, New York, N. Y., upon her winning a Dartnell gold 

medal for excellence in business letter craftsmanship. 





Caroline Hood, president of Advertising Women of 
New York, Inc., at a luncheon held at the Belmont s 
Plaza Hotel. 
Besides this honor, Miss Drew was also winner of e 
the Dartnell certificate of award in 1945, the Direct a 
Mail Advertising Association certificate of merit in 
1945, the Dartnell gold medal in 1944, and several sales 
letter round-table prizes. She was also judged one of 
the 50 direct mail leaders in the country in 1944. si 
In addition to her duties as advertising manazer of 0! 
TelAutograph Corporation, Miss Drew serves as public fc 
relations chairman of Advertising Women of New 
* FABRICATED OF STURDIER, WATER York, Inc. st 
CLEAR PLASTIC 
* BEVELS ON ALL WORKING SUR- st 
FACES — GONE FOREVER ARE INK ‘ 
SMUDGES IN FRENCH CURVE WORK ) 
* NON-INFLAMMABLE . 
* FAR MORE RIGID.... be 
PLASTIC IS .105” THICK m 
* NEW LOW PRICES if 
by 
C.Thru is constantly developing new and better drafting 
tools, and new production methods to make them less 
expensive. Engineers, architects, advertising men, artists, to; 
pattern makers, and draftsmen will welcome these im- ha 
proved French curves. cr 
337, 338, 339, 341 available for immediate delivery. ch 
Send for trial order — see how beautiful they arel a 
Wd : ~ i Vv 
es ; LAUNCH UNO POSTAL SERVICE—Postmaster Albert Gold- ve 
Write for complete information and man (right) of New York City takes a UNO check for pay 
Free C-THRU Catalog. $500 to make the first setting of a postage meter presented : 
March 25 by Donald E. Johnston of Pitney-Bowes, Inc., tiv 





Stamford, Conn. An hour later, the UNO postmarked the 
opening of the World Security Council by dispatching the 
RULERS - TRIANGLES - NAVIGATIONAL INSTRUMENTS + STENCILS + PROTRACTORS - OTHER DEVICES first mail to bear its own distinctive postage—a regulation 
U.S. postage meter stamp with the official UNO world 
Ye A symbol alongside. The manufacturer, whose plant is located 
Lt, V4 CY iif in Stamford, Conn., in the area chosen to be UNO’s perma- 
nent site, had donated a postage meter mailing machine 
mee Te ORs, .oN ea to the United Nations as a symbol of welcome. 
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HOW MODERN MERCHANDISING 
METHODS CAN BOOM 


STATIONERY STORE TRADE 


This is the fifth of a series of articles on various aspects of merchandising and selling, pre- 





HEN we took over the operation of the Burrows 

stores a year ago, they were an old, well- 
established chain of book-and-stationery stores with an 
excellent reputation. They were, however, decidedly 
behind the times in modern merchandising and selling. 


Without making the stores completely strange to old 
customers, we made a lot of sweeping changes .. . in 
store design, departmentalization, equipment, window 
displays, counter and floor displays, advertising, selling, 
and service to the customer. 


Where emphasis had been placed just on books and 
stationery, we added general gifts. We want the people 
of northern Ohio to think of Burrows as the place to go 
for fine gifts of all kinds, as well as for a tremendous 
stock of books and complete line of stationery items. 


We put the stationery staples in the back part of each 
store. Such things pretty well sell themselves . . . and 
to get to them, the customer has to pass fascinating dis- 
plays of books and gifts and stationery specialty items. 
Every item displayed is either brand new or a proven 
best-seller. Unless it is a staple item that we feel we 
must carry, any slow-seller is moved off the floor, even 
if we have to sell it at a loss, (which is quickly absorbed 
by profits on the merchandise that takes its place). 


It is perhaps this concentration on arresting displays, 
together with careful arrangement of departments, that 
has played the major part in Burrow’s tremendous in- 
crease in business. 


First we go after the most attractive new quality mer- 
chandise we can find. When we get it in stock . . . in 
sufficient quantities to stock all of our stores . . . we ad- 
vertise it. We advertise it on the air and in the news- 
papers. Then simultaneously we display it, in as attrac- 
tive and eye-catching a manner as we can. We display it 


sented by Eversharp, Inc., as a service to stationers. Opinions expressed in these articles are 
those of the authors, and do not necessarily reflect policies and opinions of Eversharp, Inc. 





in our big windows, and in special displays counters 
that catch the eye and stop the traffic. Then the selling 
practically takes cares of itself! 


Our per-person sale is now more than double the 
stationery-store average... because few customers who 
drop in for a greeting card or a notebook or some other 
small purchase can resist the tempting displays of in- 
teresting new gifts, household goods, and bocks. 


We are planning to continue to expand the Burrows 
business during the coming years, regardless of business 
trends. We'll continue to stock the newest, most interest- 
ing and best merchandise obtainable . . . then do a real 
job of advertising, merchandising and selling. In our 
opinion, that policy is sound in boom times .. . and just 
as sound and effective in bad times. You can never do 
more business by ordering less merchandise to sell! Re- 
gardless of what the future holds, we intend to push 
...and push hard . . . the newest and finest products 
of the most reputable manufacturers, 


















In all of our stores, we try to follow this spacious type of layout — with “staples” in the 


back or on the gallery—and the latest merchandise displayed along the center aisle. 
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These are the FUTURE INDIANA DESK BUYERS 


That ambitious young student who sells. 


magazine subscriptions today, is only a 
few years removed from a responsible 
position in business. Just as this youth is 
laying the groundwork for his sales fu- 
ture, so is Indiana Desk carefully prepar- 
ing for the years when his generation 
becomes our customers. We welcome 
the thought that they will be critical 
buyers of office furniture. Their desire 
for the best business tools they can find 
will be a challenge to our ingenuity. In- 
diana Desk Co. is alive to today's needs 

. we will be alert to tomorrow's re- 
quirements as well. 


JASPER, 

















Company Sales Manager 











TOMORROW ! 


INDIANA 
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EARLE M. ALEXANDER APPOINTED BY COMPANY 


In recognition of his services to the company, Earle 
M. Alexander was recently elected vice-president, di- 
rector and assistant to the president of Alexander 
Brothers, Limited, of Honolulu, Hawaii. 

Earle M. Alexander is the son of one of the co- 
founders of Alexander Brothers, Limited, and has 


— 




















EARLE M. ALEXANDER 


grown up in the office machines and equipment busi- 
ness, having worked in the various departments of the 
company during school vacation periods from the time 
he was 15 years of age. 

After completing his education he attended sales 
and service training schools of several of the manu- 
facturers whose products are merchandised through 
the Hawaiian Corporation co-organized by his father 
during 1925. 

Mr. Alexander was in the Naval Reserves Intel- 
ligence department prior to the outbreak of World 
War II and was called into service during the summer 
of 1941. He served more than four years in the U. S. 
Navy Intelligence Department and was released from 
active duty shortly after the close of hostilities in the 
Pacific. Mr. Alexander was married to Miss Maridell 
Boucher in Honolulu, Hawaii, in the spring of 1940, 
and they have two boys, Lexy and Billy. 


ee en eae 
WATERLOO FIRM OPENS IN NEW LOCATION 


The Lincoln Office Supply Company has opened 
in a new location at 107-109 E. Fifth St., in Waterloo, 
Iowa. Marion Renz is owner. 

Blond wood fixtures are featured on the main floor, 
and tones of grey, green, and maroon throughout the 
two-story building. Shelving for office supplies line two 
sides of the store, while the center is used for sample 
showing of office furniture. As soon as model offices 
and office furniture can be obtained, they will be 
shown on the second floor. 


The office and letter shop department are at the | 


rear of the store on a balcony, while the rubber stamp, 
blue printing, and photostat departments are in the 
basement. As soon as glass is available, the 40 foot 
front will be modernized. 

Now advertised as “Waterloo’s Largest and Most 
Modern Office Supply and Equipment Store,” the Lin- 
coln Office Supply Company is featuring stationery, 
ribbons, folders, carbon, stencils, clips, pencils, ink, 
and staples, and in office equipment, desks, chairs, 
files, shelving. safes, staplers, duplicators, drafting 
Supplies, and bookkeeping systems.—AL. 


BINGHAMTON, N. Y., DEALER CHANGES LOCATION 

D. G. Langham, Binghamton, N. Y., office supply 
dealer, has moved from 194 Washington St., to 149 
State St.—RCS. 
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Justrite Air Line Ticket Envelopes, beautifully 
reproduced in two colors, are used. by many of 
the leading national and international air lines. 
Convenient size to fit the pocket, they make a 
secure ticket container. Deep wallet flap and 
inside panels allow for complete details as to 
flight schedules, airport locations, cab fares 
and other relative data, 


Justrite Ticket envelopes are a passenger 
convenience—a useful goodwill advertis- 
ing media for air lines companies. 


Write today for samples. Prices gladly 
quoted where printing details are outlined. 


IN[ORTHERN TATES 
Envelope Company 
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COMMERCIAL CONTROLS APPOINTS MANAGER 


Commercial Controls Corporation announces the 
removal of its St. Louis office to the Missouri Life 
Insurance Building at Chestnut and Seventh Streets, 
St. Louis 1, Mo., and the appointment of Robert S. 





ROBERT S. MacDONALD 


MacDonald as branch manager in charge of territorial 
sales and customer service. Mr. MacDonald is a former 
second lieutenant in the Army Air Forces. The terri- 
tory covers the eastern portion of the state of Missouri 
and the environs of Greater St. Louis. 


a i 


APPOINT NEW FRIDEN AGENT IN TEXAS 


A California native, Frank A. Sullivan, is the new 
agency manager for the Fridén Calculating Machine 
Company, Inc., at Corpus Christi, Tex. 

Formerly of the service department in the San 
Leandro factory, Mr. Sullivan had been service man- 
ager for the southern division in Atlanta, Ga., until 
his recent appointment to the Texas area. He was = 
born in San Francisco and attended schools in that 
city. 

F. S. Balyeat, Fridén’s agent in Seattle, Wash., is in 
charge of new and larger headquarters for his Fridén 
agency. He and his aides have moved to a ground floor ~ 
location at 821 Third Ave., near their former site. The | 
new location has been used by a calculator and adding © 
machine store for the past 25 years. 


SO 


COLUMBUS FIRM TRANSFERS OPERATIONS 


Columbus Dictating Machine Company has trans- ~ 
ferred its operations from 385 S. Burgess Ave. to 131 E. 
State St., Columbus, Ohio, announced W. E. Inboden, 7 
the firm’s distributor in that area. Until such time as | 
Sound-on-Wire machines, manufactured by Standard © 
Business Machines Company, Chicago, are available on | 
the local market, Mr. Inboden said the firm will engage | 
in the servicing of Dictaphones and Ediphones and = 
the sale of supplies. The company serves as distributor 7 
in ten central Ohio counties.—AK. 


a 


B. L. SCOTT WINS REM-RAND CONTEST 
Byron L. Scott, systems salesman in the Columbus, 7 
Ohio, branch office of Remington Rand, Inc., was the 
grand prize winner in the 1945 Century Club contest, 
involving more than 400 members of the systems per- 
sonnel. He scored 138 stars out of a possible 156. The 
contest is based on monthly quotas by various produc-" 
tion lines. For his achievement, Mr. Scott will be7 
awarded $500. He joined Remington in 1930—AK. 










a 


STARK CALENDARS, INC., TO NEW LOCATION © 
Stark Calendars, Inc., 5 S. Dearborn St., Chicago, 
has announced plans to move to a new location @ 
1018 S. Wabash Ave., by May 1. The new quarter 
will provide larger space for the concern’s business. 
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floor 


a ? TO FREQUENT HANDLING 
ing 
Cloth strip at binding edge multiplies 
strength of sheets many times. Resists 


NS tear of sheets at punching and the need 
trans- : of patching with eyelet reenforcements. 

her E.} § Bulk is approximately half that of sheets 
oaen, 


ime as reenforced with cloth eyelets. 


— Cloth strips are in three widths, at- 
ngage tached to sheets in staggered order to 
s and avoid bulk. Automatic machine produc- 


ibutor® tion assures uniformity and neatness. 
Sheets are of fine quality Bond Paper, 


T plain or faint ruled, in full range of sizes. 
— Special finish paper available for mime- 
ontest, | ograph work. 


S per- = 
B. ‘The ASK FOR CIRCULAR D1178 
roduc- | 
vill be™ 


>>» WILSON JONESCO. «<< 


ELIZABETH CHICAGO NEW YORK 


isiness.7 
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A MARK OF hy Gj 


A QUARTER OFA pir 4 | 


SOLD BY | 
LEADING STATIONERS 
EVERYWHERE 


RECORD STORAGE BOXES 
23 Standard Sizes 


STORAGE BINDERS 
20 Standard Stock Sizes 


Also any size made fo order 


BANKERS BOX COMPANY 
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hotds grea prromtbse fer © F LDC @ ) customers 


You don’t have to gaze into a crystal ball... nor even 
read the stars .. . we'll tell you—not all—just this 
much ... new ideas... new developments. .. new 
materials will all combine to give our customers a 
new plus to the advantage of looking to a special- 
ist for their ring binder requirements. Yes... three- 
quarters of a century of specialization continues to 


grow with every up-to-date advantage. In the mean- 





time, contact your jobber for your present needs. 


FELDCO Loose Leaf CORP. Viitisnos nee 


NEW YORK + 25 CENTRAL PARK WEST - PHONE CO-5-0282 « PACIFIC COAST - 788 MISSION ST., SAN FRANCISCO + PHONE DOUGLAS 8563 
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‘SC SNND EX SALES CORPORATION CHANGES OFFICERS 


Henry C. Schmidt, associated with the office equip- 
THEY DEMANDING =~? ment industry for the past 30 years, has announced 


Fe " ‘ his resignation from the presidency of Index Sales 
4 bnean Corporation, Chicago, a position he has held since 
the company was founded. 





Starting exactly 21 years ago with the proverbial 
“shoestring” and an idea, “Hank” has been credited 
with popularizing the celluloid-tabbed index. This 
item was an expensive novelty in those early days, 
but at present there are few concerns who do not | 
use them. 

While building a prosperous business, Mr. Schmidt * 
has found the time to enjoy life to the utmost. A | 


SAIL OTN, ES: PNT. RNR em Nee Rn 








HENRY C. SCHMIDT 





| regular visitor to the big-game country of northern 

| Canada, he is known as a skillful hunter and fisher- 
man, and for many years has enjoyed the summer 
months at his estate near Bemidji, Minn. A high 
spot in his sports career was a trip in midwinter from | 
the annual Paul Bunyan Carnival at Bemidji to 
Chicago by dogsled in 1938. This was a feat which 
attracted nationwide interest and provided him with 
more than a fair share of headaches, callouses and 
interesting yarns. 

At the annual meeting of the board of directors, } 
Mr. Schmidt was elected to the position of chairman 
of that group and will also serve as vice-president. | 
Lloyd Keenan, a “loose-leafer” for 24 years, was 
elected president and treasurer, and G. P. Koen 






















was named secretary of the Chicago company which 
specializes in volume production of celluloid-tabbed 
indexes for the stationery field and binder manu- | 





| facturers. : 
————_———__—_— ¢ 
W. A. HORNE PATENTS FILING CABINET 

A new and improved filing cabinet invented by {Stee 
& 


| William A. Horne, head of Horne Deck and Fixture | 
| Company, Atlanta, Ga., has been patented. 
| The new drawer has a _ simplified construction 
whereby the guides, used for dividing the contents 
into groups, can be placed in and removed from posi- § 
| tion easily without disturbing the rod extending from 
front to back of the drawer. The new drawer also 
- > - WHERE WASTE ACCUMULATES - . - has guides which prevents the contents from col- 





© Send for details on ALL Numbers « 


| lapsing. 
SELL FIBRCAN | The drawer provides access from the top and side, 
2 z | rather than from the top only.—WES. 
atubriidge fibrcan Ff rare ) 
APPOINT SALESMAN IN OHIO TERRITORY ree 
‘THE BASKET KNOWN TO A CONTINENT" | William J. Young, Jr., has been named a salesman® Jurn 


DISTRIBUTED BY for the Berger Manufacturing Division of Republic#Paves z 
| Steel Corporation in the Ohio territory, announced BR.” zt 
vile . 


BAINBRIDGE * KIMPTON & HAUPT, ie | W. Helms, general manager of sales. Young has just 

| returned to Berger after four years in the Army Ail® 
oe wae Forces, where he served as a captain. Before the war ware 
he was in the Detroit branch sales office selling shelv- 
ing, lockers, and office equipment.—AK. 


94 


OFFICE APPLIANCES, April, 19468 one 





906 back MOAlN 
Berger Office Equipment 


If you’re looking for a line of steel office fur- 


ERTL LI LOPE: PLD SSI ES BGLII LER 


UMNGP PRIA BOATERS 


niture built to sell, to satisfy customers and 
to build profits for you, here it is—The 
Berger Line. 


For more than 50 years, the Berger name has 
stood for attractive and efficient design, for 
sturdy steel construction, for smooth opera- 


tion and for long, money-saving life. 


And Berger Steel Office Furniture will con- 
tinue to be built to those standards. 


Right now is the time to learn about the line 





of styles, sizes and finishes now available to 
help you swing your profit curve upward. 
Write to: Berger Manufacturing Division, 
Republic Steel Corporation, Canton 5, Ohio. 


‘ 
STEEL 


% OFFICE EQUIPMENT 


Steel Filing Cabinets « Steet T e Steel Storage Cabinets pel Bckers « Steel Shelving 











ed by 
ixture 


‘ 
| 
| 
| 
| 


a ox: 


uction F 

ntents 
posi- 

r from 

r also 
col- 


i side, 


the time wh 
= bre haedotr| ™ 
’ jurnace unti 
esman Shed office food 
public Beves this modern 
ed R. r8er Plant, every step areas 
s just Be ani scture is under SS, 


; control of one’ 
y Alt vegrate oreantcaton 
te WA top quality, 


1946 | 
/ OFFICE APPLIANCES, April, 1946 








IS THE WORD FOR 


A Allen — 


R.C.Allen Business Machines 


ALLEN CALCULATORS, INCORPORATED 
678 FRONT AVE., N. W. GRAND RAPIDS 4, MICHIGAN 
Makers of World Renowned Business Machines r 
Roa 























The only company which offers the Independent Dealer a full line of 
ADDING MACHINES * CALCULATORS * BOOKKEEPING MACHINES * CASH REGISTI OF 
i 
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BEEKMAN ENLARGES ORGANIZATION 


Since the first of the year three men have been | 


added to the sales staff of the R. E. Beekman Com- 


pany, Medina, Ohio. They are George L. Young, Ar- | 
lington, Va., who joined March 1; William L. Thomas, | 
Wadsworth, Ohio, who made the connection on Jan- | 

















W. L. THOMAS 
uary 15; and A. L. Beekman, brother of R. E. Beekman, 


head of the business, who became affiliated on 
March 15. 

Mr. Young will cover Washington, D. C., Maryland, 
Virginia, Delaware and the eastern portion of Penn- 
sylvania, carrying Pickett & Eckel slide rules, R. E. 
Beekman leather goods, Service Products, Inc., office 
utilities and the G. J. Aigner lines. Prior to his new 
connection, Mr. Young spent eight years in the radio 
broadcasting business and 32 months in the United 
States Navy. He was released with the rank of lieu- 
tenant commander. 

Mr. Thomas’ territory includes Ohio, West Virginia, 
Kentucky, and Pittsburgh, Pa. He handles the same 
lines as Mr. Young plus Sun Rubber products and 
Hotchkiss staplers. His business experience has been 
in another field but it was of a character to aid dealers 
in their public contact work. 

A. L. Beekman will handle all the lines in covering 
Michigan and Indiana. He takes up his work following 
five years with Merrill’s Marauders in the China- 
Burma-India war areas, where he earned a Presi- 
dential Citation. 


~~. 


PENN-MAR-VA TRAVELERS CLUB NOTES 


The Penn-Mar-Va travelers are still talking about 
the “hoedown” party as the real highlight of the re- 
cent Third District NSA convention at the Ambassa- 
dor Hotel, Atlantic City. Praise is still pouring in for 
the committee which staged the “Barnyard Bacchan- 
alia,” namely: Edward LaGasse, Stan Woodruff, John 


Kerns, Bart McCloskey, and George Harscheid, chair- | 
man. Bart McCloskey of Eversharp, Inc., served as | 


master of ceremonies. 


- «"* 


Lt. Robert T. Henriques, son of Ralph Henriques of 


Bates Manufacturing Company, was wed to Margaret | 


M. Scheiber on March 2. 


* * 


Richmond Stationery Company, Richmond, Va., is 
undergoing some reorganization and is now under the 
active management of Marchant Wornom, vice-presi- 
dent and general manager. Lynn Tucker has left the 
firm and is now with the Southern Stamp and Sta- 
tionery Company. 

ca 7 * 

Bill Prickett of Prickett Stationery Corporation, Har- 
risonburg, Va., who has been ill since the first of the 
year, is reported on the road to recovery but will 
need to take life easy for some time. 


s. £36 


These notes are gleaned from the “Chit Chat of the 
Road,” edited by J. Kip Edwards. 
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STARTLING NEW WAY TO 
"SOUNDPROOF” YOUR 
TYPEWRITERS ||? 












Not just an 
Py ordinary felt pad, 
but a mechanical im- 
provement for every stan- 
dard make typewriter... 

four small screws are all that is required 
to fasten typewriters securely to desks or stands, 
when you fasten it the ‘‘Silent Sentry" way. Yet 
your mechanic — without removing a screw—can 
turn the machine on its back, and without removing 
the base. clean and repair inside the machinel 

Ue, 


Write today for full illustrated details. 
Certain territories still available. 


BUSINESS MACHINE PRODUCTS. inc 






Rot 


96 LIBERTY STREET @ WOrth 2.1823 @ NEW YORK 6 
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Great Names 


un 
Marking Devices 


for 


| Domestic and Export Trade 





REX 
ZEPHYR 


REPUBLIC 
PULLMAN 
MODEL 50 


Line Daters and Numberers, Die Plate 
Daters, Self-Inking Stamps, Time Stamps, 
Stamp Pads and Inks, Notary Seals, Stamp 
Racks, Stencils, Rubber Type Sets, Sign 
Markers, Brass and Fibre Checks, Corru- 
gated Box Dies, Badges, etc. 


PLACE YOUR NAME ON OUR MAILING 
LIST FOR LATEST CATALOGUES. 


CONSOLIDATED STAMP Mee. Co., INC. 


MAIN OFFICE AND EXPORT DEPT. 


15 DEY STREET, NEW YORK 7, N. Y. 


FACTORIES IN 


SPRING VALLEY, N. Y.e NORWOOD, N J.+ BRISTOL, CONN. 
CHICAGO, ILL. » PHILADELPHIA, PA. ° NEW YORK, N.Y. 
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AGENCY APPOINTMENT GIVEN INDIANA FIRM 


Strange & Company, New Albany, Ind., has been 
named exclusive Underwood Corporation sales agent 
' in the southern Indiana counties of Floyd, Clark, 
| Harrison, Perry, Orange, Martin, Washington, Law- 
| rence, Jennings, Jefferson, Jackson, Scott and Spencer. 
This firm has also received appointments as _ sub- 








DAVID W. STRANGE 


distributor for A. B. Dick Company products by the 
Lang Company, 211 W. Market St., Louisville, Ky. 
The Lang Company is the authorized A. B. Dick Com- 
pany distributor for Kentucky and southern Indiana. 
David W. Strange, who recently purchased his part- 
ner’s interest in the firm known as Strange and Kirk- 
patrick, has been in the office appliance business since 
August of 1936, starting at that time for Victor Adding 
Machine Company as Louisville, Ky., representative. 
He later worked as a traveling salesman of Mimeo- 
| grapn products for the Louisville distributor, covering 
60 counties in western Kentucky. In August of 1940, 
| he transferred to Underwood Corporation. He re- 
ceived the Underwood “All Star Club” sales recognition 
each year and as a reward was given southern Indiana 
on a sales agency basis. 


—_—__.9-= 9 
MELLINGER AND BRUNDIGE EXPAND FIRM 


B. D. Mellinger and R. W. Brundidge moved into 
| new and larger quarters for their expanding business 
early in April, locating at 37 E. Third St., Dayton 2, 
Ohio. 
The two proprietors started in the stationery and 
gift business about the time World War II began, but 
| Mr. Mellinger enlisted in the Navy and worked up to 
the rank of a full lieutenant before recently receiving 
his discharge. The business prospered, resulting in the 
decision to take new quarters. 
| The present store will be maintained and known as 
| the Paper Shop. The new store, under the name of 
Bobben’s, Inc., will be strictly a stationery and office 
| equipment business with an entirely different sales 


| force. Two men have already been hired and two more 


are being considered to bring the outside sales force 


| up to four. 


Mr. Mellinger and Mr. Brundidge are seeking addi- | 
tional office supply and equipment lines for their ex- | 


| panding business. 


So ete 5 
IN TYPEWRITER BUSINESS 52 YEARS 


A. B. Metcalf, Hermosa, Calif., is truly a veteran in 
the typewriter business, connected with it for 52 years. 
For 12 years he was with the Remington line in Indi- 
anapolis, Ind., and Atlanta, Ga., was employed for 12 
years with Underwood in India, spent 13 years with 
the L. C. Smith in Indiana and California, six years 
with Sundstrund, and the balance of the time with his 

| own business. He recalls that he and Art Ames both @ 
| worked for E. W. S. Shipman, founder of the Shipman- # 
| Ward Manufacturing Company, Chicago, back in the 
| 90’s. 
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used them say. “No” 








It’s all in the way you look at it. 
tie metal tabbed Pressboard 
Blank Guides, Indexes and Filing 
Folders are made to last. Replace- 
ment costs of ordinary types eat 
up the slight difference of original 
cost long before your customer 
will think of discarding a purchase 


in this line. 


Greater Profits Gor You 
On This Ilem..... 





Monroe, Michigan 














Show VICTORY 


LINE to your 


the ffm 
customers— 
they will thank you for in- 
troducing this strong sturdy 
case to them for years to 


come. There is a size for 
every need... for every 
business. 
















































































Give us back the good old days 
when Uncle Sam lived within his 
income and without most of ours. 




































































































































Check These Sure-Gire 
Sales GYeaturea. ... 





EXTRA HEAVY FIBRE BOARD 


Will not dry out, become brittle or tear 


SMOOTH, SOLID BOTTOMS AND TOPS 


Slides into place without effort 


WATER RESISTING OUTSIDE SURFACE 


Humid air will not phase this case oer contents 


REINFORCED INSIDE— METAL STITCHED 
22 Sizes No gummed tape. . . nothing to wear 


tO meet any 


a 


ONE JIFFY-FASTENER CLOSES IT 


storage need Legs 
Leaves case tight and dust-proof without exertion 


Tt rem: Some ORC ERED 


Sle 


Monroe, Michigan 












Two Drawer 





Card Cabinets 


Quality right in line with all See 
products—these cabinets are made from 
heavy cold rolled steel, electrically 
welded and nicely finished in green 
enamel. Several can bestacked together 
with leg bases available for all sizes. 





& 
MONROE CLE MICHIGAN 
nl 


New York 13: The Weis Mfg. Co., 54-56 Franklin St. Cuicaco 6: Associated Stationers Supply Co. 
Boston 10: Adams, Cushing & Foster, Incorporated 4 

Carpenter Paper Company : ‘ 

Omaha 8 Oklahoma City 1 Fort Worth 1 Houston 2. Kansas City 








a 


























py 


WOODSTOCK 


TYPEWRITER 
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It's so easy to picture the dealer enthus- 
iasm that will greet the new Myrtle Desks. 
[f our imagination prompts us to envisage 
YOUR STORE WINDOW with the type of 
sign illustrated above, it’s because we're 
eager to reveal the merits of our new line. 
However, we must keep a tight rein on our 
desk dreams. Necessity forces us to face 


member WOOD office 


HIGH POINT 


MYRTLE DESK COMPANY | 
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cold reality. 1946 is still fraught with acute 


scarcities and we are forced to concede | 


that our new line is not quite ready for 
trade presentation. Nothing daunted, we 
are working hard to overcome all ob- 
stacles . . . we'll see that sign in your 


window soon. 


furniture institute 


NORTH CAROLINA 


OFFICE APPLIANCES, April, 


= 


1946 














' 


( 


QO me em 


Q = + 


ite 


de | 








' 


for | 


we 
ob- 
ur 


146 


IMIR, FO 


SaPapeaRrgtee tt 





NEWS NOTES FROM OKLAHOMA 





Ernest W. Fair, Correspondent 





The Jackson Sales Agency and the Ardmore Type- 
writer Service Company have merged their office 
supply businesses under the name of the Ardmore 
Typewriter Company at 10 B St., NW, Ardmore, Okla. 


* * * 


Eber Higgins has opened his newly modernized 
Enid News and Stationery Store at 213 N. Independ- | 


ence St., Enid, Okla., with a full line of office supplies, 


books, art and gift wares, model airplane and rail- | 


road equipment and small electrical appliances. 
* * * 


The Ray Nunnery Office Supply Company at 212 


Chickasha Ave., Chickasha, Okla., is making sure its 


prospective customers know where first deliveries are | 
going. It hopes to eliminate charges of favoritism | 


in delivery by announcing in its regular advertising 


the names of firms and individuals to which machines | 


are being delivered. 
ob * * 

M. T. Hunsicker, recently discharged from the Army, 
has joined the Oklahoma Office and Bank Supply 
Company, Masonic Temple Building, Shawnee, Okla., 
in charge of Underwood repair and service. 

* * * 

Clyde Traux and Carmon L. Keeton have opened the 
Ardmore Trading Post at 201 NE A St., Ardmore, 
Okla., dealing in office supplies, sporting goods and 
Government surplus stock. 

* * * 

Carl Cockerham, veteran of three years’ Navy duty, 
has been named manager of Little’s Stationery and 
Printing Company at Duncan, Okla., succeeding John 
O. Hopper, who will remain with the firm in another 
capacity. 

PRA IAG, OS AC Rees 


COMMERCIAL CONTROLS NAMES BRANCH HEAD 


Commercial Controls Corporation recently announced 
the appointment of C. Frederick Frank as manager of 
its Baltimore, Md., branch office. Territorial sales and 
customer service headquarters have just been opened 














C. FREDERICK FRANK 


in the Old Town National Bank Building, Gay and 
Fallsway Sts., Baltimore 2. Mr. Frank has held a similar 
position in Pittsburgh for the past two years and has 
been a member of the CC organization for seven years. 

Metered mail systems, letter openers, envelope seal- 
ers, Multipost stamp affixers, letter and parcel post 
Scales are included in the present line of equipment 
offered by the company’s U. S. postal meter division. 
Products of other divisions also to be represented by 
Mr. Frank include Ticketograph pay and production 
control systems and Endorsograph all-purpose check 
endorsing machines. There are many users of these 
products in the Baltimore area, formerly served from 
the company’s Washington office. 
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| harmonize with any office 


| tical, long wearing leather- 





Posture Seating 
with 


Us 


POSTURE 
CHA/IRS 





Back support at the right place—to eliminate fatigue for 
Maximum seating comfort—office 
Greater relaxation— 


more and better work. 
workers sit correctly without effort. 
through scientifically designed form fitting seats and backs. 
These are the reasons Sturgis Posture Chairs are in increas- 
ing demand by modern offices. 








Sturgis Posture Chairs will 


color scheme. A selection 
of five colors. The finish 
is hard and durable—ap- |” 
plied in Infra-red process. 
Seats and backs are cov- 
ered with attractive, prac- 


ette—available in a se- 
lection of colors. 


The Sturgis Posture Chair 
construction is all-steel— 
uniformly bent tubing. 
Ample, well padded seats 
of rubberized curled hair 
—comfortably padded 
backrests. 





Sturgis Stenographers’ 


Mechanism is Posture Chair 


hardened steel — casters Model 876 MY 
hard rubber. ALL AD- A — — that meets - 
JUSTMENTS MADE Made ino scales of Guu 


rests and seats. 


WITHOUT THE USE OF 
TOOLS. 














BE SURE TO SELL 
THESE STURGIS FEATURES. 


THIS NAME 
IS GROWING! 


THE STURGIS POSTURE CHAIR CO. 


411 Magnolia Street ° 





Sturgis, Michigan 
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NATIONAL EXECUTIVE DESK 
No. 6612S 66” x 36” 


To every executive office this National 
Desk lends an air of distinction, of dig- 
nity and of assurance—the subtle ex- 
pressions of refinement and good taste. 


Naturally the demand for this outstand- 
ing example of National craftsmanship 
exceeds production due to the labor 
and raw material situation. With our 
still limited production, deliveries are 
definitely retarded. Your continued pa- 
tience and understanding are appre- 


ciated. 


NATIONAL DESK COMPANY 


HERKIMER, NEW YORK 
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WAR SURPLUS NO AID TO CANADIAN MARKET 


Demands for office furniture and equipment are cur- 
rently numerous and continuous in every branch sales 
office of Canada’s War Assets Corporation, but no sup- 
plies are at present available for general public dis- 
tribution, it is learned from the corporation. 

A statement from the agency disclosed that while a 
considerable amount of office furniture and machines 


| had been acquired by the Crown for use in the war 


effort, not all of this material has been reported sur- 
plus, either by military establishments or the cus- 
todians of war industrial plants. No information has 
been received as to the date when the remaining 
office equipment will reach War Assets Corporation for 
disposal. 

The supply of desks, typewriters and calculating ma- 
chines has been comparatively small to date, the cor- 
poration reports, and all office furniture so far de- 
clared surplus by the Canadian services and wartime 
industry has been distributed on priority orders to 
Federal Government departments and agencies to be 
used in the education and rehabilitation of ex-service- 
men. 

The statement explained that as office furniture 
comes into possession of the corporation, it is imme- 
diately offered to the Federal Department of Public 
Works and is then promptly requisitioned for use of 
the Department of Veterans Affairs, the Department 
of Labor for veterans’ training, the Research Council 
and other governmental organizations directly oper- 
ating in vocational training and rehabilitation. When 
business machines, such as typewriters and calculating 
machines, become available, the corporation reports 
them to the Department of the Secretary of State and 
the King’s printer arranges for distribution on a pri- 
ority basis in similar manner. 

“Whatever surplus remains after priority claims 
have been settled will reach the consumer through the 
normal wholesale and retail trade channels,” the cor- 
poration advises.—R.C. 
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Raphael Blessinger, assistant general manager of 
the Jasper Desk Company, Jasper, Ind., and Mrs. 
Blessinger are the proud parents of a daughter born 
March 16 at St. Joseph’s Infirmary in Louisville. Named 
Margaret Mary for her maternal grandmother, the 
Blessinger bundle of joy weighed seven pounds and 
eleven ounces. The desk manufacturer reports that 
since the return of wife, Sally, and the baby he 
has been experiencing the thrills and woes of a first- 
time father. 


Keith James Balch, son of Mr. and Mrs. Harry Balch, 
Quality Park Envelope Company, weighed in at seven 
pounds on Thursday, March 14, at the Evanston Hos- 
pital, Evanston, Ill. With Mrs. Balch and the new 
member of the family in Evanston and an eight year 
old daughter at home in Park Ridge, Harry was pretty 
busy for about ten days. He recovered nicely during 
the latter part of March and talks with justifiable 
pride in response to inquiries concerning his new son. 





Harry A. Shook, III, arrived on January 28 at Mercy 
Hospital, Chicago. His father, Harry A. Shook, Jr., for- 
merly salesman for The Carter’s Ink Company, is pro- 
prietor of the Newton Shop, 1207 East 63rd Street, 
Chicago, a retail stationery establishment which he 
took over the first of the year. The young man and his 
mother are progressing nicely. 


Harold Martz, superintendent of the C. L. Barkley 
and Company plant, Chicago, and Mrs. Martz are the 
proud parents of a boy, Charles, born March 13. In 
view of the manpower shortage, C. L. Barkley has al- 


| ready told Harold Martz that son Charles has a job 
| waiting in the Barkley business. 
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SPEED-O-PRINT 


¥5. are assured of quality if you choose 
Speed-O-Print duplicators and duplicating 
supplies. And that’s because they conform to 
the rigid specifications that quality stands for 
... the faithful and relentless adherence 

to this threesome: topnotch materials, 
workmanship and design. Performance 
tells... quality is as unmistakably 
Speed-O-Print as the will and ability 

to progressively serve. , 


SPEED-0-PRINT CORPORATION 
161 E. GRAND AVE., CHICAGO 11, ILL. 
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BUILD GREATER VOLUME 


by featuring the nationally known line of over 600 
modern and efficient 





BUSINESS FORMS 


When you feature the complete 
line of Business Forms, you 
cover the department needs of every type of 
business in your community. You thereby 
broaden your market potential and lay the 


ground for increased volume. 





WORLO-WIDE Business Forms are 


Atos ened 4S Par or, 


completely modern in detail, design, and 
simplicity. They help your customers to 
systematize and speed up clerical operations 
economically. They’re a steady repeat item, 


because customers regard them as standard. 


Traffic - Sales - Personnel - Purchasing « Accounting - Credif 
Production - Employment 
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Sunpry CASH RECEIPTS | 
oo__—_—_——"*— |f Name 
Conver Accounrs as FOLLOWS il | Srierbeded 


Asount 


accovst a a 


WHILE YOU WERE OUT 





ie] 


QUOTATION RECOR®,,, ____— 


CORD 
TERRITORIAL SALES RE 








i 
WORLD WIDE} Business Forms are part ot our complete line of Commercial 
Stationery for the trade only. Write for catalog and further information. 


ATTENTION, TRADE MANUFACTURERS! Consult us regarding our specialized ware- 


house facilities and complete trade coverage by energetic and experienced salesmen. 


ASSOCIATED STATIONERS SUPPLY CO. 


DISTRIBUTORS FOR MANUFACTURERS 
229 S$. JEFFERSON STREET, CHICAGO 6, ILLINOIS 
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your copy—they adhere themselves ..> 
_—and you have perfect reproduction 
copy for— 













































HOUS 
ADVERTISEMENTS + MOVIE TITLES 
BROADSIDES ° FOLDERS ° SIGNS 


ADHERES INSTANTLY 


No paste, wox oF give. Spe- 


each charactet adhere to your 
copy instantly. 


SUPERIMPOSE LETTERS 
N PHOTOGRAPHS OR 


° 
DRAWINGS alphabet, 
The crystal cleor transparent and type f 


Presto-Type 
ables you 
directly on photographs and 
illustrations. 


PERFECT ALIGNMENT 


sheet and 


B' ACK LETTERS FOR 
LIGHT BACKGROUNDS 
Opcavue, black letters for 


white of light backgrounds. 





me 6WHITE LETTERS FOR Write for 
ae 6DARK BACKGROUNDS 
White letters for vse on is apse 
block of dork backgrounds. " amaainamnaig ee | 
DIRECTIONAL 1 ARTHUR BROWN & BRO.. : 
ARROWS—too 1 67 West 44th Street 
Small, medium ond large | New York 18, N. Y- t 
‘ orrows with white outlines. 4 Send me descriptive folder on Presto-type- 5 
‘ Hos hundreds of uses! MAIL 1% Nome t 
COUPON 1 Ne \ 
1 Company ~- H 
Address 1 
] 


Cc 


67° West 44th St 


ARTHUR BROWN & BRO. 
as 67 WEST 44th STREET, 
i ee 18, N, Y. 


‘~ 
Ng, 


Ne 
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“pry THIS EASY NEW WAY; 


Just place the letters in position on Pres 
F ORGANS » CHARTS * GRAPHS ARIA TE rae 


Ne adhesive back mokes @ Snap up your reproduction copy for offset and engrav- 
ings this quick, economical 


from a large 


ace in sharp, opaque black or white that will 


reproduce perfectly. In 
cut the Presto-Type characters out of the transparent plastic 


place them in 
adhere instantly—yet can 


countless other ways to give 
low-cost reproduction COPY: 


ARTHUR BROWN & 


April, 
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way. Set your own 
selection of beautiful type faces. 


sheet of Presto-Type contains the 


and punctuation marks of one size 


headings 


preparing your copy you simply” 


position on your COPy- ey 
easily be removed for resetting. 


Convenient guide lines and : - ‘ : 
transporent backgrounds per @ Presto-Type 5 easily set in straight of curved lines, 
mit perfect and easy olign superimposed on photographs of artwork and used in 
ment of characters. . i ood d 

you g typography an 


ONLY 75¢ per sheet 
descriptive folder and type chart 
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Profitable 
Turn-Over For You! 


presto-type sells for 75¢ 
per sheet—and each cus- 
tomer will be back again 
— again for more. The 
iscuunt margin i. 
attractive. aceh are: 


Write toda 

eo y for fold 
describing centage 
and wholesale discounts. 
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show how presto-type is used and the 


_ available type faces in actual size. 


Window Display: Attractive dis- 
plays for your window to tell your 
customers that nationally adver- 


ti 
ised presto-type is on sale inside. 


Counter Display: Interesting 
point-of-sale display that sells 


your customer on the spot 








TIONAL ADVERTISING PROGRAM 


OUR CUSTOMERS 
nee: * in national publications 
: Ink, Advertising Age, Machine Design, 


neering, Advertising and Selling, etc., 
[ maprormers into your store. 
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‘SALES PROMOTION PROGRAM 


YOUR CUSTOMER 


Booklets: Colorful descriptive 


booklets imprinted with your name 





ent ee ae 


ARTHUR BROWN 
t 67 West 44th Et age 
New York 18, N. Y 


“ . 
' end me descriptive folder on presto-type and com- ff 


lete i i 
' Pp information on attractive wholesale discounts | 





Name | 
' Com ‘ 
\ PANY  scrcseceorserscsrseverecserereeerenssserneensnrsnsnenanensnnensats ! 
i Address ......:.-s0eeeee 
Hlomciemeaecrsr sc { 
emg _— - ‘ cocopitadaneing SIBIC 2000-2 scrreasecee0 


=e ae os an enes ewes ane af 


109 








{|New Indiana Chair Co.] 





Value-Full Office Chairs 
Assure the Re-Order 


| New Indiana Office Chairs back up your claims in service. | 
They give more comfort, look better and live longer. Just | 
now, office chairs are much sought after and almost any 
chairs can be sold. B U T — now is the time to establish a 
standard and build a quality reputation for the selling 
market soon to come. Plot your course and set your sales | 
on the basis of those good New Indiana Office Chairs. 


TN ew Indiana Chair Col 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 


INDIANA 








JASPER, 
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GUEST BOOK 
(Continued from page 37) 


area. Mr Beckwith was completing an extensive 
trip which took him to some of the largest cities in the 
Middle West. His appearance before Chicago type- 
writer dealers as part of his program provided a high 
point of interest in recent affairs of the local group. 
Mr. McDonough, known as Larry by hundreds of deal- 
ers, has a remarkable faculty for cultivating friend- 
ships. The two had a number of calls to make before 
Mr. Beckwith could wend his way back to New York. 


Dorian Brisbois, Carbon Paper Service Bureau, 
Toronto, Canada, looked in upon us early on the 
afternoon of March 21. He was on his way home from 
a vacation trip that took him to New York City, 
south along the coast and then inland to Atlanta, 
over to New Orleans, across Texas to California and 
back to Chicago. Although his journey was primarily 
for vacation purposes, he managed to call on ribbon 
and carbon businesses in most of the cities en route. 


W. R. Diehl, Jr., The Diehl Office Equipment Com- 
pany, Columbus, Ohio, called on March 21. As his 
father is easing up a bit, Bill, Jr., is “taking over” 
active management of the business. He is finding 
conditions quite different from what they were when 
he left to join the Navy early in the war. It was still 
a buyers’ market then. His Chicago visit was for 
the purpose of getting some merchandise, particularly 
office furniture. 


Lt. Sidney Buka, on terminal leave from the Army, 
was a Guest Book signer on March 22. He was taking a 
well-earned vacation after four years in the Army, 
but will soon take up active work again with the 
business his father founded, the Mutual Furniture 
Company, Denver, Colo. He looks forward to getting 
back into civilian life and hopes that production will 
soon catch up with demand so that he can start 
selling again. 


Mr. A. Chauvin, proprietor of Y. A. Chauvin, Paris, 
France, called at our offices by appointment on March 
23. He had arrived in New York 15 days earlier and 
was en route to California. He expected to return to 
Chicago about a week later and call upon manufac- 
turers in various cities east of the Mississippi River. 
Mr. Chauvin is agent for The General Fireproofing 
Company, manufacturers a type of filing system, and 
has been active in the sale of calculators and book- 
keeping and billing machines. He is president of an 
association of office appliance concerns in France, an 
organization which, among other activities, sponsors 
the Paris Business Show. He was fortunate to have his 
store intact throughout the war and to have his fac- 
tory available for quick assembly of new goods. 


Henry L. Guth, manufacturers’ representative with 
headquarters in Wescoeville, Pa., registered in the 
Guest Book by telephone on March 25. An old-timer 
especially well known in the furniture division of 
the field, Mr. Guth is an optimist who looks beyond 
the temporary gloom in today’s production picture and 
sees prosperous times not very far ahead. 


C. S. Hoit, Pacific Desk Company, Albuquerque, 
N. Mex., paid his annual visit to the offices of this 
journal April 3. In the Middle West in quest of mer- 
chandise, he reported that his mission was successful. 
Mr. Hoit’s interests are limited to office furniture. He 
operates over a wide area which extends beyond the 
borders of the state. 


John M. Lamb of KOL Manufacturing Company, 
Minneapolis, signed the Guest Book on April 3. After 
long service at sea on the “Saratoga” and other ships 
and assistant professorship in California as instructor 
in NROTC and V-12 training courses, he was on ter- 
minal leave, preparing to assume his responsibilities 
with the Minneapolis company, which manufactures 
a non-conventional type of office furniture. 

1946 
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EVERY WHE*® 


PRODUCTION GETS UNDER WAY SOON 





Dual 


IS ALWAYS A WORK OF ART 





Good friends are always welcome though they've been absent from our midst 
for some time. Your enthusiastic response to our last month's message was 
very gratifying. We thank all of you. Remember . . . MACEY FILES and 


DESKS will be on your show room floor sooner than you expect. 


Al ju Ecchi Macey pe Francie 
Sill Availabl. 


THE MACEY COMPANY 


EXECUTIVE OFFICES AND FACTORIES 


GRAND RAPIDS, MICHIGAN 


Desks—Tables—Chairs—Filing Equipment—Filing Supplies—Storage Cupboards—Wardrobes 
Library Shelving—Commercial Shelving—High Line Equipment—Safes—Sectional Bookcases 












































“Pioneers for Fifty Five Years”’ 
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"Mr. Office Supply Dealer: 
This. is Your 

















The National Safety Council makes the first general statement. 
The second statement is our own, carefully considered. 


Few, if any, of your customers have ever been asked to buy a First Aid Kit. The Opportunity Is Yours, 
This field offers vast possibilities for the Office Supply Dealer. The need is important. 


Columbia Furst Aid Kits are the Answer 
They retail at 69 cts., $1.25, $2.00, $3.75, $4.50 and $10.00 each. Regular Trade Discounts. 
Supplies in each kit are scientifically assembled and are recommended by foremost medical authorities. 


Containers are made of heavy binderboard, attractively covered in washable cloth (except the 69 ct. kit 
which comes in the form of a duffle bag). The $10.00 kit is all metal. Wall types and Shelf types. All built 


for permanency. 


We Illustrate Two Popular Numbers 


Selling. Opportunity!” | 





Columbia Contents 


Wall Kit No. 375 
| Package Sterilized Absorb- 





Contents ent Cotton, '/ oz. 
2 Packages Sterilized Absorb- 18 yds. |'' Sterile Gauze Band- 
I “4. es a Sur- Ww Columbia Kit No. 200 — 
gical Gauze. 12 Bandage Dressings for Minor 
& yds. |"' Sterile Gauze Band- Injuries. 
age. fo 5 
6 yds. 2"' Sterile Gauze Band- 6 - 2" Sterile Gauze Band 


age. 
3 3x3" Sterilized Hospital 
Plain Gauze Pads. 
| 2''x2'' Bandage Compress. 
| 3''x3'' Bandage Compress. 
| 40'' Sterile Triangular Band- 
age. 
2'/, yds. '/."" Waterproof Ad- 
hesive Plaster. 
12 Bandage Dressings for Minor 


| yd. Square Sterilized Sur- 
gical Gauze. 

| Tube Burn Ointment. 

3 3''x3"' Sterilized Hospital : 
Plain Gauze Pads (Water- © 
proof). 


2/2 yds. '/2'' Waterproof Ad- 


WhiTe CROSS 
BSOR (- eetie. | 











It a Injuries (Waterproof). hesive Plaster. 
“ae | Tube Burn Ooitment. i ; 
| Bottle Tincture Merthiolate | Tube Aromatic Spirits of f 
LIST $375 Ointment, Lilly. Ammonia. 
\ | Tube Aromatic Spirits of | Bottle Tincture Merthiolate © 
3 ‘ Ammonia. LIST $200 Ointment, Lilly. 
Your customer may need one of these kits to-morrow. You may need one today. 
Get In the Field. Embrace the Opportunity. Send In Your Order Today. 





Minimum Shipment 12 kits: 


COLUMBIA FIRST AIDERS— Division of 
COLUMBIA INDUSTRIES, INC. | 
330 S. WELLS ST. CHICAGO 6, ILL.? 
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EVERSHARP INTRODUCES NEW CA REPEATER 


In a dramatic presentation at a meeting in Chicago 
March 1, Larry Robbins, vice-president and general 
manager of Evershap, Inc., unleashed to his force of 
105 salesmen covering every section of the United 
States and Canada, the new Eversharp CA Repeater 
pen. The meeting and banquet signalized the start 
of an intensive sales and advertising campaign. 

Mr. Robbins stated that the new pen will be in the 
hands of dealers early in April. It will first be offered 





PRESENTING A NEW PEN—Larry Robbins, vice-president 

and general sales manager of Eversharp, Inc., proudly 

presents the new Eversharp CA Repeater pen to his sales 
force at a recent convention in Chicago. 


for retail consumption in limited quantities. Produc- 
tion will be stepped up during the ensuing months 
and will reach capacity by fall. 

The sales manager declared that the ten cardinal 
points of the new pen will be the claims that it is 
the world’s smoothest writing pen; rolls the ink on 
dry and is self-blotting; writes for six months to three 
years without refilling; reloads cleanly by a cartridge 
change, possible in only 15 seconds; writes in any 
color by merely changing the cartridge; can’t leak at 
any altitude; user can’t even shake the ink out; writes 
on any material such as paper, linen and textile; 
writes dry when submerged under water, and makes 
six to eight carbon copies at one time. 

“The new pen will find innumerable new outlets 
such as laundries and other commercial groups,” said 
Mr. Robbins. “Corporations will use it in place of the 
ordinary pen and pencil.” 

Two models will be manufactured. One will be made 
of pyrolin, with gold-filled cap, and retailing at $15. 
Later in the year a 14-karat gold-filled retractable 
pen will be available for sale at $25. Cartridges will be 
available in blue-black, red, green and violet and other 
colors will be added later. 

It is explained that CA stands for “capillary at- 
traction.” 


_——— =O 


MONROE TAKES LEASE AT FORT WAYNE, IND. 


The Monroe Calculating Machine Company, Inc., has 
taken a five-year lease on a first-floor storeroom at 
818 S. Clinton St., Fort Wayne, Ind., a move which 
will double the present floor space. 

The new location, 28x55 feet in area, will be 
occupied in April, announced Clarence E. Rossell, 
branch manager who has been in business in Fort 
Wayne for the past 20 years. 

A new full-height plate glass window is being in- 
Stalled in the front of the storeroom and extensive 
redecorating of the interior will be done. The build- 
ing is owned by R. L. Clem and Ray Oxley, the latter 
_ the owner of the Oxley Typewriter Company. 
—A. K. 
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GENTLE AS A KITTEN 


for fountain pens... 





Zz ; ty og e aS 
A LION for sales! 


Big four-color advertisements in lead- 
ing national magazines and week-end 
papers are booming sales for Carter’s 
Fountain Pen Ink! 

Washable Blue: Carter’s Ink is quick drying, non- 
for children, hospitals, ete. Corrosive—safe for every pen. Comes 

2 OTe in 9 brilliant shades for every use. 

i Feature the 15¢ Oval bottles for 
bigger sales! And be sure to carry 
Carter’s Cube Bottles— America’s 
most popular 10¢ inks! 









2 S Carter Iwx 
Hunting Red: 
for contrast and ledgers For office use: Carter's Fountain Pen 


Inks in gallons, quarts, pints, 25¢ execu- 
tive size! 








Forest Green: 
it’s easy on the eyes 





Beaver Brown: Raven Black: 
handsome, distinguished another fine washable ink’ 





American Blue: 
best-seller everywhere 





Midnight Blue-Black: 


all purpose favorite 





Midnight Black: 
Tulip Purple: shown in popular 10¢ size 
adds to personal letters 


Carters AGuad Ink 


starts tast- dies test- helps pers last 
THE CARTER'S INK COMPANY, BOSTON, MASS. 
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DON‘T LET AN 
OUTMODED INDEX 
STRANGLE YOUR 
BUSINESS 


al 


oe 





Is YOUR SYSTEM “DATED” 
1941---- or 1946 


Topay's filing requirements in 
the offices of your customers may be far 
different than those which existed when 
their present filing systems were in- 
stalled. Check the filing methods used 
by the firms you serve... tell them about 
Alpha-Merical and other Wabash Sys- 
tems. You can help them and increase 
your sales. 





114 





| ROYAL OFFICIAL PRESENTED WITH GOLD WATCH 


Maxwell V. Miller vice-president in charge of sales, 
Royal ‘fypewriter Company, Inc., was recently hon- 
ored with the presentation of a twenty-fifth year 
commemorative gold watch. The presentation was 

















MAXWELL V. MILLER 


made by Arthur E. Davis, treasurer, on behalf of 
President E. C. Faustmann, in a ceremony attended 
by the personnel of Royal’s New York executive offices. 

Following the initial tribute, H. C. Draper, manager 
of sales policy and research, presented Mr. Miller 
with a combination desk clock, thermometer and 
barometer, a gift from executive office department 
heads. 

Mr. Miller joined Royal as a junior salesman. Rapidly 
promoted through the years, he has served in his 
present capacity since 1937. 

ee Ee nae 
NORLEY COMPANY TAKES NEW QUARTERS 

The Norley Company, a business that was originated 
about ten years ago at 271 Franklin St., Boston, Mass., 
was recently re-established in attractive quarters at 
260 Washington St., in the heart of the publishing 
and financial districts of Boston. 

Stanley Werksman and Ben Books are co-owners 
of the firm. Mr. Books has just returned from mili- 
tary service after four years in the Philippines and 
New Guinea. He was discharged recently with the 
rank of staff sergeant. 

In addition to a full line of office supplies and 
sundries, the company is featuring Corry-Jamestown 
metal furniture and the National Desk Company 
line in wooden furniture, and Mr. Werksman said 
that it is planned to handle all the “big name” 
writing machines, both standard and portable models, 
as soon as they are available. He is interested in hear- 
ing from manufacturers of high-grade office equip- 
ment who desire exclusive representation of their spe- 
cialties in Boston. 

Al Utall, who was formerly with Samuel Narcus in 
Boston and previous to that with Brewer’s in New 
York City, has affiliated with the new Norley establish- 
ment. He is a graduate of the Irving-Pitt School of 
Filing, and has had many years experience in the 
planning and installation of mercantile and indus- 
trial filing systems. 


OO 


G. J. LAUBHAN OPENS OFFICE SUPPLY FIRM 


Recently discharged from military service after five 
years in the Army Air Forces, George J. Laubhan is 
entering the office supply and stationery business with 
his father-in-law, H. W. Boynton, at Hobbs, N. Mex. 
The latter has been in the printing and office sup- 
ply business for the last 30 years but has concentrated 
mostly on the printing. 

The office supply end of the business has been 
turned over to Mr. Laubhan, who plans to open a new 
store next to the present location of the Boynton 
Printing Company. 
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I’m just passin’ by this store, and I see the Boss is 
hoppin’ mad—so I barge in. I sez to him. “Someone 
rubbin’ your fur the wrong way?” 


“Just customers,” he snarls. ““Customers with long com- 
plaints and short tempers. Got any ideas?” 


“That’s easy, Boss,” I soothe. ““Your store needs an 
item like SPEED’s Swingline Team of No. 4 Stapler 
and precision-made Staples — no complaints, 





no returns! 
“Customers can load that No. 4 Stapler as fast as chain 
of lightning, and it does a perfect stapling-job—no 
ded clogging or jamming . . . and those clean-penetrating 
ces. No. 4 Staples are made 100% RouND and uniform— 
ger no excess glue to gum things up. Together, they’re a \ 
iller stapling-team that builds customer goodwill. They’re ~ \. 
oan a swell profit-item, too, with a generous mark up.” ai, 
L . - ~ 
“Thanks,” grins the Boss. ‘“That’s just what I need— 
idly plenty of SPEED!” 
his 
SPEED PRODUCTS COMPANY, INC., Long Island City 1, N. Y. 
ALL SPEED PRODUCTS SOLD THROUGH DEALERS ONLY 
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WORLD'S SPEEDIEST STAPLING TEAM 
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@ Well, for one thing, A-S-E is another sure-fire “hit” with 
thousands across the country—a trade-mark which identifies a 


good-looking, quality line of files—All-Steel-Equip’s Aurora files. 


Just check the following utility features, customer-satisfaction 
features, profit features: smooth-action drawers . . . improved 
locking mechanism... rugged heavyweight steel construction 

. trouble-free follower and extra filing capacity—actually 


26% inches of clear filing space. 


There are many good reasons why you, too, 


can always rely on A-S-E. Let us give you more 
We also manufacture 
a complete line of steel 
storage and wardrobe 
cabinets. Write today 
for full information. 


information—write today. 





ALL-STEEL-EQUIP COMPANY, INC. 


600 Cleveland Avenue, Aurora, Illinois 
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Here are all of the answers to your customer’s 
requirements for stenographers’ chairs. Their 
smart styling will contribute to the appear- 
ance of any office. Their all-day working 


comfort means all day working efficiency. 







Start your new standardization program 
now. These Gunlocke chairs will help you 
establish a repeat business that brings in 
repeat profits. They will prove that it pays 


4 


to be a Gunlocke Dealer. 





1] THE 572 All wood chair. Attractive, 
comfortable and economical. 


2 THE 588P ‘The most popular stenogra- 
pher’s chair ever offered. 


3 THE 682USB The last word in modern design 
and efficient working comfort. 








. H. GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 
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PORTABLE 
ADDING 
MACHINE 











SIMPLE AS 


DIALING A,PHONE! Only a 1225 
.. SUBTRACTS, TOO COMPLETE 


Strihed out Doubt... Lightens Work 


. . AND IT'S AS MUCH 
AT HOME 

IN THE OFFICE 

AS IT IS 
BUSINESS-LIKE 

ON THE DESK 


“st AT HOME 


Are You" Cashing In”? 


THE LIGHTNING FLASHES 
QUICK PROFITS . . . SUBSTANTIAL PROFITS 


it is intensely live merchandise. Business-like in 
appearance; obviously durable; strikingly efficient; 
genuinely portable—all this, plus vivid price-appeal! 








* * * 

Precision-built of enduring metals, it measures 14x4!/, 
inches on its handsome plastic desk-base which was 
designed to hold the Lightning at the right angle for 
truly comfortable desk work. Yet it lifts out of its base 
and readily slips into a brief case, or lays handily across 


a sheet of figures. 


S P E E D—E§XCEPTIONAL 
ACCURAC Y—AaAvUTomATIC 
VISIBILIT Y—perFect 


In fact, the clean dial arrangement, with clear numbers 
scientifically placed and sharply etched, insures correct 
listings and speedy dialing. Accuracy is automatic, with 
cumulative results appearing instantly in the ‘Answer 
Windows" up at the top, out in the clear, for quick 
observation. 


* * * 


THERE’S YOUR CLUE!—to the Lightning’s popular 
demand, and profit to dealers. . . . Immediately 
available in compact express shipments of 6 and 12. 
Also distributed by Shipman-Ward Mfg. Co., 325 N. 
Wells St., Chicago. 


@ INVESTIGATE THE PROFITS 
... Write Airmail To — 


Fc LiGHTNING ADDING MACHINE CO. 


543 SO. SPRING ST., DEPT. A 
LOS ANGELES 13, CALIFORNIA 
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GLOBE-WERNICKE USES NEW DISPLAY CARTON 


The Globe-Wernicke Co.’s new display carton con- 
taining 20 handy-size boxes of strip-type celluloid 


| U-MAK-A tabs now is ready for dealers, the Cincin- 


nati, Ohio, company recently announced. 
Each of the 20 boxes in the new carton contains 
five glassine envelopes which hold two six-inch lengths 





GLOBE-WERNICKE U-MAK-A TAB DISPLAY 


of the strip type U-MAK-A tabs, both of the same 
color. The total carton contents amount to 100 feet 
of tabs, all of the same color or seven assorted colors— 
green, blue, pink, red, orange, yellow, and clear cellu- 
loid. 

The company stresses that the advantage of the new 
display carton for the dealer use is the facilitation of 
handling on shelves, counters and in window decora- 
tion. The distinctive carton is easily located on stock 
shelves and easily checked in inventory. 


a 


JACK ELLIS TRANSFERRED BY F. S. WEBSTER 


Jack Ellis, who returned last spring from tour of 
duty in the Marine Corps, has been recently trans- 
ferred from his old Midwest territory, which he cov- 
ered for the F. S. Webster Company, to the Northwest 














JACK ELLIS 


Pacific territory made vacant by the retirement of 
Joe Finn. For 25 years, Mr. Finn had traveled that 
district. Mr. Ellis is a former president of the Midwest 
Travelers Club. He and Mrs. Ellis are now happily 
located in a new home recently purchased in Lake 
Grove, Ore., a suburb of Portland. 

1946 
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Another new Smead item—A new “Household File’’— every 
family a prospect. The file is 10x 12” in size with an expansion 
capacity of 235%”’. It contains 12 alphabetical partitions, and 
15 special printed partitions for dividing receipts and disburse- 
ments for Income Tax purposes —is constructed of genuine tan 
Smeadfibre, embossed in leather finish. 

¢ al WRITE TODAY FOR PRICES—IMMEDIATE SHIPMENT FROM STOCK 


that 


vay THE d 
ake MEU MANUFACTURING CO., INC. 
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Smead’s new Household File answers a 
specific need in both the city and farm 
home. 

It is compact and takes little space on a 
shelf or in a drawer. The printed parti- 
tions make it easy to divide correspond- 
ence, canceled checks, receipts, and dis- 
bursements. 

It has a special partition for filing depre- 
ciation schedules on machinery, build- 
ings, etc. 

The best time for Mrs. Housewife to file 
a receipted bill is at the very moment 
when it is presented and paid. Mr. 
Householder can properly allocate and 
file his canceled checks at the end of 
each month—when the transaction is 
still fresh in his mind. 











Remember—Figures mean 
nothing until proven by an 
invoice, statement or corre- 
spondence. 


People making out their own 
income tax or those who em- 
ploy an income tax auditor, 
find the job is done much easier, and 
hours of wonder and worry are elimi- 
nated — by using a Smead Household 
File. 


It has been "HOME TESTED”’ 


“EVERY FAMILY A PROSPECT” 


THE Sot MANUFACTURING CO., INC., HASTINGS, MINN. 
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ALWAYS... A FULL MEASURE OF VALUE! 


Have you ever noticed that satisfied expression 
on the face of the cigar smoker when he lights 
up his favorite brand. What a world of pleasure 
his money has bought. A full measure of value 

. . of course! Getting a full measure of value 
for one's dollar is always important . . . particu- 
larly so today. Dealers and ultimate users of 


JASPER OFFICE 


JASPER, 


JACKSON DESKS need have no worry on this 
score. Even in the face of material and labor 
scarcities we've held true to this ideal and we 
shall continue to do so. It's a satisfaction to us 
as it must be to our dealers to know that every 
JACKSON DESK built and sold represents "A 


Full Measure of Value." 


FURNITURE CO. 


INDIANA 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 


REPRESENTATIVES 
James H. Davison, Route 1, Box 120, Los Gatos, Cal. 
Marion V. Follin, 220 Fairbanks Road, Riverside, Ill. 
George B. Wray, 130 W. 42nd St., Room 819, New York 
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Howard Maley, 115 Tarbell Ave., Bedford, Ohio 

L. H. McDaniel, 1414 West Tucker St., Ft. Worth, Tex. 
Charles L. Pettibone, Bedford, Ohio 

Ralph A. Bender, 813 Bona Allen Bidg., Atianta, Ga. 
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HERRING-HALL-MARVIN 


yb. WHO ATTRA 


SAFES FOR HOME 


They Give Your Customers the Ultimate A N D 0 i i C E 


in Convenient Protection for Bonds, ARE NATIONAL 


Jewels, Legal Papers, Silverware and 


Countless Other Valuables BEST-SELLERS 


@ HHM “Hamilton” Safes carry both the 
Underwriters’ and the SMNA 1-Hr. 
Label. 


@ Combination lock with re-locking de- 

vice. 

@® Lock protected by drill-proof plate. 

@ Fabricated steel with fire-resistant in- | 


sulation. 


@ Additional locker inside. ee | 





























| 


@ One-piece construction—no seams. 





@ Handsome Air-Engraved Two-tone 
Brown finish. 


@ illustrated safe is 222 x19%xl6\%. 


| 
| 
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HERRING-HALL-MARVIN 


Introduces Improvements 
Never Before Achieved in 
Wheel-File Construction 
and Operation 


The new Herring-Hall-Marvin Rotary Record File is ROTARY RECORO 


years ahead of any wheel file you've ever seen. ee ee ee pee ae 
Uses any standard filing card. No punching re- 


quired. Just lift your cards from your present cum- ‘ 
bersome file and place them on the wheel. The \ 
wheel has no brake. The exclusive design holds | 


every card in perfect position at any angle of the 
wheel! Capacity, 2000 cards! 100% visibility at 
the touch of your finger. World's fastest equipment 


WYO 






for systematic record-finding and filing. 


ROTARY FILE DESK TRAY permits you to lift an entire segment 
of cards from the wheel at one time—and transfer them to your 
desk or another office—without trouble or delay of any kind! 
Speeds up entries. Speeds up audits. Multiplies the efficiency 
of your filing-card system. 





General Offices 


HERRING-HALL-MARVIN SAFE GO, isi#38/3 


a 

In New York, Chicago, Boston, Washington, 
Manufacturers of Bank Vault Equipment - Bonk Counters - Tellers’ Buses and St. Louis, Atlanta, Houston, Philadelphia, 
Lockers - Safe Deposit Boxes - Night Depositories - Bank and Office Sofes Los Angeles, Detroit, Pittsburgh 


BUILDERS OF THE UNITED STATES SILVER STORAGE VAULTS AT WEST POINT OTHER AGENCIES ALL OVER THE WORLD 
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MEETINGS—CONVENTIONS—DINNERS 


(Continued from page 64) 
writer Company, portable division; D. M. Winick, 
Singer Typewriter Company; Elmer Nichols, Daniels 
Typewriter Company, Muskegon, Mich.; and William 
Schulhof, Office Publications, who was accompanied 
by his son. 

The president then announced the death of Jules 
Schlossberg, Bonded Typewriter Company, and Elson 
Cash Register Company, who died late in January at 
the age of 48 years. The secretary was instructed to 
send a letter of sympathy to his widow. All stood for 
a moment of silence in respect to his memory. 

Paul Gross, Mailers Service & Equipment Company, 
chairman of the membership committee, when called 


upon, reported the addition of five new members. They | 
are Hempstead Typewriter Exchange, Hempstead, L. | 
I.; United Dictating Machine Company, Newark, N. J.; | 
Charles Osner, New York, N. Y., LoRe Office Equip- | 


ment Company, New York, N. Y., and the Eastern 
Typewriter Company, New York, making a grand total 
of 188 members, just 12 members short of the goal 
of 200 members, which the association expects to 
reach in the very near future. 


George Purvin, Superior Typewriter Company, New | 


York, N. Y., chairman of the entertainment committee, 


reported that plans are progressing for the annual | 


banquet to be held next October. He also reported that | 


plans are nearing completion for their annual social 
dinner meeting given by the association to its mem- 


bers and their wives. This year it will be held on May | 


14 in honor of James T. Lafferty, Underwood Corpora- 
tion. 

Arthur R. Taylor, Globe Typewriter & Adding Ma- 
chine Company, Inc., New York, N. Y., chairman of 
the employment committee, announced that he could 
supply three mechanics and eight veterans to anyone 
who needed help. 

President Ritchie then announced that the balance 
of the evening would be devoted to an open forum. At 
his request, Charles F. Krause, counsel, took the chair 
to conduct the forum. Some of the topics discussed 
were redistribution of Government surplus property, 
trade relations and various price regulations. Mr. 
Krause was kept busy for the balance of the evening, 
giving advice and answering many questions from the 
floor. At the close of the forum he took occasion to 
compliment and thank the group for the interest they 
displayed. 

Oe 


CHICAGO STATIONERS ELECT OFFICERS 


The Chicago Stationers Group at a recent meeting 
elected Monroe Ioas of Monroe Office Supply Com- 
pany as president for the current year. Other offi- 
cers chosen are H. J. Funk, Faithorn Chicago Station- 
ers, Inc., vice-president; P. Orofino, Arrow Office Sup- 
ply, treasurer; and Harold Rossuck, Better Office Sup- 
ply Company, secretary. 


2 


BOSTON STATIONERS RE-ELECT COURTNEY BIRD 
More than 100 members and guests of the Boston 


Stationers Association were present for the annual | 


meeting at the Hotel Vendome on February 18, at 
which a unanimous ballot was cast for the re-election 
of the popular president, Courtney Bird, of M. T. 
Bird & Company, Boston. 





The entire slate, as proposed by the nominating 
committee, was unanimously accepted after it was | 


read by Al Rebhan, Blake & Rebhan Company, Boston. 
Serving with Mr. Bird for the ensuing year are 
Walter Trites, L. E. Muran Company, first vice-presi- 


dent; Ray Fletcher, National Blank Book Company, | 


second vice-president; Court Worth, Esterbrook Pen 
Company, third vice-president; Charles P. Anderson, 
Thomas Groom & Company, secretary-treasurer. 
Executive committee members are Omar Johnson, 
Thomas Groom & Company; Jack West, Ward’s; 
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Quick 


Cash 
Contro/ 


AND YOU CAN 
HAVE IT WITH THE 


INDIANA 
(pees 


CASH REGISTE 





A most efficient, low-cost method of Cash Con- 
trol—a complete record of every transaction, sim- 
plified for easy bookkeeping. Records safely 
guarded until removed for posting at home or 
office. 


Very practical for small business—service stations, 
garages, beauty parlors, stores of all types, restau- 
rants, and for counter work in distributor and sales 
outlets. 


SELL THESE FEATURES 


Four models meet all requirements. Smooth oper- 
ating drawers that open with a clear warning signal, 
and close with ease. Hi-grade disc tumbler locks. 
Finished in hand polished black lacquer that defies 
years of usage. Made of Indiana hard maple and 
Indiana white oak. Paper rolls in 6 standard column 
rulings, ranging from 5 to 15 columns—2 widths 
6!/," and 9!/,"—a size to fill the need of each 
individual business. 


Sell Indiana for Profits and Good Will 


“CASH co. 


DRAWER 
An 





SHELBYVILLE, INDIANA 
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| Harry Ozoff, Federal Stationery Company; Gertrude 
| Nelson Eckman, L. E. Muran Company; E. P. Johnson, 
| Towhill Company; Wilbur Colby, Blake & RKebhan 

Company; Arthur King, Ward’s, auditor; and Harry 

Chandler, Adams, Cushing & Foster, historian. Serv- 
| ing on the membership committee are Charles Crow- 
ley, Adams, Cushing & Foster; Al Coelln, Wilson 
Jones Co.; and Rosco Todd, Thorp & Martin Company. 

The various annual reports were read and approved. 
The membership report, indicating addition of 177 
members and an average attendance of 187 at the 
meetings, received especially loud acclaim. A letter 
from Rose Cushman, acting general manager of the 
NSA, was read, informing the association of the 
monetary bequest by Charles P. Garvin. President 
Bird announced the appointment of Paul E. Burbank 
as the new general manager and secretary of the NSA. 

The president then introduced those at the head 
table, including the past presidents: James T. Tow- 
hill, James T. Towhill Company, Boston, 1925-27; 
D. L. MacDonald, MacDonald Company, Lynn, Mass., 
1941-43; James R. Cowan, Thorp & Martin Company, 
Boston, 1932-34; George W. Pratt, Thomas Groom & 
Company, Boston, 1930-32; and George R. Hayes, 
Thomas Groom & Company, Boston, 1939-41. 

Mr. Hayes introduced Dean Sutcliff of Boston Uni- 
versity, who spoke on “America Looks to the Future.” — 

“Never was there a time when 140 million Americans — 
wanted so much and could buy so little. We have 
all the requisites for prosperity, so what is the 
trouble?,” he asked. The dean blamed “very little 
co-operation between Government, management and 
labor,” continuing: 

“Government threw the economy out of balance 
by relinquishing controls over wages and raw ma- 
terials and maintaining the controls over prices. 
Government gives indication of thinking of labor as 
the 15 million organized workers, instead of the 140 
million Americans. Prices have been fixed to limit 
profits instead of being fixed to curb inflation. Labor 
laws under which we are now operating were passed 
when there was a shortage of jobs and a superfluity 
of labor. Unemployment compensation should be 
changed to make it necessary for people to get a job 
instead of staying at home and living on Government 
pounty. 

“Management, too, must shoulder a part of the | 
blame. During the war, business didn’t worry about : 
costs. Management upgraded labor to the point where 











There's never been a time in Amer- management and labor were unconsciously in cahoots 
. . ° against the public. Management must now include 
ican history when good constructive another main division to their operations, namely, 


human relations. 


business thinking has been so essen- 
“Labor, too, has much to learn. It must learn to 








tial. A period of economic read- produce more and must be assured that in so doing 
sia foll d compensation will rise. Incentive wages are a neces- 
justment tollows every war produc- sity and “feather-bedding” must be eliminated. 


“Let us stop the strife between Government, man- 


ing the necessity for careful plannin 
9 Y P g agement and labor and then we can have the things 


and decisive action. The overwhelm- | we need at the prices we can afford, and Government 
P ae : . can once again be for the entire population of 
ing majority of business executives America.” 

—————1 = -- _——— 


spend long hours at their desks. With 
desk work so voluminous today, it's 
only natural that Jasper 
Desks should be so highly re- 
garded by their owners. 


NSA EASTERN MANUFACTURERS MEET 


Responding to the call of H. B. Van Dorn of the 
Joseph Dixon Crucible Company, vice-president of the 
manufacturers division, National Stationers Associa- 
tion, a representative group of manufacturers assem- 
bled at the Hotel Biltmore in New York City for 
| luncheon on March 5. 

Chairman Van Dorn paid a very intimate and ap- 
propriate tribute to the memory of Charles P. Garvin, 


| formerly general manager of NSA. In so doing, he 
THE JASPER DESK COMPANY traced the progress of the association from its early 
days, pointing out how the genius and organizing — 








JASPER, INDIANA abilities of Mr. Garvin developed the scope, character 
and membership to the point where it was highly 
WOOD OFFICE FURNITURE INSTITUTE ‘ representative of the entire industry. Mr. Van Dorn re- 
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The concealed 
safe unit is 
an Invincible 
EXCLUSIVE! 








THERE'S a new “lift” to file sales and profits. Value- 
wise office appliance dealers won't have to be 
told of the greater potential market for an “exclu- 


sive’ feature file like Invincible's. The picture tells 





the story. The concealed safe unit is a great mar- 
ket opener. It is outstanding for executive office 


and for home use. File Headquarters reports it as 





“something different’’—with a proved profit flare. 


INVINCIBLE METAL FURNITURE COMPANY a —" 


MANITOWOC, WISCONSIN 
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ARK BRAND MANILA FOLDERS are 
again available in three weights 
and are the finest quality the mill 


= has ever produced. 








Imperial 


EI 
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Pall 


Dy Tpabeletshu-LOl lol biaimelel-fera-lohe 


Yo MoM slehatesshiialel-Mel-)sslohslo Mio) y 
IMPERIAL Filing Supplies. 
Their refinements* cost no 


more. Send for new price 
tT) ae \ [ome toy ae 


*Under-tabbed—Round Cornered. 


Foun ea ST PARR (i 2 €. 
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minded his listeners that the National Stationers Asso- 
ciation was unique among associations in that it in- 
cluded manufacturers, salesmen and _ distributors. 
(He modestly refrained from mentioning the fact 
that it was a Dixon man, Sam Mayer, then Chicago 
manager, who supplied the idea of including manufac- 
turers to Evan Johnson, former editor and now con- 
tributing editor of OrricE APPLIANCES, whose efforts 
were such an important factor in the formation of 
NSA). The chairman expressed the thought of the 
group when he said, “We feel we have lost a real 
friend.” He urged united efforts to make the Associa- 
tion a strong and lasting monument to Charles P. 
Garvin. 

Mr. Van Dorn then informed his listeners of the 
passing of another old friend, Louis Tower, who was 
one of the founders of Tower Brothers Manufacturing 
Company, of New York City. 

In memory of the two departed friends, the group 
stood a minute with bowed heads. 


Discuss Future Setup of NSA 


The question of future operation of NSA was then 

injected, which the chairman met with an explanation 
of the present setup and of hopes and plans for the 
future. 
*R. A. Jonas, Jr., Oxford Filing Supply Company, 
vice-president of sales managers division, NSA, was 
presented with the gavel to lead a discussion on sales- 
man’s reports, post-war sales territories and procedures 
for training new salesmen. These subjects were dis- 
cussed primarily by Leo Downey, Boorum & Pease 
Company, Harold Graves, Wilson Jones Co., and 
Charles E. Reynell, Oxford Filing Supply Company, 
aided and abetted by round-table discussion. 

Mr. Jonas reminded his audience that the day ap- 
proaches for serious and determined thought again to 
selling and sales management. He recognized that 
when emphasis is on production, as it has been for 
the past few years, it is difficult to project plans into 
the future. He voiced belief that now is the time to do 
just that. 

The three gentlemen aforementioned were asked to 
give the group the benefit of their experience on “What 
are the best kinds of salesmen’s reports?” It was quite 
obvious that modern sales management, at least in our 
field, believes in reducing the salesmen’s reports to the 
bare minimum and is very much more concerned with 
the company’s reports to the salesmen. The three men 
represented divergent ideas of what salesmen’s reports 
ought to be, ranged from no regular reports to detailed 
reports on customers including the intermediate of 
simple monthly reports. 


Not Definite on Sales Territories 


To the question, “Should post-war sales territories be 
revised?,” the three men had no set ideas, inasmuch 
as conditions are now so upset and the future so 
obscure as to make a definite opinion valueless. The 
remarks proved once again that while new blood must 
necessarily be injected into all sales organizations con- 
tinuously, salesmen in our field are not going to be 
Subjected to much territorial revision. Where new 
products have been added, producing new sales prob- 
lems, adjustments will be required in some places. 

“Suggestions for procedures in training new sales- 
men,” the next subject discussed by speakers Downey, 
Graves and Reynell, and joined by several others, 
Showed divergent ideas, largely as a result of experi- 
ence, but all followed somewhat the same pattern. It 
appears obvious that preference is given the plan of 
training men within the organization whenever pos- 
Sible, and all agreed that salesmen trained by the 
house for whom they sell are likely to be the most 
Productive salesmen. It was also suggested that 
younger salesmen travel with older salesmen to learn 
from example. All stressed the need for intimate 
knowledge of the house as well as intimate knowledge 
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We Copy-RIGHT : 

(front-vision, line-by-line) 

COPYHOLDERS 

Yts, MR. DEALER, American business employs about 

6 million Office Typists. Not all are your prospects, 

of course. Many are already supplied with Copy- 

RIGHT Copyholders. But at least 2 MILLION need 
and will eventually buy Copy-RIGHTs. 


Tie in your sales plans with our publication and 
mail advertising. It means substantial PROFITS to 


. steady demand . . . repeat business. Single 
trial sales frequently lead to 
purchases for entire typing 
staffs! 
a 
MORE AND MORE 
DEALERS EVERY MONTH 


are stocking and selling 
Copy-RIGHTs as a regular 
item. If you haven't started 
yet, get at least one sample 
and literature with wholesale 
data. 


you.. 





What Copy-RIGHT does 
for your Customers: 


Saves Eyes, Effort, Errors 
and up to 50% in typing 
time by holding notes 
and copy-work straight 
ahead at shorter reading 
distance . . . thus im- 
proving visibility, posture, 
accuracy, speed. Auto- 
matically points out right 


line, holds place. 











Six Models hold papers up to 12", 16", 20", 


25", 30", 36" wide. 
ae <tr 205+ + = — =, — a 


MAIL COUPON NOW! 


Dept. D 


Ss IG eee 


53 Park Place, New York 7, N.Y., U.S.A. 


) Send literature and prices. 
[) Ship a Copy-RIGHT (Stock-Sample) on regular terms. 


SOG si, Cotctecsncs secvaiicgpspulbteted ae 
(Attach letter head please) 











“Ott ABILITY 


FINEST CUSTOM QUALITY 





We suggest and encourage COMPARISON as the surest way 
to determine the superiority of MIDCO the Perfectlite fluores- 
cent portable desk lamps. 


It is not too difficult to compare and to judge MIDCO’S 
superiority of design for both utility and appearance, as well as 
the careful and expert workmanship employed in the final as- 
sembly of every unit. These are things that are understood and 
can be seen at a glance. 

However, as a manufacturer of lighting equipment, it is our 
opinion that the most important VALUE, and certainly the most 
important requisite to the user, is the ability of a desk lamp to 
produce adequate and properly controlled supplemental light 
necessary for “comfortable seeing”. 

Here, then, is the real basis for comparison of desk lamps, 
and to assist you and your customers in making comparisons of 
the lighting efficiency of MIDCO with others, we are illustrating 
below the measured output of evenly distributed light obtained 
from MIDCO’s exclusive principle of dual reflectors for light 
control, using one 15 watt fluorescent tube. 

A comparison of MIDCO’s efficient light output with other 
similar types of portable lamps designed for either one or two 
tubes, when made with any standard light meter. will disclose 
MIDCO’s superiority as a unit of light. 


120 FC’ 
80 FC 


re: 
30” WORKING AREA 
ead Set 
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pe 
Study this photograph illustrating MIDCO’s efficient distribu- 
tion of the fluorescent quality rays over a large working area. 
Note the uniformly higher intensities obtained in the actual 
working zone. 


DESCRIPTIVE LITERATURE ON REQUEST 


MIDWEST NATURLITE COMPANY 


228 West Kinzie St. Chicago 10, Illinois 
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of the goods to be sold, and it was conceded that the 
best way to impart that knowledge to salesmen was 
over a period of years in which likely men worked up 
through the organization. 








BECKWITH OF ROYAL ADDRESSES CHICAGO 
OFFICE MACHINE DEALERS ASSOCIATION 
Over 100 were present when Presi- 

dent Jack Weiner, Belmont Typewriter 

Service, called to order the monthly 

meeting of the Chicago Office Ma- 

chine Dealers in the Maryland Hotel 
on Tuesday evening, March 12. A large number of those 
in attendance were out-of-towners—members of the 

Milwaukee, Illinois and Indiana Office Machine Deal- 

ers Associations. 

Vincent Gottschalk, a popular entertainer recently 
returned from a long series of engagements at USO 





W. H. BECKWITH 


camps overseas, gave an hour’s program of stories, 
tricks and amazing feats of memory. His “line” was 
very well received. 

The feature of the evening was an address by Wes- 
ley Beckwith, sales manager of the portable division 
of the Royal Typewriter Company. Mr. Beckwith did 
not have a specifically assigned subject, but after some 
opening comments on the production picture, he de- 
voted his time to a discussion of market potentials and 
sales plans for portables. 


aren 


So ERE 


He said that plans point to deliveries and manufac- | 


ture at pre-war levels by summer. Specific delivery 
promises cannot be made and dealers should keep in 


' 
i 


mind that the piled-up demand makes pre-war pro- | 


duction inadequate. 


In view of the great pent-up demand, Mr. Beckwith | 


asserted, dealers cannot afford to take a vacation from 
portable typewriter activity. To get a fair share of 
the potential, action now is necessary. 

The biggest market for portables is among high 
school students. A recent survey referred to by Mr. 
Beckwith showed that portable typewriters were only | 
fourth from the top in the list of gifts wanted. He said | 
that the market is so great that expansion is planned 
beyond pre-war levels. A consumer advertising cam- | 
paign has been started by Royal to buid future sales | 
and the portable division sales organization is being | 
rebuilt and enlarged to handle the anticipated expan- | 
sion in sales. 

To dealers who wish to share in the big future mar- | 
ket, Mr. Beckwith made the following suggestions: | 

Review pre-war portable sales records and make} 
specific plans for expansion in the future. 

Check up on your store for the purpose of making 
improvements in facilities for selling. 

Train your sales people to give demonstrations and 
thus prove to prospects that you and your staff mem- 
bers know the typewriter business. 

Remember that this is a good time to build good 
will. Make periodic contacts with customers whose 
orders are on file. 

Mr. Beckwith concluded his remarks with an opti- 
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DEALER: Tell me before I die of 
suspense. 

NILMERG: Did you know that 
some of the big pencil manufactur- 
ers have quit making cheaper- 
priced pencils? 

DEALER: I don’t get it. 
NILMERG: It means that cheap- 
ness is on the wane. Firms that 
once shopped the market for in- 
ferior pencils are now established 
users of quality 5c pencils. You’d 
be amazed how many companies 


now standardize on A. W. Faber’s 
COLUMBUS 5c pencil. 


DEALER: How do you explain this 






Oe REMI. 
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“Caliuntus” piack Se 


stepped-up popularity? 

NILMERG: The War has done it. 
Today there is‘a rebirth of good 
taste in America. In the pencil field 
that inevitably means COLUMBUS 
—with its 5 degrees of rich graph- 
ite, rounded hexagon corners, yel- 
low polish and smudgeless red 
eraser tip. 


DEALER: Is there still time for me 
to get on the COLUMBUS gravy 
train? 

NILMERG: Indeed—A. W. Faber 
welcomes progressive Dealers. 
Write today to A. W. Faber, Inc., 
Newark 4, N. J. 


- Acinghn ane rate e AO, 


WRITING PENCIL | 














HOW To Demonstrate and Sel 
Ihe Profitable MASTER - CRAFT 




























Kalamazoo -Type Thong Binde 


Every dealer today is interested in promoting the sales of better quality 
goods — the kind that gives the customer better service and pays a 
better profit for the dealer. 


As a service to MASTER-CRAFT Dealers, we therefore suggest below 
four easy, simple steps in a demonstration of the Kalamazoo-Type Thong 
Binder, the best looking, most serviceable loose-leaf binder ever made. 


It will pay you to educate your clerks in the use of this simple demon- 
stration. Point out to them that they are performing a genuine service 
for the customer when they demonstrate the advantages of this binder. 
At the same time they'll be making more profitable sales for your store. 





Today it is easier than ever before to sell quality merchandise. Thus you have an opportunity to build up a 


lasting acceptance for high-grade, profitable goods — an acceptance that will increase your future business as 
well as your present profits. 


Your clerks will particularly enjoy demonstrating this MASTER-CRAFT Kalamazoo-Type Binder, with its hand- 
some, book-like appearance and its rapid, automatic Operating mechanism. 


If you are not now handling MASTER-CRAFT products, we shall be glad to answer your inquiries about the 
MASTER-CRAFT Franchise. Acceptance of orders from new dealers, however, is contingent upon our ability to 
expand production beyond the requirements of our present established dealers. 


MASTER- CRAFT CORPORATION 


DIVISION OF THE SHAW-WALKER CO., KALAMAZOO, MICHIGAN 











No Protruding Posts or 


Easier, 
Opens FLAT, For 
Parts 
Exposed Metal 


Neater, Faster Work 































"Notice that this Binder 
has no protruding posts, 
sharp corners, oF exposed 
metal parts. It looks like 
a beautiful book, doesn't 
it? You know, those old- 


"See when | open this 
binder, how both covers lie 


perfectly flat on the desk. 












° 
There's no rock, no roll, n 


writing up and down hill. 
















fashioned, protruding posts 
are hard on a beautifully 
finished desk top. You can 
use this MASTER - CRAFT 
Binder on your best desk, 
however, with no danger of 
scratching it. It won't 
damage other binders, 














either, when they're stacked 
together, and you can store 
it in a minimum of space, in 


your crowded vault or safe." 





You always have 4 firm, 


That 


level writing surface. 


allows you to do neater 


work, and do it @ lot easier 


and faster, too. 


"Try writing in this book. 

















Once you use it for 











work, | know you'll ne 
want to go back to 


fashioned types of binder 















the Finger 


3) A Touch of 
Releases Sheet Body 


"To unlock the binder, just 
press this little trigger- 
Notice how the cover re 
leases the entire sheet body 
as a unit. A lot easier and 
quicker than fussing with a 
key, isn't it. Now, when 
the cross bar is pulled up. 
the cover locks the sheet 
body in place automatically. 
It's not necessary fo use 
the trigger. 


"Notice, too, that the back 
of the binder automatically 


adjusts itself, preserving the 
handsome, book-like appear 
ance at any thickness of 
sheet body.” 


Sheet Holding Bars Keep 
Sheet Body Aligned 


“These double removable 
sheet holding bars make 
sheet changing quick as 4 
flash. See how the sheet 
body can be taken from 
the covers and separated 
anywhere with each half 
kept in alignment on the 
sheet holding bar. You can 
remove of insert a sheet, 
put the sheet body to- 
gether, and lock it into the 
covers in @ second'’s time. 


"We believe this is the 


fastest operating binder @ 
bookkeeper ever used. It 
will save you hours of time 
and help you do more and 
better work.” 















“Triumph’’ Official Eyelet Punch No. 190 
A precision-built tool. Twin spring 
action. Parallel jaws. Compound lev- 
erage. Adjustable gauge. Opens and 
strips quickly. Nickel plated and 
polished. 


= 





Loose ieaf Vacuum Punch No. 2600 
Standard Dies — 1/8”, 3/16”, 1/4”. 
Light, strong, stationary stripper 
spring, duplex control stops, nickel 
plated and polished, reach 11/16”, 





Staple Remover No. 150 Works like 
a charm, without damaging paper. 
Fits all sizes of staples. Spring action, 
nickel plated and polished. 


These are but three of many famous BERNARD 
office necessities again available ...again the same 
quality, the same bright nickel finish that has 
made the BERNARD line so profitable. To insure 


earliest delivery, order today from your jobber. 


W" SCHOLLHORN COMPANY 
“Quality Tools Since 1870” 
3504 Chapel St. 
NEW HAVEN 9, CONN. 
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mistic reference to the future and the meeting was 





E E 4 N A R D | adjourned with an enthusiastic round of applause. 





NEW ORLEANS SCHOOL—The Victor Visible Sales School 
at Hotel Monteleone, New Orleans, La., recently drew attend- 
ance of (left to right): Front Row—E. G. McGee, Jr., Stod- 
dard’s, Nashville, Tenn.; A. P. Milliet, Beaudean, Inc., New 
Orleans; H. J. Guidry, O’Donnell Brothers, New Orleans; 
W. Jack Wilkes, Columbia Office Supply Co., Columbia, S. C.; 
Arne Skagseth, Skagseth Stationery Co., Miami, Fla., and 
J. C. Williams, Ivan Allen-Marshall Co., Atlanta, Ga. Back 
Row—H. W. Barnes, Victor Safe & Equipment Co., N. Tona- 
wanda, N. Y.; A. D. Wynne, O’Donnell Brothers, New Or- 
leans; Jim W. Cooper, Jr., Victor representative, Atlanta, Ga.; 
E. C. Jordan, Jr., Standard Printing Co., Alexandria, La.; 
C. W. Hancock, Hanson-Flotte Co., New Orleans; and J. E. 
Johnson, Sabine Office Supply Co., Beaumont, Tex. 
Coon 

NEW YORK OFFICE FURNITURE GROUP HEARS 

TALK BY O’CONNOR; RECORD ATTENDANCE 

More than 110 turned out to hear H. G. O’Connor 
of W. H. Gunlocke Chair Company talk on “The Pres- 
ent and Future of the Wood Office Furniture Industry.” 
The occasion was the regular monthly meeting of the 
New York Office Equipment Dinner Club, held on Mon- 
day evening, March 11, at the Advertising Club, New 
York, N. Y. 

President Seymour Nathan, Charles S. Nathan, Inc., 
New York, in opening the meeting expressed his pleas- 
ure and gratification at seeing so many members of 
the industry at one meeting, the largest ever held by 
the club. He extended a hearty welcome to the 
ladies present, who were Miss M. Zich, The Westcort 
Company, New York City; Mrs. H. Clemetson, Office 
Furniture Warehouse Company, New York City; Mrs. J. 
Werfel, Colonial Office Furniture Company, Newark, 
N. J.; Mrs. Ann May and Miss Grace Valleley, both 
of P. W. Valleley, Inc., New York City; Mrs. B. H. Nem- 
lich, Regan Office Furniture Corporation, New York 
City; Mrs. S. Nathan, Charles S. Nathan, Inc., New 
York City; Mrs. H. Lipschutz, Art Steel Sales Corpora- 
tion; Mrs. Helen Levin, Continental Office Furniture 
Company, New York City; and Mrs. Ruth Kamford, 
Field-Eisenhardt, Long Island, N. Y. 

The president announced the death of Mrs. Lillian 
Gilbert, wife of E. Gilbert, Metwood Office Equipment 
Corporation, New York City, and instructed the secre- 
tary to send a letter of condolence on behalf of the 
club. He also announced the very recent death of 
George Swendeman, Security Steel Equipment Corpo- 
ration, and expressed the Sincere regrets of the club 
at their loss. 

Guy H. Rentsler, Remington Rand, Inc., chairman 
of the membership committee, announced a total of 82 
members, well on the way to the club’s goal of 100 
members. He took occasion to pay tribute to the lead- 
ership of the popular president, Seymour Nathan, in 
contributing to the rapid growth of that membership. 


Predict Reaching of Membership Goal 
President Nathan thanked Mr. Rentsler on behalf of 
the club for his untiring efforts and the fine work he 
and his committee done, and predicted that they 
would reach their goal of 100 members in a very short 
time. 


He then told of the progress of the Red Cross drive 
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2 COLOR CALENDAR 
3 MONTHS SHOWN 
PAST—PRESENT—FUTURE 
































PORTABLE 
ASH TRAY OR 
CONVENIENT HANDY PENCIL REST PIN AND CLIP 
RECEPTACLE 

























YOUR PERMANENT ADVERTISEMENT 
AVAILABLE IN QUANTITIES AT SMALL EXTRA COST 








PAPER SAVING TEAR-OFF STRIP 
USE ONLY WHAT YOU NEED 














PERSONAL TELEPHONE 
AND ADDRESS DIRECTORY 
ACCOMODATES OVER FOUR 
HUNDRED NAMES. PULLS 
OUT FROM SHELF UNDER 

WRITING SURFACE 











RICH DURABLE 
HAMMERED BRONZE 
FINISH 





REMOVABLE 























“PERSONALIZED” 
NAME STRIP 
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“8 ECONOMICAL 
gore STANDARD 3%; IN. X 250 FT. 
MEMO ROLL 
OBTAINABLE EVERY WHERE 































Pi eten 1-2 OR 4 FILE COMPARTMENTS FOR Stock the Norwood for 
MEMOS, CLIPS, PINS, RUBBER BANDS 
yep ERASERS, CARDS, CIGARETTES, ETC. QUICK SALES 
AND PROFITS 
















PROFITABLE FOR DEALERS Everywhere the Nor- 


wood has been displayed, dealers are finding a ready 
market for it. More convenience for everyone—On 
desks in the office, the factory, the home — on the tele- 
phone stand, for shopping lists and many other uses. 


FREE—ATTRACTIVE DISPLAY You can display 


the Norwood De Luxe Memo in an attractive sales 


HERE IS YOUR PROFIT OPPORTUNITY 
DELIVERIES NOW BEING MADE 
WRITE TODAY FOR DEALER DISCOUNTS 


EVERY DESK —EVERY HOME 
Should Have a Norwood DeLuxe Memo 












producing display easel— (furnished without charge 
to dealers). Illustrated are its many purposes telling 
the story to every customer. 


PACKED ik MODERN CARTON For easy handling, 


display and quick sales, the Norwood comes packed 
in a color printed cardboard carton. Many practical 
uses clearly illustrated. 






Norwoop «sure 


TELEPHONE STATE 0672-3 


188 WEST RANDOLPH ST.+- CHICAGO 


L, 


ILLINOIS 





J NEVER BEFORE 
INCORPORATED IN ONE PRODUCT 





Handsome, hammered 
bronze finish. Sturdy, 
fully enclosed, all-steel 
construction. No mov- 
ing parts to wear out 
or get out of order. It 
will last for years un- 
der constant usage. 


F.O.B, CHGO, 


SLIGHTLY HIGHER 
WEST OF THE ROCKIi 
AND IN CANADA 
SHIPPING WT. PER | 








name capacity)— always at your finger tips. A continuous memo pad, 
extra large writing space (250 foot roll) sufficient paper always 
handy. One year calendar—3 months showing — removable ash or 
pin tray — pen or pencil holder—large storage compartment that can 
be divided into 1, 2 or 4 compartments—a 5” ruler and letter opener. 

we aaa AN IDEAL BUSINESS OR PERSONAL GIFT 
5 we sae Everyone will appreciate a Norwood De Luxe Memo as a gift. For 
=_s the company who wishes to present them to their customers, space 
is provided on the cover of telephone book for imprinting the ad- 


vertisement of the donor. 
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ORDER DEPARTMENT 








A MULTITUDE OF 
USES IN EVERY 
OFFICE AND HOME 
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Nor 00D EQUIPMENT 
COMPANY 
188 WEST RANDOLPH ST.- ‘CHICAGO "T. ILLINOIS 
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BUILT WITH 


USED WITH PRIDE ! 


Building an Imperial Desk is more 
than a matter of routine. Aside from 
the material elements, there's much 
more to the desk than meets the 
eye. Back of each quality Imperial 
Desk, you'll find the unmistakable 
evidence of the skilled craftsman 
whose pride in workmanship is an 
intrinsic part of the finished pro- 
duct. The same spirit of pride is 











EVANSVILLE 7, 


reflected by the business man who 
ultimately uses this product. His 
choice of an Imperial Desk stamps 
him as one who appreciates fine 
quality. Turning out Imperial Desks 
that are ‘Built with Pride and Used 
with Pride" is compensation for all 
the difficulties that are involved in 
manufacturing office furniture - to- 


























INDIANA 


member WOOD office furniture institute 
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PATENT PENDING 


THE COUCH WITH THE 
ADJUSTABLE HEAD REST 


Adjustable to five positions each assuring complete relaxation 
and comfort... smart in appearance and modern in design... 
skillfully constructed and covered with the newest tearproof 
and waterproof plastic materials in a variety of colors. 


The ‘Leisurest’’ couch is now being featured 
in Leading Trade Publications to Doctors, Den- 
tists, Institutions, Purchasing Agents, and Ex- 
ecutives. 


It will pay you to look into “Leisurest’’. Write Today! 


12 East 18th Street Dept. O. 
New York 3, N. Y. 
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for funds throughout the industry, saying that less | 


than 40 per cent was needed to reach the quota. He 
urged all to give generously. 

Bernard H. Nemlich, Regan Office Furniture Corpo- 
ration, chairman of the golf tournament committee, 
reported that plans are well under way to hold four 
golf tournaments during the summer. He expected to 
be able to announce a definite schedule at the next 
meeting, giving dates and courses selected for June, 
July, August and September. 


The guest speaker of the exening was H. G. O’Con- | 
nor, who was greeted with great enthusiasm as he | 


arose to address the group on the topic of “The Present 


and the Future of the Wood Office Furniture Industry.” | 
Mr. O’Connor declared, in the beginning, that those | 


in the industry cannot set themselves apart as manu- 
facturers, salesmen or dealers but, rather, “all of us 
are parts of one industry and all of us are wrapped 
up in the same ball of yarn.” 


After telling of present problems involving material | 
shortages and price restrictions, he asserted, “As a | 
whole we are a fortunate industry. We were not | 


obliged to quit our kind of business during the war. 


Our factories continued to make the same kind of | 


things, and, as far as I know, none of them had to 
go out of business. ...I think it is safe to say that 
the patient will live. As production increases in other 


lines, so will ours, and we can expect a gradual im- | 


provement in supply and some changes in merchan- 
dise and methods.” 


Tells Questionnaire Results 


Mr. O’Connor based a major portion of his address | 


upon a questionnaire mailed to principal manufac- 
turers, explaining that some information was wanted 
for this meeting of the New York Office Equipment 
Dinner Club. 


The answers to these questions revealed the follow- | 


ing majority opinions: 
1. Do you think that styles in the industry will 


change considerably in the next year or two?A. No. | 
2. Will modern styling replace some part of the | 


designs now common in the industry? A. Yes. 
3. Will other period styles, such as Chippendale, 


Queen Anne or Tudor, find a place in the higher qual- | 


ity groups? A. Yes. 


4. Will the newer styles bring out lighter or more | 


massive pieces? A. Lighter. 
5. Will there be any noticeable changes in the rela- 
tive size of desks and chairs? A. Yes. 


6. Would you advocate the elimination of many of | 


the present patterns in favor of new designs, less bulky | 


and more comfortable? A. Yes. 

7. Do you expect to have your future line the same 
number of patterns as in 1941? A. No. 

8. Would the industry profit by design changes dras- 
tic enough to render obsolete the straight line desks 
and chairs now in use? A. Yes. 

9. Can the industry improve the standardizations 
now set up? A. Yes. 

10. Will our choice of materials tend to greater use 
. walnut, mahogany, birch or oak? A. Walnut and 

rch. 

11. Will finishes be inclined to become lighter or 
darker? A. Lighter. 


12. Are new finishes available which may change 


the picture? A. Yes. 


13. How soon can new materials such as plastics be | 
incorporated into the industry products? A. Five | 


years. 


Delayed by Materials, Equipment 


14. Will this delay be occasioned by lack of materials | 


or of equipment to work them? A. Both. 


15. Will the sled-base desk largely replace the leg | 


desk in commercial use? A. Yes. 


16. Will the drawer arrangement in desks be 


changed? A. Yes. 


17. Will the industry give greater emphasis to com- | 
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AICO individual 
packaging that 









speeds your 


turnover 





I Sell the complete AICO line. 

2A self-selling job that saves your salesmen's 
time. 

3 Attract the customer's favorable attention. 

4 Informative label tells and pictures what the 
package contains. 

5 Cut handling and depreciation of merchan- 
dise. 

© Reduce stock loss by giving the contents 

greater protection. 


7 Provide easier and quicker stock identifica- 
tion. 


AICO combines tiptop quality with advanced 
merchandising to improve your profit picture. 


Distributed in Eastern States by 
Aigner Index Co., 97 Reade St., New York 13 


AICO-GRIP TABBING 
LOOSE LEAF INDEXES 
DESK PADS 

CELLULOSE SPECIALTIES 
PROTECTIVE HOLDERS 


603 S. JEFFERSON ST., CHICAGO 7, ILL. 
WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 
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FOUNT- 0 -INK 


INSTANT ACTION 


THEY SELL 





THEY PLEASE 


THEY REPEAT 





Fount-O-iInk is a full 
line.,.They are suited to 
every writing need and 


every human prefer- 





ence. They open doors 
to new business and 
build volume through 





customer satisfaction. 





GREGORY FOUNT-0-INK CO. 


3501-11 EAGLE ROCK BOULEVARD 
LOS ANGELES 41, CALIFORNIA 
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' changes in our industry as quickly as we can. 





fort and posture in office seating? A. Yes. 

18. Does such change suggest higher price levels for 
chairs? A. Yes. 

19. Will our selling methods need revision to sell the 
better products? A. Yes. 

20. Does the existence of surplus office furniture now 
held by the Government or war plants offer a serious 
threat to the market for new furniture” A. No. 

In closing, the speaker declared: “I am no pessimist 
and no prophet. But we cannot be content with things 
the way they are when it is within our power to im- 
prove them. We must strive to bring about these 
An 
industry that was oversold for a year or more is apt 
to be a laggard industry. If we delay in the introduc- 
tion of new things until our sales slip, then we shall 
have to hurry to catch up. If we neglect to ready our 
sales power until the market passes us by, then we 
shall have lost the impetus of timeliness.” 

A question and answer period followed the address. 

The next meeting of the club was announced for 
the second Monday in April. 


2 
KANSAS BOOK DEALERS SEEK REGENT 
ABANDONMENT OF CO-OP BOOK STORES 





Ask State Body to Rescind Recent Ruling 





Half of the nearly 200 book dealers and stationers 
comprising the membership of the Kansas Book Deal- 
ers Association, completing its thirtieth year with the 
twenty-ninth annual convention at Topeko, Kans., re- 
cently, voiced unanimous opposition to a recent ruling 





BOOK SESSION—The Kansas Book Dealers Association, in 
recent convention, brought retailers, wholesalers’ representa- 
tives, jobbers and educators together in discussion of mutual 
interests. Left to right are Phil M. Anderson, president; Ruth 
Gagliardio, children’s book special prompter; Cecil Howes, 
veteran Kansas City Star reporter; Minter Brown, director of 
public relations for the Kansas teachers; A. S. Case, Inde- 
pendence, owner of two stores; C. O. Wright, secretary of the 
Kansas teachers; and Al F. Williams, wholesaler in school 
supplies and sundries. 


of the State Board of Regents which would have per- 
mitted co-operative state-owned book stores in con- 
nection with state schools. The resolution pointed out 
that shortages in text books, and the materials out of 
which they must be made, have resulted in dissatisfac- 
tion with privately-owned book stores—shortages 
which were not controllable by publishers and could 
not have been corrected, whatever the ownership of 
the retail outlet. 

Three traditions of this book dealer group were 
maintained at this convention: 

(1) Sessions were equally divided between the for- 
mal program and shopping at the exhibits which lined 
the assembly room. 

(2) Salesmen attending the stationers’ show, with 
exhibits or without merchandise, were urged to bring 
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HE exclusive Shaw-Walker dealer leads the 
field with products available from no other 
source, exclusive items that buyers want. 


You can’t sell a Shaw-Walker file, a New Low 
Desk, a Fire-File—unless you are an exclusive 
Shaw-Walker dealer. The Shaw-Walker franchise 


is available only on an exclusive basis. 


Each of Shaw-Walker’s 8000 items is designed 
to conserve and direct human energy for most 
productive office work. These items bring results 
to Shaw-Walker users. 


Shaw-Walker users can point to substantial in- 
creases in office production, space savings, time 
savings—all vitally important for the all-out pro- 
duction required today. 








You can sell these results which your customers 
want when you sell Shaw-Walker exclusively. 
Right now there are a few cities in which we are 
willing to make a change. Yours may be one. 





a 


SHAW-WALKER 








MUSKEGON, MICHIGAN 


Prorit ELEMENTS oF ExctustvE S-W FRANCHISE 
® Best Known Trade-Mark 


© A Single Source of Supply 


® Simplified Selling Plan 
® Exclusive Merchandise 


® 8,000 Items ® A Flow of Sales Helps © The New Low Desk 
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PAYROLLS are compli- 
cated...but not a worry 
when you use a Friden 
Fully Automatic Calculator. 
Ask your local Friden Agency 
to demonstrate the speed and 
ease with which Straight-time 
Earnings, Overtime Excess 
Compensation and Total 
Earnings are obtained simul- 
taneously in one operation. 





Friden Mechanical and Instructional Service is available in approximately 250 


Company Controlled Sales Agencies throughout the United States and Canada. 


FRIDEN CALCULATING MACHINE CoO., INC. 


HOME OFFICE AND PLANT + SAN LEANDRO, CALIFORNIA, U.S.A. * SALES AND SERVICE THROUGHOUT THE WORLD 
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buyers from other retail outlets not connected with the 
book dealers. Therefore, when formal sessions were not 
in progress the manufacturers’ representatives could 
realize all possible financial return for the time and 
expense involved. 

(3) Phil M. Anderson, incumbent, was re-elected 
president for the twenty-seventh consecutive year, and 
most of his directors and committeemen returned to 
office with him. 

The convention adopted other significant resolutions. 
Concerning the late Charles Garvin, dynamic general 
manager of the National Stationers Association, the 
Kansas dealers paid tribute to his energetic leadership 
which, they declared, has been felt down to the least 
store in the most remote town where stationery is han- 
dled, and pledged to his successor a high degree of 
co-operation. 


Seek More Children’s Publications 


On the matter of books for children, the dealers are 
seeking a greater supply of easy reading material for 
tne first three grades in school, and a larger range of 
dollar titles for children eight to 12—books with satis- 
factory content, adequate illustrations, clear printing 
and durable bindings. Copies of this resolution have 
been sent to a wide publisher list, and to the associa- 
tions whose function it is to widen and deepen chil- 
dren’s reading. 

Headliners on the convention program presented 
varied messages. Secretary C. O. Wright of the Kansas 
teachers proposed a tribute to the late W. T. Markham, 
whose untimely death robbed Kansas boys and girls of 
a champion. Markham, the son of a Virginia share- 
cropper, and key man of the Kansas movement for 
vocational education, stood for state financial support 
for schools, appointment rather than election for state 
and county superintendents, further reorganization 
and consolidation of schools, and higher standards for 
teachers. 

Under the Kansas law, each school board is required 
to add a minimum for $5 worth of approved books to 
the library annually. With many individual schools 
consolidating, Mr. Wright is urging both educators and 
retail booksellers to promote the ordering of the com- 
plete 32-book list each year. 

A genuine impetus to more children’s reading is 
coming to Kansas towns with the visits of that book 
enthusiast, Mrs. Ruth Gagliardio, editor of “The Chil- 
dren’s Book Shelf” in the Kansas Teacher. She brings 
an extensive hand-picked exhibit of juveniles and 
presents ideas on children’s reading, all on a non-com- 
mercial plane. Her responsibility is not selling books, 
but selling the reading of good books to parents and 
townspeople, as well as to children. She urged the 
Kansas dealers to promote their stores and their books 
by an astute merchandising program which makes 
books important, and news! 


Sees Kansas as Fertile Writing Field 


Cecil Howes, of the Kansas City Star staff, declared 
that the quantity of writing in Kansas is heavy, yet 
much of the writing is still mediocre. “The state has 
more newspapers per capita than any state, and is 
third in literacy, yet great writing is not the rule,” he 
said. More than 23 million copies of “In His Steps” 
have netted the distinguished Kansas author, Dr. 
Charles M. Sheldon, not one cent, because of faulty 
copyright. Mr. Howes insisted that Kansas, with cow- 
boys, Indians, the Sante Fe Trail, the grasshopper year, 
sod houses, border wars, the Populists, and the Men- 
nonite-Russian-Swedish migrations, should produce 
many great Kansas novels. He pointed out three great 
collections of books this state can boast: The Quail 
collection of Bibles at Baldwin, Kans., the largest 
and most representative in America; the Chester 
Woodward collection of rare editions and choice print- 
ing in Topeka and the Carrie Hall (Leavenworth) col- 
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AUTHORIZED 
DEALERSHIPS 


AVAILABLE 





Please write us for particulars on 

our plan for select distribution 

of Markwell Office Type Stapling 
Machines and Staples. 





MARKWELL MFG.CO. 


Dealer Division 


200 HUDSON ST. NEW YORK 13, N. Y. 
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IMMEDIATE 
DELIVERY 
for 
DOMESTIC & EXPORT 
TRADE a 


REBUILT 
DICTAPHONES 


EDIPHONES 


QUALITY REBUILTS 
SINCE 1923 





CHOOSE YOUR MODEL 


The one you want, from a stock of approximately 
1000 machines; all models available. Modern ef- 
ficiency and voice clarity are assured when you 
purchase our guaranteed rebuilts. 


CLEARTONE 
CYLINDERS 


Our economical, lined, smooth textured product of 
long years of experiment and research, is the ideal 
cylinder for dictating perfection. Complete satis- 
faction guaranteed with every order. 


Write Us Today 
Regarding Your Needs 


AMERICAN 


DICTATING MACHINE CO., Inc. 
235 FIFTH AVE., NEW YORK I6, N. Y. 
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lection of Lincoln books at the Historical Libracy, To- 
peka, second only to that in the Congressional library. 

State Superintendent L. W. Brooks stressed the in- 
terdependence of retail book dealers and educators, 
and bespoke increased co-operation. 

Dr. Kenneth McFarland, superintendent of the 
Topeka school system, spoke on peace and war, and 
pleaded that we “stop killing boys as a method of set- 
tling international disputes.” 

Salesmen attending the Kansas convention were 
given time to clarify the merchandise picture as it fit 
their own lines. One pen company representative com- 
mented that their stockrooms are bare because they 
ship right out. He urged promoting the 25-cent bottle 
of writing fluid as the “regular size” and keeping the 
15-cent size out of sight, except on demand. 

On the greeting card outlook, suppliers insisted de- 
mand will not diminish, and that dealers should be 
ready with wide stocks and intelligent displays, even 
if fixture wood is now allocated for residential pur- 
poses. 

Resources for loose leaf fillers and binders could 
paint no rosy picture, with one firm 150,000 notebooks 
in the hole, lumber holding a priority over paper pulp, 
and the board shortage drastic. 

On vote of the convention, it was decided to hold the 
1947 convention at Hotel Kansan, Topeka, the first 
Monday and Tuesday after Valentine’s Day—as always. 

Officers in addition to President Phil M. Anderson of 
Newton, are: John A. Crow, Topeka, vice-president for 
the twentieth year; George Geiger, Leavenworth, sec- 
retary-treasurer; Mary S. Anderson. acting secretary- 
treasurer. Directors include Mason McCarthy, Em- 
poria; Harry Tibbs, Kansas City; R. S. Markwell, Hays; 
John A. Crow, Topeka, and George Geiger, Leaven- 
worth—AG 

SEE tacit conte cnEE 


PARNHAM GENERAL SALES MANAGER FOR WELLS 


Joseph W. Pritchard, president of Wells Office Fur- 
niture Company, Chicago, has announced the appoint- 














C. SCOTT PARNHAM 


ment of C. Scott Parnham as general sales manager. 
Scott Parnham, with 20 years experience in the sta- 
tionery and office equipment industry, is well known 
to dealers, having been formerly with several leading 
manufacturers in the industry. He represents the 
third generation of Parnhams in the industry, both 
his father and grandfather having been early pioneers 
in the business. 
——+ = 
W. J. CROWLEY OPENS NEW OFFICES 

The W. J. Crowley Company recently announced 
the opening of new offices and display rooms in their 
own three-story building at 906-908 N. Water St., at 
Kilbourn, Milwaukee 2, Wis. 

Engaged in business at Milwaukee for 35 years, the 
company handles R. C. Allen calculators and adding 
machines, Elliott-Fisher bookkeeping and billing ma- 
chines, and Crow carbons and ribbons. Business ma- 
chines of all makes are serviced. 
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THERE ARE OVER 30,000,000 
CUSTOMERS FOR THESE BUDGET BOOKS! 


Every family is a potential customer for these practical, economical, 
“easy-to-keep” budget books. There are columns to include every 
expenditure in every household! Attractively bound in stiff covers, 
they contain a fine, sturdy grade of paper. 

Feature these books in your window! Build displays around 
them that will make the families in your city budget-conscious! 


You'll profit handsomely . . . and they'll save! 


Order From Your Boorum & Pease Salesman Today! 





Manufacturers of — 
Loose-Leaf Covers and Forms = 














FOR EVERY RECORD—A WAY TO KEEP IT 


GENERAL OFFICES: 84 HUDSON AVE., BROOKLYN 1, N. Y. 
BOSTON 10: 29 OTIS ST. * ST. LOUIS 2: 115 SO. 8TH ST. * CHICAGO 7: 538 S. WELLS ST. 
NEW YORK CITY SALESROOM: 349 BROADWAY, NEW YORK 13. 
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SAN ANTONIO NEWS NOTES 





B. C. Reber, Correspondent 





With the first quarter of the current year behind 
them, stationers and business equipment dealers and 
their representatives of San Antonio may look back 
on a period of good business, governed only by the 
inability to get more merchandise. With new firms 
coming into the city and the old ones mapping out 
definite plans for expansion and improvements, the 
future looks pretty bright. 

Business leaders look forward to one of the greatest 
periods of prosperity in the history of the city, and it 
is easy to predict that in this era of prosperity the 
stationery and business equipment firms will play an 
important part. What the future will bring is unpre- 
dictable. but these men have little fear but what it 
will be for the betterment of business as a whole. 

* * 


The bulk of the news this month concerns men 
who have served their country, have received an 
honorable discharge, and are again taking up their 
business careers which were interrupted when this 
country entered World War II. 


At the Paul Anderson Company, L. M. Woodbury 
and David Ratcliff have joined the organization. Mr. 
Woodbury is in the engineering department, while 
Mr. Ratcliff has been named manager of the blue- 
print and photostat department. Mr. Woodbury was 
in the service for five years, three and one-half in 
the Engineers and the remainder in the Signal Corps 
on the eastern front. Mrs. Woodbury is employed in 
the office of this firm. 

Lt. Carl M. Holland, son of Carl C. Holland, of the 
service department of the local Underwood branch, has 
returned from 44 months in the service, much of this 
time being spent in the Philippine Islands. 

James C. Williams, who spent some time in the 
service, has joined the staff of Ralph E. Stone Type- 
writer & Supply Company. 

R. S. Chandler, who put in four years in the Army, 
three of which were in the European theater, has 
joined the sales staff of The Clegg Company, serving 
drop-in trade. 

John Stiles, who spent some time in the Navy and 
saw action in the Pacific, has joined the service de- 
partment of the Haak Typewriter Company. 

Ray Ewing, formerly of the service department of 
Royal Typewriter Company, and who saw service in 
the Pacific area, where he received the Purple Heart, 
Legion of Merit medal and a rank of captain, has 
returned to his old stand and been placed in sales. 

Richard Van Klavern, who served in the Navy, has 
returned to his old position. 

H. C. Standley, at one time connected with the fac- 
tory of Royal Typewriter Company at Hartford, Conn., 
has received his honorable discharge from the Army 
and has been appointed a city salesman for Field- 
Parker Company, Inc., Royal dealers in El Paso. 

* * * 


Paul Anderson, Jr., son of the owner of Paul Ander- 
son Company, was married on April 14 to Miss Dorothy 
Gene Eldridge, a socialite of San Antonio. He will con- 
tinue his education at St. Mary’s University, following 
which he will join his father in the business. 

* * * 


Paul Anderson, Sr., has returned with his family 
from a vacation trip to Monterrey, Mexico. Consider- 
ing the manner in which he has been working during 
the past emergency, it may be classified as a “well- 
earned rest.” 

* * a 

Maverick-Clarke is receiving congratulations on 
the printing of a descriptive booklet telling of a home 
built by fellow citizens in 48 hours for Pfe. T. M. 
Jarvis of Corpus Christi, who lost both legs in the 
war. The booklet was printed for the Corpus Christi 
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onLy BUT STILL AVAILABLE . . . 
these two excellent items are real 
moneymakers ... bringing you 
exceptional value and rapid sales. 
Order NOW before our stock is 
entirely depleted! 


WOOD LAMPS... 


adding a distinguished touch 
to any office . . . that smart, 
modern touch .. . that look: 
of dignified ease. This popu- 
lar No. 1123 may be had 
in Champagne Maple, 
Orange Maple, and Old 
World Walnut finishes. Five 
other interesting varieties of 
beautifully-turned lamps, 
made in one piece with 
weighted bottoms and hand 
rubbed finishes, offer posi- 
tive customer appeal. 


$1300 





Pte 


Ss Ni bai lacoste. ii 





2t ae 


LEATHER 
The best in chair luxury . .. LEATHERETTE cush- 
ions stuffed with SHREDDED FOAM RUBBER and 


COTTON FELT. Handsome, long-lasting, extra 
comfortable. Price, $400 


Regular Dealer Discount 


CENTURY ASSOCIATED PRODUCTS CO. 





REENE STREET . NEW YORK 12. WN Y 
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Caller-Times, the newspaper which took an active part 
in the campaign and which presented one of these 
booklets to all who made donations. 

* * * 

E. P. Haye, branch manager for L. C. Smith & 
Corona Typewriters, has fully recovered from his re- 
cent illness and is back at the old stand making big 
plans for sales and expansion. 

” * * 

Ralph E. Stone Typewriter & Supply Company has 
taken over the agency for the Old Dutch Line of 
carbon papers and ribbons. Mr. Stone is well known 
among the business leaders of this city, and the 
naming of his firm as representative for this popular 
line is bound to reflect in some good sales. 

* * * 

Announcement has been made that the San An- 
tonio office of Marchant Calculating Machine Com- 
pany, which formerly operated under the Houston 
branch, has been named a factory district office. 
Tom Burkholder, who has been local representative, 
has been named district manager, and J. R. Smith, 
formerly of Houston, has been transferred to this 
branch and placed in charge of service. 

+ * ” 


Albert M. Haak of Haak Typewriter Company, re- 
cently announced appointment of this firm as agents 
for Rex-O-Graph duplicators. 

og * ok 

W. P. Southern of Southern Sales and Service, has 
returned from a lengthy trip to the North visiting 
factories of R. C. Allen, Woodstock, and others. He 
was gone about three weeks. Jerry Herring, formerly 
Uarco representative in this territory, has joined this 
organization as a salesman. 

a * * 


G. L. Davis, local branch manager for Royal Type- 
writer Company, reports that shipments are increas- 
ing steadily, as well as the volume of business on 
new, unfilled orders. He looks forward to a steady 
improvement in sales as shipments increase, and 
anticipates a good year. C. P. McGinley, has joined 
this branch in charge of wholesale sales of carbon 


and ribbons. 
* * o* 


M. D. Turner, shop foreman for Remington Rand, 
Inc., is co-operating with the Government by grow- 
ing cork on his ranch a few miles from this city. 
While the idea is still in the experimental stage, 
progress is being made and some good returns are 


anticipated. 
* * * 


Louis Dromgoole, manager of the typewriter division 
of the Remington Rand branch, reports reception of 
the new models has been very good and that sales are 
governed only by receipt of new machines. He states 
that the 1946 quota on portables has already been sold 
and he is now working on the 1947 allotment. 

Mr. Dromgoole has been recently placed in charge 
of sales on ribbons, carbons and duplicator supplies, 
as well as the Line-A-Time stenographic aids. 


—— OO 


AMBERG ANNOUNCES NEW PRICE SCHEDULE 


The Amberg File & Index Company, Kankakee, III., 
has announced that because of increased costs of 
material and labor it is necessary to make a moderate 
increase in prices. Effective immediately, all numbers, 
with a few exceptions, in Price List No. 444 are ad- 
vanced ten per cent. 

Not affected by this increase in prices are these 
products: page 16, file shelf, file stool; page 27 and 
28, transfer cases; page 29, transfer cases and agate 
trays; page 30, red rope pockets; page 31, red rope 
pockets and Manila pockets; page 37, brief covers and 
portfolios; page 40, special binder indexes; pages 57 


| to 66, 66 A, inclusive, albums and files. 
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Sales and PROFITS you can count on!! 


NOW ... Quick, exceptional profits with these STURDY 
NEW typewriter stands . . . another of those wartime short- 
age items selling faster than we can keep you supplied 
..- Solidly built, firm, NO SHAKE OR QUIVER. All units 
have riveted, masonite tops, are fully welded together, 
and are packed all set up, ready for use, in individual 
cartons. 


















SLIDING LEAF 
TYPEWRITER STAND 
This convenient stand fea- 
tures a sliding leaf that 
ejects from either the left 
or the right side. Large 
casters afford utmost por- 
tability. Finished in green 
or walnut. All metal. 
Top size 16” x 18”; 
leaf extension 16” x 12”, 


$790 





ALL PURPOSE, HEAVY DUTY STAND 


All metal, rugged, solidly constructed. The an- 
swer to numerous practical needs in the busy 
office. Large, easy rolling casters. Finished in 
green or walnut. Top size 18” x 24”. $850 





BASKET No. 1 . . . extra durable ~ a 
and in simple good taste. Square 
type, reinforced, 14” high, 12” 
square at the top. Colors: Green 
and brown. 


FLUORESCENT DESK 
LAMP No. 40 — Successful 
business men like the sharp, 
clean lines and design, the 
bright efficiency of this splen- 


| 
ALL METAL WASTE-PAPER a 





$280 re didly constructed lamp. 
CHROMIUM and COPPER 15%” high, 19%” wide. 
PLATED ASH STAND — oR Bronze finish, heavy cast 
NEW .. . this beautifully , metal base and column. 
molded CHROMIUM and HANDSOME BRONZE ASH Executive Type. All metal, 
COPPER PLATED ash stand STAND—AIll metal ash stand 6-foot silk cord, 
. a credit to any office. . . . heavy, practical glass operates AC. $2300 
Gleaming, eye-catching ash tray, easy to clean and No. 50 — Same as No. 40, 
ACT NOW! in pleasing modern design. easy to sell. Attractive, looks but in a high bronze finish. 
Regular Dealer Discount $1350 well in any office. $1080 $2g00 


CENTURY ASSOCIATED PRODUCTS CO. 


213 GREENE STRESS ; mew vORK 12,N.Y 
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OPEN END 
LEGAL ENVELOPES... 





~~ ~~ bes OO lhe 


Here’s the envelope popular with attor- 
neys, bankers, court officials for filing 
legal documents, mortgages, notes, deeds, 
insurance policies. One piece construc- 
tion with thumb cut at open end... heavy 
stock. Available in three sizes (4x 914... 
44,x10...and 414 x 10%) with five styles 
of expansion in each size ranging from 
flat to two inch. 


OPEN SIDE 
CRUSH ENVELOPES... 


The envelope for grouping several items 
securely together in one filing envelope. 
One piece construction, heavy high 
quality stock, deep fold-over flaps, with 
tape ties that are securely attached. Crush 
envelopes are available in three sizes (4 
x 914...4x10...and 414 x 103) with either 
one-half inch or one and one-half inch 
expansion. 




















QUALUT 


ENVELOPE 


General Office and Factory 
Quality Park 
St. Paul 4, Minnesota 
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Chicago Office and Warehouse 
564 W. Monroe Street 
Chicago 6, Illinois 
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REMINGTON RAND, INC., MAKES APPOINTMENTS 


L. A. Newman, general sales manager of the com- 
mercial typewriter division of Remington Rand, Inc., 
has announced a number of appointments and changes 
in branch organizations of the division. 

T. M. Ralph succeeds H. A. Ecclestone as branch 
manager of the Los Angeles, Calif., office, taking 18 
years experience in various home office and field as- 
signments to this new post. Mr. Ralph has held the 
position of typewriter branch manager at Pittsburgh, 
Pa., from 1941 until this new appointment. 


R. V. Inda follows T. M. Ralph as branch manager of 
the Pittsburgh office. Joining Remington Rand, Inc. 
in 1933, Mr. Inda represented the company in sales 
and managerial capacities in a number of midwestern 
cities until he entered the Army in 1942. After serving 
his country for more than three years, Mr. Inda was 
recently discharged as a major in the Corps of Engi- 
neers and now rejoins Remington Rand, Ince. in this 
important position. 

W. R. Stepanek succeeds C. C. Harris, who goes to 
Los Angeles on an important assignment, as Indianap- 
olis branch manager. In 1911, Mr. Stepanek began his 


career in Remington Rand, Inc.,.as a member of the | 
Remington Typewriter Company. He assumes his new | 


post in Indianapolis after 15 years as manager of the 
mechanical service department in Buffalo, N. Y. 


O. L. Robinson assumes the position of branch man- | 
ager for the Atlanta, Ga., office, succeeding J. T. De | 


Liesseline, who is retiring. Mr. Robinson returns to 
Remington Rand, Inc., after five years of active duty 
in the Army. He was discharged last fall as a lieu- 
tenant colonel. Mr. Robinson became associated with 
the company as a salesman in 1932. He served in re- 
sponsible district and branch manager posts until 1940, 
when he entered military service. His last position 
prior to the war was that of branch manager in Nash- 
ville, Tenn. 

A. J. Weitzel has been appointed assistant branch 
manager in Chicago, following his return to Reming- 


ton Rand, Inc., after more than three years service in | 
the Army. Mr. Weitzel started with the company over | 


11 years ago as a salesman in Pittsburgh, Pa. Until he 
entered the Army in 1942, Mr. Weitzel served as district 
manager in Youngstown, Ohio, and Omaha, Nebr., and 
also traveled extensively as a special representative of 


the company. When discharged from the Army, Mr. | 
Weitzel had attained the rank of major. He saw duty | 


with the 20th Bomber Command in China. 

J. R. Williams rejoins the Company as branch man- 
ager of the Des Moines, Iowa, office, the position he 
held prior to his entering naval service in February, 


1943. Mr. Williams began his career with Remington | 


Rand, Inc., in 1931, serving in various sales capacities 
until his appointment as Des Moines branch manager 


in 1939. Mr. Williams saw duty as an operations officer | 


and a personnel officer at naval air bases in the North- 


west. He was discharged last December with the rank | 


of lieutenant. 

C. H. Schruben returned to his former post of type- 
writer branch manager in Omaha, Nebr., from which 
he had obtained a leave of absence from May, 1943, 


until recently in order to serve the Government on the | 


atomic bomb project at Berkeley, Calif. Mr. Schruben 
joined Remington Rand, Inc., as a salesman in 1932. 
From that time until 1940, when he was first assigned 
to this post, he held a sales position in Milwaukee, 
Wis., and was district manager at Duluth, Minn. 


H. A. Swalm has rejoined Remington Rand, Inc., as 
branch manager for the typewriter division in Hart- 
ford, Conn., following more than two years service in 
the Navy. He left this position in 1943 to serve as a 
lieutenant commander with naval forces in the Aleu- 
tian Islands and other Pacific areas. Mr. Swalm’s 
Career with the company began when he was assigned 
48 a salesman in Madison, Wis., in 1934. Rapidly ad- 
vancing, he held important sales positions and an 
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special 
Sale 


Thi. POSTAGE 
GUARAMTEED 





“Dennison Goods are a must in 
my business. I use tags and pin 
tickets for price marking, tags 
and labels for shipping purposes, 
and a whole flock of other 
Dennison products for my files 
and billing records.’’ 


Storekeepers are only one of the many groups of 
people who are regular customers for Dennison Goods. 
Everyday, in home, school, and office, there are hun- 
dreds of instances where Dennison products can be 
of help. Acquaint your customers with Dennison 
quality, and always remember to stock and display 
the full line of Dennison Goods. It is a sure way to 
build customer satisfaction and real profits for your- 
self. Don’t forget your neighborhood store market. 
Y 
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Essential Stationery Supplies for HOME, SCHOOL, and OFFICE 
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G nigntyy SPRINGS 
FROM THE'INSIDE’ 


| assignment as a district manager at Madison prior to 


his transfer to the Hartford office as branch manager 
in 1939. 

H. A. Ecclestone, manager of the Los Angeles branch, 
after serving with Remington Rand, Inc., and asso- 
ciated companies for 37 years is retiring from active 
management service. He will continue in an advisory 
capacity. Mr. Ecclestone began his career as a repre- 
sentative of the American Writing Machines Company 
in Los Angeles in 1901, serving as manager of the 
store until 1918. In that year he transferred to the 
Remington Typewriter Company as typewriter man- 
ager of that branch and he remained in this capacity 
until his recent retirement. 

J. T. DeLiesseline, branch manager at Atlanta, Ga., 
is also retiring from active service after 30 consecutive 
years affiliation with Remington Rand, Inc. Mr. De 
Liesseline started his career with the company as a 
typewriter city salesman in Atlanta in 1916, serving 
in this capacity and as a branch manager in many of 
the leading cities of the South until the present time. 
He, too, will continue in an advisory role. 

9 
NEW STORE OPENED AT LANCASTER, PA. 
After more than ten years of experience with Ream’s 


in Lancaster, Pa., as outside salesman and assistant 
manager, Roger A. Casem is opening his own commer- 


| Cial stationery store to be known as Lancaster Office 


SO PUT DURABILITY FILING SUPPLIES ON THE | 


“INSIDE” FOR UTMOST FILING EFFICIENCY ! 


| Both are also former employees of Ream’s and have 


Today's selling dwells largely on PERFORMANCE and 


rightly so. This is conspicuously true in the field of radios. 


Patent No. 
2248355 and D 128118 


Even the most beautiful radio 
cabinet offers little value unless 
the "inside mechanism" provides 
faultless. performance. Likewise .. . 


the installation of the right filing 








supplies brings the filing cabinet 


BARKLEY TAB 
to the zenith of its efficiency. 


a Durability Filing Supplies can be 
counted upon to give every file 


cabinet the greatest usefulness. So 





. when you're outfitting such 


— 


DURATEX VERTICAL 
FILE FOLDERS 





cabinets, be sure to put Durability 


utmost filing efficiency. 

















VERTICAL 
FILE GUIDES 





. L. BARKLEY & C0. 


cturers of Filing Supplies 


»17 S JEFFERSON STREET CHICAGO 7. Ik 
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Filing Supplies on the “inside” for | 


| Equipment Company. The business will be located at 


52 S. Duke St., in Lancaster and, in addition to being 
the headquarters for the Yawman and Erbe line in 
that area, will feature gifts, greeting cards, social 
stationery and office supplies. 

Mr. Casem will be assisted by Miss Emma Butz, 
store manager, and Miss Irma M. Butt, office manager. 


had considerable experience in their field. 
———— 

P. F. STEINFURTH RETURNS TO UNDERWOOD 

Paul F. Steinfurth, Columbus, Ohio, has returned to 
his post in the typewriter division of the Underwood 
Corporation, at 54 S. Third St., that city, after more 
than four years’ service with the Quartermaster Corps 
during the war, part of which time was spent in the 
European theater of operations.—AK. 


WEODOIN- &% 


Miss Wanda Lou Banks, an employee of Crane 
and Company, Inc., office equipment dealers in To- 
peka, Kans., was married recently to Andrew Coder 
of Manhattan, Kans., in a double ring ceremony. at 
the home of the bride’s parents, Mr. and Mrs. Gilbert 
Banks, Wamego, Kans., with the Rev. Mr. Cockerill of 
the Methodist Church in Manhattan officiating. 

Mrs. Coder has been employed at Crane & Company 
for the past two years in the office department, and 
Mr. Coder was recently discharged from the Merchant 
Marine. He is attending Kansas State College at Man- 
hattan.—_-GMH 


Miss Maxine Louise Johnson, who was employed by 











| the Western Stationery Company, Topeka, Kans., was 


married recently to Leonard J. Carlson, at the home 
of the Rev. J. E. Bartholomew, who officiated at the 


| ceremony. The young couple will be at home at 409 E. 


| Seventh St., Topeka.—_GMH. 








LT Se ee ae ee 


Miss Ruth Foster of Phoenix, Ariz., has announced 
her engagement to Robert L. Smart of Phoenix, son of 
Mr. and Mrs. Ira Smart of Waterloo, Iowa. The wed- 
ding is planned for early summer. Mr. Smart is an 
employee of the C. C. Ball Typewriter Company of 
Phoenix.—AL. 
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OPERATORS WHO KNOW PREFER MONROE 
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209-685-191 
Monroe Accounting Machine 


1946 


The engineering skill behind Monroe’s thirty-year 
leadership is responsible for the unique advantages 
of the Monroe Calculating Machine shown in use 
below. AUTOMATIC SHORT-CUT MULTIPLICA- 
TION is an exclusive and startling feature of this ma- 
chine; and to the operator the unrivaled feather 
touch of all functioning keys means “easy to operate”. 


There is no.“decimal fatigue” with Monroe... 
the all-important decimal is automatic and correctly 
placed ... no spacing of the multiplier by pushing 
zero keys to achieve correct decimalization. Monroe 
removes decimal doubts: 


Among its many other advantages are easy and 
silent action, flexibility, simplicity, locked-figure 
keyboard, automatic division—and the famous Mon- 
roe “3-series” dials, about which you can get full 
information from the nearest Monroe representative. 
Learn, too, about the “Velvet Touch” operating 
advantages of Monroe Accounting and Listing Ma- 
chines—how they streamline modern mechanical 
accounting. Sales and service available through our 
own offices in all principal cities. 


Ask for our new book of time-saving Payroll Methods. 
Monroe Calculating Machine Co., Inc., Orange, N. J. 


Monroe Fully Automatic Calculator 
Model AA-1 
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UT they have no place in modern business 

practice. Efficiency demands materials and 
equipment designed to produce perfect work, 
faster. Allied’s modern Flagship Carbon Paper 
meets all the exacting requirements of today’s 
office. In appearance, in performance, in price, 
here is a carbon with a present and a future. 
Incorporating many new and exclusive features, 
including the first all metallic back, special im- 


ported tissues and advanced ink formulas, Flag- 
ship is the user’s choice and the dealer’s busi- 


ness builder. 


Priced for sales and repeat volume, Flagship 
carries Allied’s famous unconditional guarantee 
of satisfaction. Plan now to get your share of this 
full profit carbon paper business. Write for free 
samples of Flagship and complete details today! 





HERE’S WHY 


RINGS THE SALES BELL 





NON CURL Flagship is not affected by 


weather conditions—moisture, dryness, 


heat or cold. The exclusive metallic 
back, better tissues and finer inks make 
it lie flat, always ready for instant use. 


LONGER WEAR Imported papers and 
tough pigments, plus actual metallic 
plating and treatment of the back, in- 
sure a carbon which resists stenciling 
thru and produces excellent copies long 
after ordinary carbon is worn out. 


CLEANER TO HANDLE Flagship is 
easier to collate, is crisp and clean. Fine 
pigments perfectly blended, combined 
with specially treated tissues, bring a 
new ease to manifolding work. 

EASIER TO ERASE Clean erasures with 
no telltale smear is another Flagship 
feature made possible by advanced ink 
formulas and exclusive processing 
methods. 

BETTER LOOKING The attractive nau- 
tical motif in full color on the box and 
the beautiful design of the silver colored 





sheet give Flagship a distinguished ap- 
pearance 

eS . GREATER ECONOMY Its popular price 
by new and improved ink formulas and combined with superior performance 
the most modern manufacturing tech- offers every buyer and user top quality 
niques. at lower cost. 

AND FOR DISTINCTIVE LETTERS—ALLIED’S ECHO TYPEWRITER RIBBONS. 
THE IDEAL COMPANION TO FLAGSHIP CARBON. 


FINER COPIES Clean, perfect impres- 
sions from first letter to last are insured 











ALLIED CARBON AND RIBBON MANUFACTURING CORPORATION 
165 DUANE STREET NEW YORK 13, N. Y. 


Manufacturers of quality carbon papers and inked ribbons for 38 years 





CARBONS & RIBBONS 
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NEW ENGLAND TRAVELERS CLUB NOTES 


A nominating committee consisting of Courtney 
F. Bird, president of Boston Stationers; Gary Dell, 
president of Connecticut Valley Stationers; and C. J. 
Worth, president of New England Travelers Club, has 
confirmed the report of the nomination of Bernard 
Willander to the office of governor of District No. 1, 
National Stationers Association. Mr. Willander is man- 
ager of Thomas Groom & Company, Federal St., 
Boston, Mass. 

* * * 

George Cook, for 28 years. a member of the sales 
force of L. E. Muran Company, Boston stationers, died 
suddenly recently at the age of 52 years. This well- 
known salesman was active in Legion affairs and was 


a past commander of his home post in Stoneham, | 


Mass. Surviving are the widow and one son, Richard, 
who is in the U. S. Navy. 


* * * 


The well-known old firm of G. E. Stimpson Com- 
pany, 101 Pleasant St., Worcester, Mass., has been 
merged with the General Office Supply Company and 
is now being operated by the former owner of that 
company, Herbert Zarling. The store and showrooms 
have been redecorated. 


* * * 


Dale Brown, owner of A. S. Hyland Company, Fitch- | 
burg, Mass., has returned home after an appendectomy | 


at the Burbank Hospital in Fitchburg. 


ok * * 


The Edmund Little Company, wholesale and retail | 


stationers in Haverhill, Mass., celebrated their twen- 
tieth anniversary in business recently. 


* * * 


William McQuillen, now connected with the Palley 
Office Supply Company, Worcester, Mass., and for- 
merly associated with the Samuel Narous firm of 
Boston, Mass., and Atlas Stationery Company of Provi- 


dence, R. I., has recently returned from the service | 


after 26 months with the field artillery on the Italian 


front. i 
* * * 


Comdr. Arthur Johnson, after a long term with the 
U. S. Navy, is back at Johnson’s Bookstore, Springfield, 
Mass. 


* * * 


(These items are taken from the March news bul- 
letin of the New England Travelers Club.) 


a rs 


DUFFY RETURNS TO STATIONERS’ GUILD 


His many friends made during his association with | 
the Guild before he entered the service are now wel- | 





VINCENT P. DUFFY 


coming back Vincent P. Duffy, again active in the 


Stationers’ Guild of America. Mr. Duffy spent three | 


and one-half years with Uncle Sam’s armed forces. 
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We’ve taken an old American phrase out 
of moth balls and we’re polishing it for 
everyday use. “AT YOUR SERVICE” hasn’t 
been heard too often during the past few 
years but we’re happy to say that it’s back 
and we expect to give it more meaning with 
each passing month. 


Conditions are changing. Production re- 
strictions have been removed. The only re- 
tarding factor is the manpower shortage 
which may continue to interfere with all-out 
service. In spite of this fact, we shall make 
every effort to render maximum service. 
To us at Vail, it constitutes a genuine satis- 
faction to return to a state of business where 


“AT YOUR SERVICE” means what it says. 


VAIL 
MANUFACTURING 


COMPANY 


900 East 95th Street Chicago 19, Illinois 
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THE REYBURN MFG. CO., INC. 


PHILADELPHIA 32, PA. 
BRANCH FACTORY AND WAREHOUSE 


1100 SO. WABASH AVE., CHICAGO 5, ILL. 
SALES OFFICES IN ALL PRINCIPAL CITIES 
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GREAT LAKES TRAVELERS NEWS 

Visitors at the March 1 luncheon were Karl King, 

Jr., and Larry Schubert of Office Engineers, South 

| Bend, Ind. Former member Al Eadon was present for 

the first time in four years. When Al was a member 

he represented the C. Howard Hunt Pen Company. He 

spent the war years in California working for Lock- 
heed. 


” * . 


Maynard Westring, Mid City Stationers, Rockford, 
| Ill., and his friend, R. J. Green, graced the meeting on 
March 8. Another visitor was Sgt. Art Jansky, who 
came with Al Baugher of The Carter’s Ink Company. 
Are related some interesting experiences he had while 
serving in the China-Burma-India theater, during the 
war. Conrad Netzhammer, Northwestern Furniture 
Company, Milwaukee, Wis., was also among those pres- 
ent, although he could not stay for the meeting follow- 
ing lunch. 

Benny Allen, American Lead Pencil Company, sug- 
gested that any member of the club with a name like 
Allen, Jones or Smith should use one like Murgatroyd 
if a hospital visit becomes necessary. Ben went to visit 
Bill Smith, Ace Fastener Corporation, at the Loretto 
Hospital, Chicago, but Bill had already gone home, 
fully recovered from his bout with Old Man Flu. Ben 
stopped at the information desk to get a pass to see 
Bill Smith. He was told to go to room 423. Upon ar- 
rival he found that the man in the bed had begun to 
turn black. “Bill,” he said, “you must be dying. I'll 
call the doctor.” “O, no suh,” was the response, “Ise 
O.K. Mah feet hu’ts a little, though.” The colored boy 


recovered, too. 
+ “ 7 


March 22 proved to be dealers’ day for the Great 
Lakes Travelers Club. Among the dealers present were 
Dempster Passmore of the University of Chicago 
Bookstore; Jess Sutton of Woodbury Book Company, 
Danville; Tony Markelz, The Book Shop, Joliet; Larry 
Schubert, The Office Engineers, South Bend, Ind.; P. 
G. Picknell of Haines & Essick Company, Decatur, and 
George Maines of A. C. McClurg & Company. Following 
the meeting some of the members of the Illinois Book- 
sellers & Stationers Association held a little confer- 
ence of their own about plans for their annual meeting 
to be held in conjunction with the Sixth District 
NSA convention on April 15 and 16. 


* * * 


Attendance at the March 29 business meeting of 
the Great Lakes Travelers suffered but slightly as a 
result of the NSA regional meeting at Kansas City. 
Notable among the absentees was President Gordon 
Kickels, C. L. Barkley & Company. In his absence, 
Benny Allen, American Lead Pencil Company, took 
over the gavel-wielding activities, presiding with gusto 
over the 30 diners present. 

Following the reading and approval of the minutes 
of the last meeting, new applications for member- 
ship were read by Acting President Allen. These in- 
cluded Richard L. Sheppard, Minnesota Mining & 
Mfg. Company; E. M. Swanson, Bainbridge, Kimpton 
& Haupt, Inc.; Bill Maish, Blaisdell Pencil Company, 
and Russell Reynolds, College Stores magazine. All 
were unanimously accepted. 

Considerable discussion on the matter of date and 
place for the GLTC golf tournament in August was 
also held, with some arguments being presented in 
favor of courses on the west and south sides. No 
action was taken. 

Acting President Allen announced that everything 





was in readiness for the House of Friendship, spon- 


| sored by the Travelers in connection with the NSA 


| District No. 6 convention to be held at the Congress 


| Hotel on April 15 and 16. 


The meeting closed with the report of a committee 
comprised of Benny Allen, American Lead Pencil 


| Company; Al Baugher, The Carter’s Ink Company; 
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most outstanding manufacturer of scratch pads. 
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in quantities from 100 pounds and up to progressive 
organizations throughout the United States. 


Packed in cartons of 25 pounds in all Standard Sizes 


8¥2x11 4x6 
5% x8, 42x52 
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NO. 3818-S 


DIMENSIONS 

18” x 1442" 

Two 9” Leaves 
27" High 


5-PLY NON WARPING TOP 


1 j 99 Sst = 
(F.0.B. Chicago) 


SHIPPED SET-UP 
1 to a Carton. 
Weight 18 Ibs. 


table . 


OFFICE FURNITURE 
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5 PLY FIGURED 
WALNUT VENEER TOP 
* 

2 DROP LEAVES WITH 
AUTOMATIC DROP ARMS 
FULL PIANO HINGE 
e 
FLARED TUBULAR LEGS 
FOR STABILITY 
* 

SHIPPED SET-UP -NO MORE 
ASSEMBLY TROUBLE 
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\ SELL WELLS : 


SELL WISELY 








IMMEDIATE 
DELIVERY- 


Combines style with efficiency . . . A beautifully built 


. . @ handsome piece of furniture .. . fits into any 


business atmosphere. 
IMMEDIATE DELIVERY — WIRE — TELEPHONE — WRITE 


Bie, 


we 


725-33 SOUTH 
LASALLE STREET 
CHICAGO 5, ILL. 
TEL HAR 1100 
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George Cormack, Wilson Jones Co., and John Smythe, 
Geyer’s Topics. This committee recommended that 
the luncheon meeting of May 24 be dedicated to the 
returned veterans, and asked that all veterans back 
on the staffs of Chicago area stationers be invited 
as guests of GLTC on that day. The luncheon, to be 
held in the College Inn of the Hotel Sherman, would 
feature a guest speaker, the group. reported. The 
group’s recommendations were put in the form of a 
motion which was unanimously passed. 

Guests at the business meeting included Tony 
Markelz, The Book Shop, Joliet, Ill.; Harold Wilson 
and Carl Carlson of Horder’s, Chicago, and - Harry 
Shook, The Newton Shop, Chicago. 


———<—< 2 ——___ 


GLOBE-WERNICKE APPOINTS ERNEST THACKER 

Howard L. Pfau, general sales manager of The Globe- 
Wernicke Co., recently announced the appointment 
of Ernest Thacker as district representative for New 
York State and western Pennsylvania. 

Mr. Thacker was released last fall from the Navy, 
in which he served on patrol boats and mine sweepers. 





FOR 


SMOOTHER, 
EASIER 
MOTION! 








ERNEST THACKE 


Before entering the service, he was employed for four 
years as salesman for Ward’s of Boston, Mass. He 
plans to establish his headquarters in either Roches- 
ter or Buffalo, N. Y. 

The appointment of Mr. Thacker is declared to be 
in line with Globe-Wernicke’s post-war plan to expand 
its sales organization with men of practical experi- 


This revolving, tilting chair control, 
ence who can be helpful to the dealers. 


———— 
SHELBY BROTHERS OPEN DALLAS, TEX., FIRM 


Roy L. Shelby has announced the opening of a new 
firm, Roy L. Shelby Company, at Dallas, Tex., selling 
all types of office supplies, printing, engraving, steel 
and wood office furniture, files and filing supplies. 

Associated with Roy L. Shelby is a brother, who has 
just returned from overseas service, and who special- 
ized in business administration at Baylor University. 

Roy L. Shelby has been in the business for the 
past 16 years, starting in Waco, Tex., with the Kelley- 
Bone Company. He became manager of that firm be- 
fore leaving in 1936 to become city salesman for the 
Buchanan Stationery Company in Wichita Falls, Tex. 
In 1937, he became vice-president and remained until 
1942, when he joined Clarke & Courts at Houston, Tex. 
Transferred to Dallas, Tex., at his own request, he 
worked the city trade for Clarke & Courts until he re- | 
signed last December to enter business for himself. 


ally gives smoother chair motion... 
greater comfort. 

The modern design and all-steel con- 
struction of this patented chair control 


assure lasting comfort and satisfaction. 
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LOUIS H. FARBER TO NEW LOCATION COLLIER-KEYWORTH co. 


Louis H. Farber, manufacturers of the complete filing | 

unit known as Hang-A-File, has moved to new and GARDNER, MASSACHUSETTS 
larger offices at 31 E. Congress St., Chicago. This new | 

location is across the street from Hang-A-File’s old 

address, thus explaining the reason for only a slight 


| 
| 
alteration in the street address. The telephone number | | 
remains Webster 3217. J 
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KIL-KLATTER 
sales from coast to 
coast... this is one of 
a series of advertise- 
ments appearing 
every month in lead- 
ing office equipment 
magazines 





Free Display Cards to Dealers: With orders |e 
for a dozen or more pads we'll send 
you FREE a colorful display card and 
a liberal quantity of 2-color mail en- 
closures imprinted with your name. 


RETAILS 
FOR 


$100 


& { Dealers: attach this coupon to your letterhead } 

| AMERICAN HAIR & FELT COMPANY | 
| Dept. 6B-4, Merchandise Mart, Chicago, 54, Ill. | 
| ( ) Send 1 doz. KIL-KLATTER Typewriter Pads individually boxed | 
| | 
| | 
| 

| 

L 











with free card and enclosures. Our check for $6.00 is enclosed. 
or 
( ) Send FREE sample KIL-KLATTER Padand full information about 
quantity prices and discounts. 
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Seen and Heard 
in Southern California 
By J. Edward Tufft 


1719 Fremont Ave., South Pasadena 


Thomas M. Hampson, recently released from the 
Army, where he had attained the rank of lieutenant, is 
a new salesman with the Underwood Corporation in 
Los Angeles. A visitor in the Los Angeles office of 
the Underwood Ccrporation during the month was 
Mr. Amen, who is connected with the accounting di- 
vision of the company in Syracuse, N. Y. Mr. Amen 
was on his way to San Francisco to visit his son, who 
is a major in the Army. 


ree 


The Office Appliance Company 6266 Hollywood Blvd., 
and the Holiywood Office Furniture Company, 5820 
Hollywood Blvd., have been consolidated and the latter 
number is the present address of the consolidated 
firm. The two stores have always been under one own- 
ership. The owners are W. A. Harnden and L. C. 
Wolter. The building has been remodeled for a mod- 
ern business home, of which two floors are occupied, 
providing 150 feet of boulevard display, upstairs and 
downstairs. A complete repair shop covering 1,500 
square feet of floor space has been installed. This lo- 
cation has been occupied by the Hollywood Office 
Furniture Company for 19 years. 

The firm is the exclusive representative for Royal 
in Hollywood, Beverly Hills, San Fernando Valley, 
Santa Monica, and the bay cities adjacent to Santa 
Monica. The firm also represents Allen Wales, the 
Metal Office Furniture Company, and the Harter Pos- 
ture Chair Company. The Santa Monica Typewriter 
Company is also owned by this firm. 

ok * * 


The Golden State Travelers’ Club held its regular 
golf tournament at the Fox Hills Golf Club in Los 
Angeles on March 15. The play was followed by an 
evening dinner and an evening of entertainment, ac- 
cording to Blake Lockard, secretary. 

* *” tal 


The Stationers’ Association of Southern California 
recently had its regular dinner at the Clark Hotel, Los 
Angeles. R. A. Thomas, president, introduced Dick 
Richards, manager of Frasher’s of Pomona, who pre- 
sided as chairman of the evening. 


* * * 


Blake Lockard, secretary of the Stationers’ Asso- 
ciation of Southern California, reports that his son, 
Thomas B. Lockard, and his daughter, Mrs. Jack A. 
Walker, are both working for the National Broad- 
casting Company. Mrs. Walker sings on “The Hour 
of Charm” while the son, a professional singer, is 
heard on various programs. 

* ~ * 


The Aldine Supply Company, 232 S. Spring St., Los 
Angeles, has again enlarged and taken over another 
60 feet of frontage in the same building. Leather 
goods, personal stationery and office furniture are 
stocked in the new addition. The place has been com- 
pletely remodeled. 

bd a * 

Ebenezer Wallace, owner of the Southern California 
Stationers, 818 S. Hill St., Los Angeles, announces the 
arrival home of both his sons, who have been mustered 
out of the service. Both are now connected with the 
firm. Fred is vice-president and Ebenezer, Jr., is out- 
side salesman. Fred was for almost two years in the 
property division of the Army at Camp Roberts and 
Ebenezer, Jr., spent some time in the Army Air Forces 
1946 
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It’s just tops in 
posture chairs! 


It practically 
adjusts itself! 





It will never 
snag my hose! 


It’s so 
comfortable! 


GIVES THEM 


You can't fool a smart office girl when it comes 
to choosing a comfortable chair . . . and when she 
gets an Easyrest, she becomes a pleasanter, more 
effective worker. That's because Easyrest is so 
very comfortable, so easy to adjust to any sitting 
posture, and provides such a natural, restful posi- 


on. Easyrest is the postwar posture chair with every- 


hing: comfort, good looks, sturdiness and top quality. 


THE 21 CE CHAIR 


Manufactured solely by 


METAL OFFICE FURNITURE CO., Grand Rapids 7, Michigan 

















We Sincerely Hope— 


to be able to supply all our dealers with a normal 
supply of PRONTO Fibre Board Files in the near 


future. 


However, fibre board still remains available in 
limited amounts only. Under this circumstance, we 
continue our practice of trying to supply all our 
dealers with enough PRONTO FILES to cover basic 


requirements. 


We know your demands are real and we are deeply 
appreciative of your continued patience and under- 


standing. 


PRONTO FILE CORPORATION 


349 BROADWAY NEW YORK 13, N. Y. 








FIBRE BOARD FILES 


PRONTO 
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and also in the infantry. He saw service both in 
Japan and in Germany. 


* * a 


Sid Holtby of the Los Angeles Desk Company, 944 
S. Spring St., Los Angeles, left by plane early in March 
for New York City and other eastern points, hoping 
to find some merchandise. Mr. Holtby was to be gone 
about three and a half weeks, according to Douglas 
Holman, head of the company. 


* * * 


G. G. Ralls, manager of the Los Angeles branch of 
the Royal Typewriter Company, 1031 S. Broadway, 
announces that two former salesmen are about to re- 
turn to Los Angeles and rejoin the force. Johnny Nel- 
son, one of these men, has spent some time in. the 
Quartermaster’s Corps of the Army in Shanghai. He 
will take over the San Luis Obispo territory. Joe 
Staller, the other man, who has been Royal repre- 
sentative in the Philippines, will return to the States 
in April. 

Mr. Ralls says larger shipments of. typewriters are 
coming in and there is a very marked demand for 
typewriters by new business firms. 

* * * 


Ralph Alexander, proprietor of the Alexander Sta- 
tionery Company, 1513 N. Vine St., Hollywood, attended 
the Wholesale Stationers’ Association convention in 
Chicago in February. Mr. Alexander announces that 
he intends to enlarge his store soon, doubling its size 
and adding new fixtures. A new front will be installed 
also and it is anticipated that the work will be com- 
pleted in a couple of months. Mr. Alexander has been 
in his present location for 12 years. He expects to 
take on a few new lines in the near future. 

ok x * 


Carl Draper, proprietor of the Draper Tag and Label 
Company, 843 S. Los Angeles St., Los Angeles, is an- 
other man who attended the Wholesale Stationers’ 
Association convention in Chicago in February. He 
has added a few new lines recently, such as Poly- 
craft, Inc., which is a new line of.memo-matic books. 
Three new salesmen recently have joined the. firm. 
They are Cameron F. Ashby, whose headquarters will 
be 420 Market St., San Francisco, who will cover 
northern California, Nevada, Utah and Colorado; E. 
Russell White of Portland, Ore., who will cover Oregon 
and Washington; and A. W. Knox, who will cover the 
Imperial Valley, Arizona, New Mexico, and El Paso, 
Tex. 

a ok ok 


R. C. Anderson, proprietor of the Business Appliance 
Company, 509 S. Spring St., Los Angeles, reports that 
his son, Raymond E. Anderson, was mustered out of 
service in January and has already entered City Col- 
lege of Los Angeles, beginning with the second se- 
mester. Later he wiil go on to other institutions for 
more specialized training. 

* * * 


H. A. Jonas, proprietor of the National Office Furni- 
ture Company, 218 S. Spring St., is now the exclusive 
southern California distributor for the Northwest 
Metal Products line, consisting of managerial files in 
steel and wood and also that firm’s regular two-and 
three-drawer standard-size steel cabinets. In June 
Mr. Jones will be ready for large distribution to retail 
stores, and will then be warehousing stock in a large 
way. He is planning an advertising campaign in 19 
California telephone directories as well as in the 
local directory. He will also make use of radio broad- 
casting. 

~ a om 

D. C. Walker, manager for Remington Rand, Inc., 
Los Angeles, reports the return from war service of two 
former employees who have now returned to work for 
the company. Capt. Glann Donnelly, who before going 
into service was the firm’s representative in Santa 
Barbara, is now outside salesman for the Los Angeles 
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FOUNTAIN PENINT ); « 





Confusion of colors is impossible with 
Sanford’s PENIT. Sales people or con- 
sumers can now make immediate selection 
of ten brilliant, harmonized colors. 

From the two-ounce bottle to the gallon 
the color of the carton, label and cap in- 
dicates the color of the ink. These color- 
ful cartons bring brightness and life to 
your ink display. . 

PENIT works perfectly in any make of 
fountain pen. Fine quality chamois pen 
wipers are packed with all four-ounce 
bottles and quarts. 

Standardize on PENIT for at least 70% 
of your ink business. Make it the ink your 
salesmen sell. In turn you avoid com- 
plaints; you obtain automatic repeats; you 
give the consumer the finest ink that 
money can buy. Best of all you increase 
your profits. 

Remember list prices on Sanford’s 
PENIT are retail prices. They are not 
deceptive. 

Write for catalog and prices on the 
cleanest fountain pen ink made. 


ANFORD 


INK COMPANY 


8 
Te 






Chicago 7 
New York 12 
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PROFIT MAKING EQUIPMENT 


TO SELL AND DELIVER! 





rttlas 
STENCIL 





SAVE PAPER—SPACE 
—MANPOWER 


@ Stencils HANG vertically (two 
on each hanger) FREE from 
damage by folding, creasing or 
wrinkling. 

@ Stencils HANG FREE from PRES- 
SURE without the use of paper 
separators. 

@ Stencils STICKING js reduced to 
a minimum, film of air circulates 
between stencils. 


@ Stencils are QUICKLY located, 
ATLAS two-inch open window 
type indexes provide a VISIBLE 
INDEX. 


MODELS WITH CAPACITY TO 
MEET ANY REQUIREMENT 


IMPORTANT NOTICE—We are the 
sole licensee of U. S. Patent 
No. 2,248,027. 


Used by Hundreds of America’s Great Corporations 
Write for Your Copy of the New Catalog 





This is the patented Atlas hanger 
(U.S. Patent No. 2,248,027) with 
the Atlas metal index tab attached. 


ATLAS STENCIL FILES COMPANY 
13237 Superior Ave Cleveland 12, Ohio. 
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office. Mr. Donnelly was in the service for five years 
with the field artillery and was one of those who 
landed on the Continent on D-Day. S. Gilbert Easley, 
a former salesman who has been gone for the past 
three years, has returned to similar work with the 
Los Angeles office. 

Marvin Payne, formerly manager of the Tulsa, Okla., 
office of Remington Rand, has recently been trans- 
ferred to the Los Angeles office, where he is assistant 
to Mr. Walker. 

* *” * 

The Victor Adding Machine Company has taken on 
two new men in the service department, according to 
Kurt Vasen, western regional manager, 720 S. Flower 
St., Los Angeles. Lt. F. H. Goldbach and Maj. W. F. 
McDonald are the two, both having recently returned 
from Army service. Both are Los Angeles men and 
have not previously been in this line of work but are 
embarking on new careers. 

Mr. Vasen, who recently was in Chicago, where he 
visited the company’s home office and factory to 
discuss prospective conditions in the West Coast 
branches, reports that it was concluded that prospects 
in the West are very bright, with a larger prospective 
demand for Victor products than ever before. 


* * * 


John Powell, who was with the Zellerbach Paper 
Company for ten years, and M. Elliot Nelson, who was 
released from the Army in September after three years 
service, opened an office supply store recently at 5734 
S. Broadway, under the name of Office Supply Com- 
pany. This is strictly a commercial office supply firm, 
and already they are doing a fine business, being the 
only commercial stationery store in a large area. The 
building was completely redecorated and equipped with 
new fixtures. 

cs o* ae 

Rodney Allabach, manager of the Allen Wales Add- 
ing Machine Company, says the demand for rentals is 
still great. W. E. Montgomery, office manager, says 
business in general is good with prospects bright. 


* * * 


Ervin L. Chaikin, proprietor of the Beverly Hills 
Office Furniture Company, 363 N. Camden Dr., at- 
tended the Chicago convention of the Wholesale Sta- 
tioners’ Association. He also called on manufacturers 
in the East but found very little merchandise ready for 
immediate delivery. 

x * * 

Shirley Rothman, secretary of the Angelus Type- 
writer Company, was recently married to Maj. Jack 
Haskin, who is now instructor in science and history 
in the Los Angeles schools. Major Haskin wears the 
Purple Heart and the Congressional Medal of Honor, 
won in the Pacific theater of war. 

Miss Carmila Craven is the new assistant book- 
keeper for the company, and Bob Ashmore, a former 
mechanic with the company, is now back with the 
firm after two years’ service in the Pacific theater. 
Mr. Ashmore also received decorations for meritorious 
service. 

Dave Bishop, also of Angelus Typewriter Company, 
recently attended the wedding of a brother in Winni- 
peg, Manitoba. Mr. Bishop made the trip by plane 
and was gone about two weeks. 

Harold Rappaport, formerly with Angelus, has now 
opened a furniture store in the 300 block on Broad- 
way, Los Angeles, with his brother-in-law. The store 
is called “The House of Tomorrow.” 

William Williams, manager of the adding machine 
repair department, is now the grandfather of a baby 
girl. The father is Jerry Williams, first lieutenant in 
the Air Forces of the U. S. Army. 


* * * 


G. R. Trefzger, proprietor of the Crown City Type- 
writer Company, 21 S. Garfield Ave., Pasadena, re- 
ports that his son, Bob, who has been in service in 
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SCIENTIFIC MEKCHANOISERS GIVE 
FAR MOKE DISPLAY SPACE 70 QUINK 





Because America’s most-advertised ink “has the call!” 


Public preference is the barometer by which smart variety chain stores 
allot display space. Actual sales and profits determine. the square inches of 
counter space devoted to each brand. A recent survey of variety chains shows 
that Quink gets the biggest “play” by far. 

Quink had almost 50% more display space than any 10¢ ink. And 15 and 
25¢ Quink had over 50% more.space than the next leading 15-25¢ brand. 

It further substantiates Quink’s leadership. For year after year surveys of 
user preference show Quink leads all inks. And why not? After all, only one ink 
—Quink—contains pen-protecting solv-x. And more advertising has been put 
behind Quink than any other writing fluid. No wonder Quink is America’s larg- 
est-selling ink! No wonder scientific store merchan- 
disers allot the greatest display space. to PARKER 
QUINK! The Parker Pen Company, Janesville, Wis. 


Feature the best seller... 





Copr. 1946 by The Parker Pen Company 
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SOLV-X in Parker Quink 
protects customers’ 
pens 4 ways: 


1. Ends gumming and clogging. 
Gives quick starting, even flow. 


Fe Cleans a pen as it writes... 
keeps it out of the repair shop. 


3. Dissolves and flushes away 
sediment left by ordinary inks. 


4 Prevents metal corrosion, rub- 
ber rot caused by high-acid inks. 


PARKER QU/WK 


THE ONLY INK CONTAINING PEN-PROTECTING SOUL 
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Always 
Well 
Made— 
Soon 

to be 
Made in 
Ample 
Wuantity 


Jasper Chair Co. Office Chairs 


There's lifetime use in the high grade wood parts, the smoothly 
functioning iron, the beautifying and protecting finish. From 
the beginning, our product was offered as ‘The Right Chair at 
the Right Price’—by holding steadfast to that quality idea, we 
built up our volume for the year 1941 to 150,000 units. 


No. 600 





Much of that production was lost during the war years and 
there are still difficulties of procurement and manufacture retard- 
ing our progress. But we firmly believe there is a great future 
for America and that industry, entering into its portion, will 
enable us to re-establish prewar volume. 


Stay on the field—the position of the distributor will become 
more and more important and profitable. 


Jasper 


Lhair bo. 


MEMBER WOOD pag o 1 INSTITUTE JA 5 P E i . I N Pp i A N A 





Geo. A. Litchfield, Sales Mer. REPRESENTATIVES: 
S. H. MacDonald, (West) James S. Fowls, (Southern) Fred Deutsch (Southwest) W. H. Brown, (Chicago-Midwest) R. J. Freeman, (Eastern) 
405 Orpheum Bldg. 327 Sunset Drive, North 3525 Southwestern Blvd. 6708 Glenwood Ave., Chicago 26 383 Madison Ave. 
Seattle, Wash. St. Petersburg, Florida Dallas 5, Texas (Phone ROGers Park 3644) New York, N. Y. 
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the European war area for three years, is now home. 
Bob is attending Pasadena Junior College and will 
remain there until the end of the school year. In 
the fall he hopes to enter California Institute of Tech- 
nology. The other son, Gus, is still at the Corona 
Naval Hospital, where he has been hospital apprentice, 
first class, for several months. 

* * * 


A. C. Hauser, proprietor of the Columbia Sales Book 
Company, made recent trips to San Diego and to New 
York City. In Long Island City he visited the C. E. 
Sheppard Company’s main offices, where policies and 
prospects for the western territory were discussed. 

a 


SON BUYS ALTOONA FIRM FROM FATHER 


J. H. Young has purchased the Altoona Typewriter 
Company, owned and operated by his father for 
many years at 1512 Twelfth Ave., Altoona, Pa. Now 
26, “Jim” worked with his father in the office ma- 
chine and equipment business ever since he was a boy 
in junior high school. He was also with the United 




















JAMES H. YOUNG 


Typewriter Company of Baltimore, Md., and Washing- 
ton, D. C., before entering the Army Air Forces and 
spending three years in this service, part of which was 
overseas. 

At Altoona, Mr. Young desires to hear from com- 
panies desiring representation for business machines, 
equipment and supplies. 

The father, W. J. Young, has opened the DuBois 
Typewriter & Supply Company at 305 W. Long Ave., 
DuBois, Pa., an entirely new business in an area not 
previously serviced. The proprietor has been in 
the typewriter business for many years and originally 
was with the old Remington Typewriter Company in 
the service department. He was promoted to district 
salesman in the Altoona area and remained with Rem- 
ington Rand until 1936, when he purchased the Al- 
toona Typewriter Company. During the war, he was 
with a United States Navy plant as an instrument 
man in the manufacture of anti-submarine detection 
instruments. 

Specializing in the DuBois area in typewriters, add- 
ing machines, office furniture and supplies, W. J. 
Young desires to hear from companies wanting repre- 
sentation. 

Besides W. J. Young and his son, J. H. Young, there 
are two others of the family in the typewriter busi- 
ness. W. J.’s brother, John Young, owns and operates 
the Typewriter Equipment Company at 423 Cleveland 
St., Clearwater, Fla. Another brother, Raymond Young, 
has recently gone with him and is training under the 
GI bill as a mechanic. 

9 a9 
MYRON GREISDORF RETURNS TO CHICAGO FIRM 

Myron Greisdorf has returned from the U. S. Navy 
to assume his position as vice-president in charge 
of sales for the Marvin Envelope & Paper Company, 
Chicago. 
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CONFIDENCE 


@ The child relies on its father. With equal 
confidence business relies on Acco. There is 
no substitute for such confidence, in a man 
or in a product. 


That is why ACCO takes such pride in its 
name and reputation. The knowledge that 
Acco steel fasteners, for instance, are recog- 
nized as “tops” and that Business would 
rather have them than any other represents 
something on which all of us can build. 

Paper fastening is a basic operation in all 
businesses—and the name “ACCO” on your 
paper fasteners is your promise to your cus- 
tomers that you sell the best—that they can 
buy from you with confidence. 





INC. 
39th Avenue and 24th Street 


LONG ISLAND CITY, N. Y. 


PRODUCTS, 
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Records are 
always sate 
and accessible 


when stored in 


TRADEMARK 


TRANSFILE | 


FIBRE BOARD 


FILES 


Records which are worth keeping 
should be stored in TRANSFILE Fibre 
Board Files where they are always 
safe, clean, orderly and ready for 
instant reference. 


TRANSFILE Files are shipped flat 
but they are assembled in a jiffy — 
no nuts, bolts or tools are required. 


They can be stacked into staunch 
batteries with the 2-Way Interlock. 


Check your customers’ requirements 


now. 


GUIDE SYSTEM & SUPPLY CO. 


NEW YORK 13, N. Y. 


335 CANAL STREET 








PACIFIC NORTHWEST NOTES 
C. M. Litteljohn, Correspondent 


Richard O. Dunning, long experienced in the type- 
writer and business administration field of the Pa- 
cific Northwest, was recently appointed vice-president 
of Spokane’s radio station, KHQ, to have charge of 
the commercial department. Two years ago Mr. Dun- 
ning went to Boise, Idaho, to become manager of the 
Idaho Typewriter Exchange. Previously he was a 
financial secretary of the Spokane Chamber of Com- 
merce and was also secretary of the Retail Trade 
Bureau of Spokane. 

- + 

Concentrating inks and writing fluids in one large 
display, the stationery house of John W. Graham & 
Company, Sprague Ave., Spokane, Wash., has created 
a veritable inky way. The arrangement shows all types 
and colors of inks for varied uses. 

” * . 

Displaying a more extensive interest in modern art 
and the work of the Seattle Art Museum, its exhibi- 
tions and activities, Lowman & Hanford Company, 
pioneer stationers of Seattle, has taken a contribut- 
ing membership. 

* * ae 

The North School Supply Company at Portland Ore.., 
has been issued a building permit for construction 
of a new building which will cost $118,888. It will be 
located at 1505 N. W. Lovejoy St., for warehouse as well 
as Office administration purposes of the large school 
supply and equipment organization. 

* = * 

Combination book, stationery, lending library and 
art store will be one of the built-in features of the 
new Lakewood Center in the Lakewood Development 
District near Tacoma, Wash., a half-million dollar 
project. 

* ” a 

J. D. Lowman, a pioneer of the stationery trade in 
Seattle and a founder of the Lowman & Hanford Com- 
pany, was recently chosen for another term as hon- 
orary vice-president of the China Club of Seattle. The 
well-known Seattle stationer now and, investment 
company head, has long been actively interested in the 
Orient, and years ago was a traveler through those 
lands. 

* * * 

Greeting cards, stationery and giftwares are fea- 
tured by Ben & Edna’s Shoppe, which was opened last 
month at 2703 N. 21st St., Tacoma, Wash. 

* ” ok 


M. W. Anderson of Remington Rand, Inc., 1003 A St., 
Tacoma, Wash., was recently elected to membership 
in the Tacoma Chamber of Commerce. 


eI 


MEMPHIS FIRM OPENS NEW DEPARTMENT 

W. H. Clarke and Brother, 19 S. Second St., Memphis, 
Tenn., active in office supply and stationery trade, 
have opened a new and large department in artists’ 
materials, with more than 100 varieties of artists’ 
needs, including brushes, palettes, knives, crayons, pen- 
cil sets, oil and textile sets, modeling tools, clay, canvas, 
show card colors, crayons and charcoal and easels. 
This store was founded in 1897 and came to its modern 
home on S. Second St. after several years on S. Main 
St.—CG. 


ee 


PLASTIC FONEHOLDER GAINS GOOD RESPONSE 


The new Ruberlyke Plastic Foneholder, introduced 
on the market by the Reyam Plastic Products Com- 
pany, Chicago, early this year, has had a good re- 
sponse in sales, reports the Utility Supply Company 
of Chicago. A merchandising plan for the device was 
used by the company, including widespread promotion 
through advertising in the Chicago newspapers. 
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YOU GET Action and Control 


with Acme Visible _ sell 








vane teat » 

Calls for Usable Record Data and Information bats 
Now is an excellent time to establish a modern up-to- 
date sales control system. Facts regarding customers, 
products and territories are becoming progressively 
more important. Acme Visible Record Equipment 


SALES PLANNING— - i. a 


places them before you where you can See, Analyze 
and Act. Prepare now—be ready to base decisions 





We have prepared a timely informa- 








on facts. tive portfolio complete with samples 
The trained Acme man in your area knows exactly __ of Visible Sales Record Cards. 
how to build the record forms and prepare the oper- _Send for your copy today, it will 
‘ pe ih i aid you in planning a modern sales 
ating plan that your own objectives require. control system. 





FOR VISUAL 


PHOTOZ/ SALES PRESENTATION 


Your sales messages are made more convincing when accom- 
panied by pictures . . . of products, special features, their 
applications and uses. With PHOTOdex sales presentations 
are kept up-to-date at all times by substituting or adding 
photographs of new models or products. 

Compact and attractive, bound in luggage tan imitation 
leather. The cover turns back to form a secure easel support. 
Its capacity is 50 8x10 prints, 100 5x7 prints or any desired 
combination of both. Each photograph is Visibly Indexed, 
with the indexing protected by the transparent edge of the 
pocket. Acme PHOTOdex brings a new standard of effi- 
ciency to pictorial sales presentations. 


In stock for immediate delivery—ask to see it! 




















<“SLIDEZy a REVOLUTIONARY INNOVATION 


sen nue 


The figures posted in the average record are not necessarily the usable facts. 
It is only when they are translated to their true meaning that their utmost 
value can be realized. 

Vital and usable facts—not just the figures appearing in the body of the 
card—are graphically and forcefully portrayed on the visible margins of an 
een i Acme Record through SLIDEdex. 

LT FL WITHOUT LABORIOUS, TIME-CONSUMING CALCULATIONS, 
mm SLIDEdex translates sales figures to ‘‘Quota Percentages’’—inventory balances 
o “Days of Supply’’—budget balances to ‘Percent Available’’—instantly, 
unerringly—and automatically signals the visible margin of each card. 














To these dealers who have or would like to set up a Systems Department, Acme presents an unusual opportunity for much profitable business. Write or wire for further details, 


ACME VISIBLE RECORDS, INC. 


Aeme Visible Records, In. 122 SOUTH MICHIGAN AVENUE « CHICAGO 3, ILLINOIS 
Reprint of Our Message in National Magazines, April, 1946 
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Each Office TAILORED TO FIT 


The Individual Business 


Spopell 7 


Yes, Leopold dealers are completely equipped to plan your entire office in every detail. They 
have the experience and training to suggest just the design and arrangement that will give 
each office beauty, comfort, convenience and efficiency. Leopold designers and craftsmen 
are planning ahead, too . . . developing mew techniques of construction, perfecting new, 


exclusive designs and planning new methods of production. 


Leopold desks are outstanding because of their unusual comfort and greater utility .. . rounded, 
protective corners, clear mirror grain finishes, adjustable to either 29 or 30” height, 
especially made to make floor cleaning easy. Leopold desks are designed for consumer 


convenience. They seem to say “welcome” to any office visitor. 


Leopold is continuing its policy of handcrafting fine 
woods into articles of beauty and utility. These days 


THE LEOPOLD COMPANY op connct gurantee immediate shipment, but we wil 


always guarantee craftsmanship and quality. This has 


Burlington, Iowa 


been our policy since 1876. 
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NEWS NOTES FROM NSA DISTRICT NO. 8 





Gene Mitchell, Correspondent 





Before you read this, the Eighth Region convention 
at Kansas City, Mo., will be history, but we feel certain 
it will prove interesting and instructive. Governor 
Ted Warkentin and Lt. Governor Roy Moreland, with 
the marvelous help of the several committees, have 
been doing day and night work to assure a mighty fine 
convention, and the attendance should be very large. 


* * * 


Mr. and Mrs. Clifford Talty of the Gallup Map & 


Stationery clan in Kansas City spent two weeks tour- | 
ing southwardly during March, visiting in Arkansas, | 


Louisiana and Mississippi. They returned in ample 
time to attend the Kansas City regional. 


* * * 





ON A FLYING TRIP—Ralph Kettler (center) of Southwestern | 


Stationery & Bank Supply appears at a club in St. Louis, Mo., 

with Gene Mitchell (left), manufacturers’ representative, and 

Bob Lynch, pilot of the firm’s plane. After stopping at St. Louis, 

Mr. Kettler flew east on a buying trip to several factories. 
* * * 


The Roy Morelands’ most attractive twin daughters, 
Sue and Lou, honored the Mitchell household in St. 
Louis early in March, spending three days there while 
rooting for their high school basketball team to win 


the state tournament. But the rooting was for naught 


when their team, Lee’s Summit High, lost to St. Louis 
University High, the only game Lee’s Summit dropped 


during the season. 
* * * 


Ray Baldwin of Gallup Map & Stationery Company, | 
| ONE SOURCE OF SUPPLY UNDER ONE BRAND NAME 


Kansas City, was seen hopping around on crutches re- 
cently, following an accident which broke a toe. 

* + cg 

The R. B. (Bob) Valleaus of St. Paul, Milwaukee and 

Burlington, Iowa, were reported basking in the sun- 
shine of Florida during March, as were the George 
Wilkersons of Springfield, Mo. And immediately fol- 
lowing these visits, the Walter Weihe’s of the S. G. 
Adams organization in St. Louis, wandered down that 
way for a month’s rest, following Mr. Weihe’s siege of 
illness during February. 

* * * 


Up and perking again after another siege is Ike Cor- 


Louis and Kansas City during March. 
” or a 
Our good little friend, the hard-working Johnnie 
Pydlek is again on the road, now traveling for Reliance 
Pencil Company, with his headquarters in St. Louis. 
He will cover several states south and east of there. 
The best of good luck to you, Johnnie. 
* * * 
That big little guy, John Wachtler, general manager 
of Omaha Printing Company, Omaha, Nebr., reported 
to your correspondent by phone when in St: Louis 
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| Typewriter Carbons 





nish, the popular Yawman & Erbe representative in | Stencilrun Papers (for 


these parts. Ike visited his friends in the trade in St. | 


FOR MORE 
AND BRIGHTER 
COPIES USE- 
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Writing Plates Alco Run Papers 
Styli Copyinx Hand Cleaner 
Lettering Guides 


RECORD CARBONS 
& RIBBONS 


Pencil Carbons seem Screens pinche 
; opyscopes 
iaken Minors Stencil File Folders GELATIN SUPPLIES 
ses Type & Platen Cleaner one aoe ber) 
White or Amber 
Se ses Fibre or Cloth) 
encils... Blue Gelatin Films 


FLUID DUPLICATOR 


White .. . Yellow 
DIRECT PROCESS 


Heavy or Light Coated Hecto Ribbons 


Hecto Carbon 


range ie a Copyinx Hand Cleaner 
: coms 
siieclt toie viates Mee. Compan Original Master Paper 
Stencil Ink Alco Units Fastbrite (Coated) 
Correction Fluid Alco Ribbons Copy Paper 

Alco Fluid Recordrun Papers 


Reproducing Copies) Alco Original Papers (Maximum Run) 


Sales Representatives Wanted 


Here’s an interesting and profitable sales opportunity. 
Territories available from coast to coast. 


COPY PAPERS Inc. 


700 WEST LAKE ST....CHICAGO 6, !LL. 


‘Do It Right uth Copybrite ” 


BRANCH OFFICES IN ALL PRINCIPAL CITIES 
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Protection 


PLUS 


With Texas a frontier area, the Texas rangers 
introduced and developed the idea of pro- 
tection of property so that businessmen 
whether in town or on the range could pro- 
duce in safety and help develop the country. 





Protection so that you can produce and de- 
velop in your own business enterprise is the 
thought that has governed our program. 
Unless you can obtain the supplies and serv- 
ice you need, inefficiency of operation will 
result. Loss of normal development will 
follow, which is just the opposite of what 
we want to happen. 


Our job is to supply you with "Andy units 
of steel." Events over which we have had 
no control have handicapped our produc- 
tion, which in turn interferes with your own. 
We are making files on a limited scale and 
will increase output as quickly as conditions 
permit. We are anxious for the day when 
we again can meet the requirements of our 
many friends in the industry. 


DERSON-HicKEY Go. 


INC, 
9) 


GENEVA 
ILLINOIS 


sandy i 
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for one day during March on business. He sounded 
pretty pert for such a busy man. 
* . . 

We hear that Uncle Bill Smith, the Aceman, fought 
off his recent illness with the same old spirit he has 
always had and is again feeling almost human. That 
old cheerfulness was missed by many of his friends 
who were attending the National School Service Insti- 
tute meeting in Chicago in February, when Bill was 
taken ill. Bill never has failed heretofore to drop in 
on his friends at that meeting each year. 

+ ” ” 

A new typewriter will spell out the messages for the 
May 8th Region column, so watch for some real 
stuff. The Rt. Hon. Daniel A. MacDougall of Station- 
ers Loose Leaf fame will do the job for yours truly 
while Mrs. Mitchell takes her husband on his business 
trip to Trussell Manufacturing Company, Poughkeep- 
sie, N. Y.; George B. Graff Company, Cambridge, 
Mass.; Marble & Shattuck Chair Company, Cleve- 
land, Ohio, and for a visit with their daughter at Col- 
by Junior College in New Hampshire. 

If you think he is good, drop him a line after read- 
ing his copy and tell him so. 

* 7 + 


We were sorry to hear from Walter Guy, Arkansas 


| Printing and Lithographing Company, Little Rock, 
| that he spent a couple of weeks in the hospital, follow- 


ing an operation. 
*» * * 


When next you see Fred Schaefer, the Sanford Ink 


| executive, ask him to show his relic of the 8th Re- 
| gion’s 1941 meeting. It is a metal tag about the size of 


a half-dollar which the Midwest Travelers Club issued 
to identify those taking part in the 1941 House of 
Friendship. It bears the inscription “Check your 
Troubles at The House of Friendship.” Fred cited this 
at a recent gathering in the Palmer House where Dick 
Gingland, Esterbrook district manager, Charles Ranier 
of Binney & Smith Company, and your writer were 


| present. 


* * * 


Seen visiting the St. Louis trade recently were Ralph 
Maneval of A. W. Faber Company, A. F. “Heine” Seng- 
bush of Sengbush Self-Closing Inkstand Company, 
(the fellow who never lets any of his friends know he 
is around); William (Bill) Boyd, Acco Fasteners and 
vice-president of NSA; Charlie Ramsey, the Ever 
Ready boy—and I mean ever ready; Austin Waterbury 
of The Carter’s Ink Company. We heard Maurice Mann 
of Sanford Ink was due, but at this writing he hasn’t 


come out of the clouds. 
a - * 


I cannot pass this issue without a word about one 
of our finest of old friends who was known to many 
Midwest Travelers and whose memory will long re- 


/main dear to all of us—George O. Colborn, Colborn 


School Supply Company, Grand Forks, N. Dak. He died 
on March 4, following an illness of about three weeks. 
He was a loyal friend, a most loving husband and the 
proud father of three girls and two boys, all of whom 
survive him. Our most sincere sympathy to Gert, the 
wife, and to all the children. 

* oe - 


Joseph Stark of the Chicago office of Boorum & 
Pease Company, and recently of Uncle Sam’s Navy, 
is assisting Teddy Barthel, manager of the firm’s St. 
Louis plant, with production and sales problems for 


a time. 
~ > * 


True to his fine characteristics, his fullness of heart 
and his love for his industry and co-workers, Charles 
P. Garvin remembered those contacts of his busy 
life when he planned for his departure from his many 
friends by willing $100 each to the following clubs and 
associations of which he was an honorary member: 
Midwest Travelers Club, New England Travelers Club, 
Penn-Mar-Va Travelers Club, Great Lakes Travelers 
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QUALITY... 


In all Mashek brief bags and portfolios... made of genuine pigskin and 


aniline dyed cowhide, designed with a precise knowledge of the needs of substantial 


businessmen . . . finished with the fine detail that makes Mashek the first choice of 


Feank Mfbek Co. 


1914 NORTH MILWAUKEE AVENUE, CHICAGO 47, ILLINOIS 


discerning men. 
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FOUR BEST SELLERS 
qunruco 








RUBBER DESK GUARDS 


) 


RUBBER CHAIR PROTECTORS 





RUBBER FURNITURE SHOES 


RUBBER FINGER PADS 


172 


V RUBBER 
V RUBBER 
V RUBBER 
V RUBBER 


DESK GUARDS 
CHAIR PROTECTORS 
FURNITURE SHOES 
FINGER PADS 


There are good reasons why all Sunruco molded rubber office 
specialties are best sellers * Each item meets Sunruco “Sales-Lined” 
Specifications: * It’s practical—designed to meet a definite office need * 
It’s better—best materials are used so that it will do its job right over 
a long period of time + It has “eye appeal”—careful attention is given 
to colors and finish so that it will sell itself on sight * It is profitable 
for you to sell—Sunruco’s specialized experience and modern machinery 
permit mass production that makes your price right. For these reasons, this 
saying is becoming well-known in the trade: “If It’s Sunruco—lIt Sells!” 


1 Rubber Desk Guards attached to corners 


of desks and other furniture prevent 
wood from becoming bruised and 
marred by chairs. 

No. Retail 
21217 6” length, angle style $ .50 pair 
21218 20” length, angle style 1.00 pair 
21219 6” length, curved style .50 pair 


3 Rubber Furniture Shoes, reinforced with 


enameled metal, protect floors, rugs and 
floor coverings and prevent ‘desk crawl.” 


No. Retail 


21231 154%” Square $.75 per set 
21232 11%” Square .75 per set 
21233 1%” Square .75 per set 
21234 .15%4” Square .75 per set 
21235 1%” Square : .75 per set 
21236 2” Square - « 1.00 per set 
21237 1%” Dia. Round .75 per set 
21238 212” Dia. Round 1.00 per set 


Rubber Chair Protectors placed on arms, 
front corners and backs of chairs pro- 
tect both chairs and furniture or walls. 


No. Retail 


21201 Narrow style, 6” length $.35 pair 
21202 Wide style, 6” length .50 pair 
21203 Narrow style, 12” length .25 each 


Rubber Finger Pads are indispensible for 
fast handling of papers. Deeper non- 
skid over entire surface, inside ventilat- 
ing grooves, non-binding length are 
features of the new model. 

No. 21302 Size 11 $.05 each retail 
No. 21303 Size ll . .05 each retail 
No. 21304 Size 12 
No. 21305 Size 13 
No. 21306 Size 14 


.05 each retail 
.05 each retail 
.05 each retail 


FOR INFORMATION ON PRICES AND DISCOUNTS WRITE: 





<a 
Ny THE SUN RUBBER COMPANY 


“BARBERTON: OHIO: 








SUNRUCO ‘’FAIR PLAY’’ ALLOCATION 


Sudden unleashing of pent-up demand for rubber items and our 
policy of making no compromise at the sacrifice of quality, coupled 
with shortages of materials and skilled labor, make it necessary io 
accept and ship orders on an allocation basis. We do this as a “fair 
play” measure for all. We distribute Sunruco products to old cus- 


tomers on a basis of past 
purchases and we take 


care of new customes aa eee 
4.@! 


rapidly as production 
allows. 


$-346-52 


General Manager 
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Club, Boston Stationers Association, Connecticut Val- | 


ley Stationers Association, and Washington Stationers 
Headquarters Group. 


* * *« 


We found time in February to attend another one of 


those mighty fine Great Lakes Travelers Club lunch- | 


eons, where so many fine friends gather to talk busi- 
ness and fun. It is a pleasure no member of the in- 
dustry should forego whenever in Chicago on Friday. 
Just shove an ear downstairs at the Sherman Hotel 
and you will hear the “gang.” 


* * * 


The Wholesale Stationers Association, at their an- 


nual meeting at the Edgewater Beach Hotel, Chicago, 
in February, honored Herbert F. Held, of Blackwell- 
Wielandy Company, St. Louis, with the first vice- 
presidency for the ensuing year. Congratulations, 
Herb. 


M. R. ALLEN COMPLETES TENTH YEAR IN FIRM 


M. R. Allen, owner and operator of the Central 
Typewriter Company of San Antonio, Tex., on March 
10 rounded out his sixteenth year in business. Dur- 
ing this time, through persistent, conscientious effort, 
he has built up a business that has shown a steady 
increase and a good profit. 

Starting out with five typewriters and a mechanic 
who worked on a 50-50 basis, Allen had barely got 
into the swing of things before a periodic depression 
hit this nation, affecting all lines of business. The 
going became tough, but still he carried on. 

In 1942, which was his peak year, he employed seven 
mechanics and his gross sales averaged $15,000 per 
month. Today, while the volume has not reached this 
figure, it is showing a steady improvement, requiring 
the services of five mechanics and a delivery boy. 

In addition, he has remodeled his office and has 
installed store cabinets for supplies and excess stock. 
He has also added a small stock of paints, varnishes 
and enamel, thus helping to keep up the volume 
in spite of the recent shortage of parts and supplies. 

How well he has saved that which he earned, may 


be determined from the fact that he owns a ranch | 


of 2,996 acres, 522 acres of which are under cultiva- 
tion of cotton, corn, peanuts, 
farm products. It is also stocked with cattle valued 
at $18,000. The crops and the cattle now serve to 


provide him with a greater income than that he | 


receives from the store. 


Fred Haller, a veteran in the repair and overhaul | 


of typewriters and business machines, has been fore- 
man of the repair shop for the past nine years.— 
BCR. 


<2 —___. 














HEADS NEW OFFICE—George A. Howland, district manager, | 


is in charge of the New York, N. Y., office of All-Steel Equip 

Company, Aurora, Ill. The office was recently changed from 

225 W. 34th St., to 551 Fifth Ave., New York, and will control 

sales in metropolitan New York, northern New Jersey and a 
portion of Connecticut. 
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and miscellaneous | 


SHALLCROSS 


STEACILS 


Qntroducing. ... 
A NEW 


eye-appealing package for SHALLCROSS DOUBLE- 
COAT STENCILS—as modern and progressive as 
the product it contains. 











The winning combination—a package designed for 
selling—a product designed for customer satisfac- 
| tion. Long-fibered imported tissue coated with 
| TWO special solutions gives SHALLCROSS 
DOUBLECOAT STENCILS extra strength, extra 
| durability PLUS extra smoothness for artwork that 
| means quality duplicating ALWAYS. 


PRICE LIST AND SAMPLES 
ON REQUEST 


B The SHALLCROSS COMPANY 


Mancfacturers of 


| Inks-Ribbons-Stencils-Papers 


FORTY EIGHTM and GRAVS FERRY ROAD 
PHILADELPHIA 43, PENNA 
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MDA AK 


A | rT SATIN-FINISHED 
GMInNONM 


an Lo Matte 


With the LEAKPROOF VALVE CON- 
TROL FEED! Non-flooding. Sweatproof. 
Feathertouch action. One of the most 
versatile instruments ever invented for 
marking, lettering, drawing on ANY 
surface. 







cape 
Fountnbhrush 


The FLO-MASTER 


FLO-MASTER SET 

Ideal for individuals © 
Homes @ Teachers @ Students 
Artists @ Cartoonists @ Designers 





FLO-MASTER UTILITY SET 


There's a real need for it in every 
Office @ Store 
Laboratory @ Factory 


FLO-MASTER has a MILLION uses because it 
WRITES—MARKS—DRAWS—On ANY Surface. 


Sells on demonstration and there's plenty of 
repeat business in Cado FLO-DRI INKS — now 
in 4 colors — Black, Red, Blue, Green. Write 
for our prices and sales program. 


CUSHMAN & DENISON MFG. CO. 
Dept. O., 133 West 23rd St., New York 11, N. Y. 
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R. LEWIS WATKINS JOINS VICTOR SAFE 


R. Lewis Watkins has joined the Victor Safe & Equip- 
ment Company, Inc., as district sales manager for 
Maryland, Virginia, and the District of Columbia, it 
was recently announced. 

Mr. Watkins’ experience with both direct-selling and 
dealer-selling manufactureres of office equipment 








R. LEWIS WATKINS 


covers many years of active participation in selling 
problems, and his company states that he is partic- 
ularly qualified to assist dealers in systems work. He 
replaces A. P. Learnard, who has resigned to open a 
new retail business. 


—_——_—= oe 


EATON’S LAUNCHES MATCHED MERCHANDISING 


After exhausting research in developing the answers 
to problems which confronted stationery merchandis- 
ers, the Eaton Paper Corporation, Pittsfield, Mass., re- 
cently launched their Matched-Merchandising pro- 
gram. 

Through the formulas created by Eaton, it is claimed 
that the average sale of writing paper can be in- 


| creased 21 per cent, that 40.5 per cent of the customers 


will bring repeat business and that selling expense can 
be reduced and profits nearly tripled. 

Eaton’s tests assert that when a staple paper with 
fashion appeal was promoted for its fashion charac- 
teristics, it outsold a “price paper” by 2% times and 
that, by selecting a paper for such promotion that 
is always carried in open stock, an ever-increasing 


| number of “repeat customers” are created for the de- 
partment. 


To provide for maximum sales-effectiveness in writ- 
ing papers, the Eaton Paper Corporation and the 


| Russell Allen Company collaborated in the designing 
| of a selling fixture which combines staple Eaton boxed 


papers and matched Eaton open stock papers. The 
characters of the fixture design, it is claimed, reduces 
selling and occupancy expense, gives better customer 


| service, increases sales and profits. 


a 


BROTHERS OPEN NEW BUSINESS AT AKRON 


William Mayrose and L. C. Mayrose, brothers, are 
associated in a new firm, Mayrose Business Machine 
Company, at 761 N. Main St., Akron, 10, Ohio, and are 
dealers for the Ohmer cash register. Other products 
are being added in the business machine and supply 
line, and service is also provided. 

William Mayrose has returned from 13 months 
overseas service in the Pacific after working for the 
National Cash Register Company for two years. While 
in the Army, he received training on adding machines, 
typewriters and Teletype equipment. Returning to 
civilian life, he prevailed upon his brother to join 
him in the new business venture. L. C. Mayrose was 
with the National Cash Register Company for nine 
years as a serviceman and has had 11 years experience 
in cash register repairing. 

OFFICE APPLIANCES, 


April, 1946 

















ip- 
for 
it 


nd 
nt 


ng 
ic- 
He 


ars 
is- 
e- 
.0- 


ed 
n- 
rs 
an 





WON 
THIS COMBINATION HAS 









Wire after 
eing treated by the 
Ace Process This Gives 
Maximum Strength to 
the vter eg 


®dge where 
it is needed Most. 













“CCording to 
!On, Watch-like 
ipa 





€P your CUStomers’ 900d wij and 
Patronage by Giving them th 
Ace Staples. Y 


ese finer, tougher 
Our ©°-Operation will be greatly 
°PPreciated. 








SIVELY 
BY DEALERS EXCLU 
SOLD 








anid Purpose 


175 
il, 1946 

APPLIANCES, April, 

OFFICE 

















BANK of ENGLAND SERIES by HIGH POINT 











HIGH POINT CHAIRS 
HAVE ALL THREE 


It is very important that office chairs be correctly designed. 
Supporting the body in a natural comfortable posture is the 
real purpose of a chair. 

It is equally important that office chairs be structurally 
strong and rigid so that comfort may be assured for many 
years. 

It is also important that office chairs be attractive in appear- 
ance to harmonize with other office appointments. 

HIGH POINT chairs have all three — correct design, 
strength and pleasing appearance. That is why so many 


chair buyers swear by HIGH POINT CHAIRS. 


H!GH POINT BENDING & CHAIR CO. 


SILER CITY NORTH CAROLINA 





SS 
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VIRGINIA-NORTH CAROLINA NEWS NOTES 





J. F. Howison, Correspondent 





The Baughman Stationery Company of Richmond, | 
Va., established in 1861 to become a well-known whole- | 


sale stationery, printing and 


lithographing firm | 


throughout four war periods, has released an interest- | 


ing announcement for April publication. The notice 
is to the effect that Baughman’s will retire from the 
retail stationery and printing part of the business 
and hereafter will concentrate on printing and 
lithographing. 

Extensive improvements, including new machinery 
and equipment costing more than $100,000, are 
planned to take care of the rapidly-growing business. 

No important changes are planned in personnel. Leo 


Napotnik will be the general manager of the business, 


to be known as the Baughman Company. 

The writer recalls that the Baughman Stationery 
Company was second in the nation to handle the 
Edison Mimeographs, the firm of Wheelright and 
Howison being first in 1881. 

* * * 

James E. Gardner, president of the Business Equip- 
ment Company, Richmond, reports the ending of a 
most interesting session of the General Assembly, in 
which he is serving his second term. Mr. Gardner was 
pleased over the passage of several bills which he 
authored. One provided for the change in Richmond’s 
city charter and another reduced the city school 
board from nine to five members. 

Mr. Gardner is happy, however, to be back with his 
business, which has had a busy season, necessitating 
the increase of the staff from four to 12 employees. 

(Your correspondent often attended the proceedings 
of the last session of the General Assembly of Vir- 
ginia and had occasion to observe the convincing 
manner and the forensic ability which characterized 
Mr. Gardner’s work.) 

* *~ * 


It is good to see young Clyde W. Wilkinson back at 
his clerical work in the Cole, Harding, and James 
stationery store in Richmond. For two years he was 
given up as lost, after being shot down on his 
twentieth mission, while flying over Rostock, and be- 
ing held as a prisoner of war. Claude has a fine 
baritone voice and is now pursuing his studies in 
music. In the meantime he sings with the choir at the 
historic St. Paul’s church in Richmond, where he re- 
cently sang Oliver Wendell Holmes’ poem, “The Cham- 
bered Nautilus,” set to music by Mark Andrews in 1920. 

* * * 


W. B. Murray, returned overseas veteran, is selling | 


Standard duplicators in a successful manner. 
* * * 


R. J. Hulcher, conducting a repair service at New- 
port News, Va., has given up his shop and cast his lot 
with the J. C. Piedmont Typewriter Service in that 
city. 

* * * 

C. H. Bungard of Morgantown, W. Va., who rose to 
the rank of lieutenant commander during the war, is 
busy training at Richmond with the systems division 
of Remington Rand, Inc., for field service at Char- 
lottesville, Va. 

* * * 

Back in the service of typewriters and adding ma- 
chines is W. J. Hodnett, now with the Newport News 
office of the firm of Thompson and Thomas Equipment 
Company. He was formerly in civil service in Alabama. 

ok ok * 


James A. Monahan of the American Typewriter Ex- 
change, Richmond, attended the A. B. Dick Company 
sales school at Chicago recently. 


* * om 
Many of the standard typewriter agencies at Rich- 
1946 
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CASTERS ON OFFICE CHAIRS 











Satisfied Customers In Them 





You and your customers build sales on a safe foun- 


dation when Bassick ‘‘Diamond-Arrow’’ office 
chair casters are specified for wood and metal chairs 
because their famous two-level ball bearings con- 
struction and “‘Baco’’ soft rubber tread or ‘‘Atlas- 
ite’’ solid tread composition wheels have made 
‘‘Diamond-Arrow "’ the largest-selling quality office 
chair casters in the world. 

Bassick — world’s largest manufacturer of 
casters — also makes the complete line of rubber 
cushion slides, desk cups and. No-Mar furniture 
rests ... the proper floor-protection products for 
all your customers’ office furniture and equipment. 

This new booklet on floor-protection contains 
valuable sales information on casters, slides, cups, 
furniture rests, etc. Write for Catalog No. 136 to 
THE BASSICK COMPANY, Bridgeport 2, Conn. 
Division of Stewart-Warner Corporation. Canadian 
Division: Stewart-Warner-Alemite Corporation, 


Belleville, Ont. 














When business men buy Cramer Posture Chairs for their 
personnel—they’re doing far more than making an in- 
vestment in office equipment—they literally become 
Heroes to Their Help! 





Yes, there is that much difference in the airflow seating 
comfort of Cramer Posture Chairs . . . and it reflects itself 
in increased employee efficiency, more accurate work, 
and more of it. 


This puts Cramer Dealers the nation over in the envi- 
able position of selling a product that pays for itself— 
a product that puts new zeal in people who use it, and 
makes them look on the boss as a Leader instead of a 


Simon Legree. 





Dealee's Note! 1 | 


The chair model illustrated is 
No. 333.Jr. Executive, Former- 
ly Model No. 311. Five steno- 
graphic models and three Hi- 
chair models are also available. 
Since the quantity is limiced, 
it is urgent that you order at 
once. 


Watch for our announce- 
ments during 1946—there 
will be new models... 
the chairs you’ve been 
asking for! 



























Co Mite 
CHAIR CUMPANY— 


1205 CHARLOTTE STREET © KANSAS CITY 6, MO. 


CREATORS OF AIR FLOW COMFORT IN EXECUTIVE, 
SECRETARIAL, GENERAL OFFICE & FACTORY CHAIRS 
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mond report a continued shortage of machines. They 
have salesmen ready to go, but with nothing to Sell. 
The Royal Typewriter Company branch office recently 
received a shipment of 29 new machines, but they were 
speedily and fairly allotted. 


* *” * 


The genial smile of B. O. Wooley of the Young Type- 
writer & Electric Company, Pulaski, Va., continues to 
be a business getter. Remington Rand machines are 
handled. 

* * * 

E. Earle Hickerson, who was connected with the 
Richmond News Leader for a number of years, is now 
with the American Typewriter Exchange in Richmond, 
in charge of mailing room equipment. Mr. Hicker- 
son recently returned from Rochester, N. Y., where he 
attended the sales classes of Commercial Controls 


Corporation. 


SK ee 


WEST VIRGINIAN VETERAN STILL IN BUSINESS 

A typewriter old-timer still doing a big business is 
H. J. Smith, owner of the H. J. Smith Typewriter Ex- 
change of Parkersburg, W. Va., who started selling 
Olivers in 1907. His first location was Wheeling, W. Va. 
and he holds a gold medal presented to him by the 


| old Oliver organization for about nine years of service. 


He also held a dealership with the old Fox Typewriter 
Company for a while. In about 1916, Mr. Smith re- 
signed from the Oliver Company and entered the busi- 
ness in Parkersburg as an independent buyer of ma- 
chines. In 1919, he signed a contract with Royal as a 
dealer. In 1932, he was appointed a district super- 
visor for Royal, covering a territory of 33 counties in 
Ohio and West Virginia. He still represents the Royal 
in Parkersburg, having five Royal salesmen in differ- 
ent localities and serving a population of around 
800,000. 

Mr. Smith is proud of being the owner of the two- 
millionth Royal, made of gold, presented to him for 
noteworthy service in 1936 by E. C. Faustmann, presi- 
dent of the Royal Typewriter Company, Inc. Mr. Smith 
is also the owner of one of the old Fay-Sholes ma- 
chines and many other old, interesting makes. His 
“hobby” is old antique clocks (not for sale). In his 
storeroom, visitors see about 50 old timepieces, all over 
100 years old, and all in good working condition. 


——2e_—___ 
TWO BUFFALO FIRMS CONSOLIDATED 


The A. C. Gibson Company, Inc., 70 Oak St., has 
purchased the Arthur Kemp Company, 248 Washing- 
ton St., consolidating two old Buffalo, N. Y., firms in 
the rubber and steel stamp and stencil field, Calder 
A. Gibson secretary-treasurer and general manager 
of the Gibson concern, announced. 

The Kemp concern was founded in 1893 by Col. 
Arthur Kemp. The business has been headed by Mrs. 
Caroline Kemp since his death several years ago. The 
Gibson firm was established in 1888 by Alexander C. 
Gibson, grandfather of Calder A., who is active head 
of the business. 

An itinerant rubber stamp maker who finally settled 
in Buffalo, Mr. Gibson opened his first shop at 203 
Main St. and later located at the corner of Washing- 
ton and North Division streets—GET. 


2 9 


REMINGTON RAND BUYS PLANT IN ILION, N. Y. 

Remington Rand, Inc., has purchased a four-story 
manufacturing building on Main St., in Ilion, N. Y., 
from the Remington Arms Company to provide for 
expansion of tabulating machine manufacturing fa- 
cilities, the company recently announced. Operation 
of the new plant will begin as quickly as necessary 
machinery and equipment can be delivered and new 
employees trained. The expansion program will in- 
crease employment in Ilion by several hundred people. 
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. When you feature Longhorn Carbon, added sales and profits result . . . because 
Lis your customers get double value—redoubled satisfaction in the performance 
- of this high quality carbon. Longhorn Carbon won’t curl—special processing 


prevents it—and erasures don’t smudge. Superior pigments bonded to fine 
linen tissue make it wear like silk—makes the 30th copy as sharp as the first. 
Double your sales and redouble your profits by featuring superior Longhorn 
B- Carbon. 





































DEALERS ... DISTRIBUTORS Get the new AMCO Catalog featuring Longhorn Carbon Zag 
Find new profits and greater sales with the and the complete carbon and ribbon line. Just fill _ Z 
dl. complete AMCO Line. ..some Dealer and the handy coupon—clip to your letterhead and 2 
e. Distributor appointments still available. mail. 
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a ae ‘ tion about your dealer plan and user educational campaign. 
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IN OTHER LANDS 
(Continued from page 54) 

where the goods concerned are second-hand or recon- 
ditioned. This will mean a very much freer traffic in 
such equipment, although it does not finally entirely 
free the trade from controls. The fact, however, that 
controls are being lifted gradually does indicate that a 
return is being made, if slowly, to some sort of normal 
trading. 

te 

CANADIAN REVIEWS OUTLOOK FOR INDUSTRY 

W. D. Jones, chairman of International Business 
Machines, Ltd., Montreal, Canada, reviewing the out- 
look for the industry, says: 

“To those who have given thought or study to the 
economic condition of our country today and the 
period that is immediately ahead, the fact that we are 
passing through a period of unrest and disturbance 
should be considered in the light of what happened 
after the First World War, when practically the same 
conditions prevailed, with these differences: 

“Then there was nothing like the pent-up demand 
for goods and then, too, there was not the backlog of 
savings. These two factors should produce in our 
country industrial production which would extend over 
a period of several years. 

“It is quite natural that labor, which is as well in- 
formed regarding the outlook as leaders of industry, 
should use all of its bargaining ability to obtain the 
best basic wages before this era of production starts. 

“Under the free enterprise system it is in our power 
today to control the uninterrupted flow of goods 
needed for domestic and foreign trade, which would 
ensure maximum employment. 

“Whatever the outcome may be, it is my opinion that 
during the period ahead of us the emphasis should 
be placed on production, even if percentage of profit 
is reduced.”—RC 

a 


SPANISH PUBLICATION PROVES OF INTEREST 
Two issues of Reico, published under the direction 
of Jose Ma Terradez, general director of Revista De 
La Industria Y El Comercion, Apartado 770, Valencia, 
Spain, have come to the attention of OrricE APPLIANCES 
staff recently. These numbers were dedicated to the 
United States and will be closely followed by others 
about the British Empire and other countries. 
Published in Spanish, these issues of Reico are 
replete with information about the Spanish field 
for office supplies and equipment and present an in- 


teresting viewpoint of that country concerning Amer- | 


ican-manufactured goods. 

One article concerning “The Office in America” has 
this introduction, “There have been so many improve- 
ments in office equipment and appliances since our 
incommunication with Amerca during the war that 
it would take pages to enumerate them all. So in 
spite of the difficulty in obtaining complete informa- 
tion on all, we are reporting on a few that have a 
special interest and application for us.” 

—_——_— > 0—____—_ 
FIRM AT CARACAS, VENEZUELA, REORGANIZED 

Since February 20, the firm of Manzanilla & Com- 
pany, Apartado Postal No. 1667, Caracas, Venezuela, 
has been reorganized under the name of Multi- 
comercial Caracas Manzanilla, Soc. Anma. The busi- 
ness of the former firm is being continued in importa- 
tions, representations and distributions. Members of 
the board of directors are Ricardo Jose Castillo, Rafael 
Bernardo Fuentes, and Dr. A. Fuenmayor Rivera. 
The director-gerente is Hugo R. Manzanilla. 

———= 2 


AMARILLO FIRM TAKES LARGER QUARTERS 


The Carl Dupriest office supply store at Amarillo, 
Tex., has moved to new and larger quarters at 714 


Taylor St., where elaborate Y and E equipment dis- 


plays have been built —EWF. 
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PENCIL SALES ZOOM 
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THE PENCIL 
with a FUTURE! 


“WINGS” is the pencil that’s going 
places ... because Public popularity 
is the pathway to profits ... and the 
public Swings To “WINGS”. 


The Pencil That Has 
EVERYTHING! 


“WINGS” has every feature expected 
in the more expensive pencils: Propel! 
Repel! Expel! Deep Pocket Clip! 
Extra Leads In Chamber! Eraser 
Under Cap! Smartly Styled, Perfectly 
Balanced and Dependably Efficient! 
You can rely on “WINGS” for the 
“Sales-on-sight” Appeal that peps up 
profit percentages! 


GUARANTEED 
FOR ALL TIME 


If for any reason a “WINGS” pencil 
should ever require service, we will re- 
place it for the handling and mailing 
. only 25c. 


costs .. 
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* Perfect lithography * Rag content bond + Sharp 
vignettes * Sturdy cloth bindings, linen reinforced and 
gold stamped + Your name and address on every form 
without extra charge — on modest minimums ° Write 
for samples and further information. 


C.R. GIBSON & COMPANY 


Lithographers and Publishers 


NORWALK CONNECTICUT 











NEWS NOTES OF NSA DISTRICT NO. 7 





(These notes are by Al Nordstrom, president of the 


| Northwest Travelers Club, substituting for Merrill 
| Hasty, regular correspondent, who found it impossible 


to gather and forward news for this issue.) 





Gerry Morenault, newly-appointed salesman for the 
Speed Products Company, has joined Carl L. Kaufman 
in Chicago. He hails from Presque Isle, Me., so can 
take our mild weather. For eight years he worked for 
the Navy Department, the last three and one-half at 
Guantanamo Bay, Cuba. Later, he spent several 
months with the airlines in Los Angeles before coming 
to Chicago. He is one young fellow that has been up 
in the air and now has both feet on the ground, just 
waiting anxiously for the day he can meet all you 
peace-loving stationers in the Middle West. 


* * * 


Warren L. Carlson, formerly with Sperry Office Fur- 


| niture Company, and Crane Office Supply, worked with 
Hamilton Kendrick and American Lead Pencil Com- 


pany until February 15, when he decided to take 
up the art of looseleafing with Wilson Jones Co. He 
will travel his same territory, omitting Wisconsin, 
but adding Iowa. 


* * ok 
Walter Keeler, Jr., is home again and enjoying his 


' old position with the W. A. Keeler Company of Cedar 


Rapids, Iowa. George Keeler is expected to return 
soon from England. This will make it a lot more 
pleasant for the boys’ wives, who have been carrying 
on the business. It may be some time before Louis 


returns. 
* * a 


Keep your eyes on Perkins Brothers at Sioux City, 
Iowa. Interesting changes are being made in the sta- 
tionery department. 

* a * 

Wendell Byrd is back with Marshall Office Supply, 
Marshalltown, Iowa. He will assist the new manager, 
W. N. Nelson Whitehill, to carry on. 

* ca ” 


C. W. “Chris” Christiansen, formerly with Marshall 
Print, is now representing Koch Brothers of Des 
Moines. He is covering the northwestern section of 
Iowa and doing a swell job. 

o* * ot 

E. W. “Swan” Swanson, of Bainbridge, Kimpton & 
Haupt, Inc., is back in the limelight again after a 
long stretch in the Navy that took him to Cuba, 
the Philippines, and Japan. 

* oo * 

Earl Collins of Rockwell-Barnes Company recently 
made his usual swing in the Northwest, and enjoyed 
his calls on our very fine dealers. 

* > * 

Floyd Kongsvick of Curtis 1000, Inc., was down East 
on a buying trip recently. We hope he was successful, 
I'll bet his eyes were prying into many a store for 
new ideas that will benefit their new store, now being 


constructed. 
* a ” 


Russ Wheeler of Curtis 1000, Inc., is back in civilian 
life, after being away for 45 months, of which 33 
were spent in the Solomons. 

2 . 

Ed Mundt, manager of Spangenberg Company, Mil- 
waukee, Wis., took a real gentleman’s vacation away 
down in California. That suntan will never dull that 
smile that beams from Ed’s cheeks. 

* * * 

That proud papa, Al Naegele, of Miller-Davis Com- 
pany, has five sons coming home from service, one by 
one. Congratulations to all. 

s € Be 

At last we’ve found him. Johnny Goetter, formerly 

of S. J. Olson Company, Milwaukee, Wis., went into 
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@ Yes, men in the lumber industry, from camps to 
kilns, are vital to the furniture industry any time. 
They are particularly important right now when 


the demand for lumber is so great. 


Sheboygan Chair Company is better equipped 
to produce large quantities of GOOD CHAIRS 
now than ever before, but we can only build as 
many as our supply of lumber will permit. Not all 


lumber produced is of the quality required to 





\. HE’S AN 


IMPORTANT 
MAN 
TO THE 
FURNITURE 


INDUSTRY 





uphold the reputation of Diamond Trade-Mark 
Chairs, and we are but one of many manufacturers 


whose products require quality lumber. 


No doubt conditions that limit our produc- 
tion will improve before long, but the demand for 
GOOD CHAIRS will continue for a long time. 
You may be sure, however, that Sheboygan 
Chair Company will continue to put forth every 


effort to serve dealers in the best possible way. 





SHEBOYGAN CHAIR COMPANY 


Designers and builders of good chairs since 1868—for homes, offices, schools and institutions 
SHEBOYGAN, WISCONSIN 
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service many long months ago. Upon returning, he 
selected a job out west in Omaha, Nebr. Now he is the 


assistant store manager of the L. L. Cook Company. 
* * - 


William “Bill” Meyers of Spangenberg Company is 
back in his old stride, taking wonderful care of those 
impatient customers. 


* * * 


Erwin Doepke of S. J. Olson Company, Milwaukee, 
is in Excelsior Springs enjoying a fine rest. We hope 


he can return in time for our convention in St. Paul, | 


Minn., May 10 and 11. 


* *x * 


Tony Matcke of Seikert & Baum Company is buzz- 
ing around the floor waiting on trade again. Those 12- 
mile hikes kept him in trim while working for Uncle 


Sam. 
* * * 


Equipment and stock of J. F. Widman & Sons, print- 
ers and stationers at McGregor, Iowa, was transferred 
to St. Paul, following purchase of the firm by Clarkson- 
Rishoff Company, printing establishment at 2360 Uni- 
versity Ave. The Widman business was one of the 
oldest in McGregor and had operated since 1878 when 
it was founded by J. F. Widman, pioneer resident. His 
sons carried on the firm until its recent sale. 

* ~ - 


Ed “Wrapemup” Cooper, the snow-bound Castleton 
traveler, as he was known in these northwestern parts, 
where he enjoyed himself with the McMillan Book 
Company of Syracuse, N. Y., has left us, bag and bag- 
gage, to become a native by the salt waters in Cali- 
fornia. Not many days ago he was throwing sand 
and salt on his front steps to keep from slipping, and 
now he is picking strawberries and mowing the lawn 
around the new home he purchased at 3115 Fernside 
Blvd., Alameda, Calif. Queer things happen to these 
guys that sell loose leaf. Well, Ed, we Northwest 
Travelers and your many dealer friends all congratu- 
late you and your family on your move and new home. 
We also wish you a huge success in your new adven- 
ture of being a stationer. By the way, fellows, he be- 
came interested in the Associated Stationers, Inc., in 
Oakland, Calif. 


* * * 


Lest you forget, that date for the 7th Regional NSA | 


convention still stands—May 10 and 11 at the St. Paul 

Hotel. If you haven’t made reservations, do so at once. 

It is important. Come and bring some dealer with you. 
————= > __—_ 


STONE SELLS TO ROBINSON TAG AND LABEL 


Joseph J. Stone and Company, Greensboro, N. C., a | 
landmark in the printing and office supply business | 


for more than 50 years, has been sold to Robinson Tag 
and Label Company of New York, N. Y. 

“Our tentative plans call for retention of the Stone 
name and continued operation of their present line 


of business, with the same personnel,” William Shake- | 


speare, vice-president of the New York firm, said. “We 
will later add machinery for the manufacture of our 
own products.” 

Officials of the Robinson Tag and Label Company 
are E. J. McKay, president; William Shakespeare, vice- 
president; and Lloyd R. Price, secretary and treasurer. 

Joseph J. Stone, president and treasurer of the long- 
established Greensboro company, announced that he 
will retire from the business when the ownership is 
effected by the Robinson organization. 

Mr. Stone will be 79 years old this June. In 1891, 
he began his business in a small way and incorporated 
three years later. The present Stone Building was 


erected in 1925 at a cost of $100,000. Primarily a print- | 
ing business, the company expanded into the office | 


supply field during the last 25 years. 


The retiring president said he intended to spend | 


his time hunting, fishing and “enjoying life.” 
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but not for 


CARBON PAPER 


that's why good typists 


choose 


KEEN-RITE 


and 


SUPER-TREATED 


Both the popularly priced 
KEEN-RITE and the de luxe 
SUPER-TREATED brand are 
made by a special process 
to prevent curling and smudging. Every typist can now 
get clearer, cleaner copies along with maximum wear. No 
more unsightly erasures and no more soiled hands from 





handling. 


The famous patented "Carbon Gripper" 
in every box of Codo Super-Treated, 
Super Kote and Keen Rite. 


—& 


270 Lafayette St.; 
New York 


529 South Franklin St., 
Chicago 


Factory. Coraopolis, Pa 
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Pioneers in 
Lighting Equipment 
Since 1880 





Here are a few of the fastest - selling 
models in the Faries No. 47 Flyer Catalog, 
available for reasonably prompt delivery. 









EXAMINATION 
LAMP—No. 3805 
Controlled light where 
needed. Flexible arm. 
Adjustable 30" to 60”. 
White enamel and 
chrome or statuary 

bronze. 








No. 153A 






ADJUSTABLE-ARM 








DESK LAMP—No, 1989 Peorgg ore 
Swings right or left. Hori- - # 
zontal extension. Clamps to 
desk or table. Also avail- 
able in floor stand model. 
“3-WAY” 
INDIRECT UTILITY 
FLOOR LAMP FLOOR LAMP 
No. 1860 No. 2269 
Louver type. 
Height, 65". Beau- oe 
tiful bronze or Tilting shade, for 
chrome finish. direct, concen- 
trated or indi- 
rect room light- 
ing. Plug-in re- 
ceptacle and 





night light. 











FLUORESCENT GUARDSMAN 
DESK LAMP DESK LAMP 
No. 3054 No. 2223 


Adjustable louvered shade. Indirect desk lighting that 
prevents eye-strain and fa- 


Senin honnee ond .gnid tigue. Statuary bronze 
‘ finish. 


If you have not received our No. 47 Flyer Catalog, 
write us at once for your copy. 


Gres Manufacturing C se 
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CANADIAN NEWS NOTES 





S. J. Luddington, Correspondent 





C. R. Brown was recently honored at a banquet, 
given at the University Club in Toronto by members 
of the boards of directors and staff of the Carswell 
Company, Ltd., and Burroughs & Company, Eastern, 
Ltd., upon his retirement from active management of 
these two well-known stationery and office equipment 
firms. Over 30 members of the firms were present to 
wish him many hours of leisure after his 52 years in 


the business. 
+ * + 


New portable typewriters will not be available this 
year, it was recently announced by the Canadian Office 
Machine Dealers Association in Toronto. It is stated 
that Dominion government-sponsored educational re- 
habilitation courses for returned men and women are 
absorbing the entire surplus being released by War 
Assets, the government company which is disposing 
| of such equipment. 


* * * 


William H. Aird, recently appointed as sales man- 
ager of Howard Smith Paper Mills, Ltd., Toronto, 
joined the firm in 1918 as a junior clerk. From 1924 
to 1928 he was manager of the export department. 
From 1928 to 1932, he was assistant to the vice-presi- 
dent in charge of sales, and then district sales man- 
ager at Ontario from 1933 to 1939. He served during 
the recent war with the 48th Highlanders of Toronto 
as second lieutenant, remaining with the battallion 
until the end of 1941. He then transferred to the first 
brigade headquarters and from there went to CMHG 
in London, England, as staff captain. On his return to 
Canada three years ago, he was attached to the di- 
rectorate of office production in CMHQ, Ottawa, with 
the rank of major, resigning in October, 1944, to re- 
turn to his old position. 

> ~ * 


S. C. Legg was recently appointed by the Wartime 
Prices and Trade Board of Canada as deputy admin- 
istrator of book and writing papers. 

* * = 


A. T. Cooper, operator of a retail stationery store 
in Clinton, Ont., for over 60 years, recently sold his 
business to Lester and Thomas Martin of Wallaceburg 
and Thedford, Ont. Mr. Cooper has decided to retire. 


* * bd 


Fred Stank of the Royal Canadian Air Force and 
Edmund Francis of the Canadian Army, who received 
their honorable discharges recently, have returned to 
the staff of Luckett Loose Leaf, Ltd., Toronto. 


* * ” 


Wing Comadr. E. A. Blanchard, M. B. E., former sec- 
retary-treasurer of Blanchard Stationery Company, 
Winnipeg, Man., was recently appointed western Can- 
ada manager for W. J. Gage & Company, Toronto. He 
will make his headquarters in Winnipeg, where the 
firm’s branch office is located. He returned recently 
after nearly five years’ service with the RCAF. His 
predecessor, W. E. Buck, is retiring after nearly 50 
years of service with the Gage firm. He has been 
Winnipeg branch manager for the past 30 years and 
| in 1931 was elected to the company’s board of direc- 
| tors. 





* * * 


C. W. Hall, stationer of Fredericton, N. B., is operat- 
ing a store which was founded in 1869 and has been 
running under the same name for the past 77 years. 

w . . 


| The Dennison Manufacturing Company, Toronto, re- 
cently took back on its staff two returned servicemen, 
| George B. Chisholm and John Williams. The former 
saw six years’ service with the Royal Canadian Navy in 
the Atlantic and Pacific areas during the war. He will 
be a salesmen in the Toronto territory. Mr. Williams, 
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Early in 1940 a series of 
ads ran in "Time” intro- 
ducing the new revolutio- 
nizing finish for office 
equipment ... “Y and E” 
Neutra-tone gray. 
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i ay Fin sh 
y it Aarmonj Passes ac in appea . Impre 
easyer wd to save pour ns A. Ystom Planne petce—interion a.” ¥ Modern 
sen, eyes? ime? Is its finish World’s 1m eff “ gsments 
wace answer j tifica]] 9 Syst Cy by the 
Style-Maste, Stect 2° then it's a and glee hed to elimi ~~ 8Cien. 
FR esk with NoZeW . eyestrain 
EE—~w.. Cutra. A warm 
tive ¢ Tite f ‘ata! Scientifion Pt, neut; } 
© junior cl alog of Cally Correct refl gray finigh h 
*ction facto’ Wit 


e e e Unusual finish perfected by ‘‘ Y and e @ e Acclaimed by dealers for sales appeal. 
E” in 1938. 

e e e Now more than ever “Y and E” 
style master desks and empire files take the 
lead with“ Yand E” neutra-lone Gray adding 
color harmony and beauty to a line of 


established prestige and quality. 


e e e Exhaustive experimentation by “ Y 
and E”’ produced a soft warm harmonizing 
neutra-tone gray finish with scientifically 
correct reflection factor. 


e e e Enthusiastically received by light 
and color experts of outstanding business e ee AY and E” protected franchise is 
concerns for smartness and color harmony. your guarantee for better business. 


YAWMAN n> FRBE MFG.(O. 


1015 Jay Street, Rochester 3, N. Y. 
FOREMOST FOR MORE THAN SIXTY-FIVE YEARS 
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Double Your Money’s Worth 


with Un ip eco! 
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OTH FOUNTAIN PEN 
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ECHANICAL PEN 
AND M IN ONE 





Unipeco’s brand new sales 
topper, the “DOUBLE 
DECKER” WRITING SET, 
is ringing up sales on the 
double quick throughout the 
country! Its smooth-writing 
Genuine Guaranteed Fountain 
Pen is topped by a streamlined 
Mechanical Lead Pencil, plus a smart Memo Pad. A perfect follow up to Unipeco’s 
2-for-1 value, the amazing “Twin Pen & Pencil Writing Set (illustrated below)! 
Each set is double assured against imperfections by the ACCOMPANYING Guar- 
antee Certificate plus Unipeco’s long-standing reputation as makers 


of fine merchandise! 





_§”x7” Memo 
$3.95 each, list. 








Pencil Desk Set 
Pa (Wo. 465) 
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: : n — Mec 
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“Double Decker oe alnut and assorted color 
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ORDER TODAY .. . and get DOUBLE for your money with 
UNIPECO—the name your customers KNOW! 


» get 


“Twin” Fountain Pen & Pencil 
Writing Set. Simulated Marble 
or Terra Cotta or Green Ceramic. 
Felted Base (No. 350). $3.95 


each, list. 


Write for Complete New Catalog 
and Price List 


<ONIPECS aa UG CUI A 0 PaO 





38)-38/ Broadway, New York 13, N. Y. 
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who worked in the meteorological department of the 
Dominion government, will cover part of the western 
territory for the firm. 

* a - 

The Kalamazoo Vegetable Parchment Company, 
Kalamazoo, Mich., recently purchased the financial 
holdings of the late W. B. Powell in the Appleford 
Paper Products, Toronto. It is the plan of the new 
owners to extend the lines made by the Appleford 
firm. 

. + . 

Foundation Company of Canada, Ltd., 1538 Sher- 
brooke St. W., Montreal, recently submitted a cost 
estimate for construction of a housing program in Bale 
Comeau, Que., for Bale Comeau Company, subsidiary 
of Quebec North Shore Paper Company, 680 Sher- 
brooke St. W., Montreal. The cost is estimated at 
$400,000. 

* ” + 

Business Systems, Ltd., 52 Spadina Ave., Toronto, 
recently awarded the contract for construction of two 
additional stories to its existing factory at the same 
address. Cost is estimated at $25,000. The structure 
is to be of brick and steel construction. 

* * 7 

Pyramid Paper Products, Ltd., 451 St. Sulpice St., 
Montreal, is planning to erect a paper manufacuring 
plant at Morrisburg, Ont. The proposed plant will be 
one story in height and of frame and brick con- 
struction. 

*~ * * 

The Lake St. John Power and Paper Company, Ltd., 
Dolbeau, Que., is planning the construction of a mod- 
ern community center for its employees. Cost is esti- 
mated at $60,000. Plans call for a two-story build- 
ing, approximately 100 x 170 feet, in which will be 
installed bowling alleys, gymnasium and lounge rooms. 

* * + 


J. Harry Hooke, president of the Whyte-Hooke Paper 
Company, Toronto, died recently at his home, 313 In- 
dian Rd., that city. He had been associated with the 
wholesale paper business since boyhood. For a number 
of years he was with Brown Brothers, Ltd., wholesale 
and manufacturing stationers, Toronto. He was an 
active member of High Park Presbyterian Church, 
Doric Lodge, A. F. and A. M.; the Ontario Club, Mis- 
sisauga Golf Club and the Toronto Board of Trade. 
He was also actively associated with the Civilian Club 
and Dufferin Old Boys’ Association. Surviving are his 
widow, Ethel Heakes Hooke; two daughters, Mrs. John 
Atkinson, Newfoundland, and Nursing Sister Betty 
Hooke, RCAF, and a brother, Norman Hooke, Toronto. 
His mother also survives. 

* - 7 


Kuper P. Barlow, 45, well known to the stationery 
trade as the supply department manager of Reming- 
ton Rand, Ltd., Bay St., Toronto, died suddenly at 
his home recently. A native of Montreal, he came to 
Toronto in 1940 when he joined the staff of Reming- 
ton Rand. He was a former active member of the 
Montreal Amateur Athletic Association and a reserve 
member of the Royal Canadian Mounted Police. He at- 
tended Grace Anglican Church-on-the-Hill, Toronto. 

Mr. Barlow is survived by his widow, Chase A. Bar- 
low; one child, Arnold; his parents, Mr. and Mrs. 
John T. Barlow, of Montreal; and two sisters, Mrs. D. 
K. Buik of Montreal and Mrs. H. A. McBride of 


Hamilton. 
+ ~ - 


Norman E. Wainwright, president of the Toronto 
Envelope Company, Toronto, died recently following 
an illness which confined him to the Toronto General 
Hospital. He was formerly administrator of converted 
paper products for the Wartime Prices and Trade 
Board, Ottawa, Ont. 

Mr. Wainwright had been associated with the paper 
industry all of his life. Born in Liverpool, England, he 
came to Canada in 1910. From 1928 to 1940, he had 
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¢ All Steel Furniture 
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® Guide Rod, Positive Compressor, attractive 
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been president of the Don Valley Paper Company and 
Buntin-Gilles, Ltd.. Hamilton. He had been connected 
with the Provincial Paper Mills, Ltd., and Howard 
Smith Company, paper manufacturers. He was a mem- 
ber of the Toronto Hunt Club. 

Surviving are his widow, Hilda Wainwright; one 
daughter, Mrs. Peter Thompson of Oakville, and a 
son, Roy. 

* a * 

Albert Tangora of Chicago, one-time world cham- 
pion typist, has been visting various Canadian cities 
during the past few weeks giving demonstrations of 
typewriting technique to the students in the commer- 
cial classes of vocational and business schools. A for- 
mer and consistent winner in many world champion- 
ship contests, Mr. Tangora has only recently returned 
from four years in the United States Navy. 

- o co 

As soon as the weather permits, construction opera- 
tions may start on a new paper plant structure for 
the St. Regis Paper Company, (Canada), 146 West 
Second Ave., Vancouver. The plant is to be situated 
in Vancouver, B. C., and will cost an estimated $160,000, 
with equipment bringing the total up to $320,000. It 
will have two stories, 120 x 240 feet, and will be of 
reinforced concrete construction. 

” - * 


The Montreal Blue Print Company, 1093 Beaver Hall 
Hill, Montreal, recently purchased an office building at 
1226 University Street, that city. Alterations are 
planned. 

a  —__—_- 


PHOENIX PARTNERS BUY PASADENA FIRM 


Announcement has just been made by Ralph H. 
Millam and John M. Wikle, partners in the firm of 
Millam & Wikle, stationers and office outfitters at 
22-24 E. Monroe St., Phoenix, Ariz., that they have 
expanded their business operations by the purchase of 
the Pasadena Stationery & Printing Company, 45 E. 
Colorado St., Pasadena, Calif. Mr. Millam will move 
to that city to manage the newly-acquired store and 
Mr. Wikle will manage the Phoenix store. 

It was stressed that both stores will continue to 
operate under the joint ownership of the two partners. 

Mr. Millam established his office supply business in 
Poenix in 1931 and took Mr. Wikle in as partner in 
the fall of 1937. Mr. Millam returned to civil life 
four months ago after spending 37 months as an 
officer in the U. S. Army, during which time his 
associate managed the business. 


ee 


ELDON V. JOHNSON HEADS ENVELOPE COMPANY 


Eldon V. Johnson, nationally-known in the paper 
industry and former member of the Pulp and Paper 
Industry Chlorine Advisory Committee of the War 
Production Board, was on March 15 elected president 
of the United States Envelope Company at Spring- 
field, Mass. 

Mr. Johnson’s election was announced following a 
meeting of the board of directors. Employed by the 
company since 1906, he held the posts of vice-president 
and general manager since 1929. He managed the 
Springfield division from 1920 to 1944. 

Former President Willard E. Swift of Worcester, 
Mass., assumed the post of chairman of the board 
of directors. He has been with the company since 1903. 


——_.— 9 


REINE BROTHERS, STATIONERS, OPEN NEW STORE 


Reine Brothers, Stationers, have recently opened a 
new and large store at 801 North St., Baton Rouge, La. 
Sterling Reine, for 20 years with office supply firms in 
Baton Rouge, and Curtis A. Reine, who has returned 
after 33 months abroad with the armed forces, are 
heads of the firm.—CG. 
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PLASTIC BACK 


CARBON PAPER 


e Easier and More Economical To Use— 


e Longer Lasting— 


Because it doesn’t curl, creep or slip! Per- 
fect results on any kind of typewriter. 


Shay Urding * uperdiurable 


WN 


4 
89 
N & RIBBON MFG. CO. * SAN FRANCISCO. U-S-A 
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LOOSE LEAF graduated 


from the “new fangled” class 


“(WHEN bicycling was still very much of a national pas- 
time . . . in 1900 . . . more and more business houses were 
finding Loose-Leaf a very practical, time-and-money saving, 


method of recording. 


To the CESCO Organization the year 1900 was a mighty 
important one because that was the year we proudly hung out 
our shingle and enthusiastically started making, and pushing 
the merits of, Loose-Leaf equipment . little knowing at 
the time how big an Industry would come out of this “new 
fangled” idea of an earlier day. 


We’re also glad of the part we played in the building of this 


great Industry . . . CESCO having pioneered and developed 
many of the Loose-Leaf ideas and devices in common use 


today. 
Tomorrow? CESCO is still on the job, still growing and 


staffed with well-trained personnel ready to serve you in the 
months and years ahead. 

Dealers handling the CESCO Line enjoy a distinct advantage 
. . . CESCO Products are designed to win, and hold, cus- 
tomers. If our new, streamlined, Catalog is not in your Loose- 


Leaf Dept send for a copy today. 


THE C. E. SHEPPARD CU. 


Executive Offices and Factory: 44-07 TWENTY-FIRST STREET, LONG ISLAND CITY 1, N. Y: 
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NEWS NOTES FROM THE MARTIME PROVINCES 





William McNulty, Correspondent 





Ira C. Rockwell, president and manager of J. & A. 
McMillan, Ltd., Saint John, N. B., who has been in ill 
health about four years, is now visiting the McMillan 
building five afternoons weekly, from about 3:30 to 5 
p. M. Mr. Rockwell had been in good health until seized 
with his first stroke. This was followed by another. 
He has been under physician’s orders to stay in bed 


most of the time. ca a 


Paul B. Cross of Seaman-Cross, Ltd., Halifax, N. S., 
has been appointed regional administrator of the 
Dominion veterans’ affairs department. He will operate 
between Halifax and Fort William, Ont. Mr. Cross 
was a captain in the Canadian Navy, and served 
ashore as well as at sea. In pre-war years, he was an 
officer in the naval reserve at Saint John, and Halifax. 
He has been on executive duty at Ottawa, Ont., in 
connection with the demobilization and rehabilitation 


of Navy members. eo 


After seeking James Flett, 27, of Halifax for some 
time, the police caught up with him. He faced a 
charge of stealing a typewriter from the Halifax 
branch of Remington Rand. Bail was set at $1,000. 


* * * 


Harold J. Kennedy, assistant manager of Gestetner 
of Canada, Ltd., died recently at Montreal. Born at 
Minto, N. B., he had been with Gestetner 19 years, 
having joined the staff at the Vancouver, B. C., 
branch. He was 37, and had been a member of the 
Montreal Executive Association. The widow survives. 

ok * ak 


Frank M. O’Neill & Company, Halifax, N. S., have 
been widening their stock of office needs to cover 
practically everything that can be used in any type of 
office, even to the smallest item like rubber bands. 

* * * 

Despite the deaths within the past two years of 
Pearl Soulis, Halifax, and Roy Soulis, Saint John, the 
Soulis office appliance businesses at both centers are 
being continued by the estates of the two brothers. 

a * * 

Frank J. Elliott, Amherst, N. S., who died recently, 
was a man of very diversified activities. These in- 
cluded buying and selling new and used office ap- 
pliances, operating a tent show carnival, distributing 
coin machines, operating a yearly motor show, and 
owning a restaurant. He was with the Canadian Army 
overseas in World War I, and was 56. After that war, 
he went to the Pacific Coast in a car from which the 
motor was removed. The feat was accomplished by 
his receiving tows from cars and trucks all the way. 
Surviving are the widow and five children. Mr. 
Elliott had been in ill health about a year, but was 
conducting his business from his bed. 

~~ * * 

McMurray Company, Fredericton, N. B., is one of the 
few office appliance firms in the maritime provinces 
or anywhere else in Canada, that sells and distributes 
hearing devices. J. H. McMurray heads this company, 
one of the senior office-outfitting entities in the 
Northeast. The hearing device distribution was added 
several years ago. 

* * ok 

The demand from automotive firms for office ap- 
pliances is reported to have increased. During the 
war years, the auto trade was working at low gear, 
owing to rationing and scarcities of cars, trucks, 
parts, accessories, gasoline, oil, and help. 

* * * 

Philip Soulis, St. John, N. B., a son of the late 
G. Roy Soulis and his father’s successor as the head 
of the Soulis Typewriter Company, has been accepted 
as a new member of the Kiwanis Club at St. John. 

* * * 


The first president and a reorganizer of St. John, 
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is a full size machine. Handles paper to 9x15”. Ball bearing 
impression roller. Finished in nickel and baked enamel. Sturdy 


as a truck. 


Patented mechanism supplies fluid 


evenly across sheet AS NEEDED. 


HERE IS NEWS! 

The Wright Spirit Duplicator Is Now Available 
The WRIGHT is the only machine that has the paper moistener 
enclosed WITHIN the fluid receptacle. Seepage and leakage 

THE WRIGHT DUPLICATOR 
FOR EFFICIENCY - DURABILITY - PRICE this is the duplicator 
you want. We stand back of every machine. Send us your order 
Generous Dealer Discounts. 
DOVOLIS-RICE COMPANY 


today. Keep to the Wright. 


completely eliminated. 








Take a Good Look at This Duplicator 


Minneapolis 1, Minn. 


2550 Nicolett Ave. 


Only $39.50 List 
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KEEPING STENOGRAPHERS HAPPY 
FOR 26 YEARS 


Sell Clarotype for clean, 
sharp and impressive 
looking correspondence. 





Write for 
Your FREE 
Selling 







It brings repeat sales from 
stenographers every- 
where. Clarotype is 
stocked by jobbers from 
coast to coast. Order from 
your jobber or direct from 


SY 
The Clarotype Company, Inc. 261-D Broadway, New York 7 
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Surplus 


SUBJECT TO PRIOR SALE 


~ BRAND NEW 

; REMINGTON 
ma) LINE-A-TIME 
IN ORIGINAL CARTONS 


UNITS 
12" SIZE — NEW PRICE $21.25 







Our Price $14.00 each 
16" SIZE — NEW PRICE $24.00 Ust 
Our Price $16.00 each 


List 
GENEROUS DEALER DISCOUNTS 
QUALITY PRICES AVAILABLE 


INTERNATIONAL OFFICE APPLIANCES, Inc. 


326-330 Broadway WOrth 2-5337 New York 7, N. Y. 
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N. B., Ski Club was Erling Bergh, manager of the St. 
John branch of the National Cash Register Company. 
A veteran and skilled skier, this native of Norway 
has skied in his home country and also in a number 
of provinces of Canada and states of the U. S. Under 
his leadership at St. John, trails and jumps were pro- 
vided and a clubhouse erected. His three sons are also 
enthusiastic and competent skiers. 


* * * 


Frank J. Alexander, St. John, N. B., will have two 
sons with him on the staff of J. & A. McMillan, St. 
John, when Robert T. Alexander completes a course in 
applied science at Montreal, Que. This second oldest 
son was discharged recently from the Canadian army, 
in which he was a lieutenant. He was on the McMillan 
staff for several years before joining the army in 1940. 
Frank J., Jr., oldest son of Mr. Alexander, has been on 
the McMillan staff for several years. 


* * * 


Frank M. O’Neill & Company, Halifax, N.S., are not 
limiting their office supplying to appliances of all 
kinds. They are offering steel cash and bond boxes, 
steel waste baskets, English stainless pen nibs and 
rubber bands. The last named are in all sizes. 

+ * * 


Soulis Typewriter Company, Halifax, N. S., featured 
a new 33-6 Protectograph as a necessity for protection 
of bank accounts against forgers. The introduction 
came at a time when a number of cases of forging 
signatures on checks had been reported through the 
eastern provinces, some of these remaining unsolved. 

* * * 


The Murdock Duplicator & Stationery Company, 
Toronto, Ont., had a booth at the recent Ontario hotel 
show for the display and sale of the latest in duplicat- 
ing machines. R. R. Murdock was in charge. 


* ™ * 


James W. Barnes, St. John, N. B., a veteran office 
supplier, was recently bereaved by the death of his 
wife, Jennie. She had been ill four months. The 


husband and three daughters survive. 
= * * 


The title of a business does not cover everything 
as in the London Rubber Stamp Company, Halifax, 
N. S. This firm does not limit its activity to the 
stamps and stencils, but offers office equipment and 
supplies, generally, and also dog tags and bicycle, 
truck and motorcycle license plates. 

al * * 


The construction industry has been buying addi- 
tional office equipment, not only for permanent offices, 
but temporary offices at construction sites. Provision 
of housing is the chief activity, with projects located 
at many cities and towns this year. 


“qq —— 2 ——___ 


RIPNEN PRESIDENT RETURNS FROM SERVICE 


Kenneth H. Ripnen Company, Inc., management 
counselors in space administration, has announced 
the return from service of the company’s president, 
Maj. Kenneth H. Ripnen. 

Maj. Ripnen was assigned to the Army Service 
Forces as space officer in the office of the Army 
Headquarters Commandant, War Department, Wash- 
ington, D. C., where he organized and administered 
the space control operation and relation problems 
involving 7,000,000 square feet of space for 125 organ- 
izations and 65,000 people in 60 Washington buildings, 
including the Pentagon. 

The Kenneth H. Ripnen Company, Inc., is engaged in 
organization, procedures, personnel, space equipment 
and control analysis, and make installation layouts 
for offices, warehouses and factories. Mr. Ripnen also 
carries on his private practice in commercial and 
industrial architecture. 
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idi- Pictured here are two good reasons why Waterman’s pens 
a sell so well. They’re the Citation, Waterman’s Taperite 
ted pen—and the Medalist, Waterman’s new standard point 
_pen. Both are new—both feature Waterman’s 100 Year 
Service Guarantee—both are priced the same, $8.75. With 
_. them, you’ve a good chance of satisfying every customer 
, in the price range for style, quality and writing performance. 
5 Here at Waterman’s we realize that no one style of pen 
ent will suit everyone. That’s why we make both Taperite and 
“7 standard point pens. We realize, too, that no one price 
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Bolens Office Chair Controls will be manufactured and mar- 
keted hereafter as the SENG Office Chair Control. All the high 
standards of performance, quality and service that the well- 
known Bolens organization has built into this famous product 


will be maintained and improved under SENG management. 


The transfer of the Bolens Chair Action manufacturing facilities 
from Port Washington to the plant of the Seng Company, in 
Chicago, is now under way and will be accomplished with as 
little inconvenience as possible to our customers. The result will 
be increased efficiency and service for all users of these quality 


office chair controls. 


(Bolens) 
OFFICE CHAIR CONTROLS 


1450 N. DAYTON STREET CHICAGO 22, ILLINOIS 
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JAMES F. STRONG APPOINTED BY VICTOR 


A. C. Buehler, president and board chairman of 
Victor Adding Machine Company, Chicago, has an- 
nounced the appointment of James F. Strong as assist- 
ant treasurer. 

Mr. Strong, recently released from the Navy, served 














JAMES F. STRONG 
as supply officer on an assault transport in Pacific 


waters. Prior to being commissioned a naval lieuten- 
ant, he served as war contract co-ordinator for Victor. 
He has been with the company since 1940, holding the 
position of credit manager in pre-war days. 

In his new office, Mr. Strong will handle finance 
policy, credit and collections, and cash control. 


<= 


FOUR NEW BOOKS PUBLISHED BY GREGG 


Four new books, of value to the office secretary and 
the manager, were recently published by the Gregg 
Publishing Company, 270 Madison Ave., New York 16, 
N. Y. These books, and their list prices, are: The 
Private Secretary, by John Robert Gregg, $2.00; Busi- 
ness Administration, by W. H. Conant, $3.00; The 
Legal Secretary, by Eva L. Connelly and Thomas P. 
Maroney, $2.00; and Letter Writing In Business, by 
W. H. Conant, $3.00. 

Of particular value to the office workers is The 
Private Secretary and Letter Writing in Business. The 
former is a lucidly written book by the inventor of 
Greg shorthand and vividly describes office proce- 
dures followed in various departments of a typical 
modern business concern. It offers many practical 
pointers on business letter writing and business 
etiquette. The latter provides the information needed 
to write good business letters and gives 300 live, actual 
examples. 

The Legal Secretary is of particular value for the 
understanding it gives of legal documents, briefing, 
and terms used in law practice. Business Administra- 
tion provides a management expert’s practical counsel 
on how to establish and manage a business, with a 
thorough analysis of managerial duties and qualifica- 


tions. 
San tie cone 


STRAWN AND COMPANY OPENS NEW STORE 


Strawn and Company, Boise, Idaho, recently an- 
nounced the opening of another stationery store, to be 
known as Strawn-Kalbus Office Supply, at 115 13th 
Ave., So., Nampa, Idaho. The store, located in a city 
adjacent to Boise, is the only complete office supply 
and equipment source for the community of approxi- 
mately 16,000 people, states Robert L. Strawn. 

James A. Kalbus, manager and partner in the new 
venture, has had considerable experience in the sta- 
tionery business through time spent as purchasing 
agent for the University of Idaho at Moscow, Idaho. 
He was recently discharged from the Army Finance 
Corps, in which he attained the rank of lieutenant 
colonel during his 48 months of service, 42 of which 
were spent in the European theater. 

1946 
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Supreme Curl-Proof 
Carbon Paper 


1896 — 1945 
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Sharp! All weights 

Clean! All finishes 
Durable! For only 
those who 

No Curl! demand the 


best! 





and 


SUPREME RIBBONS 
“The Standard of the Industry” 


Send for Samples and Prices 


The Buckeye Ribbon & Carbon Co. 


7209 St. Clair Ave. Cleveland 3, Ohio 


DEPENDABLE” STOOLS 


WORK LIKE 
/ 


MAGIC. 


QUICKLY ADJUST TO 
ANY HEIGHT—WITH A 
TOUCH OF THE FINGERS 


No screws, bolts or wrenches 
needed to adjust a “Depend- 
able” stool. “Finger-tip” con- 
trol raises or lowers stool to 
any desired height. Adjusts 
within a fraction of an inch! 
Then automatically locks in 
position. Positively will not 
slip. Safe, scientifically de- 
signed 3-leg construction. 
Stands solid as a rock—even 
on an uneven floor. Many 
models. Other office chairs. 


We are now ready to add a 


limited number of good deal- 
ers. Write today! 
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DEPENDABLE MFG. CO. 


Home of America’s Finest Stools 


'9G8 CALIFORNIA ST. BDMANA Z, NEBR. 
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ALL METAL 


OFFICE 
TABLE 


MODERN DESIGN 
UNUSUAL STRENGTH 
CHANNEL LEGS 
RIGID BRACING 
ROUNDED EDGES 
SELF LOCKING WINGS» 


Nothing was spared in the construction of this streamline table. 
New production tools and methods makes this table more compact, 
stronger and lighter. The wings have a new type bracket that 
eliminates the danger of accidental falling when in use. GUILD 
craftsmanship assures safety, comfort and beauty of style. 


PART NO. 1005 
IMMEDIATE DELIVERY 
SHIPPED KNOCKED DOWN 
INDIVIDUAL CARTONS 
SHIPPING WEIGHT 14 LBS. 
WORK AREA 34 x 15” 
HEIGHT 261,” 


loletle Cutle Feoducla Guc. 


515 MADISON AVENUE + TOLEDO, OHIO + U.S.A. 





ASK ADIRONDACK ! 


FOLDING 
CHAIRS 


TABLET ARMCHAIRS 
AND FOLDING TABLES 
Many Styles 


Don’t Turn Down 
Chair Inquiries! 


All styles Folding Chairs; 
Tablet Armchairs—ideal for 
classrooms, cafeterias, sales 

meetings, etc. 


IMMEDIATE SHIPMENT 
FROM N. Y. STOCK OR FACTORY 


ADIRONDACK 


CHAIR COMPANY 
Dept. No. 15-1 
1140 BROADWAY 
NEW YORK 1, N. Y. 
Corner 26th Street 
Telephone: Ashland 4-1385 
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NEWS NOTES OF STATIONERS 12:30 CLUB 


Frank J. Schaefer, manager of Unz & Company, 
New York, N. Y., and Mrs. Schaefer, have recently wel- 
comed their third daughter, Susan Linda, who arrived 
at the Mercy Hospital in Rockville Centre, Long Island, 
__ te © 


e * . 


George Lubeck, a big left-handed twirler, whose dad, 
Gus, is with Acco Products, is being. given a tryout by 
the New York Giants. 

° 6 * 

The list of those back from service includes Walter 
Spiegel of Silver Stationery Company and Eddie Pasa, 
buyer for M. Bachrach & Sons. Jim Olson is back at 
Louis Caracci’s Nor-Wood Company store after five 
years with Uncle Sam and many thrilling experiences 
with the U. S. Navy in the Pacific. Louis Bayer, over- 
seas for three years, has returned to Henry Kleinberg 
Company. 

s e ° 

Milton Hirschbaum is now in complete charge of the 
office supplies and typewriter division of Aviation Of- 
fice Supplies, Inc., the parent company of the Avia- 
tion Paper Company, Aviation Envelope Company, and 
the Aviation Photo-Offset Corporation. 

. o a 

Henry S. Levy has been wintering at St. Petersburg, 
Fla., hoping that his gin rummy protégé, J. C. Meisser, 
president of the Eberhard Faber Pencil Company, 
would show up with a deck of pasteboards. 

* @ * 

(These items are from the Stationers 12:30 Club bul- 

letin, edited by Gerard D. White of Acco Products.) 
—x7—<—- —__—_—_ 


J. W. DENSFORD, SONS BUY OUT C. E. MOMAND 


Announcement was recently made of the purchase 
of the interests of C. E. Momand in the Shawnee A-C 
Typewriter Company, Inc., at :5 W. Ninth St., Shaw- 
nee, Okla. The purchase was made by J. W. Densford 
of the firm and his six sons, Bob, Charles, Jack, Bill, 
John and Donald. 

A new and larger office location is in the plans but 
J. W. Densford and his sons will continue to operate 
the business at the present address until more ad- 
vantageous quarters can be obtained. The father, who 
has been associated with Mr. Momand for the past 
several years, will continue as active president of the 
new company. He has been president and is now 
chairman of the board of directors of the Oklahoma 
State Office Machine Dealers’ Association. He has for 
several years been a director and active in the man- 
agement of the NOMDA. A son, Bill, who was in the 
office machine business prior to his five years of duty 
with the U. S. Navy, will look after sales and will serve 
as general outside contact man. John will supervise 
the bookkeeping department. The other sons will be 
inactive in the business for the present. 

hie oitiiins 
HUSTON AND ALEXANDER MAKE MAINLAND TOUR 

W. G. Huston, president of Huston and Alexander, 
Ltd., and Fred P. Alexander, president of Alexander 
Brothers and vice-president of Huston and Alexander, 
Ltd., both corporations of Honolulu, Hawaii, recently 
completed an extensive tour of important eastern 
centers and other cities in the United States. They 
visited at Portland, Ore., Los Angeles, Seattle, Chicago, 


| New York, Boston, Rochester, N. Y., and Washington, 
| D. C., making contact with manufacturers represented 
| by their corporations in the Hawaiian and Philippine 
| Islands. 


The rapid expansion of the Huston and Alexander 


| interests is reflected in the personnel appointments 


and the fact that the service department has increased 
to 25 men. George Hampe, formerly conneced with 


| Alexander Brothers of Honolulu, has returned from 


the armed forces to take over that department of 
Alexander Brothers, Ltd. Miss R. Mattraw, special 
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Che Cillian yy Right! 


LO before hia ve they hnere 
offered 50 pens & for $0 Lith! 


/ts Here! 


THE NEW 


fexander 
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Ap Aes ae Se 


“BIG INCH” 



















High tarbcn, anent- ; : . 

fh  —easy to odjvat assy, hold, spring ada Built irk aircraft ; 

- to replace. . ; take ts on shirt pocket ip nbeliaar pg 
or thick vest or coat for. 2083 
pocket-— smooth, round anteed permanently 

> ball will not tear fabric. against defective work- 
, Neat gold-plated military’ manship. Propels, repels 
The precison-fit gold- type sets deep in pocket, hem laa : 


plated tip gives lead 
extra support and 
strength — lessens break- 
age of THIN. LEAD. 


ee ee ome enw ah Tee 
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WRITE, PHONE OR WIRE FOR COMPLETE INFORMATION ... TODAY ! 


ALEXANDER MANUFACTURING CO. BLOOMINGTON, ILL. 
CANADIAN DISTRIBUTORS: McFARLANE, SON & HODGSON, LTD., MONTREAL, CAN. 
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News and Views of 
WOOD Office Furniture 





* UPPLIES of hard wood lumber are 
short, and they probably will con- 
tinue to trail behind demand for some 
months. Manufacturers of household 
furniture, who consume large quantities 
of hardwood lumber have reconverted 
to peacetime production, and are hard 
pressed in getting enough wood to keep 
up the orders being piled up by a 
furniture-hungry public after a four- 
year fast. This tightness of the hard 
wood market, of course, is reflected in 
the wood office furniture industry. 








NEWS item issued by the Oriental 

Rug Institute quotes Joseph Mul- 
len, president of the American Institute 
of Decorators, as saying that dining 
rooms are disappearing from American 
homes. It seems that with modern sec- 
tional and folding furniture it is easy 
to convert the dining room into a “sec- 
ond living room”, thereby utilizing the 
space for dual purposes. 


A parallel trend, it may be pointed 
out, is taking place in business organi- 
zations. Private offices, except for very 
top executives or special workers re- 
quiring quiet, as advertising copy 
writers, are being eliminated. More and 


more department heads and sub-execu- 
tives are being placed out in the large 
room with the general clerical workers. 


This trend in office layout is im- 
portant to dealers in wood office furni- 
ture, for it offers opportunities to drive 
home selling arguments for the beauty, 
durability and other desirable qualities 
of wood office furniture. 


N connection with the new styles of 

desks and chairs planned by Insti- 
tute members, it may be well to recall 
the statement by Charles F. Kettering, 
director of research of the General 
Motors Corporation. 

“People like new things,” he said, 
“provided they do not deviate too great- 
ly from the old.” 


What this master student of human 
nature means is that style changes ac- 
ceptable to the public are grounded in 
tradition. In an automobile there are 
style changes in the shape of the hood, 
the sweep of the cowl or the flare of the 
mud guard, but the basic elements of 
design in automobiles have not changed 
greatly over the years. At one time 
three-wheeled automobiles were offered 
to the public, but their popularity was 
short-lived. A properly designed three- 
legged chair, or desk, might be func- 
tionally sound, but such design prob- 
ably would “deviate too greatly from 


the old.” 


Accordingly, the style changes in 
desks and chairs very likely will not 
be drastic functional innovations, but 
rather subtle modifications in form and 
color that will be acceptable to the buy- 


ing public. 





JOHN J. REINECKE, SEC’Y. 


FAMOUS French author tells about 

a village peasant girl. She had a 
Venus form, beautiful complexion, glor- 
ious hair and a lovable disposition. But 
she had a withered hand and all the 
villagers, passing over her other fine 
characteristics, invariably referred to 
her as “the girl with the withered 
hand.” 

Many persons, it would appear, tend 
to eliminate the positive and to accen- 
tuate the negative. 

In successful merchandising and sell- 





ing it is important that there be posi- 
tive thinking about the merchandise, 
the customer, and the customer’s needs. 


The personnel of wood office furni- 
ture dealers should be grounded thor- 
oughly in the lore of wood and so filled 
with information that there is great 
enthusiasm behind the selling talk. 

Faint heart ne’er won fair lady, and 
indifferent, negative thinking never 
helps a salesman to sell his product 
effectively. 


_— 


Wood Office Furniture Institute 
American Security Building, Washington 5, D. C. 
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representative of Ralph C. Coxhead Corporation, is now 
in the Honolulu office of Huston & Alexander, Ltd., 
where she will spend two months visiting the installa- 
tions of the Varityper equipment as sold in the Island. 
Miss Irene Sraych, who has been connected with the 
New York office of the Fridén Calculating Machine 
Company, has arrived in Honolulu to take over the 
Fridén department. Miss G. Blunt has arrived to 
take over the supplies department of both corpora- 
tions. 

John Murley, with his wife and two children, has 
arrived to take charge of the Ditto and Comptometer 
department of Huston & Alexander, Ltd. 

Increase in sales, addition of more department man- 
agers, and the securing of additional space in Alex- 
ander Brothers Building are part of the post-war plans 
of both corporations. 


— Or 
A. F. MERRIGAN NAMED BRANCH MANAGER 
Remington Rand, Inc., 315 Fourth Avenue, New 


York, N. Y., recently announced the appointment of - 


Arthur F. Merrigan as branch manager of the adding- 
bookkeeping-calculating machines division for the 
Philadelphia, Pa., office. 

Mr. Merrigan joined Remington Rand, Inc., on April 


1, 1935, as a salesman of the Omaha branch office. On | 














ARTHUR F. MERRIGAN 








March 1, 1938, he was assigned to the district office | 


at Lincoln, Nebr. On November 1 of the same year he 
was appointed branch manager for the ABC division 
at Des Moines, Iowa. 

In July of 1941, Mr. Merrigan became branch man- 
ager for the ABC division at Milwaukee, Wis., where 
he remained until he enlisted in the Navy on Decem- 
ber 21, 1942. On December 4, Mr. Merrigan was dis- 
charged from the supply corps with the rank of lieu- 
tenant and rejoined Remington Rand, Inc., in charge 
of the Philadelphia branch office. 


O08 
MOORE BUSINESS FORMS IN EXPANSION 


Moore Business Forms, Inc., designers and producers 
of business system forms, will establish headquarters 
for ten southern states and erect a $200,000 printing 
plant in Denison, Tex., H. D. Clark, vice-president 
of the southern division now located in Dallas, has 
announced. The company expects to employ 250 people 
in the Denison plant within two years, when full 
production is reached.—EWF. 


a 


ROOM RENTED FOR MANHATTAN, KANS., FIRM 

The National Cash Register Company recently 
rented the front room of the building at 1131 Moro 
St., Manhattan, Kans., from George Scheu, owner, 
and will open a retail sales and service establishment. 
They will also be distributors of the products for the 
area. The room, which is 26 by 23 feet, will be com- 
pletely remodeled and redecorated, before the com- 
pany moves in, Mr. Scheu said.—_GMH. 
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CARBON 
PAPERS 


TYPEWRITER RIBBONS | 


Made right—Priced right | 
—Sold right. Here’s a 
ribbon and carbon prop- 
osition you can turn into 
real profit. You can al- 
ways count on our co- 
operation. 


EXCLUSIVELY for 
DEALERS * STATIONERS 


Complete details on request 
ALLEN & COMPANY 
DEPT. Mm 
11-13-15 Vandewater St., 
New York 7, N. Y. 

















for DOMESTIC and EXPORT trade 


NEW 


ZIPPER CLOSING 
DIARIES and AUTOGRAPH BOOKS 





Diary same as above without 
lock and key and without zip- 
per. Retail Price, $2.00 ea. 


If 


23 Kt. Gold Tooling on Covers 








No. 3206—Size 6x4%4, | 
and 5 year Diary with zipper 
closing. Genuine saddle 
Finish leather. Colors, 
Chestnut, Red, and Blue. 
Retail Price, $5.00 ea. 


Diary same as No. 3206 with 
lock and key, | and 5 years. 
Retail, $4.00 ea. 


No. 3207 — Size 6!/px4\/, 
Autograph Album with zip- 
per closing. Genuine saddle 
finish leather. Colors, Chest- 
nut, Red and Blue. Multi- 
colored pages. Retail Price, 
$4.00 ea. 


Autograph Album same as 
No. 3207 without zipper 
closing. Retail, $2.00 ea. 


SEND FOR CIRCULAR 
ON OTHER ITEMS. 


AND DEALERS 
DISCOUNT LIST 


SHANK LEATHER GOODS CoO. 


230 FIFTH AVENUE 


NEW YORK 1, N. Y 
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No. 1509 [illustrated) 


@ Capacity, 5 lbs. by 
\ caeene: Computes 
tage for air mail, 
first class mail an 
merchandise up to 
ibs. Easy to use, simply 
place mail matter on 
the platform an 
pointer automatically 
indicates the correct 
weight and coon m3 
ostage required. 
yee and durable. 
List $7.75 


SPECIFICATIONS 
: 614" diameter, glass 
Dial: 724. Red and black 
figures on white, red for 
postage, black for 
weight. 
Platform: 512” square. F 
Dimensions: 612” x 6% 
al rton 
ing: One to a Ca . 
Pesyeiaht packed 6 Ibs. 


See your supply house. 















PU bye), | 
of 1S to B 





POSTAL ° 















L post SCALE 
PARCES 1515 


acity 50 Ibs. by 1 
wg Computes postage 
for merchandise up to 5 
Ibs. for all posta mene. 
Dial 8” diameter. Plat- 










form 7” —-. or 
i i a: 72 
qo". Weight packed 9 Ibs. 
List $9.50 


525 North Ada Street, Chicago 22, Illinois 
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Here it is! The Rubber 
Band the trade has 


been waiting for with 


40% NATURAL RUBBER added 
























































































Write on Company Stationery 


for liberal samples. 


PENCER RUBBER PRODUCTS COMPANY 
Reber Banda 


CONN. 
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JACOB S. ENGEL 
Jacob S. Engel, assistant vice-president of Remington 
Rand, Inc., and general manager of its shaver division, 
died March 18 after an illness of several weeks, in 





_ Doctors Hospital, New York, N. Y. He would have 


been 56 years old on March 24. 

Born in Williamsport, Pa., Mr. Engel, after his grad- 
uation from Potts College, spent a brief period in the 
insurance business in his native town before begin- 


| ning his long connection with Remington Rand as a 
| typewriter salesman in Wilkes-Barre, Pa. 


Receiving steady promotion to managerial posts in 
various branch offices, Mr. Engel was chosen in 1937 to 
inaugurate western sales of the company’s then new- 
est product, the electric shaver. From San Francisco 
he was called to the headquarters of the shaver divi- 
sion in Bridgeport, Conn., in 1941. 

Becoming interested in the crippled children of 
Williamsport, Mr. Engel helped to organize and later 


| was elected president of the Pennsylvania Society for 
_ Crippled Children. As his interest deepened he con- 


tinually mingled philanthropy with business, speaking 
wherever he could get an audience on the need for 
special care for crippled children. He pleaded their 
cause before 107 service clubs in 30 states. At times 


| he took leaves of absence to promote children’s clinics 


and hospitals. 
He leaves a widow, Mrs. Pearl A. Engel of Westport, 
Conn.; a daughter, Mrs. Leland H. Misner of San 


| Francisco, Calif.; and a son, Kenneth W. Engel, who 


joined the Remington Rand shaver division in 1939, 
served two years as a naval lieutenant, and is now 


| district sales manager at San Francisco. Mr. Engel’s 


brother, John, is also a Remington Rand veteran of 39 
years’ service, sharing shaver and typewriter activity 
in Williamsport. 

Mr. Engel was president of the Remington Rand 
Club of Buffalo in 1937 and a member of the general 
sales committee of the company at the time of his 


| death. 


hk bk 
GEORGE SWENDEMAN 

George Swendeman, for nearly 30 years connected 
with the Security Steel Equipment Corporation, 
Avenel, N. J., died on February 28 at the age of 51, 
following a heart attack. His death came as a com- 
plete surprise to friends and associates because he had 
appeared to be in excellent health. 

Starting in the New York office of the company, 














THE LATE GEORGE SWENDEMAN 


then known as Steel Equipment Corporation, in 1916 
following his graduation from a business college, 
Mr. Swendeman enlisted in the Army in 1917 and 
served overseas during World War I. Returning to the 
company in 1919 as sales representative in Boston, 
Mass., and Cleveland, Ohio, he was later appointed 
branch manager in Newark, N. J. 

In 1925, Mr. Swendeman was transferred to the 
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FIRST 
VISIBLE RECORDS 
Feet of NAME. visibility 


ver 220 sq, ft. of POSTING SPACE* 








NAME 


_ADDRESS 
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Made the Modern Way 
FOR LONGER WEAR 














SS Oe 


Covered with KERAZON*, a Plastic Fabric 


GUARANTEED NOT TO CRACK OR PEEL 
FLAMEPROOF - WATERPROOF 


NUMEROUS LABORATORY TESTS guarantee that this material will not crack 
or peel, is water and flameproof and long lasting, making it ideal for Chair Cush- 
ions. This attractive 16” x 18” Cushion has an innerspring consisting of 16 coils. 


Extra thick and comfortable because it is tightly filled with cotton to hold its shape. 


Retail Price: $6.00 Each 





We also manufacture the same Cushion, but instead of springs and 


cotton, filled with chopped foam Rubber. 


Retail Price: $8.00 Each 


Special discounts to wholesalers 


REPUBLIC SEATING CO. 


MANUFACTURERS 
45 WEST 45TH STREET Telephone: BRyant 9-4245 NEW YORK 19, N. Y. 
*Registered U. S. PAT. OFF. 
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home office in Avenel, N. J., where he became known 
to the dealer organization in the capacity of district 
sales supervisor and advertising manager. 

Surviving are the widow, Evelyn, and a daughter, 
Joan Helen Swendeman. 


tt of 
JOHN JAMES WILLIAMS 


Death came to John James Williams, 61, veteran 
in the office equipment field, at Wesley Memorial 
Hospital in Chicago on February 18. He had. been 
a patient there for 13 weeks and apparently was 
recovering from his illness when a heart. attack 
proved fatal. 

Widely known in the industry; Mr. Williams was 
formerly Kardex manager in Chicago, Indianapolis 
and Detroit. He handled business assignments at 
Washington, D. C., and during the recent war was 














THE LATE JOHN J. WILLIAMS 


with Horders, Inc., in charge of systems and furni- 
ture at the Wabash Ave. store in Chicago. 


A volunteer in World War I, Mr. Williams came | 


back from the service to re-enter the sales world 
with a fixed determination to “get the business.” 
This he did, starting off with a big order secured at 
2 o’clock in the morning in the smoking compart- 
ment of a train. 

The decedent was a life member of Benevolent 
Lodge No. 28, F. and A. M. of New York, N. Y., and 


was also a member of the Elks, Foresters and ‘other | 
lodges. He took an active interest in the affairs of || 


the Methodist church, of which he was a member. 

He worked tirelessly in the interests of young people. 
Surviving are the widow, Lottie A.; of Chicago, 

and brothers Robert and Harry of New York, N. Y. 


-. - - 
HAROLD JAMES KENNEDY 


Harold James Kennedy, 38, assistant. manager’ of 
Gestetner (Canada) Ltd., duplicator manufacturers, 
and a well-known member of the Montreal Executive 


Association, died suddenly Saturday, March 23, fol- . 


lowing an operation. 
Mr. Kennedy was born at Minto, N. B., and -was 
educated at St. John, N. B., high school. He entered the 


service of Gestetner, Ltd., in 1927 at Vancouver and - 


after some time in the company’s United States 
branches was transferred to Montreal in 1931. En- 
gaged in the sales organization of the local branch, 
Mr. Kennedy became well known to hundreds of 
Montrealers. He was a member of the Royal Montreal 
Regiment (Reserve). 

Besides his widow, the former Miss Lillian Demaine, 
daughter of Mr. and Mrs. Albert Demaine of Lachine, 
Quebec, Mr. Kennedy is survived by his father, James 
Ruben Kennedy, residing at St. John, N. B.—RC. 


+ © + 
WILLIAM W. BOLLES 


William W. Bolles, 69, died January 24 in Fort. Laud- 
erdale, Fla., where he lived for the last five years. A 
native of Toledo, he founded the William Bolles Pen 
Company, which claimed to have developed the first 
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- Johnny “OFFICIAL” 


Says: 
“SELL THE SEAL 
THAT SELLS ANOTHER 


YOUR PROFIT 
BROTHER! ” 





“OFFICIAL” 


Soll Pocket Seal 


Standard with lawyers, notaries and corporations the 
world over, this is the seal your customers want. 
Handling the M. & W. seal line not only means in- 
creased seal business for you, but also brings new 
customers to your store for other sales. Write us for 
dealers proposition. Address Dept. O. A. 


MEYER & WENTHE, Inc. 





‘The House of Friendship” 
30 South Jefferson Street, Chicago 6, Illinois 





Tan Ul * 


COAT, HAT AND LOCKER RACKS 


Preferred for 
offices, factories 
and shops. 
Lifetime STEEL 
CONSTRUCTION 


. in new postwar func- 
tional designs and modern 
finishes. 





Efficient space-saving office 
and factory units that accom- 
modate 3 or 4 persons per 
sq. ft., that keep clothing 
dry, aired and “in press.” 
Single or double faced. Port- 
able or stationary in stand- 
ard units or by the foot to fit. 


Also complete industrial 
and institutional checkrooms. 





VOGEL-PETERSON CO. 


Write for 
Bulletin 
No. G-13 
pa baad “The Coat Rack People” 
proposition. 624 S. Michigan Ave. Chicago 5, Ill. 
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Carry Your Own State 
and Surrounding States 
in Stock..... 


COLORPRINT 
FOLDED POCKET MAPS 


SHOWING 
ROADS—RAILROADS—WATERWAYS 





\ . fp 

THIS HANDY DISPLAY RACK SUPPLIED 

FREE WITH ORDER FOR SIX DOZEN MAPS 
MAPS 


OF EVERY DESCRIPTION AND 
FOR EVERY PURPOSE 


Write For Catalogue and Dealers Discounts 


AMERICAN MAP CO., INC. 


16 EAST 42nd ST., N. Y. 17, N. ¥. © MU 2-7581 


SWEEPING 


the Country like 


WILDFIRE! 


PLASTIC 
FONEHOLDER 


* 
FEATURES 
LIGHTWEIGHT, only a lit- 

tle over two ounces. 





















e 
NON-SKID—Note the ridges 
on top to prevent skidding 
off shoulder, non-marking. 


e 
EASILY ATTACHED—No 
tools needed. Can be ad- 
justed to individual's con- 
venience, 


e 
HANDSOME, DIGNI- 
FIED, ARTISTICALLY 
ee fin- 
sh. 


e 
ECONOMICAL. Firms 
and individuals can af- 
ford to equip every 
phone in the office and 
home. s 

Mr. Retailer! If you have not yet or- 
RETAIL 60° FAIR dered, better contact your jobber, or 
PRICE TRADED write us at once for details. Substan- 


'#'s like an EXTRA HAND tial dealer's discounts. FAIR-TRADED. 


Non-Marking—Non-Slipping Cuts for newspaper or circulars, Enve- 


Write TODAY! 


REYA 


lope Stuffers, Display Easels, available. 


PLASTIC PRODUCTS CO. 
1525 E. 53rd ST., CHICAGO 15, ILL. 
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self-filling fountain pen. It later became the Conklin 
Pen Company. He was also the developer of Bolles 
Harbor, a Lake Erie summer colony near Monroe, 
Mich. Surviving are his wife, Dorothy; a daughter, 
Mrs. Morris Kennedy; and sons, Lloyd and William, all 
of Fort Lauderdale.—AK. 


+ + 


LUMAN E. WALRATH 


Luman E. Walrath, for many years manager of 
Vroman’s Office Furniture Store in Pasadena, Calif., 


| died recently after an illness of several months’ dura- 
| tion. He is survived by his widow, Mrs. Edith Taber 














THE LATE L. E. WALRATH 


Walrath, and his daughter, Mrs. George Master of 
San Gabriel, Calif. 

In addition to his business activities, Mr. Walrath 
had many civic interests. He was the organizer of a 
businessmen’s luncheon club known in Pasadena as 
The Community Square Luncheon Club. He was also 
a member of the Pasadena Optimists’ Club. 

Mr. Walrath was connected with Vroman’s for 16 
years and prior to that time was with Underwood 
Elliott Fisher for 16 years. For a brief time he 
was associated with the Pacific Desk Company. 


- | - 
WILLIAM A. GILLAM 
William Alfred Gillam, son of W. A. Gillam, the 
late owner and founder of the Gillam-Bird Stationery 
Company, with a store on Fourth Ave., Seattle, Wash., 
died recently while still in the U. S. Naval Reserve. 
Succumbing to a brief illness at the Seattle Naval 


| Hospital, he was given a military funeral with full 


honors. Navy Chaplain A. C. Winn officiated at the 
services, which were followed by cremation. 

Thirty years old at the time of his death, Ensign 
Gillam had served on the island of Guam and with the 
Seabees. He was graduated from the University of 
Washington at Seattle and entered service with the 
Navy last year. 

Surviving are the widow, Jeannie Marie; sons, Wil- 
liam Alfred, Jr., six, and Thomas R. Gillam, two; and 
his mother, Mrs. Rilla H. Gillam, all of Seattle — 


CML. 
+ + + 
FREDERICK POST, JR. 


Frederick Post., Jr., 52, of 5627 Newcastle Ave., Chi- 
cago, president of The Frederick Post Company, a 


| drawing materials manufacturing firm founded in 


Chicago and in Germany by his father more than 50 
years ago, died March 20 in Rochester, Minn. 
Surviving are the widow, Cleo, and sons, Frederick 


| III and Lt. Jack Post. The latter is with the Marines 
| in Shanghai, China. 


+ k + 
JOHN S. BUSKEY 


John S. Buskey, vice-president of the Steelcase Sales 
Corporation, office equipment dealers of New York, 


| N. Y., died recently at his home, 256 Lincoln Rd., 
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Yo Most Poulan 
® “HIGH-WAY” of FILING 





HANG-A-FILE is packaged filing effi- 
ciency . .. a complete filing system ready 
to go to work. HANG-A-FILE includes the 
caster equipped steel cabinet PLUS 25 
HANG-A-FILE FOLDERS AND INSERTS. 
Enthusiastically acclaimed by dealers and 
their customers from coast to coast. Rec- 
ommended for: correspondence, shipping 
orders, shop tickets, bills, orders, invoices 
etc. HANG-A-FILE presents the. greatest 
sales opportunity offered in years. Act to- 
day ... get your share of this profitable 
business. Write-Telephone-Wire. Complete 
information on request. 







NO. 30 HANG-A-FILE 


Complete with 25 HANG-A-FILE folders 
and inserts. Folders supported by full 
lengh chrome finish metal hangers which 
rest on two guide rails. 

All metal file, caster equipped, finished 
in olive green enamel. Width 131% in., 
depth 18 in. height 27 in. 








Shipping weight 33 Ibs. Packed 2 to 
carton. Shipped K.D., easily assembled. 


IMMEDIATE DELIVERY 









STEEL 
HANG-A-FILE 
* Complete with 25 Hang-a-File 

Folders and Inserts. | 











2 
Louis H. Farber 
OFFICE FURNITURE «© SCHOOL EQUIPMENT 
31 EAST CONGRESS STREET e Note New Address « CHICAGO 5, ILLINOIS 
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Newly Designed 


GLASS 
DESK PADS 












Made in Green, 


Brown or Maroon 


Made of LYNO Board with a 34" frame of LYNO Board 
all around. Smoothly rounded corners and edges. Con- 
venient lifting arrangement that allows glass to be raised 
and papers changed. Back covered with felt. 


Overall size 1934" x 2434" (Glass size 18” x 24’) 
with Ye” glass $4.00 list. 


Packed Six to a Carton. 


Geo. E. Fox & Company 


Office Specialty Manufacturers Since 1911 
412-420 ORLEANS ST., CHICAGO 10, ILL. 

















INVESTIGATE THE MERITS OF 




















MODEL 95 


The Quality five action, all steel 
and nickel, Numbering Machine. 





% Capacity for ten wheels. 


% Priced competitive to ordinary 
machines of four and less 
actions. 


% UNCONDITIONALLY 
GUARANTEED. 


Your large discounts give you a 
real incentive to sell these units. 


THE ROBERTS NUMBERING MACHINECO. 


694-710 JAMAICA AVE. BROOKLYN 8, NEW YORK 


Western Distributor LOUIS MELIND COMPANY 
362 W. Chicago Ave., Chicago 10, Ill. 593 Market St., San Francisco 5 
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Brooklyn. He had been associated with the company 
for 20 years. Surviving are his widow, Mrs. Bessie 
Travis Buskey, and a brother, Percival T. Buskey. 


> > + 
CLARENCE ALLEN GOODRICH 


Clarence Allen Goodrich, president of Case Brothers, 
Inc., paper manufacturers at Highland Park, Conn.., 
died at his home on February 27 after being ill two 
months with arthritis. 

Born in Victory, N. Y., April 30, 1894, Mr. Goodrich 
was graduated from Colgate University in the class of 
1916. He served in the U. S. Navy during World War I. 

Mr. Goodrich entered the employ of Case Brothers, 
Inc., on January 1, 1933, as sales manager. Following 
the death of Harold E. Cude, general manager, in 
1937, he was appointed to that position. 

In May of 1938, Mr. Goodrich was appointed to the 
board of directors of the company and, upon the death 
of Lawrence Case in February, 1944, was named presi- 
dent of the company. 


+ i & 
HAROLD G. BARKER 


Funeral services for Harold G. Barker, long identi- 
fied with the printing and office supply business in 
Cleveland, will be held in Miami, Fla., where he had 
made his home for the last ten years. 

Mr. Barker was for a number of years a partner in 
the firm of S. Barker Sons Co., stationers, which 
his father, Samuel Barker, organized. Subsequently 
he operated his own printing company. 

He died in Miami yesterday at the age of 65. His 
last Cleveland home was in Clifton Park, Lakewood. 

Surviving are his wife, Mrs. Mabelle K. Barker; 
his son, Lloyd G. Barker; and his daughter, Mrs. 
Alice B. Meck, wife of Municipal Judge David C. 
Meck, Jr. 


+ k + 


MRS. W. R. ESSICK 


Mrs. W. R. Essick, well known among Illinois sta- 
tioners, died March 5 in San Francisco and was buried 
in Decatur, Ill. She was the widow of Roy Essick of 
Haines & Essick, a charter member of the Illinois 
Booksellers & Stationers Association. Survivors include 
a sister, Mrs. Waggoner, and a niece, Mrs. Waggoner’s 


daughter. 
+; -- | 


GEORGE OLIVER COLBURN 


George Oliver Colborn, 58, of Colborn Stationery 
Service, Grand Forks, N. Dak., died March 5 at a 
Grand Forks hospital after an illness of three weeks’ 
duration. 

Funeral services were held in St. Michael’s church 
of the stationer’s home city and burial was in Calvary 


cemetery. 
+ - +k 


JOHN H. ABEEL 


Funeral services for John H. Abeel, 59, Hackensack, 
N. Y., who retired in 1940 as vice-president and sales 
manager of the Dexter Folding Company’s New York 
office, were held on March 16. Mr. Abeel, who was a 
well-known amateur golfer, died on March 14 at his 


home. 
ms lite 3 


OPEN NEW BUSINESS MACHINE FIRM IN IOWA 


Harold Eckes and Charles Blethen have recently 
opened a business machine firm at New Hampton, 
Iowa, distributing the Underwood typewriter in eight 
northeast Iowa counties. Mr. Eckes has been employed 
by the A. L. Riley Business Machine Company at New 
Hampton, while Mr. Blethen was recently discharged 
from the armed forces.—AL. 
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Tee folks 
want what 


YOU 
sell! 


(... a Victor 


Portable, of course) 


TAKE THE LOCAL BUTCHER. With 
much less effort than it takes to 
talk him out of a porterhouse, you 
can demonstrate how a Victor Port- 
able protects the pennies that mean 
his profit. Keeps his customers 
happy with a right receipt on every 
mes ial has more figuring uses 
than he can shake a cleaver at. You 
know what they are. All you need 
do is tell him! 


WHAT OF THE GOOD DOCTOR? 
Even in normal times, paperwork 
gave him sharp pain. What agony 
he mustbe suffering now (or haven't 
you tried making an appointment 
lately?) Here’s your chance to 
heal...and be well-heeled for 
your trouble. Trot over with a 
Victor Portable—that quick shot- 
in-the-arm for the sagging side 
of his practice. 


THE FRUIT AND VEGETABLE MAN, 
TOO! Maybe a Victor Portable 
won't stop the sticky-fingered stuff 
shown in this Victor ad —. 
nationally now. But it will en 
guesswork addition losses. It wall 
prevent accidental, but nonetheless 
ruinous, overcharges to customers. 
It willsave time and trouble aple nty 
in dealings with the fruit man’s 
suppliers. 





















ri 
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meat merchant, you never would—this way.) But you're sure a pencil 
isn’t the easiest, safest thing to use on your figure work. A lightning- 
fast, featherweight Victor Portable Adding Machine is. More profitable 
than a lean memory, it fattens customer good will, too! 


| SOMETIMES, YOU CAN'T PUT YOUR FINGER ON IT. (If you're a 








“SAY, AH-H-H.” Or do you hanker to hiss a few less-printable high 
notes at month’s end, doctor? Statements, collections, charges for calls 
and appointments, invoices, expenses ..! Duck the disconcerting 
details. Pull raveling records together, fast, with an order-from-chaos 
organizer—a Victor Portable! 





THEY’LL DO IT EVERY TIME. Sell fruit? Then 
you're helplessly familiar with larceny by Law. 
But more serious losses come from guesswork addi- 
tion—are easy to end with a profit-protecting Victor 
Portable. if you depend on figures, a 10-Key or 

Full-Keyboard Victor Portable quickly puts the VY I C T 0 @ 
right ones at your finger tips. Victor Adding Machine 


Co., 3900 N Rockwell St., Chicago 18, Illinois. ADDING MACHINES 
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BOOKKEEPER— CREDIT MAN 


STOCK CLERK & P. A. BUSINESS MA 
eal C 
Vi] a i: 5 p 


(s 8S D 
Bor Business Meu : 
B. 


Cram's ’ 
NAMAPCO Series 5 00 
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\ Large Scale 85 

STATE MAPS and up ‘ 

THESE AND re 

HUNDREDS MORE USE A Complete Picture of Territory By “ 

P e > 226 Ni 

States And Their Subdivisions as 

Wherever facts must be segre- mt 

gated for quick reference, these COOK’S % Average Size, 50x48 Inches. = 

little signals do a remarkable : % Printed for easy visualization of smaller co) 

job in saving time. Attached to §¢ginless Steel territorial units. Ge 
file cards, visible index pages, LE % Counties, cities, towns, villages, rail- 

ledger sheets, etc., they bring FI roads, waterways clearly shown. aN 

order out of chaos—thereby in- % Complete index with population figures cal 

creasing a department's effi- SIGNALS and key to location printed on same ma 

ciency considerably. surface as the map. is 

; Write for descriptive literature. Th 

The H. C. Cook Co., 14 Beaver St., Ansonia, Conn. wane ts: ee ive literature 

a - - ; 

i. THE GEORGE F. CRAM COMPANY, INC. Phe. 

730 E. Washington St. * Indianapolis 7, Ind. _ 

‘ 
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Revolutionary NEW | : 

Sw 


THE ORIGINAL 


Dictating Machine | * 
NORTA == 


PLASTIC 
TYPE CLEANER 





Efficiency in cleaning typewriter type, stamps, etc. is 
judged by the speed with which it is done and the clean- 
liness of the job. 


NORTA solves the problem . . . NORTA has what 
it takes. 





No dirty, inky hands, no soiled clothing, no scrubbing 
and rubbing. NORTA is clean, efficient and quick; just 
press, roll gently back and forth and the job is done. 





@ No records or needles to buy 


Dealers are re-ordering NORTA constantly. @ Wire may be re-used indefinitely 


NORTA 
| DISTRIBUTING 
Co. 


119 WEST 40th ST., 
NEW YORK 18, N. Y. 


@ 1 unit plays back, records, erases Ww 


e@ Transcriptions last indefinitely ; ; 
al 


Write w/ FOR FREE fer 
DESCRIPTIVE BROCHURE oo 
suc 


STANDARD BUSINESS MACHINES CO. oo 
I 


din 





542 S. DEARBORN STREET * CHICAGO 5, ILLINOIS 
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PATENTS AVAILABLE FOR LICENSING, SALE 


From the official gazette of the United States Patent 
Office, Department of Commerce, Vol. 583, No. 3, issued 
February 19, OFFICE APPLIANCES lists the following 


patents available for licensing or sale: 

Pat. 2,234,424. STORE AND STORE COUNTER. Patented March 11, 1941. 
Display and storage cabinet having a transparent front, with top 
serving as counter, allows customers to view goods but prevents them 
from handling same. Packages of goods move by gravity down inclined 
chutes to rear of cabinet where they are removed by clerk, suitable 
stops preventing the goods from sliding out. Single packages of the 
goods carried by the chutes are displayed at all times on stationary 
supports directly inside front of cabinet. (Owner) James G. Alley, 
Box 773, Goldsboro, N. C. Group 25—41. Reg. No. 2,279. 

Pat. 2,006,887. NoTeBooK HOLDER FOR TYPEWRITERS. Patented July 
2, 1935. Spring clips at end of flexible wire hold notebook firmly above 
rear of typewriter on wire frame supported by rectangular base 
fitting between rear legs of typewriter so that page is in full view 
of stenographer. Vibration is prevented by a layer of rubber on under- 
side of base and also acts to prevent marring of desk. (Owner) 
Cecilia R. Doherty, 623 West Fifth St., Los Angeles 13, Calif. Group 
35—79. Reg. No. 2,296 

Pat. 2,218,212. GLoBe CABINET. Patented Oct. 15, 1940. Map globe 
housed in cabinet is provided with a mounting whereby it may be 
readily slid into and out of cabinet, together with means for illuminat- 
ing globe when out of cabinet which includes curved reflector and trans- 
parent strip attached to reflector for diffusing light rays. Globe may 
be retated during inspection or cless instruction. (Owner) Thomas 
Nassos, 3173 Turk St., San Francisco, Calif. Groups 25—31—41; 34—99. 
Reg. No. 2,301. 

Pat. 2,286,465. PAPER Cup OPENER. 
are provided on front and rear faces of well 
cup so that it may be opened without touching mouth of cup with 
fingers. Tabs lie folded and will not interfere with dispensing from a 
coin-operated machine. (Owner) Erlin Clement, Pedro Miguel, C. Z. 
Groups 26—94—99; 85—73. Reg. No. 2,298. 


Patented June 16, 


1942, Tabs | 
known type of folded | 


Vol. 584, No. 1, issued March 5, lists these patents | 


available for licensing or sale: 

Pat. 1,903,480. CALENDAR MECHANISM. Patented Apr. 11, 
calendar mechanism in which the day, date, and month are auto- 
matically changed, regardless of the number of days in the month, Pro- 
vision is made for the extra day in leap year, so that after the calen- 
dar is once set to the proper day, date, and month, they will be prop- 
erly indicated thereafter by the operation of a single lever once a day. 
The mechanism is so designed that this lever can be operated auto- 
matically by an electric clock. (Co-owner) Maurice N. Richter, 325 
Allaire Ave., Leonia, N. J. Groups 27—51—61—92; 40. Reg. No. 2,364. 

Pat. 2,368,425. FOUNTAIN PEN. Patented Jan. 30, 1945. Pen has a 
replaceable ink cartridge which is punctured by screwing sections of 
pen together after it is placed in barrel. Special feed means between 
the cartridge and nib of pen assure a constant and proper flow of ink 
at all times. (Owner) Benjamin F. Reynolds, 2636 Crafton Way, 
Stockton 49, Calif. Group 89—51l. Reg. No. 2,365. 

Pat. 1,863,130. TYPEWRITER Cover. Patented June 14, 1932. Com- 
pletely encloses typewriter. Base permanently attached to bottom of ma- 
chine by typewriter bolts. 
that when machine is in use cover may be folded back of machine and 
held in position by straps on rear of base. (Owner) William R. Swaim, 
Sweetwater, Tex. Groups 22—11—95; 23—95; 30—41. Reg. No. 2,359. 


1933. A | 


Flexible top is secured to base by zippers, so | 


Vol. 584, No. 4, issued March 26, has these licensing | 


or Sale patent listings: 


Pat. 2,289,041. Rippon Rack. Patented Apr. 22, 1941. Attachment 


for typing machines whereby two ribbons may be used so that positive | 
or negative hectograph masters may be produced in different colors; | 


also positive and negative copy produced in single color. Accomplished 
by mounting ribbon with sensitized side facing rear and mounting on 
spindle hectograph ribbon with sensitized side facing front and inserting 
paper between. Copy is typed on front of sheet and negative on back 
at same time. (Owner) Lane Johnson, Mastyper Co., 1739 Marshall 
St., Houston, Tex. Groups 35—55—72—79; 39—55. Reg. No. 2,456. 

Pat. 2,252,075. RrBBon Rack. Patented Aug. 12, 1941. Comprises 
elongated strip of metal, ends retracted rearwardly. Circular ferrule on 
supporting plate holds spool of ribbon. Free portion of ribbon is 
gripped between friction disc and roller and as disc rotates, ribbon is 
fed during operation of typewriter. Ribbon may be easily and quickly 
changed and another type or color substituted by change of racks. 
(Owner) Lane Johnson, Mastyper Co., 1739 Marshall St., Houston, 
Tex. Groups 35—72—79; 39—55. Reg. No. 2.457. 

Pat. 2,203,661. Book Ho.perR. Patented June 11, 1940. For support- 
ing books of different sizes for easy opening and closing, preventing 
damage to books. Base frame has U-shaped side members with front 
and rear cross rails bolted thereto. Within frame is extensible opening 
and closing saddle, comprising back rest, so connected that it swings 
in a vertical direction. 
Medford, Oreg. Groups 25—14—22—-41—99 ; 383—73. Reg. No. 2,462. 

Pat. 2,366,563. METHOD OF FINISHING PAPER. Patented Jan. 2, 1945. 
Process includes suddenly reducing the temperature of the paper after 
it comes from the calendar to approximately room temperature with- 
out substantially altering its moisture content. Water-cooled rolls con- 
tact both surfaces of the paper. Prevents distortion or warping of the 
paper due to uneven cooling. (Owner) Van L. Shaw, 6140 Cottage 
Grove Ave., Chicago, Ill. Groups 26—99; 35—54. Reg. No. 2,471. 


ee 
WALTER H. WARD TRANSFERRED TO NEW YORK 


Walter H. Ward, systems branch manager at Buf- 
falo, N. Y., for Remington Rand, Inc., will be trans- 
ferred to sales manager of the company’s insulated 
products division in New York, N. Y. Mr. Ward, who 
has been Buffalo branch manager for six years, will be 
succeeded by Marvin Bush, who has been sales man- 
ager of the insulated products division. Mr. Ward was 
honored by friends and fellow workers at a farewell 
dinner in Hotel Markeen.—GET. 
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(Owner) Thomas E. Wade, 712 West 18th St., 














aton’s 
Corrasable Bond | 


magic to use 


sells like magic 


Eaton’s Corrasable Bond is the 
secretary's best friend; a pencil 
typing errors 


eraser removes 


without smudge or smear! 


EATON PAPER CORPORATION 


Pittsfield, Massachusetts 


Fine papers for business and social use 




















PRODUCTS 


GENERATE PRIDE ON THE JOB 





STAINS REMOVED IN 
30 SECONDS! 


red through hours of duplicat- 
completely—but ently—re- 
conds with AUTOCOPY Clians- 













STaIns 5] 
ng work are 
ed in 30 se 


ng Cream. 


LONG SERVICE LIFE 


AUTOCOPY Gelatin Rolls are carefully 
mpounded to insure longest efficient use 
varying climatic conditions and are 
lable for ALL makes of duplicators. Try 
earn the difference AUTOCOPY 
make the quality of your dup- 
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MASTER SETS 
RIBBONS 


WRITE FOR 
LITERATURE 
AND PRICES 


462 WEST SUPERIOR STREET 
CHICAGO 10, ILLINOIS 
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WOODSTOCK 


TYPEWRITER 





WOODSTOCK TYPEWRITER COMPANY 


WOODSTOCK, ILLINOIS 














| it’s easy to sell 


UL-COT 


TRADE MARK REG, U.S. PAT, OFF. 


d2 WASTE BASKETS 
QUICKLY — PROFITABLY 










<_ 
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| they enable you to offer 

customers more for their money 

—there’s more money for you 

in — VUL-COTS! Guaranteed 

for 5 years, these lightweight, 

attractive, durable baskets 

made of hard vulcanized 

fibre are practically inde- 

structible—cut maintenance 

and replacement costs ... 

save money in handling waste. 

Thus, VUL-COTS give your 

customers more ob ced ren 

you more sales, faster, more 
profitably. 
































in all eda tee 


Dealers and stationers will find this item 
a ready seller in all metal construc- $7 145 
tion, including 10" eye guide, at. 


(tax extra) 


ecm ——— 
The Rite-Line Copy | =<. | 
Holder is portable, com- 
pact, efficient and attrac- 
tive. It reduces errors 
and speeds production. 
Rite-Line with extension 
eye guide, at right. 


Rite-Line Sales Co., Inc. 


33, Maiden Lane, New York ns Y. 
So. Dearborn St., Chicago s “ah 


WRITE FOR FULL 
PARTICULARS. 


RITE -LINE 











U. S. Pat. OF. 


COPYHOLDER 
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NATIONAL VULCANIZED FIBRE cq. 
WILMINGTON 99 DELA WARE 

















The New and Improvd 
ROTARY 


For speed and accuracy it’s the 
new Speedograph Rotary, 
Where efficiency is required in 
reproduction up to 100 copies 
the Speedograph Rotary has 
no equal. Now available for 
immediate delivery in hand 
and automatic feed. 


TODAY—Write for 


free color brochure 


DEALERS 
INQUIRIES 
INVITED 


by 
BECK 


DUPLICATING 
MACHINES 
AND 
SUPPLIES 
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FEAT! 


STICK 


Once a stenographer or typist uses a sheet of 
Nev-R-Kurl Carbon Paper, she is weaned away 
from ordinary carbon paper for keeps. She's your 
customer for life! Nev-R-Kurl has every factor in 
your favor—in the stenographer’s favor—in the 
buyer’s favor. That's why it pays to concentrate 
on Nev-R-Kurl. It gets more work done for your 
customer—costs less in the long run—makes more 
money for you. 


NEV-R-KURL 


it's plastic backed! 


Will not curl, tree, wrinkle or smudge. 
Its plastic back prevents off-setting on 
rolls or platens. No slipping or sliding 
in typewriter. Gives up to 50% more 
copies per sheet. Same sheet works 
equally well in billing or bookkeeping 
machines. 








PROCESS CO., INC. 


192 MILL ST., ROCHESTER 4, NLY 


A PHILLIPS, President TYPEWRITER CLEAR-PRINT 
CARBON PAPER RIBBON 








= NEV-R-KURL 
aa, CUSTOMERS 








WOOD STAMP PADS 
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Grint cone 


GRIPPIT is accepted and used as the 
standard Non-Inflammable Paper Cement 
by great industrial firms who buy only after 
thorough tests in their own laboratories. 
Non-Wrinkling, Detachable. Excess rubs 
off. Needed on every desk and drawing 
board. 








Companion products needed in every 
office. ROLTONIC cleans and gently 
naps the rubber platens of all business 
machines. New gripping surface 
carries file folders, envelopes, etc., 
through, holds them straight. 
TYPTONIC actually flushes away ink, 
eraser dust, office grime from metal 
and rubber type, then disappears 
entirely. All three products are 
Both ROLTONIC and TYPTONIC are Non-inflammable, Non- 
made to the same high quality GS Poisonous, Harmiess to 
GRIPPIT. skin and clothing. 


WRITE FOR SAMPLES AND PRICES 












INC. 
MASS 





HARRIMAN - WELTS, 
403 RIVER ST.,- HAVERHILL 
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WORK WITHOUT Geafeo SIGNALS? 

















ADDING 
MACHINES 


* 


CALCULATING 
MACHINES 


* 


BOOKKEEPING 
MACHINES 


* 


Select Rough 
and Rebuilt 


Calculator Equipment Corp. 
Orange, New Jersey 



















signals and maptacks 
aid busy workers. . . do much 
to make operations smoother. 
Graffco signals and maptacks 
never forget; they make existing 
systems more efficient; speed 
operations. 


GEORGE B. GRAFF 
COMPANY 


54 Washburn Avenue 
Cambridge 40, Mass. 
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UPLISTICKERS 


SPEED UP RY 
OFFICE WORK 






Las aw ow 


Office workers appreciate the con- 
venience of using Duplistickers for 
marking file folders, for addressing 
duplicate mailings, for addressing 
heavy duplicate record cards. Chief 
reason for their preference is that A REAL ECONOMY 
Duplistickers’ gummed, perforated 
letter-size sheets are so easy to fill Duplistickers cost consid. 
erably less per thousand 
in on the typewriter. Also, they than other types of gummed 
speed duplicate mailings because all = 4.,), . . offer 3Y2 times 
the addressing for two, three Of gore stickers than roll 
four different mailings can be done = Jgbels. 
in one operation. 


— Brag 


EUREKA SPECIALTY PRINTING CO. 
Stationery Div., Dept. — 
11 West 42nd St., New York 18, N. Y. 
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TRADE MARK 


Cuahily Cane 
—FIBE ROK 


Sturdy, sightly units for office 
and home ... built for enduring 
service. All wanted sizes, many 
finishes. This famous line presents 
a real merchandising opportunity! 












Send for Literature 


| with vise-like grip. 





addr, 17 


FEDERAL FIBRE CORP. 


3704-10 Tenth Street & 





Long Island City 1, N. Y 
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BRIGHT 






7 
| 
| 
| 
| 


| 


The continued scarcity of materials and labor still impose a 
severe handicap to our ability to serve our many good cus- 
tomers in the prompt and efficient manner which has been our 
custom. We are sincerely grateful for the patience and under- 
standing which you have — us, and we do want you to know 
we will continue to do the best we can for you at all times. 


published just as soon as the material situation becomes settled. 


BRIGHT CHAIR CO., INC. 


NEW YORK, N. “J 


Sorry, No BRIGHT catalogs available. A new catalog will be 


127-133 BLEECKER ST. 
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See That 
CORNER 
Molded plastic 


Corner (Patented) 
binds tray together 


Distinctive, practical, 
amazingly durable, these 
handsome trays are made 
of a beautifully grained 
plastic material that com- 
bines extreme lightness 
with exceptional strength. 
Material actually improves 
with use. 


No. 912—Letter Size No. 915—tLegal Size 


(10x 1244" x 234”, inside) (10” x 15” x 236”, inside) 
....List $1.50 Ea. ....List $1.75 Ea. 


SERVICE PRODUCTS, Inc. 


2035 So. Calumet Ave. ° Chicago 16, Ill. 
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RADIO TRIBUTE TO OFFICE FURNITURE FIELD 


On March 7, KYW, Westinghouse Radio Stations, 
Inc., Philadelphia, Pa., gave a special radio tribute to 
the office furniture industry through the Valley Forge 
Caaravan. This is a one-hour radio show which sa- 
lutes one of America’s industries each night, under the 
sponsorship of the Adam Scheidt Brewing Company 
of Norristown, Pa. 

“We believe that this salute is a definite contribu- 
tion to a wider public appreciation of American free 
enterprise,” declared Donn Bennett, master of cere- 
monies. 

Remington Rand, Inc., was host to the office furni- 
ture industry broadcast, the script of which reads: 

“With a nod in the direction of one of America’s 
great companies in war and in peace. Remington 
Rand, Inc., host to this 1123rd performance, we 
pay tribute to the employees of this firm and others 
that are representative of the office furniture industry. 


Good Tools Are Needed 


“Goodworkmen deserve good tools, but until the | 
late 1920’s, few people stopped to think that office | 


furniture is the production equipment of office work- 
ers from office boy to president. Only in the last 15 
or 20 years, after much preliminary work and study, 
has the furniture industry seen its opportunity to give 
all office workers the kinds of chairs and desks and 
other pieces of furniture that enable them to work 
with less fatigue and less strain. 

“Tonight, we salute an industry that was old when 
Rome was young. The word ‘bank’ itself is simply the 
modern English form of an old Italian word that 


means ‘bench’ and that refers to the benches that the | 


old money-changers used in their counting houses long 
before modern banks and offices were thought of. Dur- 
ing the centuries, office furniture changed with chang- 
ing styles and fashions. But it remained wood, gener- 
ally heavy wood, that embodied the skill and taste of 
men who made it. 


“Only in the last 15 or 20 years have office furniture 


manufacturers realized,’ says our host of the evening, | 


Paul E. Almquist, systems branch manager of Rem- 
ington Rand, Inc., ‘that it is sensible and practical to 
fit the furniture to the job and the man or woman 
who does the job, instead of making people and jobs 
fit desks and chairs and tables.’ Now that we have 
taken this to heart, we work in chairs that make good 
posture easy and habitual. Backs and legs are not 
cramped to fit heavy and rigid chairs. Instead, pos- 
ture chairs, adjustable to the user, are standard equip- 
ment in well-run offices. Desks, are lighter, stronger, 
more compact, and better arranged for the use to 
which they are put. Steel, aluminum, rubber, and 
many new materials are being used today and will be 
used increasingly to produce better furniture—that is, 


better tools—for the people whose job is the planning | 


and the following through of the work done in count- 
less factories. 


Industry Had War Role 


“Perhaps some of us have not considered that office 
furniture was as essential to the winning of the war as 
shells and bombs and airplanes and ships. The men 
and women in the service forces and in industry who 
were responsible for planning the weapons and seeing 
to it that they were produced on time and shipped to 
the battle fronts, did their work of thinking and 
planning and expediting at desks. These people worked 
long and hard. They had to. Their desks in the War 
and Navy departments and in thousands of plants 
were the nerve centers of the entire war machine of 
the United Nations. Providing the furniture with 
which they worked was the task imposed on the office 
furniture industry, which also turned a large part of 
its plants to the making of steel, aluminum, and wood 
components of airplanes, ships, radar, and radio equip- 
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~ THE COMPREHENSIVE “U. S. LINE” 
INCLUDES 


| INKED RIBBONS FOR CARBON PAPER FOR — 


_ Typewriter Typewriter 
| Adding Machine Noiseless 
| Bookkeeping Machine Billing 
|| Elliott-Fisher Hectograph 
|| Billing Machine Fanfold | 
Time Clock Pencil | 
Time Stamp Pen 
Cash Register Onetime 
Hectograph Saddleback 
Addressograph 
Multigraph 
Tabulating 
Completeness, unsurpassed quality, and real profits make the 





| | "U. S. Line" the wise dealer's choice. See for yourself... 
| WRITE FOR SAMPLES AND PRICES TODAY .. . no 


| obligation whatsoever! 





ae 


Ribbon Mfg. 


\ . ] 
} Philadelphi. 


U. 5. Typewriter 


Filbert at Tenth St. 





PAWATH A 


ed TYPEWRITER PAPERS 





Are Recognized 
Standard for 


over 30 years 


Consistently high quality 
...up-to-the-minute packag- 
ing...a profit-and-prestige 
line you'll sell with pride. 
Inquire about our Franchise 
Sales Plan—the short cut 


to bigger and better sales. 


WANSCO 


PAPER PRODUCTS CO., 
409-411-413 PEARL ST., NEW eo f 


aoe 
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All - Purpose Seating 





(la etrine 


Ideal for every use — 


e SALES CONFERENCES 
© SHOP MEETINGS 
© OFFICES 
© CAFETERIAS 
e AUDITORIUMS 
¢ REST ROOMS 
: e RECREATION ROOMS 


No. 2317-L 






This modern streamlined 
utility chair is scientifically 
designed for the utmost 
comfort. It has a wide, 
roomy seat, posturely cor- 
rect back, reinforced con- 
struction, and is superbly 
finished. Opens and closes 
with slight pressure—folds 
and stores compactly. Safe 
and serviceable. 


10-YEAR GUARANTEE 


e 


MFG. CO. 


4654 W. HARRISON ST. 
CHICAGO 44, ILL. 











Easy to Sell! 


because it’s EASY-to-USE 










“ 


ae / 
ABC Systems are easily assembled from stock 





Guides and Folders. 
and sample kits. 


% Breakdown 
} Guide 


psa 


‘Out! Guide 


oiee:Galde:  “Sieme Calder 


Write for free circulars 


Veetabs Celluloid Indexing 


Plastic Viztab Folders 
Loose Leaf Multibinding 


Cellotab Catalog Indexes 


Transparent Celvelopes 
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ment that was indispensible to our fighting men. With 
working forces depleted by the loss of thousands of its 
workers who sought active service in the Armed 
Forces, and with both lumber and metal high on the 
critical lists, the industry nevertheless fully met the 
demands upon it. 

“Now that victory has been won, the office furniture 
industry is rapidly turning back to the ways of peace 
and is again commencing to produce the tools that 
office people must have to win the coming battles 
against inflation and depression. It is to the think- 
ing of the office people in Government and business 
that we must all look for the thinking and planning 
and work that will insure a steady flow of goods and 
services we all need to maintain and increase our 
standard of living and to maintain jobs in the plants, 
mines, farms, and forest that provide us with all we 
use. Tools that the office furniture industry furnishes 
are the tools that enable them to plan their work 
and work their plan. 

“So, to host Almquist and all the hundreds of men 
and women of this industry, we of the Valley Forge 
Caravan happily dedicate this performance tonight.” 


2 


B. H. NEMLICH HEADS DAV FUND DIVISION 


Bernhard H. Nemlich, treasurer of the Regan Office 
Furniture Corporation, has accepted the chairmanship 
of the office furniture division of the Disabled Ameri- 
can Veterans’ National Service Fund campaign to 
raise $10,000,000 to finance the DAV’s rehabilitation 
program for veterans with service-connected dis- 
abilities. 

The announcement was made through the Fund’s 
headquarters at 41 East 42 Street, New York City, by 
Fund Chairman Charles Shipman Payson, who is 
chairman of the board of Refined Syrups and Sugars, 
Inc. 

“Through the DAV’s organization of national service 


| officers located in Veterans’ Administration regional 


offices and hospitals scattered across the nation, we 
are insuring that our 2,500,000 war-disabled will have 
every aid to readjustment that a grateful country 
knows they need,” Nemlich said at his office at 270 
Madison Avenue, New York, N. Y. 

“In co-operation with the Veterans’ Administration, 


| the Disabled American Veterans is training additional 


national service officers, all carefully selected disabled 
veterans of World War II, to be employed by the DAV 
in its rapidly-expanding service program. These men 
are being graduated from the American University at 
the rate of 40 every three months. They are taking 
their places alongside veteran national service officers 
in the field, bringing hope and courage. 

“It cannot be denied that those who were handi- 
capped because of their war service must be restored 
to at least as good a position as they would have 
enjoyed had they not been disabled. 

“Support of the Disabled American Veterans, which 
maintains the most extensive and effective service set- 
up of its kind in the country, is a ‘must’ for every 
citizen,” Nemlich added. “This congressionally-char- 
tered organization has brought relief to over 1,200,000 
disabled veterans in the past 25 years. It is only 
through this timely aid to those who are our first re- 
sponsibility that the rising tide of dissatisfaction 
among returning servicemen can be stemmed.” 

The DAV national service officers act as attorneys- 
in-fact and expert liaison officers for disabled veterans 


_in the preparation and presentation of just claims 


for disability compensation, medical treatment, hos- 
pitalization, out-patient treatment and vocational 
training. They furnish the necessary counsel before 
Government boards to assure disabled veterans of a 
proper and fair adjudication of their case. It is neces- 


_ sary that veterans be represented by these national 


service officers because the Government cannot prose- 


| cute claims against itself. 
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METAL CASH BOXES 





18 gauge fire-resistant steel; paracentric lock, 2 keys; 1042" 

wide, 6" deep, 4". high; approx. shipping wt. 65 lbs. per 

doz. $8.00 list each; 5-till removable cash tray, $1.00 each. 
(NOT A WARTIME PRODUCT) 


ALSO 
Std. No. 2 metal wastebaskets, green and brown; harp and 
stick files; metal bookends (green); metal letter racks; all 
kinds of ticket punches, Sav-A-Stamp Postal Scales. 
In Stock for Immediate Delivery. 
All Prices F.O.B. Los Angeles. Liberal Dealer Discounts. 


Western Wholesale Stationers, Ltd. 
‘ 333 East Third St., Los Angeles 13, Calif. 











A Really SAFE Knife for Pocket or Purse 


GITS 
No. Ill KNIFE 


(Patented) 








% Light-Weight, Unbreakable Plastic 
Handle. 


%& One-Handed Opening. 
% No Broken Fingernails. 
% Finest Steel, Replaceable Blade. 
%* 5 Safe-Locking Blade Positions. 










In Pearl White, Bone Onyx, 
Green Onyx, Red Onyx, 
and Black. 

Individually Boxed— 
12 to a Display Carton. 
12 Display Cartons (144 
Knives) in a shipping con- 
tainer (8 pounds). 


oh A 


CHICAGO 44, ILL. 


Gits Flashlights, Knives, 
tect-o-shields, Savings Banks, Etc. 











4664 HURON ST. 


turers of the f 
G , Pr 


usts 5O¢ tach 


Order from Jobber 








CANADIAN DISTRIBUTOR: Kahn, Bald & Laddon, Lid., 69 York Street, Toronto 





Since Always 
Reliable 


1902 








\ PM IN LOOKS 


SATISFACTION IN QUALITY 
SATISFACTION IN PRICE 


That is what you get when you buy the 
IDEAL LINE of Albums and Scrap Books. 
Send for prices. 


THE J. L. HANSON CO. 
552-54 W. Adams St., Chicago 6, III. 
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DID YOU 
EVER TRY 
MAGIC? 


WE MEAN 
MAGIC FLOW 
DUPLICATING 

INKS! 





For satisfaction and for savings 


MAGIC FLOW DUPLICATING INK 


is what careful buyers choose. TRY IT. 
A trial will convince you that MAGIC 
FLOW is the ink you want. 


Made in a modern plant by 
THE CONTINENTAL INK CO. 
3144 S. Austin Blvd. Cicero, Iil. 


Who also make MAGIC Stencils, the 
stencils you “Swear by, not at.” 
aol 
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WA RSHAW cc 


Have “IT” 
ROLL LABELS 


Yes, Mr. Dealer, WARSHAW Index Cards 


—— have what it takes. 
INDEX CARDS 
GOOD QUALITY STOCK 
FOLDERS 


ante UNIFORM MARGINS AND RULES 
STICKONS NO FUZZY EDGES 
MENDING TAPE CLEAN—BRIGHT—CRISP 


GUMMED They are made on fully automatic machin- 
INDEX TABS ° 
ery, rotary cut on all four sides. 


« Always wanted! Always sold! 


THE WARSHAW MFG. CO., INC. 


1 MAIN STREET BROOKLYN 1, N. Y. 








































SVatsOe/7 
CHINA MARKER 


The largest selling, completely effi- 
cient marking pencil for pricing 
all types of products and containers. 
Makes marks that stay—and stay 
legible. The special process by which 
these pencils are encased in paper, 
seals in the ingredients, preventing 
“ oxidation—keeps them always 
% fresh and ready. Made in 13 colors. 
& 


We Beisdell 


PAPER PENCILS 


SV/ats0Oe7 Pencil Company, Est. 1893, Philadelphia 44, Pa. 


















Seating America’s 
Office Workers 
Correctly 








is @ responsibility that 
Jasper Seating Co. 
knows how to accept 


Jasper Seating Co. 


JASPER, INDIANA 


REPRESENTATIVES 


CHICAGO: L. H. Farber, 30 E. Congress St. Phone WEBster 3217 
NEW YORK: Office Furniture Warehouse Co., 573 Broadway 
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oe 


especially when he asks for WRITE! 











relate! 








CUSTOMER 
IS ALWAYS RIGHT— 


e EXTRA, CLEANER COPIES 
@e SHARPER, MORE LEGIBLE ORIGINALS 


Guaranteed quality that means more repeat 
business, more profits for you. 


Send Today for Samples 
and Discounts, 


IMMEDIATE DELIVERIES — NO DELAY! 





ve 
xington Aven 


Le 
420 ee 


CARBON PAPERS 


RITE casa 








‘stile 


These two words—Canode 
and Satisfaction — have 
been trade "buy words” 
for forty-five years. 


Shrewd buyers know that 
if anybody can make good 
duplicetins inks it is 
Canode. 


Canode's is always the 
best buy. 


For the finest duplicating 
ink made—try CAN- 
ODE'S PREMIUM INK. 


For a good, low priced ink 
—as good as some peo- 
ple's best—try Canode's 
Bulletin Ink. 


Samples and Prices on Request 


INK SPECIALTIES CO., INC. 


519 N. HALSTED ST., CHICAGO 22, ILL. 


PREMIUM 
DUPLICATING 


BLACK 


“@ . 











Looking for the BEST Duplicating Ink? 


One that will give you a dense black color, that 
will dry quickly with a minimum of penetra- 
tion and a maximum of copies with one inking. 





. CHICAGO, | 


55-59 E.26th. St.. 





Representatives 


Fred Deutsch. Texas, Okla la Ark. K. W. Zeagier, 1709 W. 
3525 Southwestern Bivd., Dalias, Tex. Eighth s." Los Angeles, Cal. 


Milton Stone, 320 Broadway, Room 625 R. E. Horter, Ind., Ill., Mich., Ohio, 
New York City, covering New York. 2523 W. 109th "Pl. Chicago, i. 


Harry Henkel, pss Second St., San 


Lichenstein. 2n5s Locust Ave., 
Francisco, Cali Pa 


s. 
Philadelphia, 
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Don't look any further-Try 


Sinclair and Valentine (lo. 





and be convinced! 





Sinclair and “Valentine Co. 
611 W. 129th Street PINKS] New York 27, N. Y. 











Albany Philadelphia Dayton New Orleans Detroit 

Baltimore Chicago Charlotte Cleveland Nashville 

New Haven Boston Birmingham Dallas Kansas City 
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FOR 
IMMEDIATE 
DELIVERY e 


MASONITE 
FLOOR MATS 


SIZE 36” x 48” $5.00 LIST 
SIZE 48” x 54” $7.00 LIST 


COLORS—MAROON, BROWN, GREEN 
NO EXTRA CHARGE FOR COLORS 


MASONITE 
DESK TOPS 


SIZE 72” x 36” $5.40 LIST 
SIZE 60” x 34” $5.10 LIST 
Add 10%, in lots of less than 12 


LARGE STOCK OF OFFICE 
FURNITURE USUALLY AVAILABLE 
TO DEALERS 


OFFICE FURNITURE WHOLESALE 


DISTRIBUTORS 
74 BROAD ST. N. Y. 4, N. Y. 


Bowling Green 9-8231 























Masonite 
ECLIP BOARDS 


Guaranteed against warping. 


ALSO: TYPEWRITER RIBBONS that 
meet government specifications 
2 . CARBON PAPER of 100% 
rag content and made of genuine 
arnauba wax... and a ge 
variety of First Quality MIMEO- 
6] GRAPH and STATIONERY SUP- 
PLIES, including many specialties. 


:, Write for Price List No. 104-B 


PENGAD RG 

















The 
Permanent 
Successor 


ee Le To Rubber 


Bands 


Holds papers, deeds, mort- 
gages, insurance policies, can- 
celled vouchers, etc., neatly 
and in order. Obtainable in 
lengths from 6” to 54”, Used 
by manufacturers, retailers, 
commercial institutions, banks, 
etc. Write for samples. 


Rochester Wire-0-Binding, Ine. 
Rochester 4, N. Y., Dept. 2-0 











is Vme This tees 





RITE-RITE MFG. CO. * DOWNERS GROVE, ILL. 


SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY 








SELL 
PROTECTION 


Meilink Steel Safe Co. 
Toledo, Ohio 


New York e Chicago 










aE 


LUA TITS 
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e 
u 
oD F&F 
F omins? 


DAYTON STENCIL 
WORKS CO. *cric™ 








Out He 







from wants 
VICTORY Beach’s 
sites “Common Sense” 
the Expense 
Salesman Books 


Beach Publ. Co. Detroit 2, Mich. 
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SPEEDEMOMAET\ 1a: 


Just Press 
the Sutton! 


Cleaner fluid is in 
bottle handle and 
flows through 
brush, controlled 
by finger tip but- 
ton. Ideal for 
cleaning type- 
writers and all of- 
fice machines. 







of fluid. Write for catalog and prices. 


PENDAFLEX(:.:. 


new’ style filing faa om HANG! 


r filing supply spec 


OXFORD FILING supecy CO. New York BROOKLYN St. Louis 





Handy set comes in box with extra bottle 


ALL METAL 'TECHNYSCOPE 








THE OUTFIT CONSISTS of the Scope Table and T Square; also a separate, 
Movable Lamp. The four legs with rubber feet are all removable. The longer 
legs may be placed on the right side thereby tilting the scope at a different 
angle for work the long way of the stencil. The T Square is provided with a 
wooden locking device which holds it tightly in position wherever set. 


The Movable Lamp is placed under the Scope and can be adjusted to bring the 
greatest light right under the working area. The Plastic Diffusion Shiels 
avoids glare and does not accumulate heat. It also protects the lamp from being 
accidentally broken. 


The Scales in each side of the table are divided into sixteenth inches and 


standard typewriter spaces for the entire length of*the stencil. Scales, top and 
bottom, show regular typewriter pica and elite spaces. Technyscope is 16% 


inches wide by 21% inches long. 
$1450 


Stight! 
higher wee it 
Rockies) 


TECHNYGRAPH CO. recuny, m. 


Price, complete with Lamp, Ball Point Stylus, 
Flexible Writing Plate and Four Manuals 











BA\ \ Should Be Part of Your 
Se Sales Equipment 


Send post card or letter for free sales 
“catalog and trade price list-over 150 illustra- 
— tions of genuine solid bronze signs, name plates, plaques, 

FFonor rolls, memorials, etc. You can sell standard designs right 
on catalog; for custom designs we will prepare actual-size or scale 
sketches free. Office equipment dealers like to do business with us—we 
are reliable and cooperate fully. Ask for Catalog A, 








36 EAST Zand Si. 
NEW YORK 10, N_Y. 


INTERNATIONAL 


BRONZE TABLET CO., INC. 





DE LUXE 
SMOKING STAND 


Available Now! 


Made of Polished Spun Steel 
With Heavy Glass Tray 
Beautiful - Useful - Durable 
For Homes - Offices - Hotels 
LIST $6.00 
Usual Trade Discount 
Prompt Shipment If We Get 

Your Order Now 
ELRAY COMPANY 
106 W. Adams St. Chicago 3, Ill. 











Ww ee 8 lbs. 
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PERSONAL 


SKY-RITE'S novel form of Advertising Aunt Emma letters is seen 
everywhere—is being commented upon everywhere. It is out- 
standing just as SKY-RITE Lightweight Stationery is outstanding. 
Write for information on SKY-RITE No. 6, SKY-RITE VANITY, 
SKY-RITE "*Frills’ and the new No. 74 a Stationery for 
Gentlemen. 


SKY-RITE 


The Very Finest in LIGHTWEIGHT STATIONERY. 





COPYRIGHT 1946 — Agency Paper Co. 
74 Varick St., New York 13, New York 
New York « Chicago «¢ Los Angeles 








* Trade Marked 








NEATYPE 


TYPE & PLATEN 
CLEANER 
Highest Quality 


Large Bottle 
Fast Easy Seller 


Wonderful Repeats 
Large Profit 


AND—Mr Dealer 

NEATYPE is ‘sealed in such 
a way that’ there is NO 
EVAPORATION IN STOCK 


For Full Particulars and Samples, Write 


STARKEY Paeeee @ SUPPLY CO. 


3800 AGNES AVE, . KANSAS CITY 3, MO 
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HANDY MEMO RACKS 


for OFFICE, STORE OR HOME 
Wall or Desk Style with 


Convenient Pencil Sock- 
ets Holds 500 Sheets of 







Now Accepting Orders 


in Limited Quantities 











N\ Paper. 
3 x 5 size—Complete with paper 
7 $1.10..........Holder only $1.00 
Walnut 4 x 6 size—Complete with paper 
Mahogany $1.40.......... Holder only $1.25 
Lacquer Sell refills for years—at BIG PROFITS 


Write for Folder and Dealer’s Price List 


! 





NAL SF N GIFT DEPARTMENTS 
on BRIEF CA, PIERCE omplete Line of Pate, Pla 


CAC A Complete Line of Plate, Platter and 
og cw Cup and Saucer Holders for Resale. 
a a we COMPANY 


911-913 Marquette Ave., Minneapolis 2, Minn. 
































\ Provides for all legally required 
al Income Tax Records, Federal and 
$5 State, under one cover. Place 
RETAIL PRICE samples of all Income Tax Records side by 


‘POST CA DS 
? Generous Discounts side, regardless of price, and 9 customers 


FREE! DEALERS: Send for free illustrated book of money making ideas for high Mark-up. out of 10 will BUY the LIBERTY. 
and complete unique advertising plans. Learn how thousands of these 
Cardmasters have been sold. Write today. 


CARDMASTER COMPANY “iiicsco"zi"4ti | Commonwealth Publishing Company 


Ps gone 508 So. Dearborn St. Chicece 5, lil. 











| FOR THE FIRST TIME | 
| : 
DESIGNED TO SELL! STATIONERY STORES CAN NOW SELL | 


Appealing lace-patterns | 


inno-ntannable past. =| ~~ GENERAL MOTORS ACCOUNTING 


New bound edge will not cut or 


bind. Large size for | SYSTEMS 


Retails profitably Pegg added sleeve | 
“3 — aon Bs: ‘a Used by General Motors, Chrysler and 
1. . ‘ ‘ 










Prompt delivery. cg Many other Automobile Dealers 


Write for Samples and Exclusive Agency Terms 





Lewis N. Pemberton Printing Company 


Manufacturers & Distributors 
717 W. Olympic Blvd. Los Angeles 15, Calif. 


PLASTEXT CO. 


“Things Plastic” 
525-535 EAST 137th ST., BRONX 54, N. Y. 
MElrose 5-9786 \ 




















SPECIAL Changeable Letter 
Bulletin and 


ca 
BLur pL ATE ». Menu Board Signs 
TO DAY for all purposes 
FRESH ROAST HAM Send for illustrated 


: ALMA DESKS 
RED CABBAGE literature showing 
SWEET POTATOE large variety of uses. ARE GOOD DESKS ; 
APPLE SAUCE 
BREAD °r ROLLS & BUTTER ACME 


DESSERT 
Bulletin Board Corp. 
COFFEE TEA OR MILK 37 East 12th St., A i: M A D E S K O M P A N Y 


350 SD Dtew Yeuk 3. N, Y. HIGH POINT, N.C. ai 
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Visible Record 


| Any yen pene ( 500 ) $345 
=, Stock Flexible Cards 





Credit Portable 
Cost Saves Time 


Complete 
Use Cards only. Join together. File sheets of 
Cards on edge in correspondence folders—Half 
inch visible margin. Send order. 
500 Cards one side Blank, one side Ruled 
6x4 inch, $3.45; 8x4 inch, $4.40; 10x4 inch, $5.30 


Use Visible Indexing. Color Signaling. Visible 
Tabulation of vital information. Ten years na- 
tiona! use. Send no money. Satisfaction Guar- 


antes’: Write for Catalog 


Sheets of Cards 


® a 
Handifex 7°:67'.53; ST. LOUIS 








MASTER 
SPEED KEYS 


FINGER FITTING 
PLASTIC TOPPED 


YOU CAN SELL THEM SPRING CUSHIONED 
PROFITABLY & REPEATEDLY TYPEWRITER KEY 


WRITE FOR FULL INFORMATION 


SPEED KEY CORPORATION 


Formerly Speed Key Manufacturing Co. 
337 COLUMBUS PLACE BROOKLYN 33, N. Y. 


SA —— 


=sN ATl ONALS=™ 


FVII anaes 
ZS” 
Ny 7 
s\ “7 
i) 





























RECORDS 


Save Strain — Speed Work 


SEE YOUR STATIONER 


NATIONAL BLANK BOOK CO. 
HOLYOKE, MASS. 





It pays to sell 


MOORE 


PUSH-LESS HANGERS e PUSH-PINS 


for hanging heavy and light mirrors, 
pictures and wall decorations. Supe- 
rior quality means more sales, repeat 
business. 











MOORE PUSH-PIN COMPANY « Siace /900 
113-25 Berkley Street, Philadelphia 44, Penna. 
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ROLLING STORE LADDERS 
“A” Type Ladders . Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 





end for Folder 
and prices. 








Manufactured by 


I. D. COTTERMAN “**"svicxco'so. 

















Hi-Speed Changers 


MAKES CHANGE QUICKLY 
ACCURATE—Easy 


Prevents loss; modern hi-speed 
efficiency. Durable, long-lasting; 
well made of cold rolled steel. 


4 TUBE 
$3" MODEL 
Also made in 3 & 5 Tube 
Models. Easy to operate. 


DEALERS: Write for prices and 
illustrated folder “F’’ 


Quick Selling, Profitable Item 


J. L. GALEF & SON 
75 Chambers St. New York, N. Y. 




























Users say Meilicke 
Calculators are a 
necessity where pay- 
roll and tax calcula- 
tions are involved. 
With a Meilicke you 
just tip a card and the 
answer you want is right in 
front of you—to the fraction. 
No levers—no machine ad- 
justments. You just tip a card 
and save time—worry and mistakes. Meilicke Calculators 
are compact, attractive, handy. Dealers should acquaint 
their customers with Meilicke Calculators. 


Meilicke. Systems, Inc. pinot oan St 














MARK/LO 
CELLULOI0 PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; iters record protectors; tag 
holders: bill-fold envelopes: stamp containers, etc. 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need 
Write us for details. 


Markilo Company, Mfrs. 


3633 S. Racine Ave. Chicago 9, U.S. A. 
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BICKETT 


FULL FRONT 
DESK MAT 


“RUFBAK” 
Type 
FF 


Bickett specializes in the 
manufacture of mats for 
use in offices. Made of 
high grade rubber, col- 
ors—black, maroon, 
brown, light green, dark 
green, marbleized stocks. 
A complete range of 
sizes. Mat held in posi- 
tion by desk legs which 
rest on edge of mat. For 
double use desks place a 
Bickett Full Front Mat 


on each side. 











Write for stock chart— 
price list. By 





The advantage of a Full Front Desk Mat is clearly demonstrated by the illustra- 
tion. A Full Front Desk Mat makes a very beautiful and serviceable installation. 


L. M. BICKETT COMPANY, WATERTOWN, WISCONSIN 


Rubber Manufacturers 


Frror-No ELIMINATES 


AFTERNOON LET-DOWNS! 


Fatigue wears typists down. Errors result 























from mid-afternoon let-downs ... cost 
money ... make office help dissatisfied. 
Error-No line-by-line copyholders eliminate 
fatigue, save time, temper, dissatisfaction. 
That’s because they always hold the copy 
at eye level — no nerve-wracking side-read- 


ing, no poor posture fatigue. Applicable to 





all typewriters. Highest quality, all steel 


balanced construction. Equip your office. 


Many inquiries have been re- 
ceived about SPEEDRITE, the 
check writer so often seen in 


leading banks, insurance and 


DIVISION OF 


are open in which sales fran- H a [ t e Welter Co. 


business offices. Some territories 


chises will be granted to dealers. 
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Above: Large size, for models 6V, 7V, 8V, 
With or without knobs. 


Above: Small size, for models 3V, 
AV, or 5V. With or without knobs. Wig Ves cae 


Right: Intermediate bar for 
additional extendibility of 
either size above. 








mee 
Above: One intermediate bar extends any Kleradesk one 

to five compartments more than original capacity. Sev- 

eral intermediate bars may be added, if desired. 





Extendible Steel Bars 


for the steeless 


KL RADESK by Sengbusch 





... adding new sales-appeal to this 
already fast-moving item 


_.. providing an opportunity for sub- 
stantial replacement sales 


Flexibility that permits any number of plainly indexed 
compartments — that’s the kind of sales-making sto 

you can tell your customers about the steeless Klerades 
with Extendible Steel Bar and plastic knobs. That's the 
kind of sales argument that helps you write more orders 
for first-time purchases of Kleradesk. The Extendible 
Steel Bars fit steeless Kleradesks originally purchased 
with wood rods and porcelain knobs, permitting addi- 
tional expandibility of models now owned. Added to the 
utility, durability, and pleasing appearance of Klera- 
desk, this new feature puts you in a strong position to 
build volume sales and win satisfied customers. Stock 
up now. Write for circular. 


Sengbusch Self-Closing Inkstand Co. 
346 Sengbusch Bldg. Milwaukee 3, Wisconsin 
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DEPENDABLE QUALITY 


Ss 


doubly important 


VECo 
QUALITY GUIDES 


ADVANCE SALESBOOK CO. ‘ies 200 Sree 


Manufacturers of 


GUIDES, FILING SUPPLIES AND PRINTED STOCK FORMS Telephone CHelsea 3-1276 























BILLFORM “PROCESSED” 
CARBON PAPERS 


Each sheet of Storm’s “BILLFORM PROCESSED” 
carbon papers is especially processed to make it curl 














resistant. Each sheet is therefore easier to handle. 
Each sheet lasts longer. Each sheet will MAKE new 
friends, permanent friends for you. 


The “Complete Line” 


CARBON PAPERS: Cleangrip, Whitedge, Clean Pull, Cameo, 
American, Reliance, Storms Pen and Pencil Carbons, in al 
weights and finishes. 

CARBON ROLLS: Tailor’s Marking, Photo Offset, Billing 
Rolls for Elliott Fisher Machines, Billing Rolls for Burroughs 
Posting Machines, Register Rolls, Tally Rolls, Teletype Car- 
bonized Rolls, Rolls for Elliott-Addressing Machines, Special 
Rolls. 

INKED RIBBONS: Stormtex, Cameo, American Reliance, 
Ribbons for Addressograph Multigraph, Speedaumat, etc. 














ANOTHER INSTANT SUCCESS 
IMMACULATE CARBON PAPER 


CLEAN TO HANDLE, CLEAN TO ERASE .- 
FREEDOM FROM FEED-ROLL OFFSET 


H. M. STORMS CO. 


561 GRAND AVENUE 9 BROOKLYN 16, N. Y. 
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Peacetime Prectiton, tov 





The same fine machine techniques which 
qualified AUTOMATIC for ammunition 
manufacture . .. will soon be utilized in 
full swing again in the Peacetime Produc- 












tion of Sharpeners. 

There are now no restrictions regarding 
the manufacture of pencil sharpeners. As 
rapidly as availability of labor and mate- 
rials permits, production will increase. 
For the time being only Dexters and Giants 
are available. Your generous cooperation 
in awaiting ‘‘full line’ production is most 
appreciated. 





mane BY e 
jagitmeates HNC gamenen (CO 
CHILAGO 

















ie em Automatic Pencil Sharpener Co. 
\E Division of Spengler-Loomis Mfg. Co. 


= 58 E. Washington St., Chicago 2 


Boe | 
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THE STANDARD FOR QUALITY CORALINE 310 jf 
dekdon Rotella | F 
Made in Newark, USA 
NOS. 310,315 CORALINE 
NO. 900 Soft coral color. Quality clear through. Bias 
SUEDE bevel ends and sharp edges erase lines and 
Soft gray texture. Slightly octagonal lettering, broad face cleans large surfaces. 
. shape. Erases ink and typewriting. 
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WELDON ROBERTS RUBBER COMPANY 


Newark 7, New Jersey 
ee ee : al mo en ern W 
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Thanks to the cooperation and encourage- 
ment of America’s industrial executives, 85 
million bond holders have bought U.S. Bonds 
in the greatest savings program in history. 
Employees who have purchased billions of 
dollars of these bonds during the war now 
want to continue monthly purchases of savings 
bonds. Specific evidence of this desire to con- 
tinue saving for personal. security and pros- 
perity through the Payroll Savings Plan was 
recently revealed by a survey which dis- 
closed that 90% wanted the Plan continued. 


Every employer can write in his own set of 
reasons why the Payroll Savings Plan should 
be continued as a part of his personnel rela- 
tions program, but the principal advantages 


are obvious: 








9 out oF IO 


want 


THE PAYROLL SAVINGS PLAN 
CONTINUED! 


A large reservoir of national sav- 
ings; a strong and stable bulwark 
against inflation. 


An “automatic” thrift habit for 
the worker; to increase content- 
ment and satisfaction in his job. 





An opportunity for the employee to 
maintain his “share in America” 
with the safest, easiest, most profit- 
able investment he can make. 


veteran to share in the Payroll 
Plan’s varied benefits. 


Your employees will require little “selling” on the 
idea—they are accustomed to their monthly saving 
habit. With the Treasury Department's savings bond 
program now in peacetime operation, your partner- 
ship is again invited to continue this systematic, con- 
venient means of contribution to a prosperous peace- 
time future. 


The Treasury Department acknowledges with appreciation the publication of this message by 


OFFICE APPLIANCES 


This is an official U. S. Treasury advertisement prepared under the auspices of the Treasury Department and Advertising Council 
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EXPORTER 


@ Published in Great 
Britain every three 
months this popular 
Journal contains up- 
to-date news of the 
activities of British 
Manufacturers of 
stationery and allied 
lines. A number of 
lines advertised in 
this journal, how- 
ever, are not neces- 
sarily available for 
export at the present 
time. 


Scores of American 
dealers are on our 
regular mailing lists 
and we shall be 
pleased to send you 
a copy FREE each 
quarter if you will 
complete and return 
the form below. 


BRITISH STATIONERY 


SEND US THIS COUPON 























AUTOMATIC COIN WRAPPERS 


Stationers! It’s your Line. Exclusively! 
‘Steel-Strong’”’ Products are sold through Stationers and 
Office Supply Dealers only. We have no retail salesmen to 
pirate your customers and eash in on your missionary work. 


Write for liberal discounts and sales help on: 


Lead Seals 

Seal Presses 

Teller’s Moisteners 
Manual Coin Counters 
Draw String Bags Currency Racks 
Metal Clasp Bags Wrapper Cabinets 
Night Depository Bags So g Trays 

Linen Shipping Tags Coin Storage Trays 
Downey Change Trays 


THE C. L. DOWNEY CO. 


Coin Wrappers 
Bill Straps 
Coin Bags 
Currency Bags 





HANNIBAL, MO. 

















To F. W. BRIDGES LTD. 

Proprietors THE BRITISH STATIONERY EXPORTER. 

9 Fryston Avenue, Croydon, Surrey, ENGLAND 

(Late of Grand Buildings, Trafalgar Square, London, W. C. 2.) 


Please send to the address below Free Copy each quarter of 
the BRITISH STATIONERY EXPORTER. 





‘(Please attach your business card or letter-head) 


Address 





Date 
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SORRY - 
No Typewriters yet! 


SUT . <a 
We still have better ribbons and car 
bons—at better prices. 


REGALRITE ... 


Carbon Papers 

Typewriter Ribbons 

PaXo Cobb ove Mme \) (oles eb bel Mmm atbelerey et; 
|sXoYe} 4 :<-1-) 0) bole Ml) (ocodebbet-mp atte) oleyet-) 


HEADQUARTERS ... 
Royal Typewriter Parts for Dealers 


NOW . a. 
You should try REVIVO; it renews 


je) Koi (- etme ole Mod (-o sett arg ol-mmoneelorabeled bm 


ANTICIPATE | 333 
The manufacture of a limited produ: 
tion of new typewriters has been re 


Sb b eel =le MM Bde (o(- mob el-M-jelo)b tle Mol-Meacestloge) (= 


soon. List your needs with us to be 
notified as soon as they come in 


REGAL TYPEWRITER COMPAN 


(INCORPORATED) 


200 Hudson Street New York 13, N. Y. 
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HERE’S MORE STYLE AND STAMINA 
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IT’S THE NEW 
ALL-METAL 






Royal Steel Folding Chairs « 


LINE OF TOMORROW 











YU e don’t believe you’ve ever seen a seat like this. 
Turn it upside down! Look at its trim cabinet-like metal 
closure. If the metal bottom were removed ... you'd see a 


normally upholstered spring seat over a clean, efficient- 
looking a/l-metal interior structure. It’s precision built, 
almost like a watch case; and its simplicity and ruggedness 
assure long years of trouble-free service. 
Compare this seat with any other .. . from any angle. 
Here’s style and stamina that will live for years to come. 
See this new all-metal Royalchrome creation now! 
The Royal Metal Mfg. Co., 175 North Michigan Avenue, \ 


Chicago 1, Illinois. 
Illustrated above: j 
Exploded view of seat construction shows 
metal bottom pan, leatherette-covered metal 
apron as well as leatherette upholstery cov- 
ering springs and metal foundation. A truly 
important advancement in all-metal design. 


Metal Furniture Since ’97 


~ INI / F 
= Sale A Z Steel Furniture 


DISTINCTIVE FURNITURE 
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Complete 4 2 5 
with supplies 


LETTERGRAPH...MODEL C 


Offers every essential feature in an automatic feed stencil dupli- 
cator at an unusually low price. Prints from post card to legal 
size at speeds of 100 or more copies per minute. Simple to 


operate. Sturdily constructed for years of satisfactory service. 


Quality 


SATISFIES 





THE HEYER CORPORATION 


Quality Duplicators and Supplies Since 1903 


| 901-911 WEST JACKSON BLVD. - CHICAGO 7, U.S. A. 
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UNDERWOOD * 





Half a Century of Service... 
Bem. 


“Typewriter Leader of the World”... 
. won Underwood new laurels for its mass pro- 

duction of carbines and other war essentials .. . 

This confidence started that day fifty years ago... _ will again thrust Underwood ahead of all com- 
when Underwood's forward-minded founders hit petition in the quality and quantity of its production. 
upon the design that made the typewriter possible Today’s Underwood . . . a masterpiece of type- 
writer engineering ... challenges all other machines 
to match its brilliant, effortless performance. 

It has advantages that every secretary likes and 
looks for in a typewriter ... touch, speed and ac- 
with a score of time and effort-saving 


To Secretaries, Underwood has long meant the very 
last word in typewriter performance and conve- 


nience of operation. 


in its present form. 

It freed typists forever from struggling with the 
blind-writing handicap of its predecessors. 

Visible Writing let typists see the progress of their 
work for the first time ... everything from “Dear curacy 
features to brighten and lighten her day. 

The speed and efficiency of this revolutionary ma- It symbolizes the spirit of the entire Underwood 
chine was regarded as one of the wonders of the day! organization to serve ... to help speed your day's 

Business clamored for Underwoods . .. and yearly business ... to remain “Faithfully yours.” 
production zoomed from 500 to hundreds of thou- 


sands. But, Underwood’s pioneers have never ee UNDERWOOD 
stopped improving. iy aes . 

This spirit . . . enriched by their inventive genius jg nema CORPORATION 
and engineering talent . . . made Underwood the : ; One Park Avenue 


New York 16, N. Y. 


Sir” to “Yours truly.” 


Copyright: 1946 Underwood Corporation 


..- TYPEWRITER LEADER OF THE WORLD 





